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To build weapons for the battlefronts and to keep 
the home front moving, millions of letters must be 
typed and forms and reports filled in. Thus carbon 
paper and typewriter ribbons—a government recog- 
nized essential war industry —-are helping to “deliver 
the mail” to Hitler in the only language he can 
understand. 

In aircraft plants and arsenals, in factories and 
business offices, Webster products are seeing plenty 
of action... Star Brand Typewriter Ribbons are 


turning out neat, clean letters and reports . . . Multi- 


Kopy Carbon Papers are keeping valuable war 





records safe and easy to read... Micrometric Carbon 
Paper (the famous product with the white scale) is 
simplifying the work of skilled secretaries at a time 
when every second counts. 

Go after the requirements of the war industries in 
your territory immediately. Offer them your services. 
Show them how they can make their carbon paper 
and typewriter ribbons do a better job in the war. 
Ask our Service Representatives to help you in cover- 
ing this important war assignment. Don’t miss any 
of these opportunities. Many of our dealers write 


us that these activities pay big dividends. 


F. S. WEBSTER COMPANY 


13 Amherst Street, Cambridge, Mass. 





{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 





Office Appliances 


(To the Whrld's Principal Market Places) 


Founded by George H. Patterson and Developed Through Thirty-Four Years 
by Evan Johnson. 








Published on the first of every month by The Office Appliance 
Co., 600 West Jackson Boulevard, Chicago 6, Illinois. Cable 
address: Applico, Chicago. Telephone: Canal 3454. 
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ESTABLISHED 1904: Succeeding and embodying American 
Stationer, New York, established 1873; Typewriter Trade 
Journal & Office Systems, New York, 1904; The Office, Frank- 
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1905; Business Equipment Journal, Chicago, 1908; Office Out- 
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Special 1943 NSA Convention Section 10 to 63 
Advertising Clinic for Dealers 64 
Tomorrow's Job in Office Furniture 66 
IY, the Flows 
Canadian News Notes.... 82 
Bill Smith Feted by Great Lakes ‘Travelers Club in 
Honor of 75th Birthday os 95 
Navy Finds Dvorak Keyboard Speeds Up Typing 95 
T. T. Malleson, Royal Typewriter Overseas Pioneer, 
PROGR aorieds. ccg e 96 
Bittman New A. W. Faber General Manager . 96 
Lewis Takes Over Leonard and Company.. . 98 
20th Century Takes on Complete Post Line . 98 
Houston Store Shows Remarkable Growth 104 
Office Machinery Company in New Home 104 
Cooper Announces Purchase of Building 110 
Schwalbe New Assistant General Sales Manager of 
Franklin Ribbon and Carbon............... 110 
Seen and Heard in Southern California 114 
Great Lakes Travelers Club Notes...... 117 
Markwell Introduces “Staple Sam” to Trade 117 
Named Officer of Monroe Company 118 
Densford Receives Typewriter Purchase Report from 
Congressman Boren 118 
M. & V. Re-elects Board and Officers 118 
Mihm Joins Sheboygan Chair Company 121 
Letner Named Vice-president of Sioux Falls Book and 
Stationery Company 121 
J. E. Donahue Named General Manager of C. F. Denzer 
Company 121 
Frankel Calls on Eastern Accounts 218 
Departments and Classified Moun 
Business Builders 68 New Trade Literature 9 
Corporation Reports ae News and Miscellany 96 
Editorial 70 O.A. Information Service 74 
For Our Country 108 Office Furniture, Wood and Steel hy 
Guest Book 78 Ol’ Doc Stork 
Here and There . 72 Other Lands, In ‘82 
Inner Circle .... 65 Passed Away 106 
Meetings, Dinners, Conventions 84 Patents 8 
New Equipment, Devices, Supplies 76 Weddings 110 


{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00;two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office of Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
fADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 


{Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
{COPYRIGHT. Contents 
covered by Copyright, 1943, 
by the Office Appliance 
Company. 





4 kh ‘ 
MES 
4 


AVIA D 


RIrISEMENTS 
b > i * (NTS 





These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
They do, however, offer their serviccs in resolving any disagreements which result from relations established 
through the journal. 


customers 
A 
Abbott Coin Counter Co. 130 
Acco Products, Inc. 104 
Ace Fastener Corp 149 
Acme Bulletin & Directory 
Board Corp. 223 
Acme Staple Co. 221 
Acme Visible Records, Inc. 87 
Adirondack Chair Co. 205 
Agency Paper Co. 176 
Aigner, G. J., Co 98 
Allen Calculators, Inc 142 
Allen & Co. 182 
All-Steel-Equip Co 192 
Amberg File & Index Co. 223 
American Hair & Felt Co. 126 
American Pad & Paper Co. 148 
American Passbook Co. 221 
Amer. Photo Laboratories 189 
Amer. Writing Mach. Stores.102 
Ames Supply Co. 108 
Anderson-Hickey Co., Ine. 144 
Art Metal Construction Co. 115 
Art Steel Sales Corp. 100, 101 
Autocopy, Inc 198 
Autopoint Co. 159 
B 
Bainbridge, Kimpton & Haupt, 
Ine. 160, 197 
Bankers Box Company 117 
Barkley, C. L., & Co 162 
Bates Mfg. Co. 145 
Bolens Products Co. 125 
Boorum & Pease Co. 141 
Boynton and Co. 150 
Bright Chair Co. 193 
British Staty. Exporter 223 
Browne-Morse Co. 97 
Buckeye Ribbon & Carbon Co...189 
Business Efficiency Aids 186, 190 
Cc 
Clarotype Co., The 193 
Codo Mfg. Corp 158 
Coke Steel Equipment Co. 168 
Columbia Rib. & Car. Mfg. Co..116 
Commonwealth Publishing Co. 137 
Continental Ink Co 221 
Cook, The H. C. Co. 214 
Cooke & Cobb Co., The 129 
Corona Typewriter 73 
Corry-Jamestown Mfg. Co. 124 
Cotterman, I. D. 220 
Cram, The George F., Co 217 
Cramer Posture Chair Co. 217 
D 
Darnell Corp., Ltd 209 
Dawn Mfg. Corp. Ltd. 217 
Dayton Stencil Works 220 
Dennison Mfg. Co 151 
Dick, A. B., Co. 69 
Dixon, Joseph, Crucible Co. 33 
Dome Publishing Co 160 
Domore Chair Co. 195 
Downey, C. L., Co. 185 
E 
Eaton Paper Corp. 201 
Ehrlich Upholstery Works 219 
Ellingsworth Mfg. Co. 132 
Esterbrook Pen Co 212 





F 


File Envelope Co 205 


Federal 


Frankel Carbon & Ribbon Co. 153 
G 
General Fireproofing Co 80, 81 
General Pencil Co 152 
Gibbons, Thomas H., & Co 187 
Gies, Walter G., Co 220 
Globe-Wernicke Co., The 77 
Graff, Geo. B., Co 181 
Graphic Duplicator Co. 214 
Gregory Fount-O-Ink Co 178 
Guide System & Supply Co 180 
Gunlocke, W. H., Chair Co 191 
H 
Hall-Welter Co. 217 
Harter Corporation, The 220 
Heyer Corporation, The 225 
Higgins Ink Co., Ine 215 
High Point Bending & Chair 
Co. 211 
Hoosier Desk Co. 134 
Hornstein Sales 221 
I 
Imperial Desk Co. 123 
Imperial Mfg. Co 164 
Imperial Methods Co 111 
Indiana Desk Co. 196 
Ink Specialties Co., Ine 18 
Inter-State Ribbon & Carb. Co. 218 
J 
Jasper Chair Co. 138 
Jasper Desk Co., The 184 
Jasper Office Furniture Co 146 
Jasper Seating Co. 186 
K 
Kahn, David, Inc. 127, 128 
Koh-I-Noor Pencil Co 165 
L 
Leopold Co. 75 
Little, A. P., Inc 194 


M 


Manifold Supplies Co 71, 


Markilo C« 


Markwell Mfg. Co. 
Martens Type Cleaner Co 
Mashek, Frank, Co 
Master-Craft Corp. Div. S.-W. 
May, J. L., Co., The 
Meilicke Systems, Inc 
Melind, Louis, Co. 
Meilink Steel Safe Co. 
Metalstand Co. 
Meyer & Wenthe, Inc 
Michigan Desk Co 154, 
Mimeograph 
Mittag & Volger, Inc 
Moore Push-Pin Co. 
Mutschler Bros. Co 

N 
National Blank Book Co. 
National Desk Co., Ine 
National Postal Meter Co., Inc. 
Neva-Clog Products, Inc. 
New England Woodwkg. Co. 
New Indiana Chair Co. 


Northern States Envelope Co 


Nucraft Furniture Products 


0 


Oakville 
Office Specialty Mfg. Co. 


Company 


Old Town Ribbon & Carbon 
Co. 
Oxford Filing Supply Co. 


P 
Pacific Cb. & Ribbon 


Peerless Key-Imperial Mfg. Co. 


Mfg. Co. 
Peerless Steel Equip. Co 
Perma-Bilt Equipment Co. 
Phillips 


Polychrome Corp., The 


Process Co., Inc 


Precise Developments Co 


Pronto File Corp 


Q 


Quality Park Envelope Co 





THE SERVI 


of its various 
practically every member 
office equipment, supplies 


pares advertising copy, 


other form of destruction, 


CE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
commissions 


In the execution 
this bureau calls upon 
of the staff. It answers by 


personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 


names of manufacturers of 


any article wanted, puts man and job together, pre- 


furnishes list of desirable 


agents and dealers in nearly every country, aids for- 
eign dealers in securing U. 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 


S. A. lines, and in many 


are broadcasted in a bulle- 


tin which is mailed frequently to leading manufac- 
turers. 
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APPLIANCES, 


R 

Rapid Office Devices, Inc. 174 
Red Feather Products, Ltd. 143 
Reliance Pencil Corp. 219 
Rex-O-Graph, Ine. 122 
Rite-Rite Mfg. Co. 220) 
Rivet-O Mfg. Co. 218 
Roberts Numbering Machine 

Co. 210 
Roberts, Weldon, Rubber Co... 221 


Rochester Wire-O-Binding Co.. 221 


Rockwell-Barnes Co. 103 


Royal Metal Mfg. Co., The 224 
Royal Typewriter Co. 79 
Ss 
St. Johns Table Co. 209 
Shaw-Walker Co. 175 
Sheaffer, W .A., Pen Co. 131 
Sheboygan Chair Company 135 
Sheppard, C. E., Co. 173 
Sikes Co., Ine., The 119 
Sloane, W. & J. 161 

Smith, L. C., & Corona Type- 
Writers, Inc. 73 
Southworth Co., The 157 
Speed Key Mfg. Co. 220 
Speed-O-Print Corp. 208 
Speed Products Co. 199 
Staedtler, J. S., Inc. 177 
Standard Record Company 198 
Stark Calendars, Inc. 202 
Starkey Paper & Supply Co...220 
Stationers Clearing House 185 
Stationers Loose Leaf Co. 219 
Stewart & Co., R. A. 216 
Storms, H. M., Co. 212 
Sturgis Posture Chair Co. 121 
Superior Type Co. 216 
T 
Tauber Tube Binding Co. 206 
Taylor Chair Company, The 179 
Technygraph Co., The 201 
Toledo Metal Furniture Co. 139 
Typosture Chair Co., Inc. 223 
U 
Underwood Elliott Fisher Co. 
Back Cover 
United Autographic Register 
Co. 163 
U. S. Typewr. Ribbon Mfg. Co..197 
U. S. War Bonds—-Stamps 222 
Vv 
Vail Mfg. Co. 203 
Van Dyke Industries 118 
Victor Adding Machine Co. 183 
Victor Safe & Equip. Co. 215 
Vogel-Peterson Co. 213 
Ww 
Wagemaker Co. 181 
Warshaw Mfg. Co. 194 
Waters & Waters Branch 211 
Webster, F. S., Co. 2 
Weis Mfg. Co. 91, 92, 98, 94 
Wells Office Furn. Co. 112, 113 
Wilson Jones Co. 109 
Wood Office Furn. Institute 207 
Y 
Yawman and Erbe Mfg. Co. 200 


November, 1943 








kor the benefit of the subscribers the lines advertised are here classified. Many of the requircments of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Adding Machine Parts 
Amer. Writing Mact 
Ames Supply Co 


Stores 


Adding Machine Rolis & Paper 


Rockwell-Barnes Co. 


Adding Machines 
Allen Calculator, Inc 


Amer. Writing Mach. Stores 
Smith, L. ¢ & Corona " 
writers 

Victor Adding Machine Co 


Adding Machines, 
Underwood Elliott Fisher 


Adhesives 
(See Inks 


Arch and Clip Board Files 


Adhesives, et 


Div 


Div 
Type 


Rebuilt & Used 
Back Cover 


102 
108 


Globe-Wernicke Co., The 77 
Rockwell-Barnes Co 103 
Shaw-Walker Co 175 
Yawman and Erbe Mfg. Co 200 
Associations, Manufacturers 
Wood Office Furniture Institute.....207 
Atlases, Geographical 
Cram, George F., Co 217 
Autographie Registers 
United Autographic Register Co..._.1f 
Bank Supplies 
Abbott Coin Counter Co 130 
Downey, C. L., Co 185 
Bankers Note Cases 
Art Steel Sales Corp 100, 101 
General Fireproofing Co., The....80, 81 
Globe-Wernicke (C« The 77 
Victor Safe & Equip. Co 215 
Binders, Catalogue and Periodical 
Acco Products, Inc 104 
Aigner, G. J Co 98 
Amberg File & Index Co 22 
Master-Craft Corp. Div. S-W 85 
National Blank Book Co 105 
Sheppard, The C. E Co 17 
Wilson Jones Co 109 
Binders, Permanent Storage 
Boorum & Pease Co 14 
Master-Craft Corp Div. S-W &5 
Sheppard, The C. E., C¢ 173 
Wlison Jones Co 109 
Blank Books 
Boorum & Pease Co 141 
National Blank Book Co 105 
Rockwell-Barnes Co 10 
Wilson Jones Co 109 
Blue Print and Plan File Cabinets 
All-Steel Equip. Co 192 
Anderson-Hickey Co 144 
Art Metal Construction Co 115 
Art Steel Sales Corp 100, 101 
trowne-Morse Co 97 
Cole Steel Equipment (« 168 
Corry-Jamestown Mfg. Co 124 
General Fireproofing Co The g0. 81 
Globe-Wernicke Co., The 77 
Peerless Steel Equip. Co 21¢ 
Pronto File Corp l 
Shaw-Walker Ce 17 
Yawman and Erbe Mfg. Co 200 
Bond Boxes 
Art Steel Sales Corp 100, 101 
General Fireproofing Co., The..80, 8 
Globe-Wernicke Co., The 77 
Book Cases 
All-Steel Equip Co 192 
Art Metal Construction Co 115 
srowne-Morse Co 97 
Corry-Jamestown Mfg. Corp 124 
General Fireproofing Co., The...80, 81 
Globe-Wernicke Co., The 77 
Michigan Desk Co 154, 155 
New England Woodworking Co 204 
Nucraft Furniture Products 206 
Peerless Steel Equip. Co 21¢ 
Shaw-Walker Co 175 
Weis Mfg. Co 411, 92, 9 94 
Yawman and Erbe Mfg. Co 0 
Bookkeeping Machines 
Underwood Elliott Fisher... Back Cover 
Box Letter Files 
Art Steel Sales Corp 100, 101 
Cole Stee! Equipment C« 168 
Globe-Wernicke Co., The 77 
Rockwell-Barnes Co 10 
Weis Mfg. Co. 91, 92. 9 a4 
Brief & Zipper Cases 
Mashek, Frank, Co 188 
Master-Craft Corp., Div. S-W 85 
Stationers Loose Leaf Co 219 
Calculating Devices 
Meilicke Systems, Inc 221 
Rapid Office Devices, Inc 174 
Victor Safe & Equipment Co 215 


OFFICE APPLIANCES, 


obligation. 
Calculating Machines Copyholders 
Allen Calculators, Inc 142 Acco Products Inc 104 
Victor Adding Machine (< 183 Dawn Mfg. Corp., The 217 
Wells Office Furniture Co 112, 113 
Calendar Pads & Stands 
Stark Calendars, Inc 202 Costumers 
Globe-Wernicke Co., The 77 
Carbon Papers Peerless Steel Equip. Co 21¢ 
See Ribbons and Carbons Shaw-Walker Co. 175 
Vogel-Peterson Co 213 
— — mae oe — 192 Wells Office Furniture Co 112, 113 
Art Metal Construction Co. 11 Covers, Loose Leaf 
Art Steel Sales Corp 100, 101 Ellingsworth Mfg. Co 132 
Boynton and Co 150 
Cole Steel Equipment Co ltis Crayons 
Corry-Jamestown Nfg. Co 124 Dixon, Jos., Crucible Co l 
General Fireproofing Co., The....80, 81 
Globe-Wernicke Co., The 77 Dating Stamps 
Guide System and Supply (¢ 18 Bates Mfg. Co. 145 
Imperial Methods Co 111 Melind, Louis, Co 167 
New England Woodworking Co 204 Meyer & Wenthe, Inc 213 
Peerless Steel Equip. Co 216 Rivet-O Mfg. Co 218 
Pronto File Corp 156 Stewart, R. A., & Co 21¢ 
Shaw-Walker Co 175 Superior Type Co 21¢ 
Wagemaker Co 181 
Warshaw Mfg. Co 194 Desk Lamps , 917 
Weis Mfg. Co 91.92. 93. 94 Dawn Mfg. Co. 217 
, : : F Yyke Industries 118 
Wells Office Furniture Co 112, 113 Van I 
Yawman and Erbe Mfg. C« 200 Desk Pads & Tops 
Cash Boxes Aigner, G. J., Co 98 
Art Steel Sales Corp 100, 101 Wagemaker Co 181 
Cole Steel Equipment Co 168 Wilson Jones Co 109 
Ge y proofing ‘ The 80, 8 
neral Fireproofing Co., Tt l Deal. Pent ten Gas 
Casters, Caster Bearings, Slides Gregory Fount-O-Ink Co 178 
Darnell Corp 209 Sheaffer, W. A., Pen Co 131 
Celluloid Envelopes Desk Trays 
See Envelopes, Celluloid Aigner, G. J., Co 98 
Art Metal Construction Co 115 
Chair trons Art Steel Sales Corp 100, 101 
fZolens Products (C¢ 125 Boynton and Co 150 
Corry-Jamestown Mfg. Co 124 
Chair Mats General Fireproofing Co., The....80, 81 
Office Specialty Mfg. Ce 182 Globe-Wernicke Co., The 77 
Nucraft Furniture Products 206 
Chairs, Folding Imperial Methods Co 111 
Adirondack Chair Co 205 Peerless Steel Equip. Co 216 
Royal Metal Mfg. Ce 224 Shaw-Walker Co. 175 
Weis Mfg. Co 91. 92. 93. 94 
Chairs, Office Yawman and Erbe Mfg. Co 200 
Bright Chair Co 19 
Cramer Posture Chair Co 217 Desk Work Distributors 
Domore Chair Co 195 Art Steel Sales Corp 100, 101 
Ehrlich Upholstery Works 219 Globe-Wernicke Co., The 77 
General Fireproofing Co., The....80, 81 Victor Safe & Equip. Co 215 
Gunlocke, The W. H., Chair Co.....191 Wilson Jones Co 109 
Harter Corp 220 
High Point Bending & Chair Co...211 Desks 
Jasper Chair Co 138 Art Metal Construction Co 115 
Jasper Seating Co 186 Art Steel Sales Corp 100, 101 
Michigan Desk Co 154, 155 Browne-Morse Co 97 
New Indiana Chair Co 171 Corry-Jamestown Mfg. ( 124 
Royal Metal Mfg. Co 224 General Fireproofing Co., The....80, 81 
Shaw-Walker Co 175 Globe-Wernicke Co., The 77 
Sheboygan Chair (« 135 Hoosier Desk Co. 134 
Sikes Co., The 119 Imperial Desk Co 123 
Sturgis Posture Chair Co 121 Indiana Desk Co 196 
Taylor Chair Co., The 179 Jasper Desk Co 184 
Toledo Metal Furniture (C« 139 Jasper Office Furniture Co 146 
Wells Office Furniture Ce 112, 113 Michigan Desk Co. i, 1 
National Desk Co., Inc 16¢ 
Chairs (Posture) Peerless Steel Equip. Co 21¢ 
Bright Chair Co 19% Royal Metal Mfg. Co 224 
Cramer Posture Chair Co 217 Shaw-Walker Co 175 
Domore Chair Co 195 Sloane, W. & J 161 
General Fireproofing Co., The....80, 81 Victor Safe & Equip. Co 215 
Gunlocke, The W. H., Chair Co 191 Wagemaker Co 18 
Harter Corp 220 Wells Office Furniture Co 112, 11 
High Point Bending & Chair Co.....211 Yawman and Erbe Mfg. Co 200 
Jasper Chair Co 138 
Jasper Seating Co 186 Diaries (See Memo Books) 
Metalstand Co 169 
Shaw-Walker Co 175 Dictating Machine Records 
Sikes Co., The 119 Standard Record Co 198 
Sturgis Posture Chair Co 121 
Taylor Chair Co., The 179 Display Hooks 
Toledo Metal Furniture Co 139 Oakville Co 22 
Typosture Chair Co Inc 223 
Wells Office Furniture Co 112. 113 Duplicating Machines & Supplies 
Amer. Writing Mach. Stores Div...102 
Chairs, Tablet Arm Autocopy, Inc 198 
Jasper Chair Co 138 Bainbridge, Kimpton & Haupt 
Jasper Seating Co 186 ne 160, 197 
New Indiana Chair Co 171 Columbia Rib. & Carb. Mfg. Co...11' 
Dick oe Co. 69 
Check Covers & Passbooks Frankel Carbon & Ribbon Co 153 
American Passbook Co 29] Graphic Duplicator Co 214 
Check Protectors & Writers Heyer Corp., The 22 
Hall-Welter Co 17 Ink Specialties Co 218 
Manifold Supplies Co &3 
Check Signing Machines Mimeograph 69 
Nat'l Postal Meter ( 202 Mittag & Volger, Inc g9 
Old Town Ribbon & Carbon Co 99 
Checks, Stamped Metal Polychrome Corp., The 172 
Dayton Stencil Works 220 Red Feather Products, Ltd 143 
Meyer & Wenthe, Inc 213 Rex-O-Graph, Inc 122 
Smith, L. C., & Corona Tws 73 
Clip Boards Speed-O-Print Corp 208 
(See Arch and Clip Board Files Starkey Paper & Supply Co 220 
; Technygraph, The 201 
Coin Bags, Trays & Wrappers Victor Safe & Equip. Co 215 
Abbott Coin Counter Co 30 
Art Steel Sales Corp 100, 101 Duplicating Machines, Used 
Downey, C. L., Co 185 Graphic Duplicator Co 14 
November, 1943 


Envelope Openers and Sealers 


Nat'l Postal Meter Co 202 
Envelopes 

Cooke & Cobb Co., The 129 

Federal File Envelope Co. 205 

Globe-Wernicke Co., The 77 

Northern States Envelope Co 106 


Quality Park Envelope Co 1i4 

Wilson Jones Co 109 
Envelopes, Celluloid 

Markilo Co 220 


Erasers, Rubber 
Dixon, Jos., Crucible Co 
Koh-I-Noor Pencil Co 
Roberts, Weldon, Rubber Cc 





Eyelets & Eyelet Fasteners 


Bates Mfg Co. 145 
Oakville Co 223 
Rivet-O Mfg. Co 218 
File Boxes, Fibre Collapsible 
Bankers Box Co 117 
Barkley, C. L., & Co 162 
Globe-Wernicke Co., The 77 
Guide System & Supply Co 180 
Oxford Filing Supply Co 120 
Pronto File Corp 156 
Weis Mfg. Co 91, 92, 93, 94 
File Boxes, Metal 
Art Metal Construction Co 115 
Art Steel Sales Corp 100, 101 
Cole Steei Equipment Ce 168 
Corry-Jamestown Mfg. Co 12 
Globe-Wernicke Co., The 77 
Peerless Steel Equip. Co 216 
Pronto File Corp 156 
Rockwell-Barnes Co. 103 
Shaw-Walker Co. 175 
Weis Mfg. Co 91, 92, 93, 94 
Victor Safe & Equip. Co 215 
Filing Cabinets, Insulated 
Shaw-Walker Co. 175 
Victor Safe & Equip. Co 215 
Filing Cabinets, Metal 
All-Steel Equip. Co 192 
Anderson-Hickey Co 144 
Art Metal Construction Co 115 
Art Steel Sales Corp 100, 101 
Browne-Morse Co 97 
Cole Steel Equipment Co 168 
Corry-Jamestown Mfg. Co 124 
General Fireproofing Co., The....80, 81 
Globe-Wernicke Co The 77 
Peerless Steel Equip. Co 216 
Shaw-Walker Co 175 
Victor Safe & Equip. Co. 215 
Weis Mfg. Co. 91, 92, 93, 94 
Yawman and Erbe Mfg. Co 200 
Filing Cabinets, Wood 
Art Metal Construction Co 115 
Art Steel Sales Corp 100, 101 
sainbridge, Kimpton & Haupt, 

Im 160, 197 
Browne-Morse Co 97 
Business Efficiency Aids 186, 190 
General Fireproofing Co., The....80, 81 
Globe-Wernicke Co., The 77 
Imperial Methods Co lil 
Indiana Desk Co. 196 
Michigan Desk Co. 154, 155 
New England Woodworking Co. 204 
Peerless Steel Equip. Co 216 
Perma-Bilt Equipment Co 140 
Shaw-Walker Co 175 
Victor Safe & Equip. Co 215 
Wagemaker Co 181 
Weis Mfg. Co 91, 92, 93, 94 
Wells Office Furniture Co 112, 113 
Yawman and Erbe Mfg. Co 200 

Filing Supplies 
Acco Products Inc 104 
Aigner, G. J., Co, 98 
Art Metal Construction Co 115 

Sarkley, C. L. & Co 162 
Browne-Morse Co. 97 
Cooke & Cobb Co., The 129 
Corry-Jamestown Mfg. Co 124 
Federal File Envelope Co 205 
General Fireproofing Co., The..80, 81 
Globe-Wernicke Co., The 77 
Guide System & Supply Co 180 
Imperial Methods Co lll 
Oxford Filing Supply Co 120 
Pronto File Corp 156 
Quality Park Envelope Co 114 
Rockwell-Barnes Co 103 
Shaw-Walker Co. 175 
Victor Safe & Equip. Co. 215 
Warshaw Mfg. Co 194 
Weis Mfg. Co 91, 92, 93, 94 
Yawman and Erbe Mfg. Co 200 


(Continued on page 6) 
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THE CLASSIFICATIONS 
(Continued from page 5) 


Filing Tables 
Metal 


Toledo 


Finger Pads 


Melind 


Speed 
Folders 


Lo 


uls 


Furniture ¢ 


Products 


(See 


) 


Co. 


Filing Supplies) 
Mfrs. 


Fountain Pens, 


Esterbrook Pen Co 

Kahn, David, Inc 

Sheaffer, W. A., Pen Co 
Globes, Geographical 

Cram, The George F., Co 
Gummed Cloth Rings 

Dennison Mfg. Co 

Graff, Geo. B. Co 

Warshaw Mfz. Co 
Gummed Tape 

Dennison Mfg. Co 
index Card Signals 

Cook, H. C., Co 

Graff, Geo. B., Co 

Victor Safe & Equip. Co 
index Tabs 

Aigner, G. J., Co 

Barkley, ¢ L., & Co 

Globe-Wernicke Co The 

Guide System & Supply «« 

Markilo Co 

Master-Craft Corp., Di s 

Melind, Louis, Co 

Shaw-Walker Co 

Sheppard, The C. E., Co 

Speed Products Co 

Victor Safe & Equip. ¢o 
inks, Adhesives, Ete. 

Continental Ink Co 

Dennison Mfg. Co 

Higgins Ink Co., Inc 

Ink Specialties Co 

May, J. L., Co., The 

Melind, Louis, Co 

Rivet-O Mfg. Co 

Stewart, R. A., & Cc 
Labels 

Imperial Methods Co 

Oxford Filing Supply Co 

Warshaw Mfg. Co 

Weis Mfg. Co 91 


Ladders, Library, 


Cotterman, 


I 


Leads for Mechanical Pencils 


127, 
W 
92, 9 


Store & Vault 
) 


Autopoint Co. 
Dixon, Jos., Crucible Co 
Kahn, David, Inc 127 
Rite-Rite Mfg. Co 
Sheaffer, W A Pen Co 
Leather Goods 
Mashek, Frank, Co 
Leather Upholstered Furniture 
Bright Chair Co 
Ehrlich Upholstery Works 
Gunlocke, The W. H., Chair Co 
Jasper Chair Co 
New Indiana Chair Co 
Letter Trays (See Desk Trays 
Library Equipment 
All-Steel Equip C« 
Art Metal Construction Co. 
Art Steel Sales Corp 100 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co., The 80 
Globe-Wernicke Co., The 
Peerless Steel Equip. Co 
Shaw-Walker Co 
Yawman and Erbe Mfg. Co 
Lockers and Storage Cabinets 
All-Steel Equip Co 
Anderson-Hickey Co 
Art Metal Construction Co 
Art Steel Sales Corp 100 
Browne- Morse Co 
Corry-Jamestown Mfg. Co 
General Fireproofing Co., The 80 
Globe-Wernicke Co., The 
New England Woodworking (: 
Shaw-Walker Co 
Yawman and Erbe Mfg. Co 
Loose Leaf Books & Systems 
Aigner, G Co 
Amberg File & Index Co 
Boorum & Pease Co 
Master-Craft Corp Diy. S-W 
National Blank Book Co 
Sheppard, The C. E., Co 
Tauber Tube Binding Co 
Wilson Jones Co 
Loose Leaf Sheet Covers, Celluloid 
Markilo Co 
Wilson Jones Co 


Loose Leaf Metals and Devices 


Sheppard, The C 
Wilson Jones (Cx 
Mail Distributors 
Globe-Wernicke Co T 
Victor Safe & Equip 
Map Tacks 

Graff, Geo. B., Co 
Moore Push-Pin Ce 
Maps 

Cram, The George F 


Co 


193 


171 


109 


290 


109 


109 


Matched Office Suites 
Art Metal Construction C 
General Fireproofing Co., 
Globe-Wernicke Co., The 
Leopold Co 
Royal Metal Mfg. Co 2 
Shaw-Walker Co l 
Sloane, W. & J l 

Memorandum Books 
Bates Mfg. Co 
Boorum & 
Gibbons, 
Hornstein 
National 
Rockwell-Barnes 
Wilson Jones Co 


Memorandum Devices 
Autopoint Co 159 


) 


The....80 


Co 
H 


Pease 
Thomas 
Sales 
Blank Book (« 


& ( 


i) 


Mending Tape 
Warshaw Mfg. Co 194 


Metal Badges, Checks, Tokens, Ete 
Dayton Stencil Works 22 
Meyer & Wenthe Inc 21 


Moisteners 
Rivet-O-Mfg Co 


Numbering Machines 
Bates Mfg. Co 14 
Melind, Louis, Co 167 
Roberts Numbering Mach. C¢ 21 


Office Partitions and Railings 
Globe-Wernicke Co The 


Pads, 
American 
Boorum & 
National Blank 
Rockwell - Barnes 
Wilson Jones Co 





Figuring 

Pad & Paper ¢ 
Pease Co 
Book (« 0 


Co 1023 


Paper 
Agency Paper Co 
American Pad & Paper ( 
Eaton Paper Corp 
Rockwell-Barnes Co 103 
Southworth Co., The 


Paper Clamps 
Acco Products, In 04 
Esterbrook Pen Co 2 
Oakville Co 22 


Paper Clips 
Acco Products 
Cook, H. C 
Graff, Geo 
Oakville 
Vail Manufacturing Co 203 


Paper Fastening Machines 
Ace Fastener Corp 
Acme Staple Co 
Bates Mfg. C 
Markwell Mfg. Co 
Neva-Clog Products, Inc 
Speed Products Co 199 
Victor Safe & Equip. Co 21 


Paste Inks, Adhesives, Ete 


Pencils, Mechanical 
Autopoint 
Hornstein 


In 
Co 2 
B., ¢ 


Co 2 


tf) 


(See 


Co 
Sales 22 
Kahn, David, Inc 28 
Rite-Rite Mfg. Co 220 
Sheaffer, W. A Pen Cx 


Pencils, Wood Cased Lead 
Dixon, Jos., Crucible C« 
General Pencil Co 2 
Koh-I-Noor Pencil Co 
Reliance Pencil Corp 21 
Staedtler, J. S In 


Pen Holders 


Dixon, Jos., Crucible (« 


Pens 
Esterbrook 


Pins and Pin Containers 
Oakville Co 
Vail Mfg. ¢ 


Platens, 
Amer 
Ames 


Pen Co 


‘o. 203 
Typewriter 
Writing Mach 
Supply Co 


102 
108 


Div 


Stores 


Postal Scales 


Nat'l Postal Meter (« 


Presentation Covers 
Amberg File & Index (< 2 
Ellingsworth Mfg. Co 2 
Oxford Filing Supply ¢ 20 


Price & Sign Markers 
Stewart, R. A., & Co 9] 
Publishers 
British Stationery 
Punches 
Acco 
Bates 


Products 
Mfg. ¢ 
Boorum & Pease Co., The 
Globe-Wernicke Co., The 
National Blank Book ¢ 
Wilson Jones (< 


Push Pins 
Moore-Push Pin (« 21 

Ribbons and Carbons 
Allen & Co 182 
Amer. Writing Mach. St if 
Ames Supply Co 10 
Buckeye Ribbon & 
Codo Mfg cr 
Columbia R. & ¢ Mfg. Cx 
Frankel Carbon & Ribbon C 
Inter-State Ribbon & Carb. C¢ 
Little, A. P., Ine 


Carbon Cr 189 

















Manifold Supplies Co 71, 83 

Mittag & Volger, Inc 89 

Old Town Rib. & Carb. Co 99 

Pacific Carb. & Rib. Mfg. Co 147 

Peerless Key-Imperial Mfg. Co 164 

Phillips Process Co 136 

Royal Typewriter Co., Inc 79 

Storms, H. M., Co 212 

Underwood Elliott Fisher...Back Cover 

U. 8. Typewriter Ribbon Mfg. Co...197 

Waters & Waters Branch 211 

Webster, F. S Co 2 
Rubber Stamps 

Melind, Louis, Co 167 

Meyer & Wenthe, Inc 213 

Stewart, R. A., & Co 216 

Superior Type Co 21¢ 
Rubber Type 

Stewart, R. A., & Co 21¢ 
Safes 

Art Metal Construction Co 115 

General Fireproofing Co., The80, 81 

Globe-Wernicke Co., The 77 

Meilink Steel Safe Co 

Shaw-Walker Co 

Victor Safe & Equip. Co 21 

Yawman and Erbe Mfg. ( 200 
Scrapbooks 

Globe-Wernicke Co., The 77 

Weis Mfg. Co 91, 92, 93, 94 

Wilson Jones Co 109 
Secretary Desks 

Art Metal Construction Co 115 

General Fireproofing Co., The....80, 81 

Globe-Wernicke Co., The 77 

Peerless Steel Equip. Co. 216 

Shaw-Walker Co 175 
Shelving 

All-Steel Equip Co 19 

Art Metal Construction Co. 115 

Browne-Morse Co 97 

Corry-Jamestown Mfg. Co 124 

General Fireproofing Co., The..80, 81 

Globe-Wernicke Co., The 77 

Shaw-Walker Co 17 
Signs, Changeable Letter 

Acme Bulletin & Directory Board 

Corp 22 

Stamp Affixers 

Nat'l Postal Meter Co 202 
Stamp Pads 

Bates Mfg. Co 

Melind, Louis, Co 

Meyer & Wenthe, Inc 

Phillips Process Co 

Rivet-O Mfg. Co 

Rockwell-Barnes Co 

Stewart, R. A., & Co 

Victor Safe & Equip. Co 
Stands for Office Machines 

All-Steel Equip Co 192 

Ames Supply Co 108 

Anderson-Hickey Co 144 

Art Steel Sales Corp 100, 101 

General Fireproofing Co., The...80, 81 

Globe-Wernicke Co The 

Harter Corp 

Metalstand Co 169 

Peerless Steel Equip. Cx 21¢ 

Sturgis Posture Chair C 121 

Toledo Metal Furniture Co 139 

Wells Office Furniture Co 112, 11 
Staple Extractors 

Ace Fastener Corp 149 
Staples and Stapling Machines 

Ace Fastener Corp 149 

Acme Staple Co 221 

Bates Mfg. Co 145 

Markwell Mfg. Co 110 

Neva-Clog Products, Inc 107 

Oakville Products Corp 22 

Speed Products Corp 199 

Vail Manufacturing (¢ 0) 
Stationery 

Stationers Clearing House 1s 
Stencils, Brass 

Dayton Stencil Works 220 
Stenographer’s Note Books 

American Pad & Paper Co 14 

National Blank Book Co 105 

Rockwell-Barnes (« 10 
Stools 

Harter Corp 0 

Metalstand Co 69 

Toledo Metal Furniture ¢ 

Wells Office Furniture Co 112 
Storage and Transfer Cases 

All-Steel Eq Co v2 

Art Metal Cor tion ¢ l 

Art Steel Sales Cory ( 0 

Bankers. Box (% 

Barkley, C. L.. & ¢ 162 

Browne-Morse Co 7 

Cole Steel Equipment ¢ LAS 

Corry-Jamestown Mfg. Co 124 
General Fireproofing Co., The...80, 81 

Globe-Wernicke Co 77 

Guide System & Supply C« 180 

Imperial Methods Ce 111 

Peerless Steel Equip. C« 21t 

Pronto File Corp 15¢ 

Rockwell-Barnes 10 

Shaw-Walker ( 7 

Wagemaker Co 181 

Weis Mfg. Co 91, 92 ) 

Yawman and Erbe Mfg. Co 200 


OFFICE APPLIANCES, 











Store Fixtures and Equipment 





All-Steel Equip Co........ 
Strong Boxes, Fire Protected 

Meilink Steel Safe Co 170 
Tables 

Art Metal Construction Co. 115 

Browne-Morse Co 97 

Corry-Jamestown Mfg. Co 24 

General Fireproofing Co., The...80, 81 

Globe-Wernicke Co ee i 

Mutschler Bros. Co 210 

Peerless Steel Equip. Co 216 

St. Johns Table Co 209 

Shaw-Walker Co 175 

Victor Safe & Equip. Co 215 

Wells Office Furniture Co 112, 113 
Tags 

Dennison Mfg. Co 151 
Tax Record Books & Systems 

Dome Publishing Co. 160 
Telephone Accessories 

Bates Mfg. Co 145 

Victor Safe & Equip. Co 215 
Telephone Stands 

Art Metal Construction Co 115 

Art Steel Sales Corp 100, 101 

General Fireproofing Co., The....80, 81 

Globe-Wernicke Co 77 

Nucraft Furniture Products ones 306 

Peerless Steel Equip. Co 216 

Shaw-Walker Co. 175 

Yawman and Erbe Mfg. Co 200 
Thumb Tacks 

Graff, Geo. B Co 181 

Oakville Co 223 
Ticket Holders 

Vail Manufacturing Co 20% 
Trimming Boards 

Amer. Photo Laboratories 189 

Precise Developments Co 189 
Tying Bands & Devices 

Kochester Wire-O Bindg. (¢ 221 
Type, Typewriter 

Amer. Writing Mach. Stores Div..102 

Ames Supply Co 108 
Typewriter Cleaning Material 

Amer. Writing Mach. Stores Div...102 

Ames Supply Co 108 

Bainbridge, Kimpton & Haupt, 

Ine. 160, 197 
Clarotype Co 193 
Gies, Walter G., Co 
Martens Type Cleaner Co 
Mittag & Volger, Inc 
Red Feather Products, Ltd 
Reliance Pencil Corp 
Rivet-O Mfg. Co 
Webster, F. S., Co. 

Typewriter Cushion Keys 
Amer. Writing Mach. Stores Div...102 
Ames Supply Co 108 
Peerless Key-Imperial Mfg. Co 164 
Speed Key Mfg. Co 220) 
Speed Products Co 199 


Typewriter Cushion Knobs and Bases 


American Hair & Felt Co 126 

Amer. Writing Mach. Stores Div...102 

Ames Supply Co. 108 

Peerless Key-Imperial Mfg. Co 199 
Typewriter Parts and Tools 

Amer. Writing Mach. Stores Div...102 

Ames Supply Co 108 
Typewriter Tables 

See Stands for Office Machines 
Typewriters, Mfrs. of 

Royal Typewriter Co 79 

Smith L. C & Corona Type- 

writers io 

Underwood Elliott Fisher... Back Cover 


Typewriters, Rebuilt and Used 
\{mer. Writing Mach. Stores Div...102 
Visible Systems Equipment 
Acme Visible Records, Ine 87 
Aigner, G. J., Co 98 
Art Metal Constructior ‘ 115 
Boorum & Pease Co. 14 
Globe-Wernicke Co 77 
Master-Craft Corp. Div. S-W 85 
National Blank Book Co 10° 
Shaw-Walker Co 175 
Sheppard, The C. E. Co 173 
Stationers Loose Leaf Co 21% 
Victor Safe & Equip. Co 21 
Wilson Jones Co 10% 
Yaw ! andl obr Mfg ‘ otn 
Wardrobe Racks 
New England Woodworking C« 204 
Vogel-Peterson 21 
Waste Baskets 
Art Steel Sales Corp 100, 101 
Cole Steel Equipment ¢ 16s 
Corry -Jamestowr Mfg or 124 
General Fireproofing Co., The..80, 81 
Globe-Wernicke Co 77 
Nucraft Furniture Products 206 
Peerless Steel Equip. Co 21¢ 
Shaw-Walker Co 175 
Wholesale Stationery 
Bainbridge, Kimpton & Haupt, 
Ine 160, 197 
November, 1943 





WANTS AND LOR SALE 





The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


EXPERIENCED STATIONERY, PRINTING and furniture sales producer open for 
new connection with stationery or office furniture dealer as buyer and manager, 
or will travel for manufacturer. Knows the field from east to west coast. Has 
an impressive record of profitable operation Available in December. Address 
.-123, care Office Appliances, Chicago 


SALES MANAGER experienced national distribution to dealers, also retail sales 
Background of broad experience, organization and business management. Ca- 
pable of assuming responsibilities. Furniture preferred but other lines con- 
sidered. Address L-121, care Office Appliances, Chicago 6 


urer of office 


SALESMAN re-located in South interested to hear from manufact 
and Missis- 


supply line seeking southern representation. Will travel Louisiana 
sippi, or the entire South, depending upon possibilities offerec Has sold to 


dealers many years with excellent record. Convincing references Qualified to 
handle any line of stationery or office supply. Address L-125, care Office 


Appliances, Chicago 

experience, Typewriters, 
$1000.00 repair a month 
Must be good. Ad- 


TYPEWRITER SALESMAN MECHANI( 23 years 
Adding and Mimeograph Machines. 44 years, family, 
personally if you have it. I don't kid, don’t want you to 
dress L-124, care Office Appliances, Chicago 


BRANCH OR DISTRICT MANAGER experienced wholesale and retail distribution 
and organizing and developing sales organizations. Any office equipment con- 
sidered, furniture preferred. Have had wide business experience, am depend- 
able and a producer. Address L-122, care Office A~>liances, Chicago 6. 


SALESMEN WANTED 


AAA-1 MANUFACTURER of most complete, fine quality line of hectograph and 
spirit duplicating materials, printed forms and supplies, inked ribbons, carbon 
papers, etc., has territory openings for steady, reliable type of salesmen who 
are workers. New exclusive products have created an unusual opportunity for 
able representatives. Permanent post war employment. Opportunity for ex- 
cellent earnings. Salary and expenses paid See display ad in this magazine. 
Write Old Town Ribbon & Carbon Co., Inc., 750 Pacific Street, Brooklyn, N. Y. 


manufacturers of accounting forms and sys- 
tems, has an opening in their Sales Department Knowledge of accounting or 
machine bookkeeping beneficial but not necessary Salary paid during training 
period on liberal drawing account basis. Opportunity to build a permanent con- 
nection in the post-war era with an acknowledged leader in its field For an 
interview send a brief summary of your education and experience to us at 314 
West Superior Street, Chicago 10, Il 


TALLMAN, ROBBINS & COMPANY, 


SALESMEN WANTE"—NEARLY FIFTY YEARS OLD AND STILL GROWING"! * 
HAVE SEVERAL TERRITORIES OPEN FOR SALESMEN WHO WOULD LIKE To 
MAKE A PERMANENT CONNECTION SELLING PANAMA CARBON AND RIBBONS 
—BOTH WHOLESALE AND RETAIL TERRITORIES OPEN. SALARY——-EXPENSES 
—BONUS—OUR SELLING FORCE FROM COAST TO COAST AVERAGES 18 
YEARS’ SERVICE. WRITE FULL PARTICULARS OF PAST EXPERIENCE. ALL 
APPLICATIONS TREATED WITH STRICT CONFIDENCE. MANIFOLD SUPPLIES 
COMPANY, 188 THIRD AVENUE, BROOKLYN 17, N. ¥ 





SALESMAN WANTED to sell Masonite Floor Pads. Several territories available; 
Chicago area, Pacific Coast, Central Southern States, South Atlantic States. 
Excellent opportunity for one who is calling on Stationery & Office Furniture 
Dealers, to sel] an item which is scarce. Office Specialty Mfg. Co., 70 East 
125th St., New York 35, N. Y. 


EXECUTIVES WANTED 


SALES EXECUTIVE—with training in office appliance industry, qualified to 
develop branches and salesmen in country and metropolitan territory. Excellent 
opportunity with well established company specializing in Visible Record Sys- 
tems and Loose Leaf Equipment. Address President, The C. E. Sheppard Co., 
Long Island City, N. Y. 


GENERAL SALES MANAGER wanted by one of the most progressive and suc- 


cessful anufacturers of nationally known office specialties Location: New 


York area. This is an important position calling for an experienced and able 
executive whose record in this field commands respect. Salary and opportunity 


ill be commensurate Please respond with complete business history and all 


pertinent details including age, salary required, etc Your response will be 


252 12nd St., 


held strictly confidential. Box Z-252, care Appliances, 100 E 


Office 


Room 1023, New York 17 


AND FUTURE for man possessing thorough know!l- 
edge of executive office furniture. Position open to assist executive of 
quality firr Must have exceptional personality, be able to handle 
large annouint of detail and correspondence, supervise floor display. Please 
reply Z-255 giving qualifications rnd experience. Care Office Appliances, 100 
East 2nd St., Room 1023, New York 


UNUSUAL OPPORTUNITY 


sales 


MECHANICS WANTED 


adding machine MECHANIC wanted. Permanent posi- 
tion Must be loyal and honest, capable of taking charge of shop. This is an 
outfit looking for an aggressive man. Starting salary $50.00 per 
Write Z-251, care Office Appliances, Chicago 


4 GOOD typewriter and 


aggressive 
Location in Central Penna 


week 

SERVICE MEN WANTED—wWe need Service Men with: experience on either or 
ill of the following: Friden Calculators, Allen-Wales Adding Machines, Dicta- 
phones and all makes of typewriters. Give full details in first letter, replies 
treated confidentially Reliable Office Equipment Co., 311 Sycamore, Evans 


ille, Indiana 


Good salary 


pewriter and adding machine mechanic 
Waterloo Type- 


information in first letter 
Phone 3986 


WANTED: Experienced ty 
Must have good references and full 
writer Exchange, Waterloo, lowa 


MECHANIC, also Typewriter, Addressograph, Mukigraph 
Mechanic Good salary Pruitt Office Machines, 425 N. LaSalle, Chicago. 


BUSINESS MACHINES MECHANIC, $50 per week guaranteed. Possibility to 
nake more. Muncie Typewriter Exchange, Muncie, Indiana 


ADDING MACHINE 


WANTED experienced Dictating machine mechanic Young Office Equipment Co., 


210 W. Adams St., Chicago, Illinois. 


REPRESENTATIVES AVAILABLE 


SALESMAN who for sixteen years has been traveling the South for another 
line desires to add a stationery product Many of his established customers 
have stationery departments. Has time and ability to provide thorough cover- 
age in territory west of the Mississippi Address L-126, care Office Appliancse, 


Chicago 


OFFICE APPLIANCES, November, 1943 


RETAIL BUSINESS FOR SALE guick 


PROFITABLE, ESTABLISHED BUSINESS, located large city Southern New Eng- 
land selling office furniture, equipment, supplies. Large inventory rated goods 
on hand, little competition, owner retiring. Splendid money making opportu- 
nity for right Party. Will consider partner with substantial interest. Principals 
only. Address Z-248, care Office Appliances, Chicago 6. 

LONG ESTABLISHED, PROFITABLE retail office furniture business for sale, large 
California city. Large inventory with priority for substantial increase. Present 
rentals cover overhead—steady earnings. Owner retiring. Bona fide opportunity 
for individual with $22,000 cash; should get investment returned first year. 
Full particulars, responsible parties only. Address Z-250, care Office Appli- 
ances, Chicago. 


WANTED TO BUY BUSINESS BE RE ei aon 


Ww ANTED TO BU ; ‘complete stationery business. Large corporation “seeking 
to expand its operations is interested in purchasing a going stationery busi- 
ness. If your annual volume is over $200,000.00 and you would be interested 
in selling, write Z-254 in care of this publication. All replies will be held 
strictly confidential. 

WANTED TO BUY: typewriter-office supply-stationery business in city of 
12,000 to 20,000 located in central Mississippi Valiey or Rocky Mountain 
area. Plan is to pure hase or establish new business in near future. Send com- 
plete details. Address Z-249, care Office Appliances, Chicago. 

WANTED TO BUY ay equipment and stationery store in city of approxi- 
mately 10,000 to 60,000 population. Please give information regarding size of 
inventory, number of years established, and selling price. Address Z-253, care 
Office Appliances, Chicago. 


TRADE SCHOOLS 


WEBER TYPEWRITER-MECHANICS SCHOOL. A simplified Practical Homestudy 
age Our students now operating their own business. Division 2, Canton 
5, Ohio. 


SALES LETTERS 


For years I have built letters that pull sales. 
You need them more than ever now. send me your data for new letters, or 
unsuccessful letters for reshaping. Particulars on request. Address H. ° 
Goldthwait, 1659 Broadway, Denver, Colorado. 


LETTERS WILL BUILD SALES: 





FOUNTAIN PEN REPAIRING 
WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, etc. Re- 
paired at standard prices. We especially feature ‘‘CONKLIN,’’ SWAN, WATER- 
MAN, WAHL, PARKER, WELTY, SHEAFFER, MOORE, etc., but can repair all 
other makes. We feature Gold Pen Points and Repairing. Mail all makes to 
ONE place for better service. (Est. 1904). ASK ABOUT NEW WELTY PENS, 
1.50 TO $10.00 LIST. Welty Pen and Repair Co., _38 So. State St., Chicago. 


ADDING MACHINE PARTS, TYPE, ETC. 


LARGE STOCKS of new and used Adding and Calculating Machine Parts avail- 
able. Quotations furnished on specific parts upon request. I. A. Dehn, Jr., 
1643 101st Ave., Oakland, Calif. 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT _ 


ELLIOTT-FISHER, Burroughs, Moon 
Dictaphones, Ediphones, bought and sold. 
S. Wells St., Chicago. 

ELLIOTT-FISHER Machines, Adding Machines, Comptometers, "Burroughs and 
Monroe Calculators, Typewriters and all office machines bought and sold. 
Teeter-Warsh Co., 849 N. 3rd St., Milwaukee, Wis. 

BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, Comp- 
tometers, all makes, calculators bought and sold. Dorrell-Markel, 93 S. 11th, 
Minneapolis, Minn. 


BURROUGHS—Duplexes, Moon Hopkins, 
types office machines bought and sold. 
Ave., Pittsburgh, Pa. 
ELLIOTT-FISHER machines, 
equipment, bought and sold. 
Milwaukee, Wis. 
BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Machines, 
and everything in the office machinery line. State model, serial number and 
we will quote highest cash prices. International Office Appliances, Inc., 326 
Broadway, New York City. 

ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, 
Typewriters, Adding Machines. Write for FREE Money Making Circular. 
Otfice Machines, 527 Pruitt Bldg., Chicago. 

FOR SALE: 1 Sundstrand model ‘C’ Bookkeeping Machine—18”" Front Feed 
carriage with payroll attachment. Serial No. 287802. Burroughs portable 
adding machines—8 column hand operated, with 12” carriages. David C. 
Silvers, 135 Grand St., New York 13, N. Y. 

BURROUGHS PRODUCTS bought and sold. We specialize in Burroughs Ma- 
chines of all styles, Moon Hopkins Billing and Bookkeeping, Adding and Cal- 
culating Machines, Burroughs High Keyboard Bookkeeping Machines, also all 
other office machines, Adding, Calculating and Bookkeeping Machines bought 
and sold. National Office Machine Co., 537 South Dearborn, Chicago 5, III. 
DICTAPHONES——EDIPHONES—Foresmost specialists in rebuilding, sales and 
purchases of dictating equipment. Write for catalog. American Dictating Ma- 
chine Co., 235 Fifth Ave., New York, N. Y. 

KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types bought 
and sold. We specialize in this field and offer full cooperation to dealers. 
Commercial Card System, 135 Grand St., New York City. 

KARDEX, ACME, all makes used visible filing equipment. Thousands of re- 
conditioned cabinets, panels, books, always on hand. Special service and prices 
to dealers for purchase or sale. Get our quotations. Chas. S. Nathan, Inc., 
548 Broadway, New York. 
GUARANTEED REBUILT, KARDEX, 
ished, thoroughly rebuilt for years of 
Used equipment also eee and exchanged. 
561 Broadway, New York, Yy ; 
VISIBLE EQUIPMENT ar sold and exchanged. We specialize in rebuilt 
Kardex, Acme and International Visible Factograph cabinets, as well as other 
makes. Have available credit authorization equipment in one line tube panels, 
and 5x11/2 pocket panels, for reasonable prices. Write and tell us what Visible 
Equipment you need or have for sale. Special prices to Dealers. E. H. Heine- 
man, 4 North Eighth Street, St. Louis, Mo. a 

75 ACME INSITE CABINETS—8x5, in 14 and 23 drawer units. 
new. Commercial Card System Co., 135 Grand St., New York 13, 
MULTIGRAPH RIBBONS—and other wide inked ribbons aero par also 
silk ribbons. New ribbons of all kinds in the reel. Dealer eer eae Lewis, 
113 West State, Milwaukee. 


EMPTY SPOOLS WANTED: 
adding machine spools. Any 
Checks sent same day merchandise received. 
Rockaway, New York & ook Loe 
FOR SALE: 700 LEDGER CARD POSTING TRAYS—wWith and without covers, 
locks, and stands, all makes and sizes. WE WILL BUY POSTING TRAYS, STATE 
QUANTITY AND SIZE. Accurate Office Appliance Company, 115 Liberty Street, 
New York. 


Hopkins, Adding- Calculating “Machines, 
Chicago Office Appliance Co., 529 


Bookkeeping Machines, Kardex. All 
Fort Pitt Typewriter Co., 644 Liberty 


calculating machines, adding machines—all office 
Ww. Crowley Company, 434 Caswell Bldg., 


Sealers, Folders, 
Pruitt 


other visible systems, attractively refin- 
additional service, moderately priced. 
Universal Office Equipment Co., 


Equivalent ‘to 
iP 


I will pay $1.00 per hundred for all — r and 
condition and will refund postage in addition. 
Birnbaum, Central Avenue, Far 














PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten centa each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,329,786. Loose Leaf Folder. William A. Ringler, 
Wayne, Pa., assignor to The Gardner-Richardson Com- 
pany, Middletown, Ohio, a corporation of Ohio Appli 
cation May 28, 1942, Serial No. 444,820 Granted 
September 21, 1943 

2,329,870 Fastener. Daniel A. Brennan, deceased 
late of Chicago, IL, by Elmer L. Zwickel, executor 
Chicago, Ill., assignor to Acco Products, In Long 
Island City, N. Y., a corporation of New York Appli 
cation July 22, 1942, Serial No. 451,846 Granted 
September 21, 1943. 

2,329,942 Type Bar Cushioning Pad. Giuseppe 
Prezioso Yverdon, Switzerland, assignor to E. Paillard 
et Cie 8S. A., Yverdon, Switzerland, a corporation of 
Switzerland Application August 7, 1941, Serial No 
105,874. Granted September 21, 1943 

2,329,974. Clip and Clip Board. Emmet L. Bennett, 
Cincinnati, Ohio. Application September 26, 1941 
Serial No. 412,491 Granted September 21, 1943 

2,329,996 Fountain Pen. Silio Lubrani, Union, 
N. J Application December 7, 1942, Serial No 
468,073. Granted September 21, 1943 

2,330,007 Self-Labeling Visibly Indexed Jacket 
. John T. Quigley, Los Angeles, Cal. Application 

24, 1942, Serial No. 452,182. Granted September 








1943 
2,330,045. Envelope. Paul E. Georgiou, Salt Lake 
City, Utah. Application November 29, 1940, Serial No. 
367,686 Granted September 21, 1943 

2,330,053 Fountain Applicator. Otto J. Herb, St 
Mo., assignor to Diagraph-Bradley Stencil Ma 








Louis, 


chine Corporation, St. Louis, Mo., a corporation. of 
Missouri Application April 26, 1943, Serial No 
184,595. Granted September 21, 1943. 

2,330,126 Manifolding Ensemble. Edward C€ 


Klumpp. New York, N. Y. Application April 16, 1942 
Serial No. 439,158. Granted September 21, 1943 

2,330,270 ae Loring Pickering Crosman 
South Orange, N assignor to Monroe Calculating 
Machine Company, Orange, N. J., a corporation of 
Delaware. Application November 29, 1941, Serial No 
121,016. Granted September 28, 1943 

2,330,281 Clip. Hugo 8S. Hasselquist, Oak Park, 
Tl... and Charles R. Nichols, Jr., Jersey City, N. J., 
assignors to Joseph Dixon Crucible Company, Jersey 
City, N. J a corporation of New Jersey Application 
September 12, 1942, Serial No. 458,113 Granted 
September 28, 1943 

2,330,318 Lateh-Controlled Compressor. Clarence 
W. Straubel, Youngstown, Ohio, assignor to The Gen 
eral Fireproofing Company, Youngstown, Ohio, a cor 
poration of Ohio. Application October 18, 1941, Serial 
No. 415,611 Granted September 28, 1943 

2,330,512 Calculating Machine. John L. Moody 
Oakland, Cal., assignor to Friden Calculating Machine 
Co., Ine a corporation of California Application 
January 27, 1940, Serial No. 316,005. Granted Sep- 
tember 28, 1943 

2,330,660 Tabulating Mechanism for Accounting 
Machines. Walter A. Anderson, Bridgeport, Conn., 
assignor to Underwood Elliott Fisher Company, New 
York N. Y., a corporation of Delaware. Application 
December 10, 1940, Serial No. 369,464. Granted Sep- 
tember 28, 1943 

2,330,749. Ring Binder Construction. John Schade 
Holyoke. Mass., assignor to National Blank Book Com 
pany, Holyoke, Mass., a corporation of Massachusetts 
Application December 3, 1942, Serial No. 467,674 
Granted September 28, 19438 

2.330.778 Copyholder. Edward L. Elliott, Arling 
ton, Va., assignor to Federal Business Machines Cor 
poration, Washington, D. C., a corporation of Dela 
ware. Application January 22, 1943, Serial No. 473,221 
Granted September 28, 1943 
? 330,886 Manifolding Device. Arthur Hediger 

Switzerland. Application May 13, 1942, Serial 

No. 422,828 Granted October 5, 3 

2,330,953. Visible Card Record System. Robert J 
Copeland, Toronto, Ontario Canada. Application March 
31, 1942, Serial No. 437,003. Granted October 5, 1943 

2.330.960. Typewriting Machine. Ronald D. Dodge. 
Rochester, N. Y., assignor to International Business 
Machines Corporation, New York, N. Y., a corpora 
tion of New York Application November 12, 1941, 
Serial No. 418,711 Granted October 5, 1943 

2.330.976. Compressor or Follower for File Recep- 
tacles. James R. Jones, Lakewood, and Victor A 








Gronberg, Jamestown, N. Y¥ assignors to Art Metal 
Construction Company, Jamestown, N. Y. Application 
February 1, 1943, Serial No. 474,274. Granted Octo 
ber 5, 1948 

2.331.019. Label Dispenser. Carl A. Flood, Fram 
ingham, Mass., assignor to Dennison Manufacturing 
Company, Framingham, Mass.,. a corporation of Massa 
chusetts Application January 2, 1941, Serial No 


372.861 Granted October 5, 1943 

2.331.078 Paste Tube Closure Means. (Clyde J 
Peak, San Francisco, Cal. Application September 23 
1941. Serial No, 412.034 Granted October 5. 19438 
2.831.120. Typewriting Machine. Laurence B. Hill 
and Edison G. Moshier, Syracuse, N. Y., assignors to 
L. C. Smith & Corona Typewriters, Inc., Syracuse 
N. Y.. a corporation of New York. Application August 
8, 1941, Serial No. 406,018. Granted October 5, 19438 
2,331,149. Line A i for Copyholders. Harry Ven 
Buren, Carlshad M Application July 22, 19438 
Serial No on tsa, Granted October 5, 19438 
2,331,175. Card Support. Rocer Connor and Doneld 
A. Nevin Athens, Ohio, assignors to The McBee 
Company, Athens, Ohio. a corporation of Ohio. Appli 
cation February 25, 1942, Serial No. 432,254. Granted 
October 5, 1943 

2.331.250 Marking Tag. Sidney FE. Van Tuy! 
Riverside, Ill., assignor to American Tag Company 
Chicago, Til a corporation of Tllinois Application 
May 16, 1941, Serfial No. 393,712 Granted October 
5 943 


2.331.336. Autographie Register. Albert W. Metz 
ner, Dayton, Ohio, assignor to The Standard Register 
Company, Dayton, Ohio, a corporation of Ohio AD 
plication October 1, 1941, Serial No. 413,086. Granted 
October 12, 1943 

2,331,461. Loose Leaf Binder. George H. Dawson 
and John Potts, Chicago, Ill., assignors to Wilson 
Jones Co.. Chicago, TH a corporation of Massachu 
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2,332,033 2,332,143 2,098,207 . 
2,332,225 
2,332,258 
— ; ee, February , a, 1941, Serial No Williard Welker, Dayton, Ohio, assignor to The Na 
377,59 _Grante October 12, 1943 tional Cash Register Company, Dayton, Ohio, a cor- 
2,331,471. Card Index baa and Device Therefor. poration of Maryland. Application February 26, 1941, 
Joseph J. Holleck, Berwy Ill. Application December Serial No. 380,706. Granted October 19, 1943 

15, 1941, Serial No j23 975. Granted October 12, 2,332, Record Card Holder. Marchand B. Hall, 

1943. ’ y ' Chicago, Ill, assignor to Acme Visible Records, Inc 

2,331,509. Staple Driving Device. Louis Scheckwitz, Chicago, DL, a corporation of Illinois Application 
Long Beach, N. Y Application August 21, 1941, January 29, 1943, Serial No. 473,894. Granted Octo 
Serial No. 407,75! Granted October 12, 1943 ber 19, 1943, 

_ 2,331,529 Drawer Suspension. Carl F. Wolters and 2,332,223. Mechanical Pencil Tip. Hugo S. Hassel- 
Niels Yde Anderser Kenmore N. Y., assignors to quist, Oak Park, IIL, assignor to Joseph Dixon Cruci 
Remington Rand Inc tuffalo, N y Application ble gaa S Jersey City, N. J., a corporation of New 
March &, 1941, Serial No, 382,428 Granted October Jersey Application July 15, 1942, Serial No. 450,979 
12 3. ; , ; Granted October 19, 1943 

2.3% 6. Disappearing Typewriter Support. Harry 2,332,257. Fastener Driving Machine.  Fridolin 
Siskin, Los Angeles, Cal Application August 29 Polzer, Norwalk, Conn., assignor to The E. H. Hotch 
1942, Serial No. 456.665. Granted October 12, 1943 kiss Company, Norwalk, Conn., a corporation of Con 

2,331,595 Adjustable Support for gga Books, nec ticut Application August 26, 1942, Serial No 
or the Like. Paing Bush. Dallas, Tex. Applica- 156,229. Granted October 19, 1943. 
tion August 1, 1941 Serial No 105 126 Granted 2 .258. Clutch Peneil. William O. Ponath, Rich 
October 12, 1943 mond Hill, N. Y., assignor to Eagle Pencil Company, 
2,331,606 Fountain Pen. Benjamin W Hanle, New York, N. Y., a corporation of Delaware. Appli 
Elizabeth N. J assignor to Eagle Pencil Company cation April 7, 1942, Serial No. 437,936 Granted 
a corporation of Delaware Application May 14, 1942, October 19, 1943. : 
Serial No. 442.887. Granted October 12, 1943 2,332,304 Printing and Calculating Machine. A} 
2 331,827 Typewriter Adolphus S. Dennis, Oak bert Edward Davies, Hornchurch, England, assignor to 
land, Cal assignor to Friden Calculating Machine Addressograph - Multigraph Corporation Wilmington, 
Co., Ine., a corporation of California Application Del., a corporation of Delaware Application October 
December 30 1941 Serial No 124,960 Granted 23, 1937, Serial No. 170,698 Granted October 19 
October 12, 1943 1943 

__2.331,893. Stand Desk Lamp. Clarence L. Dewey 2,332,472. Track and Compressor for Files. Sol 
Elkhart, Ind Application July 16, 1942, Serial No Roth, Long Island City, N. Y Application August 
451,158. Granted October 19, 1943 22, 1942, Serial No. 455,755. Granted October 19 

2,332,033. Control for Record Supporting Means. J 1943 ve 
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NEW TRADE LITERATURE 


Charlies Doppelt and Company, 412-20 Orleans Street, Chicago 10, Ill., has 
available for distribution to interested dealers an attractive new folder 
describing two timely new items in the Doppelt line — the Service Model 
TRIP-O-KIT and the Deluxe Military Model DOPP-KIT, both designed to 
fill a long-felt need for those who prefer to travel light. The folder, printed 
in two colors, describes the new items in detail, and quotes special dis- 
counts for quantity purchases. It is available to dealers from the distributor 
it the above address upon application. 

Hedges Manufacturing Company, 2931 Wentworth Avenue, Chicago, Ill., 
has just issued a new 12-page catalog of filing equipment and stationer’s 
supplies. Featured are the Hedges ‘‘Duration’’ wood transfer cases, steel 
reinforced fibreboard ‘‘Transfiles,”’ ‘‘Pop'lar’’ vertical transfer cases, the 
“K.F.D.”’ line of storage files, ‘“‘Dandy’’ card trays and box letter files, 
“Tip-Top’’ wood desk trays and numerous other filing equipment items built 
by Hedges. Copies of the new catalogue, No. 143, may be obtained by dealers 
from the manufacturer at the above address, 

Horder’s, Inc., 231 South Jefferson Street, Chicago 6, Ill., released an 
attractive new 36-page catalog of ‘‘World Wide’ business forms just 
prior to the NSA Convention in Chicago in early October. Included in 
the new advertising piece are forms for accounting, banking and legal 
work, general purpose, insurance, O.D.T., payroll and Social Security, pro- 
duction, purchasing, real estate, receipts, sales and traffic. Among the 
new forms listed are a department payroll summary, an individual em- 
ployee payroll record, an application for ‘Series E’ War Bonds, and 
standard and war plant visitor's registers. The new catalog is available 
to interested customers upon request. 

Hornstein Sales, 320 West Ohio Street, Chicago 10, Ill., has placed 
in the mail its new 84-page catalog, the second wartime edition issued 
by the firm. 54% x 8% inch 





The new edition, which has been reduced to 5% 
page size in view of the critical paper situation, contains a wide selec- 
tion of leather goods, photo frames, address books, billfolds, adult 
games, pocket diaries and albums. Prominently featured are many new 
items for the hobbyist, including tanks, jeeps, planes, gliders and 
ship models. The 1943-44 catalog is well illustrated with both photo- 
graphs and special drawings. Dealers interested in securing a copy of 
the catalog should communicate with the company at the above address. 


Weis Manufacturing Company, Monroe, Mich., has published an inter- 
esting 24-page booklet describing the antics and exploits of one Wil- 
loughby Weis, a Gremlin-like little figure described as “The Practick.”’ 
not a he, but an “it.” Throughout the booklet, Willoughby pokes his 
nose into operations at the big Weis plant, seeing that shipments go 
out quickly, pointing out features of such Weis products as letter trays 
and ‘‘Cell-U-Seal” indexes and suggesting the advantages of the regular 
use of Weis filing folders and the “‘Clearindex”’ in offices. The booklet 
is not only entertaining, but instructive, and is one which should find 
its way into every office supply store. 


—_—————_. 


STATEMENT OF THE OWNERSHIP. MANAGEMENT, CIRCULA- 
TION, ETC., REQUIRED BY THE ACTS OF CONGRESS 
OF AUGUST 24, 1912 AND MARCH 3, 1933 

of Office Appliances, published monthly at 
October 1, 1943. 
STATE OF ILLINOIS, County of Cook—ss 

Before me, a Notary Public in and for the State and County afore- 
said, personally appeared John A. Gilbert, who, having been duly 
sworn according to law, deposes and says that he is the business 
manager of Office Appliances and that the following is, to the best of 
his knowledge and belief, a true statement of the ownership, man- 
agement (and if a daily paper, the circulation), etc., of the aforesaid 
publication for the date shown in the above caption, required by 
the Act of August 24, 1912, as amended by the Act of March 8, 1933, 
embodied in section 537 Postal Laws and Regulations, printed on 
the reverse of this form, to wit: 

1. That the names and addresses of the publisher, editor, manag- 
ing editor, and business managers are: Publisher—The Office Appli- 


¢ 


Chicago, Tlinois or 


ance Company, 600 West Jackson boulevard, Chicago, Till. Editor— 
Walter S. Lennartson, 252 North Avers avenue, Chicago, Il. 
Managing Editor—Walter S. Lennartson, 4252 North Avers ave- 
nue, Chicago, Ill. Business Manager—John A, Gilbert, 310 Forest 


avenue, Glen Ellyn, III. 

2. That the owner is: (if owned by a corporation, its name and 
address must be stated and also immediately thereunder the names 
and addresses of stockholders owning or holding one per cent or 
more of total amount of stock. If not owned by a corporation, the 
names and addresses of the individual owners must be given. If 
owned by a firm, company, or other unincorporated concern, its 
name and address, as well as those of each individual member, must 
be given.) The Office Appliance Company, 600 West Jackson boule- 
, Chicago, TIll.; John A. Gilbert, 310 Forest avenue, Glen Ellyn, 
Iil.; Charles H. Everly, 6230 Kenmore avenue, Chicago, Ill.; C. F. 


Malatesta, 7205 Yates avenue, Chicago, Ill.: Walter 8S. Lennartson, 
4252 North Avers avenue, Chicago, Ill.; George C. Wheeler, 34 
Lyons Road, Scarsdale, ’ Benjamin C. Wallsten, 4641 North 


Keating avenue, Chicago, Ill.; Herbert L. Sime, 5221 Kenwood ave- 
nue, Chicago, Ill.; Nevin I. Gage, 532 Oak Street, Glen Ellyn, IIl.; 
Lawrence Eisele, 323 North Loomis, Naperville, Tl 

3. That the known bondholders, mortgagees, and other security 
holders owning or holding 1 per cent or more of total amount of 
bonds, mortgages, or other securities are: (If there are none, so 
state.) None 

4. That the two paragraphs next above, giving the names of the 
owners, stockholders, and security holders, if any, contain not only 
the list of stockholders and security holders as they appear upon 
the books of the company but also, in cases where the stockholder 
or security holder appears upon the books of the company as 
trustee or in any other fiduciary relation, the name of the person 
or corporation for whom such trustee is acting, is given: also that 
the said two paragraphs contain statements embracing affiant’s 
full knowledge and belief as to the circumstances and conditions 
under which stockholders and security holders who do not appear 
upon the books of the company as trustees, hold stock and securi- 
ties in a capacity other than that of a bona fide owner: and this 
‘fiant has no reason to believe that any other person, association, 
or corporation has any interest direct or indirect in the said stock, 
bonds, or other securities than as so stated by him 

5. That the average number of copies of each issue of this pub- 
lication sold or distributed, through the mails or otherwise, to paid 
subscribers during the twelve months preceding the date shown 
above is - - - - - (This information is required from daily publica- 
tions only.) 

JOHN A. GILBERT, Business Manager 

Sworn to and subscribed before me this 20th day of September, 1943 


[Seal] E. M. F. RUH, Notary Public 
(My commission expires May 19, 1947.) 
OFFICE APPLIANCES, November, 1943 


CORPORATION REPORTS AND 
FINANCIAL NOTES 


Royal Typewriter Company, inc.—For the year ended on July 31, 1943, 
the company’s net operating profits before provision for taxes, were $696,005. 
After $369,565 provision for taxes, the net profit for the year amounted to 
$326,489, equal to 23 cents a share on the common stock after allowing for 
dividend requirements on the preferred. Adding $481,634, which is a claim 
for refund on account of Federal excess profits taxes for the 1942 fiscal 
year, and $96,111, representing adjustments of various taxes, depreciation 
reserves, inventories and insurance, the total for the year is $904,184. 

Dividend payments, including $3 a share in the common stock, totaled 
$1,069,698, thereby causing a net reduction from surplus for 1943 of $165,514. 
In the previous fiscal year the net profit was $2,474,590, or $8.23 a common 
share. 

In line with the trend toward ownership of American corporations, 
directors of the company, seeking to widen distribution of the company’s 
common shares, are considering listing them on the New York Stock Ex- 
change, E. C. Faustmann, president, declared October 6 in a letter mailed 
with the annual statement to stockholders. The company plans returning 
to the manufacture of typewriters within 90 days after the end of the war, 
Mr. Faustmann also revealed to shareholders. He stated that the Roytype 
division, which manufactures and sells ribbon and carbons, is responding 
to a planned expansion to the extent of a 55 per cent increase in sales over 
1942. Service volume has increased 72 per cent in the same period, it was 
pointed out. (New York Times, October 7.) 





—— > 


NATION MUST TURN BACK TO THRIFT TO 
MEET WAR DEBT 


“While we cannot yet determine the size of our national debt at the 
close of the war, we should start making plans now for servicing and 
amortizing this obligation,’’ declares Henry H. Heimann, executive man- 
ager-on-leave of the National Association of Credit Men, in his Monthly 
Business Review, released October 15. He savs further that the efficiency 
of the financial plan adopted will largely affect our post-war economic 
program and will be as “fundamental to a happy life and the con- 
sequent welfare of our nation as the air we breathe. 

“It will require hard work and the practice of real thrift to service 
this debt and to begin an amortization program,”’ the credit chief de- 
clared. ‘Service the debt and amortize it we must if we are going to 
keep faith with our people and maintain our own respect 

“The question the people of this country should be considering now 
is how best to accomplish these purposes. What should be our great 
objective to insure the financial health of our nation in the more 
peaceful days to come? I would put as a first condition the need for 
regenerating such a sense of thrift and economy that the prodigal sons 
will be so out of step with the spirit and thought of the nation as 
to get no appreciable hearings. We must return to the sound funda- 
mentals of life that so characterized the days and years of the pioneers 
of our country. We must begin to glorify thrift; preach the virtue of 
economy of government and life as distinguished from the policy of 
subsidy and largess which, unfortunately, has fastened itself upon our 
people during the immediate past years. 

“There is one agency and one alone that can and must take the 
leadership in such a program. That agency is the Federal government 
of the United States. Unless in the peaceful years ahead, the Federal 
government carefully weighs every expenditure, practices thrift in a 
true sense and goes promptly about balancing the budget, all of the 
preachings about the necessity of the average man and woman saving 
to liquidate the costs of the war may fall on deaf ears. No one, to the 
best of my knowledge, has ever tried to defend the spending policy on 
a permanent basis. Its very introduction was characterized as a tempo- 
rary necessity. The fact that it cannot be permanent is so obvious it 
should need no argument. 

Thrift Permits Spending 

“Let me state it as simply as I can in plain everyday language. We 
could not have had a spending policy, unless in the years prior to the 
inauguration of a spending policy, thrift had actually been practiced 
If thrift had not been practiced, what wouid you have to spend? If 
thrift had not built up surpluses of money, material and credit, how 
could you distribute these funds or these goods and services? If thrift 
had not built up credit, how could you espouse a spending program? 
Without credit you would not be able to gather together the needed 
sums for a paternal distribution. Yes, unless in the long years of our 
history our people had saved and our government had balanced its 
budget, you never would have heard of a spending policy because there 
would have been nothing to spend. 

“Let’s go a step further. If people thought we were adopting a 
spending policy as a permanent program we would not have been able 
to put it into effect. The funds were forthcoming, based upon a credit 
resulting from a thrift period and the further confidence that a thrift 
period will return. If it were not to return and if people did not believe 
it will return, no one would be willing to loan money to the government.” 

In the pest-war period America can only help those nations which 
practice thrift and handle their affairs in such a way as to create a 
desire for industry and complete faith in their obligations, Mr. Heimann 
pointed out. 

“Volumes have been written about the need for monetarv stabiliza- 
tion,”’” he continued. “But all of the conferences or all of the interna- 
tional agreements or all of the banks of international character that 
may be established cannot possibly bring this much-talked-about stability 
unless each and every nation handles its own affairs in such a way 
as to merit the confidence and respect of other people. 

“How can you stabilize the money of any nation when that nation is 
constantly running in the red? The truth is that you cannot even stabilize 
it for a day unless you know it is only running in the red for a brief 
period and you presently see or think you see the improvement it will 
register in the months ahead. In effect you then discount the deficit 
much as you do with a business organization, that is seasonable in 
character, which reports losses for off-season months 

‘We sometimes fail to realize that the simple, wholly fundamental 
traits of economics mean so much to our world condition and the status 
of the inhabitants of this globe. Would it have been possible, as an 
example, for dictatorships to have arisen had each nation followed these 
fundamentals?” 








NSA 


EXECUTIVES 


CHARLES P. GARVIN 
Secretary and General Manager 
Washington, D. C. 





L. S. CROWL 

V.P. Distributors Division 

Blade Prtg. & Paper Co 
Toledo, Ohio 


















R. D. LATSCH, PRESIDENT 


Letsch Bros., Lincoln, Nebr. 


J. ED CONLON 
V.P. Manufacturers Division 
Rockwell-Barnes Co 
Chicago, Ill 


~ HORACE VAN DORN 


Jersey City, N. 

















GEORGE H. MOORE 
V. Chairman Distributors Division 
Pound & Moore Co. 


Charlotte, N. C 

















JOHNNY WRIGHT 
Stationer-Printer Division 
Storey-Wright Prtg. Co. 

Tyler, Texas 


THOMAS STAGG WALTER C. GUY 


Dealer-Manufacturer Relations Div 
Hoski»s Co 


Philadelphia Pa Little Rock, Ark. 











STANLEY L. GRIEBEL 
Field Division 
Yawman and Erbe Mfg. Co 

Rochester, N. Y. 


R. A. JONAS, JR. 
Sales Managers Division 
Oxford Filing Supply Co 

Brooklyn, N. Y. 


V. Chairman Manufacturers Division 
Joseph Dixon Crucible Co. 


Post-War Industrial Division 
Arkansas Prtg. & Litho. Co 





ELECTED 
OCTOBER, 1943 














WOODSON P. WADDY 
Auditor 
Everett Waddey Co., Richmond, Va. 










W. E. STOCKETT, JR. 


Treasurer 
Stockett-Fiske Co. 
Washington, D. C. 





A. R. SKIBBE 
Wholesalers Division 
Associated Stationers Supply Co. 
Chicago, II. 








LOU HOELSCHER 
Office Furniture Division 
Hoelscher Staty. Co. 
Buffalo, N. Y. 





Va. 








The Trade dournal of the Office Equipment Industry 






38th Annual National Stationers 
Association Convention 


At least one new record — that 
of attendance—was established at 
the Thirty-Eighth Annual Con- 
vention of the National Stationers 
Association, appropriately termed 
the “Cracker Barrel War Council,” 
at the Palmer House in Chi- 
cago, October 4, 5 and 6. Official 
attendance for the conclave, as 
announced by Manager Garvin in 
the final session, was 1,151, well 
above the figure for any preced- 
ing meeting. From 43 states they 
came, from the District of Colum- 
bia, and from Canada—stationers, 
manufacturers and manufactur- 
ers’ representatives—all motivated 
by the same general incentives 
... to determine, if possible, what 
course to pursue as regards post- 
war, to meet old friends and make 
new ones, to follow the develop- 
ment of new products, and in the 
interim, to lay plans and make 
contacts for business during the 
coming year. In the matter of 
attendance, Illinois led with 215 
registrants, New York was second 
with 132, Ohio third with 72 and 
New Jersey fourth with 63. 


The Thirty-Eighth Annual Con- 
vention, an assured success from 
every aspect, was fortified by one 
of the most colorful rosters of 
speakers in NSA history. With 
few exceptions, speakers for the 
three-day meeting came from 
within the industry itself, the 
addresses covering every impor- 
tant phase of the stationer’s busi- 
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ness from accounting to inven- 
tories, from staples to simplifica- 
tion. 

Subjects chosen by the guest 
speakers were fully as interesting 
to the membership as those con- 
fined strictly to the field, cover- 
ing such varying topics as the 
operation of the Committee for 
Economic Development, the need 
for military censorship, the effect 
of post-war air cargo on the sta- 
tioner, and a terse forthright dis- 
cussion on what the Red Cross has 
done and is doing as its part in 
winning the war and the peace 
to follow. 

Featured speakers drawn from 
fields outside the industry in- 
cluded Walter Gardner, member 
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of the Committee for Economc 
Development and general sales 
manager, Keystone Steel and Wire 
Company, Peoria, Ill.; Major 
Albert J. Stowe, personal repre- 
sentative of General George V. 
Strong, assistant chief of staff 
and head of military intelligence; 
Carroll Wilson, secretary of the 
Committee for Economic Develop- 
ment and consultant to the Secre- 
tary of Commerce; Paul E. Bur- 
bank, development manager of 
United Air Lines, Chicago, II1.; 
and Robert McKee, National 
Broadcasting Company. 

So successful was the exhibitors’ 
show that the Exhibition Hall 
failed to accommodate all appli- 
cants for space, the “last-minute” 
exhibits being set up in rooms 
adjacent to the central display. 
Despite the stringent restrictions 
and regulations that have “hit” 
the industry since Pearl Harbor, 
it was interesting and comforting 
to note that manufacturers have 
contrived to carry on an un- 
diminished, and in many cases 
augmented, production of satis- 
factory substitutes by the in- 
creased use of wood and other 
suitable replacement materials. 
A substantial volume of business 
was reported by exhibitors as 
dealers wandered among the 
colorful exhibits in search of in- 
formation on possible future 
sources of supply. 

Not among the least interesting 
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portions of the convention was 
the NSA Institute of Industrial 
Opinion staged on the morning of 
the second day. Though the num- 
ber of subjects discussed was 
limited by the time available, a 
spirited discussion and lively audi- 
ence participation indicated that 
the period provided answers to 
at least some of the questions 
that had been puzzling dealers 
since the last national get- 
together. 

Three declarations were pre- 
sented and adopted at the 1943 
NSA Convention, the first, ema- 
nating from the Dealer’s Division, 
asking for action through na- 
tional headquarters in Washing- 
ton, D. C., in bringing pressure 
on the proper authorities to pre- 
vent indiscriminate “dumping” 
of Government commodities by 
offering such goods to dealers 
first. Two other declarations were 
framed as messages of apprecia- 
tion to Harry Tehan, Higgins Ink 
Company, and Ed Little, Wabash 
Cabinet Company, for their work 
in connection with the exhibit 
and banquet seating, respec- 
tively. 


Latsch Named President 


The entire slate of the nom- 
inating committee was unani- 
mously adopted in the closing 
session of the convention. Robert 
D. Latsch, Latsch Bros., Lincoln, 
Nebr., a veteran of nearly 30 
years’ experience in the stationery 
field and a familiar figure at NSA 
conventions, was named president 
for the ensuing year. 

Vice-presidents named on the 


New Officers .... 


slate of the nominating committee 
were as follows: 

L. S. Crowl, Blade Printing and 
Paper Company, Toledo, Ohio, 
Distributors Division; George 
Moore, Pound and Moore Com- 
pany, Charlotte, N. C., vice-chair- 
man, Distributors Division; J. Ed 
Conlon, Rockwell-Barnes Com- 
pany, Chicago, Ill., Manufacturers 
Division; Horace Van Dorn, Joseph 
Dixon Crucible Company, Jersey 
City, N. J., vice-chairman, Manu- 
facturers Division; A. R. Skibbe, 
Associated Stationers Supply Com- 
pany, Chicago, Ill., Wholesalers 
Division; Johnny Wright, Storey- 
Wright Printing Company, Tyler, 
Tex., Stationer-Printer Division; 
Thomas Stagg, Hoskins Company, 
Philadelphia, Pa., Dealer -Manu- 
facturer Relations Division; Wal- 
ter Guy, Arkansas Printing and 
Lithographing Company, Little 
Rock, Ark., Post-War Industrial 
Division; Lou Hoelscher, Hoelscher 
Stationery Company, Buffalo,N.Y., 
Office Furniture Division; Stanley 
L. Griebel, Yawman and Erbe 
Manufacturing Company, Roch- 
ester, N. Y., Field Division; R. A. 
Jonas, Jr., Oxford Filing Supply 
Company, Brooklyn, N. Y., Sales 
Managers Division; W. E. Stockett, 
Jr., Stockett-Fiske Company, 
Washington, D. C., Treasurer; 
Woodson P. Waddy, Everett Waddy 
Company, Richmond, Va., Auditor; 
and Charles P. Garvin, Washing- 
ton, D. C., Secretary and General 
Manager. 

Six of the vice-presidents 
named — Skibbe, Stagg, Guy, 
Stockett, Waddy and Garvin— 
were holdovers, while two—Crowl 
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and Van Dorn—retained vice- 
presidential status by being 
named to different divisions. 

Also elected were 13 regional 
governors, previously nominated 
at their respective district con- 
ventions: District No. 1, S. Ford 
Chidsey, Bradley and Scoville, 
New Haven, Conn.; District No. 2, 
P. J. Murette, Ryan and Williams, 
Buffalo, N. Y.; District No. 3, 
Thomas Stagg, Hoskins Company, 
Philadelphia, Pa.; District No. 4, 
Claud Hanes, Office Equipment 
Company, Inc., Tampa, Fla.; Dis- 
trict No. 5, W. F. Thomas, Findlay 
Printing and Supply Company, 
Findlay, Ohio; District No. 6, 
Eldon Just, Just and Son, Chicago, 
Ill.; District No. 7, Charles Mixter, 
Eau Claire Book and Stationery 
Company, Eau Claire, Wis.; Dis- 
trict No. 8, Leonard Wilcox, Rob- 
erts Printing and Stationery Com- 
pany, Hutchinson, Kan.; District 
No. 9, H. C. Parker, Jr., H. C. 
Parker, Inc., New Orleans, La.; 
District No. 10, Glenn Hopper, In- 
termountain Printing and Sta- 
tionery Company, Grand Junction, 
Colo.; District No. 11, Horace Kil- 
ham, Kilham Stationery and 
Printing Company, Portland, Ore.; 
District No. 12, Omar Boyd, Sta- 
tioners Corporation, Los Angeles, 
Calif.; District No. 13, A. J. Kerin, 
Tower - Crossman Corporation, 
New York, N. Y. 

On Thursday morning, follow- 
ing the adjournment of the con- 
vention, President Latsch called a 
meeting of the Board of Control 
for the purpose of formulating 
tentative plans for the adminis- 
tration of NSA for 1944. 
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P. J. MURRETT 
Ryan and Williams 
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W. F. THOMAS 
Findlay Prtg. & Supply Co. 
Findlay, Ohio 
District No. 5 


ELDON JUST 
Just and Son 
Chicago, Il. 
District No. 6 





























GLENN HOPPER 
Intermountain Prtg. & Staty. Co. 
Grand Junction, Colo. 

District No. 10 


H. C. PARKER, JR. 

H. C. Parker, Inc. 
New Orleans, La 
District No. 9 























THOMAS STAGG 
Hoskins Co. 
Philadelphia, Pa. 
District No. 3 





CHARLES MIXTER 
Eau Claire Book & Staty. Co. 


Eau Claire, Wis. 
District No. 7 

















OMAR BOYD 
Stationers Corporation 
Los Angeles, Calif. 
District No. 12 














CLAUD HANES 
Office Equipment Co., Inc. 
Tampa, Fla. 
District No. 4 















LEONARD B. WILCOX 
Roberts Prtg. & Staty. Co. 
Hutchinson, Kan. 
District No. 8 
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A. J. KERIN 

Tower-Crossman Corporation 
New York City, N 
District No. 13 





(Note—The portrait of Horace Kilham, Kilham Staty. & Prtg. Company, Poriland, Ore., governor 
of District No. 11, was not available at the time of going to press.) 


Regional Governors for 1943-1944 





Among the outstanding inno- 
vations at this year’s convention 
was the use of supplementary 
programs for the various ses- 
sions, serving as discussion 
guides for members in bringing 
paramount problems of the trade 
before the assembly. Noteworthy, 
too, was the distribution of re- 
prints of a Horder advertisement 
which appeared in Chicago pap- 
ers, October 4 and 5. The adver- 
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tisement stressed the importance 
of the stationer in modern busi- 
ness and described his service 
in recommending substitute 
merchandise when specific items 
are not available. 

Always a focal point of inter- 
est, the competition this year 
for the Hansell and Clegg 
trophies was especially keen. Not 
until late Wednesday was the 
ownership of the Hansell Trophy 
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established, members from Dis- 
trict No. 5 uncovering six addi- 
tional points to win the coveted 
award for 1943. The Clegg 
Trophy, given for the best ad- 
vertising during the year, was 
captured by Thomas Groom and 
Company, Boston, Mass., with 
Ream’s, Lancaster, Pa., and Koch 
Brothers, Des Moines, Ia., each 
being awarded an _ honorable 
mention by the committee. 
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FULL QUOTA AT THE ANNUAL PRESIDENT’S BREAKFAST 


Every member of the Executive Committee and Board of Control of NSA was present at this annual event, 
held Monday morning. Starting with the president in the center foreground and reading clockwise around 
the table: Dick Healy, NSA president, Santa Fe Book & Stationery Company, Santa Fe, N. M.; Charles P. 
Garvin, NSA general manager, Washington, D. C.; E. J. Conlon, Rockwell-Barnes Company, Chicago con- 
vention chairman; Leonard B. Wilcox, Roberts Printing & Stationery Company, Hutchinson, Kans., governor of 
District No. 8; Walter C. Guy, Arkansas Printing & Lithographing Company, Little Rock, Ark., vice-president, 
Post-War Industrial Division; L. R. Kendrick, Kendrick-Bellamy Stationery Company, Denver, Colo.; B. J. Bristoll. 
Koch Brothers, Des Moines, Ia., past-president; R. A. Maish, Dennison Manufacturing Company; A. R. Skibbe, 
Associated Stationers Supply Company, vice-president, Wholesalers Division; Harold Hampton, Indianapolis 
Office Supply Company, Indianapolis, Ind., past-president; Robert D. Latsch, Latsch Brothers, Lincoln, Neb., 
1943 president-elect; Willis Lowe, The E. L. White Company, Fort Worth, Tex., vice-president, Distributors 
Division; H. C. Parker, Jr., H. C. Parker, Inc., New Orleans, La., governor of District No. 9; H. J. Walsh, Ace 
Fastener Corporation, vice-president, Field Division; J. A. Gilbert, Office Appliances; Woodson P. Waddy, 
Everett Waddey Company, Richmond, Va., auditor; William C. Clegg, The Clegg Company. San Antonio, 
Tex., past-president; Charles M. Marshall, Ivan Allen-Marshall Company, Atlanta, Ga., past-president; A. J. 
Walker, Farnham Stationery & School Supply Company, Minneapolis, Minn., past-president; George Hayes, 
Thomas Groom & Company, Boston, Mass., governor of District No. 1; A. G. Frost, Esterbrook Pen Company, 
vice-president, Manufacturers Division; H. B. Van Dorn, Joseph Dixon Crucible Company, vice-president, Sales 
Managers Division; J. W. Tamany, Boorum & Pease Company, vice-chairman, Manufacturers Division; J. L. 
Cooke, Cooke Stationery Company, Salem, Ore., governor of District No. 11; L. S. Crowl, The Blade Printing 
& Paper Company, Toledo, Ohio, vice-president, Stationer-Printer Division; E. G. Hopper, Intermountain Print- 
ing & Stationery Company, Grand Junction, Colo., governor of District No. 10; Johnny Wright, Story-Wright 
Printing Company, Tyler, Tex., governor of District N>. 9; Arthur Fontaine, Decker’s, Inc., Anderson, Ind., 
governor of District No. 5; Thomas Stagg, The Hoskins Company, Philadelphia, Pa., vice-president, Dealer- 
Manufacturer Relations Division; W. E. Stockett, Stockett-Fiske Company, Washington, D. C., treasurer: Rose 
Cushman, NSA, Washington, D. C. 


Day by Day Account of Convention Proceedings 


make last-minute changes and tion headquarters was heavy, 


ONVENTION activities, as in 
put the finishing touches to their though approximately one-half of 


the past, got off to a flying 
the total attendance were ad- 


start on Sunday with the staging 
of the annual NSA golf tourna- 
ment at Olympia Fields and the 
meeting of the Executive Commit- 
tee at convention headquarters, 
presided over by President “Dick” 
Healy. Both cf these events were 
scheduled for 1 P.m. 

In order to give early arrivals a 
pre-convention view of the show, 
the Exposition and War Exhibit 
was opened Sunday afternoon, 
many of the exhibitors taking ad- 
vantage of the added time to 
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displays before the arrival of the 
heaviest traffic. 

The NSA golf tournament was 
run off over the difficult No. 1 
course at Olympia Fields. Fifty- 
seven of the Association’s more 
rugged individualists took part in 
the tournament, with 65 showing 
up for an unusually fine dinner 


at 8 P.M., approximately one hour 


after the last weary foursome 
straggled off the eighteenth green 
in semi-darkness. 

Sunday registration at conven- 
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vance registrants. Throughout the 
day, despite the fact that there 
were no planned activities for 
visitors, the corridors, meeting 
rooms and exhibition hall were 
well populated as old acquaint- 
ances were renewed and new 
friends made. 


Monday Morning 


Convention registration hours 
had begun at 10:00 a.m. on Sun- 
day, but the desks opened at 9:00 
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A.M. on Monday and the succeed- 
ing days. 

At 8 o’clock the annual “Presi- 
dent’s Breakfast” was held for the 
Executive Committee and Board 
of Control. Following the break- 
fast, the board met in executive 
session. 

The exposition was formally 
opened to the members and vis- 
itors at 8:30 a.m. As in past years, 
the gates were closed at 1 o’clock 
for the convention meeting, but 
opened again at 5:00 p.m. for the 
evening. The exposition hours on 
the other two days were from 5:00 
P.M. to 10:30 p.m. on Tuesday and 
9:00 a.m. to 5:00 p.m. on Wednes- 
day. 

Monday Afternoon 


When Manager Garvin’s gavel 
rapped for order shortly after 1:30 
P.M. On Monday, quiet settled over 
the largest assembly ever to at- 
tend the opening session of an 
NSA convention. The convention 
opened, as in the past, with the 
singing of “America”, with Mr. 
Garvin accompanying at the 
piano. He then asked the assem- 
bly to rise and observe a brief 
period of silence in honor of miss- 
ing members and those in service. 
President E. B. (Dick) Healy then 
took over, and announced the ap- 
pointment of the following com- 
mittee members: 

Sergeant-At-Arms: Fred Fenne, 
Associated Stationers Supply Com- 
pany. 


Nominating Committee: L. S. 
Crowl, Blade Printing and Paper 
Company, Toledo, Ohio, Chair- 
man; Herbert Johnson, Wilson 
Jones Co.; Harry Nichols, Weis 
Manufacturing Company; Harold 
Carithers, Carithers - Wallace - 
Courtenay, Inc., Atlanta, Ga.; and 
F. H. Caswell, F. S. Webster Com- 
pany. 

Budget Committee: R. A. Maish, 
Dennison Manufacturing Com- 
pany, Chairman; James E. Feeley, 
Springfield Office Supply, Spring- 
field, Mass.; Harold Hampton, 
Indianapolis Office Supply, In- 
dianapolis, Ind.; Herman Price, 
Eagle Pencil Company; and Wil- 
liam Clegg, Clegg Company, San 
Antonio, Tex. 


Committee on Credentials: 
Charles P. Garvin, NSA, Washing- 
ton, D. C., Chairman; E. L. Little, 
Wabash Cabinet Company; and 
Rose Cushman, NSA, Washington, 
Ds 7; 

Necrology Committee: Charles 
H Everly, OFFICE APPLIANCES, Chi- 
cago, Ill., Chairman; Woodson P. 
Waddy, Everett Waddey Company, 
Richmond, Va.; and L. R. Ken- 
drick, Kendrick-Bellamy Company, 
Denver, Colo. 


Declarations Committee: R. D. 
Latsch, Latsch Brothers, Lincoln, 
Neb., Chairman; Thomas Stagg, 
Hoskins Company, Philadelphia, 
Pa.; Wesley Thomas, Findlay 
Printing and Supply Company, 
Findlay, Ohio; Leonard Wilcox, 





Roberts Printing and Stationery 
Company, Hutchinson, Kan.; A. G. 
Frost, Esterbrook Pen Company; 
and Harvey Rockwell, Yawman 
and Erbe Manufacturing Com- 
pany. 

In his annual report which fol- 
lowed, President Healy launched 
into an interesting discussion of 
the purpose and growth of the 
organization, showing precisely 
what NSA has done and is doing 
for its members. He pointed out 
that it is one of the oldest asso- 
ciations in business and is still 
growing, 73 new members having 
been added in the past year. He 
closed by adding that NSA has 
been largely responsible for plac- 
ing the stationery business on a 
high and profitable plane, and 
urged members to co-operate 
closely with the Association in 
order to obtain the greatest 
amount of good for their respec- 
tive businesses, particularly in the 
matter of preparing for post-war 
conditions. 

In one of the most interesting 
discourses of the entire conven- 
tion, Walter Gardner, general 
sales manager for Keystone Steel 
and Wire Company, Peoria, IIl., 
chairman of Peoria’s Committee 
for Economic Development, out- 
lined the work of the committee 
in planning for post-war employ- 
ment. Pointing out that every in- 
dustrial community could do a 
similar job of planning, he urged 
the stationery trade to take an 





business. 


turers’ Exhibit. 





THE DECLARATIONS 


Adopted af the Thirty-Eight Ye a 


? 
Sta tioners ye a 


FROM THE DEALERS’ DIVISION: 


BE IT DECLARED that the dealers are opposed to the indiscriminate disposition 
of surplus merchandise and asked the Secretary's office to work with the proper au- 
thorities in Washington so that this merchandise will be offered to the dealers first 
or that the Government will make some disposition of it that will not upset the 


FROM THE GENERAL SESSION: 


BE IT DECLARED that a hearty vote of appreciation be extended to Harry Tehan 
for the efficient and faithful job performed by him in connection with the Manufac- 


BE IT DECLARED that a sincere vote of appreciation be extended to Ed Little 
for his splendid work in connection with the seating of the banquet. 


Respectfully submitted, 
DECLARATIONS COMMITTEE 
R. D. Latsch, Chairman 


Thomas Stagg 
Wes Thomas 
Leonard Wilcox 
A. G. Frost 
Harvey Rockwell 
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active part in helping plan for the 
absorption of returning service- 
men. Jobs—not doles—he stressed, 
was the answer to providing the 
many old and new products that 
would find an unprecedented de- 
mand after the war. 

Following Mr. Gardner’s talk, 
the gathering was moved by a 
timely human -interest dialogue 
presented by Manager Garvin and 
Herb Hooks, Moore Push-Pin 
Company, entitled, “‘Gee, It’s a 
Great Country.” The sketch was 
a portrayal of a true experience 
Hooks had with a Greek refugee, 
who entered the United States 
shortly before the invasion of his 
native land. The Greek, said 
Hooks, was so sincere and avid 
in his regard for the United States, 
so awake to its advantages, its 
education, and its freedom — not 
for himself, but for his family— 
that he spent virtually every cent 
he could muster for War Bonds 
during the recent drive. This, 
despite the fact that he had 
neither seen nor heard from his 
family since the German invasion. 
The skit was so well done and so 
near to the hearts of the audience 
that its conclusion was punctu- 
ated by thunderous well-deserved 
applause. 

The next speaker on the pro- 
gram was Major Albert J. Stowe, 
personal representative of General 
George V. Strong, assistant chief 
of staff and head of military in- 
telligence. In his brief, but pointed, 
talk on military intelligence and 
censorship, Major Stowe made 
clear the life-and-death necessity 
of silence on any military moves 
that might come to the attenion 
af any American. Don’t talk about 
anything military that isn’t gen- 
erally known, said Major Stowe, 
not even to your friends. The 
enemy, he emphasized, is diaboli- 
cally clever, able to piece together 
bits of information to make a 
complete picture, much as a jig- 
saw is assembled. One rule will 
cover the situation, he announced, 
in asking the co-operation of the 
assembly, and that is, “If you hear 
it from someone or see it, don’t 
pass it on, but if you see it in the 
newspapers, you may talk about 
it freely. Even then, don’t supple- 
ment or amplify the news with 
any information you may happen 
to know.” His talk was something 
to think about, for too little can’t 
be told of known military in- 
formation. 

George C. Brainard, president 
of General Fireproofing Company, 
followed Major Stowe as the next 
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NSA SPEAKERS 


. Dick Healy, Santa Fe Book & Staty. Co., 
Santa Fe, N. M., NSA president. 
. Walter Gardner, Keystone Steel & Wire 


Co. 

J. A. Gilbert, Office Appliances. 

A. G. Frost, Esterbrook Pen Co. 

R. B. Vail, Vail Mfg. Co. 

Howard Sanders, iathesioes & Publish- 
ers Board of Trade. 

Les Crowl, Blade Prtg. & Paper Co.. 
Toledo, Ohio. 

- Harry Anderson, The Globe -Wernicke 


Co. 

. Richard Jonas, Oxford Filing Supply Co. 

. John J. Reinecke, Wood Office Furniture 
Institute. 

- Leonard Wilcox, Roberts Prtg. & Staty. 
Co., Hutchinson, Kan. 

. Paul Burbank, United Air Lines. 

. President-elect R. D. Latsch. 

. General Manager Charles P. Garvin. 
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speaker, his talk revolving chiefly 
around the design and materials 
to be used in post-war office 
equipment. He expressed the opin- 
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ion that reconversion will require 
from six to nine months from the 
war’s end, and that not all the 
materials now on the restricted 
list will be made available at the 
same time. The new installation 
market, he maintained, will arise 
from several sources—new busi- 
nesses, the refurnishing of exist- 
ing businesses, and the replace- 
ment of unsatisfactory substitutes. 
He emphasized the need for pre- 
paring a sound economy for the 
returning soldiers and advocated 
a complete return to the free 
enterprise system, unfettered by 
the present superabundance of 
Government regulation. 

The next speaker on the Mon- 
day afternoon session was John 
Gilbert, president of OFFICE APPLI- 
ANCES, speaking on “The Essential- 
ity of the Stationery Industry.” 
He observed that while the Gov- 
ernment has failed to include 
office equipment among essential 
industries, the importance of the 
field is indicated by the fact that 
for the past year and one-half the 
government agencies have taken 
most of the output of the indus- 
try. The old argument that mod- 
ern office equipment contributes 
to technological unemployment 
does not necessarily hold, he said, 
for many new workers are needed 
for assembly line work, for main- 
tenance and so on. He closed by 
expressing confidence that further 
recognition of the industry’s im- 
portance would soon be forth- 
coming. 

The final speaker of the Monday 
session was Charles V. Sinisgalli, 
manager of R. P. Andrews Paper 
Company, Washington, D. C., talk- 
ing on the subject, “A Stationer 
Thinks Out Loud.” Confining his 
talk to inventories, he advised 
dealers to hold inventories to a 
minimum to avoid a surplus of 
makeshift and substitute mer- 
chandise that would be hard to 
move when pre-war merchandise 
is again available. It is expedient, 
he added, to maintain accurate 
stock records and back-order files 
so that necessary merchandise 
orders may be cancelled with a 
minimum of hardship to manu- 
facturers. He added that the post- 
war period, after a brief lull for 
reconversion, should bring un- 
precedented opportunities for new 
business, particularly in safes, 
steel files, and metal swivel chair 
assemblies. 


Tuesday Morning 


Three breakfasts highlighted 
preconvention activity on Tuesday 
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R. D. (BOB) LATSCH—NSA PRESIDENT - ELECT 


HEN R. D. (Bob) Latsch 

responded to the call for a 
few words following his election 
to the presidency of the National 
Stationers Association Wednes- 
day afternoon, he said that he 
had never imagined, when he 
Started attending conventions 
back in the twenties, that some 
day he would be chosen chief ex- 
ecutive of the organization. The 
comment is typical of Bob 
Latsch. Modest, unassuming, yet 
always contributing, the new 
president is a builder. He is a 
forward-looking type of man, 
one to whom avocational jobs 
naturally gravitate. In his home 
town his talents are recognized, 
as 1s evident from the fact that 
he is now president of the Lin- 
coln Chamber of Commerce, the 
Lincoln Kiwanis Club, and the 
Standard Reliance Insurance 
Company of Lincoln. 

Bob Latsch was born in Chey- 
enne, Wyo., 61 years ago. At a 
very early age he journeyed to 
Nebraska with his parents. The 
trip was made in a _ covered 
wagon. An adventurous, pio- 
neering start to a_ successful 
career. 





Before engaging in business, 
the Latsch brothers, Bob and 
Jerry, were members of the 
Aksarben Company, a group of 
actors who toured the country 
presenting comic opera perform- 
ances. A far cry from the sta- 
tionery field, but the experience 
was invaluable in teaching them 
the vagaries of the public mind. 


Following a period on the 
Sales staff of the American News 
Company, working out of Omaha, 
Bob and his brother established 
their business in Lincoln in 
1916. The enterprise grew 
steadily until the staff now num- 
bers 30. With the recent pur- 
chase of the business of a com- 
petitor, Latsch Brothers now 
provide office utilities in a great 
market area. 


Interest in association activ- 
ities has long been a part of Bob 
Latsch’s make-up. He attended 
his first NSA convention in 1921. 
Seldom has he missed one since. 
He has kept his finger on the 
pulse of progress in the station- 
ery field and expresses pride in 
the honor accorded him by elec- 
tion to the leadership of the 
National Stationers Association. 





morning, the Indiana, Ohio and 
Michigan stationers gathering in 
private dining rooms for early 
repasts at 7:30. 

The entire morning session was 
devoted to the NSA Institute of 
Industrial Opinion. The opening 
query,“ “How’s Business,” brought 
forth a consensus that business 
in commercial stationery, printing 
and lithographing is showing sat- 
isfactory increases, while business 
furniture and equipment were re- 
ported almost at a standstill. So- 
cial stationery, it developed, was 
obtainable only with difficulty and 
then in small quantities. 

Following this discussion, Harry 
Horder, Horder’s, Inc., spoke on 
“Inventory Limitation Order 
L-219.” He pointed out that while 
the stationery industry had paid 
little attention to the order, the 
larger industries had worked hard 
to protect themselves against 
penalties that might be applied. 
WPB hearings, he stated, would 
be held soon to give the small 


merchant an opportunity to air 
his charges of discrimination. Mr. 
Horder pointed out that there were 
several impending shortages that 
might affect the stationer within 
the next six months, particularly 
a shortage of containers. These, 
he warned, should be carefully 
saved. He closed with the state- 
ment that L-219, if observed, 
would do the industry more good 
than harm. 

The second speaker on the staff 
of NSA consultants was Charles 
M. Marshall, Ivan Allen-Marshall 
Company, Atlanta, Ga., who dis- 
cussed several points on “Getting 
Ready for the War’s End.” He 
stressed the importance of holding 
inventories down and improving 
cash positions, and maintained 
that he didn’t believe the after- 
the-war disposal of Government 
inventories should cause undue 
alarm. Much of this stock, he 
stated, would undoubtedly be held 
to supply the needs of a large 
Army and Navy. One of the big 
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problems, he stated, was the lack 
of merchandise for domestic mar- 
kets, while great quantities were 
being shipped out to foreign coun- 
tries. Bureaucratic control, he 
maintained, is on its way out, but 
he expected a considerable meas- 
ure of governmental control to be 
retained. Other post-war develop- 
ments to be expected, he said, 
were better analysis of customer 
demands, closer inventory control, 
increased sales, and some increase 
in profit-sharing plans between 
employers and employees. His talk 
was followed by a round table dis- 
cussion of co-operatives. This type 
of competition, it developed, was 
not to be feared by the stationer 
who was doing a really good job 
of selling. 

The printing industry also came 
in for considerable discussion. 
Thomas A. Taylor, Schwabacher- 
Frey, San Francisco, Calif., stating 
that in his organization, at least, 
manpower was by far the greatest 
problem. 

Mrs. C. S. Demaree, Demaree 
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Stationery Company, Kansas City, 
Mo., was introduced at this point 
and spoke briefly on the advisabil- 
ity of concerted action on the part 
of stationers in lobbying to pre- 
vent the dumping of Government 
merchandise back on the market 
after the war. 

The final speaker on the Tues- 
day morning session was George 
C. Holt, assistant general sales 
manager of W. A. Sheaffer Pen 
Company, Ft. Madison, Ia., who 
outlined some of the difficulties 
of pen makers who were turning 
out war products and described 
the policy of his company in pre- 
paring for post-war pen and pencil 
production. One of his most sig- 
nificant comments was in regard 
to the increased chain store com- 
petition that could be expected 
after the war. He maintained, 
however, that so long as independ- 
ent stationers retained their more 
loyal, better trained personnel, 
private enterprise would have lit- 
tle to fear from this new threat. 


Field Division Meeting 


While the NSA Institute of In- 
dustrial Opinion was in session, 
37 members were present at the 
Field Division Meeting. Herb 
Walsh, Ace Fastener Corporation, 
called the meeting to order, with 
Fred Schaefer, Sanford Ink Com- 
pany, acting as secretary. The 
meeting opened with all members 
arising and announcing their 
names and company affiliations. 
On motion, the reading of the 
minutes of the last meeting was 
dispensed with. The drawing for 
the attendance prize was won by 
Roy Wells, Post Index Division, 
Art Metal Construction Company. 

The first business to be brought 
before the meeting was a general 
discussion of this year’s handling 
of the golf tournament. The opin- 
ion prevailed that attendance at 
the tournament was restricted by 
its being played off at a time when 
the Exhibition Hall was open. It 
was suggested that the tourna- 
ment be held at a time which 
would not conflict with members’ 
duties at the exhibit. It was moved 
that the matter be called to the 
attention of the Convention Com- 
mittee for the coming year. 

Stanley Griebel, Yawman and 
Erbe Manufacturing Company, 
was elected chairman of the Field 
Division for the ensuing year. In 
accepting his new post, Mr. Griebel 
promised his utmost effort and 
asked the same co-operation from 
members that had been given the 
chairmen in past years. 
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BUSINESS COMMANDMENTS 
By Walter Guy 


Vice-President, 


NSA Postwar Industrial Division. 
(Presented Wednesday Morning) 


© 
Decalog for Government Officials 


You can’t bring about prosperity by destroying thrift. 
You can’t strengthen the weak by weakening the strong. 
You can’t help small men by tearing down big men. 
You can’t help the poor by destroying the rich. 

You can’t lift the wage earner by pulling down the wage 
payer. 

You can’t keep out of trouble by spending more than 
your income. 

You can’t further the brotherhood of man by inciting 
class hatred. 

You can’t establish sound security on borrowed money. 
You can’t build character and courage by taking away 
a man’s incentive and independence. 

You can’t help men permanently by doing for them what 
they could and should do for themselves. 


Decalog for Dealers 


Get out of debt. 

Standardization of grades and models. There are wild- 
cat dealers and wildcat manufacturers. They are jointly 
responsible for cheap models offered the public. Loyalty 
to your regular sources of supply will pay dividends 
Keep capital liquid so that it will be available for post- 
war activities. 

If possible, take extra heavy depreciation charge-offs 
now. Your taxes may be a little, but not much, higher 
for the duration. 

Examine the requirements of your trade territory with 
the view of taking on logical new items. 

Prepare to revive certain lines and permanently abandon 
others. 

Avoid excessive inventories. The greatest number of 
business failures is caused by improper inventory con- 
trol. 

Maintain sound managerial principles. Especially avoid 
every temptation to relax expense control. The present 
trend of profits and tax levels discourage business thrift 
and caution. 

See to it that your firm acts as a spark plug for com- 
munity enterprises to the end that government doles and 
job-making projects will be unnecessary. 

Most of our firms cannot create vast employment proj- 
ects, but we can aid the post-war effort by working with 
our national office in lending assistance to those in- 
dustries that have the power to develop new fields, 
which in turn spells prosperity for all of us. 








The election was followed by a 
discussion of what members of 
the group might do to secure 
better gas rations for salesmen. 
A committee —consisting of Roy 
Wells, Post Index Division, Art 
Metal Construction Company, 
Chairman; Karl Kiesel, Carter’s 
Ink Company; and Harry Nichols, 
Weis Manufacturing Company- 
was appointed to gather informa- 
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tion from among the members 
regarding possible procedures, and 
the general dissemination of this 
information to members and to 
the various Travelers Clubs. No 
further business being brought to 
the attention of the members, the 
meeting was adjourned by the 
new chairman. 

Two division meetings were held 
on Tuesday afternoon, the Deal- 
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ers’ Conference meeting in the 
Grand Ballroom, the Manufactur- 
er’s Conference convening in the 
Crystal Room. 

The Dealers’ Conference was 
called to order by Willis Lowe, 
E. L. Little & Company, Ft. Worth, 
Tex., vice-president of the divi- 
sion. After a few introductory re- 
marks, he introduced the first 
speaker, Woodson P. Waddey, 
Everett Waddey Company, Rich- 
mond, Va., who spoke to the 
assembly on “Local Associations.” 
Mr. Waddey pointed out the 
numerous advantages of local 
associations, not the least of which 
was the elimination of ruinous 
competition. The setting of uni- 
form opening hours, elimination 
of unnecessary advertising ex- 
pense, selection of delivery days 
and co-operative buying, he stated 
are just a few of the advantages 
that accrue to members of local 
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associations. He recommended 
that associations be formed in 
every city having two or more 
stationers, and that they really 
get to know one another intimately 
through the association route. 
Mr. Lowe next introduced How- 
ard Sanders, Stationers and Pub- 
lishers Board of Trade, New York, 
N. Y., who spoke on the impor- 
tance of accounting for the sta- 
tioner. Using a number of pre- 
pared forms which were distributed 
before his talk, Mr. Sanders em- 
phasized that accounting records, 
however well prepared, are no 
cure-all for the ailing business. 
He stressed the importance of 
charting the report of operations 
so that a month-by-month com- 
parison would quickly reveal dan- 
gerous trends and allow corrective 
measure to be taken before per- 
manent damage was done. The 
important thing, he said, was to 
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know how our dollars are spent, 
and to be able to determine 
whether these expenditures are 
excessive or disproportionate to 
the results obtained. 


The third speaker on the Tues- 
day afternoon program was Mr. 
A. G. Frost, president of the 
Esterbrook Pen Company, who 
gave a clear explanation of WPB 
Order L-227 which controls the 
fountain pen and pencil industry 
and of the subsequent changes in 
the order, which were made effec- 
tive October 1, 1943. He pointed 
out that the recent changes pro- 
vide for setting aside a certain 
percentage of production for civil- 
ian supply, but that, in the aggre- 
gate, civilians will get somewhat 
less under the new arrangement 
than formerly. Production of re- 
pair parts, he added, should be 
sufficient under the new quotas 
to assure a reasonable volume for 
maintenance. 


Mr. Frost was followed on the 
program by Richard B. Vail, presi- 
dent of Vail Manufacturing Com- 
pany, who outlined some of the 
current difficulties facing the 
manufacturer of staples, clips and 
small metal items. In 1941, with 
both foreign and domestic de- 
mands increased, pin and clip 
production was the heaviest in 
history. In April, 1942, in order to 
conserve metal, output was 
trimmed to 60 per cent of the 
normal output, a further cut to 
60 per cent of 60 per cent coming 
in the last half of 1943. Mean- 
while, he stated, with half of the 
staple machines standing idle, 
government demands remained 
unsatisfied while newcomers in 
the field were able to make pur- 
chases up to $5,000 without priori- 
ties. One of the biggest faults of 
WPB, he averred, was the failure 
of that organization to control 
wartime opportunists. He closed 
with the remark that if the weight 
of NSA were placed behind the 


WAR TOOLS AND PERSONNEL AT THE 
CONVENTION 


l. Larry Schubert, U.S.A.; Ned Fairman, 
U.S.N., formerly Grimes-Stassforth Staty. 
Co., Los Angeles, Cal.; C. H. Gregory. 
U.S.N.; Charles Rabaut, Beecher, Peck & 
Lewis, Detroit, Mich.; H. M. Heath, Rich- 
ard Best Pencil Co.; H. M. Donisthorpe. 
Rockwell-Barnes Co. 


2. S. L. Channon, president, F. W. Roberts 
Co., Cleveland, Ohio: W. A. Sheaffer, 
president, W. A. Sheaffer Pen Co. Mr. 
Channon, the son of a missionary, lived 
five years on Ocean Island shown and 
was able to point out the tree used on 
the island's postage stamp. 


3. Billie Schmiederer, Buxton & Skinner 
Prtg. & Staty. Co., St. Louis, Mo.; — Vv. 
Burns, Army Air Force Aides; Sgt. A. C. 
Eddy and Lt. Steve Groseck, Army Avia- 
tion Cadet Corps; Cadet Alma Kelly and 
Major Lillian Garrison, AAFA. Major Gar- 
rison is a daughter of Mr. Schmiederer. 
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need for clips and other small 
metal items, some measure of re- 
lief might be achieved. 

Chairman Lowe then called 
Leonard Wilcox, Roberts Printing 
and Stationery Company, Hutch- 
inson, Kan., to the platform to 
give his opinion of the manpower 
problems of the small stationer. 
He has found that much of the 
help must now be obtained from 
high school students, 4-F’s and 
old men. Nevertheless, he main- 
tained, there is no need for let- 
ting the clerks become too inde- 
pendent just because labor is 
short. He closed with the state- 
ment that stationers, as well as 
others, have not only a moral, but 
a legal, obligation to take back 
returning servicemen, and then 
the old practice of holding sales 
meetings could again be revived. 

L. R. Kendrick, of Kendrick- 
Bellamy Company, Denver, Colo., 
added to Mr. Wilcox’s remarks by 
stating that many of the service- 
men probably would not want to 
return to their old jobs, but that 
those who did, even if disabled, 
could be trained for responsible 
jobs somewhere within the organ- 
ization. By that plan, he stated, 
they would be able to compete 
with present workers for the jobs 
that would be available. 

The meeting closed with a live 
discussion of some of the most 
serious problems of the day— 
government surplus stocks, the 
post-war financial condition of the 
stationer’s business, and removing 
government control, insofar as 
possible, from business. 


Manufacturers Conference 


_ The manufacturers meeting was 
presided over by A. G. Frost, vice- 
president of the Manufacturers 
Division, assisted by J. W. Tamany, 
vice-chairman. In opening the 
meeting, Mr. Frost urged the 
members to make use of the Asso- 
ciation headquarters in Washing- 
ton, D. C., in connection with 
their problems and pointed out 
some of the salient difficulties in 
the labor situation today. He then 
presented Manager Garvin, who 
briefly outlined some of the serv- 
ices the association could render 
the manufacturer, and urged that 
troubles “on the horizon” be called 
to his attention before they hap- 
pened. 

Mr. Frost then appointed a nom- 
inating committee comprised of 
Herman Price, Eagle Pencil Com- 
pany; George Holt, Sheaffer Pen 
Company; and S. D. Wonders, 
Carter’s Ink Company. The draw- 
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ing for the attendance prize was 
won by Sam Clayton, Koh-I-Noor 
Pencil Company. The importance 
of establishing the “essentiality” 
of products in the stationery field 
was established in a general dis- 
cussion, as a preliminary to 
obtaining relief. 

The names of J. Ed Conlon, 
Rockwell Barnes Company, and 
H. B. Van Dorn were presented 
by the nominating committee for 
the posts of Vice-President and 
Vice-Chairman of the Manufac- 
turing Division, respectively. It 
was also suggested that the Vice- 
Chairman automatically succeed 
the Vice-President in the future 
in order to provide for more effi- 
cient operation of the division. 

Following brief acceptance talks 
by the new officers, Vice-Chair- 
man J. W. Tamany led a discus- 
sion of the part the industry had 
been playing in the war prob- 
lem. A report from Frank Von 
Ritter, Stationers Loose Leaf Com- 
pany, as chairman of a commitee 
appointed at the last annual 
meeting, to consider the question 
of “Post-War Surplus Products,” 
was then given. Considerable dis- 
cussion of the problem and of the 
cancellation of Government con- 
tracts followed. Consensus of opin- 
ion revealed that there would not 
be any great volume of “dumping” 
surplus products after the war.” 

No further business being 
brought to the attention of the 
members, the meeting was ad- 
journed. 

The Wednesday morning session 


Parker Pen Co. 
D. A. Raggio. Clemco Desk Mig. Co.; 


Seated: Mrs. Carl Priest, Marilyn Frederick. Standing: Ben Wachtel, Carl E. Priest. 


was called to order by the Secre- 
tary, who introduced Walter Guy, 
Arkansas Printing and Litho- 
graphing, Little Rock, Ark., Vice- 
President of the Post-War Indus- 
trial Division of the Association. 
After a few preliminary comments 
on Post-War Planning, Mr. Guy 
turned the meeting back to the 
Secretary, who presented Carroll 
Wilson, secretary of the Commit- 
tee for Economic Development 
and consultant to the Secretary 
of Commerce. Mr. Wilson out- 
lined the history of the Commit- 
tee, how it arose, and what it 
hoped to do in the matter of post- 
war re-employment, giving many 
of the details of the general pic- 
ture outlined by Mr. Gardner in 
his talk during the first session. 

Chairman Guy then read a list 
of Ten Commandments for Busi- 
ness, stating that he would like 
to place a copy in the General 
Manager’s office and in the office 
of every Government official. 
These Commandments appear in 
convenient form for clipping else- 
where in this issue. 

The second speaker on the ses- 
sion was L. S. Crowl, president of 
Blade Printing and Paper Com- 
pany, Toledo, Ohio, who spoke on 
“Printing.” Mr. Crowl outlined 
briefly some of the advancements 
in printing to be expected after 
the war, including the Eastman 
“fluorescent process” of color 
printing, the use of the “electric 
eye” in maintaining register on 
presses, new high-speed presses 
capable of making an impression 


R. C. Stampp, Fulton Co., Houston, Tex.; W. S. Plant. Western Bank & Office Supply Co.. 
Oklahoma City, Okla.; O. D. Mann, manufacturers’ representative. 
. Harry F. Haller and John C. Pydlek, both of Blaisdell Pencil Co.; C. F. Rowell, J. L. er 
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R. B. Seavert, O. B. Johnson, and Paul Barrett, all of 


Johnson Chair Co.; H. W. Stevens, Planned Business Equipment Co., Akron. Ohio. 
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with each rotation of the cylinder, 
and new improvements in the 
making of offset plates. Manpower 
he stated, continued to be the big 
problem, because of the dearth of 
apprenticeships in recent years. 
Much of this scarcity, he con- 
cluded, will be relieved by return- 
ing servicemen who have picked 
up new skills in photography and 
lithography in their Army train- 
ing. 

The final speaker of the Wednes- 
day morning session was Harry C. 
Anderson, sales manager of Globe- 
Wernicke Company, who described 
some of the outstanding chal- 
lenges facing sales management 
after the war. Outstanding among 
these, he stated, was industry’s 
task of finding jobs for 57,000,000 
workers, 9,000,000 more than were 
available in 1940; many of these, 
he believed, could be absorbed in 
selling. Lower distribution costs, 
the combatting of unfavorable 
legislation and a wider apprecia- 
tion of selling as a vocation were 
other salient problems that would 
have to be met by sales executives 
in the post-war era, he continued. 

At the conclusion of Mr. Ander- 
son’s talk, Chairman Guy gave an 
additional list of Ten Business 
Commandments, these designed 
for the guidance of dealers in the 
field. Like those he listed early in 
the session, these will appear in 
convenient form for clipping else- 
where in this issue. 


Wednesday Afternoon 


The final session of the Thirty- 
eighth NSA Convention was called 
to order by President Healy at 
2:16 P. M. 


He first introduced R. A. Jonas, 
Jr., Oxford Filing Supply Com- 
pany, who gave a highly-interest- 
inz treatment of recent develop- 
ments in the filing world. His 
talk was illustrated by a series of 
lantern slides, enabling him to tell 
clearly the advantages and dis- 


1. A. C. Lampkin, manufacturers representa- 
tive; Mrs. Martin; A. R. Martin, A. R. Mar- 
tin & Co., Mobile, Ala. 

2. Betty O'Connell, H. J. Hampton, and Opal 
Barlow, all of Indianapolis Office Supply 
Co., Indianapolis, Ind. 

3. Two Berts—Bert Bassett and Bert Morris, 
both of Bert M. Morris Co. 

4. Creighton Whiting, Virginia King, and 
W. B. Stewart, all of Louis Melind Co. 

5. W. J. Carroll and Lou Brown, both of 
Eberhard Faber Pencil Co. 

6. G. B. Tapner, Industrial Tape Corp.; E. A. 
Nichols, The Daniels Co., Muskegon. 
Mich.; S. R. Adamson, Industrial Tape 
Corp. 

7. Joe Mayer, Standard Office Supply Co., 
Pittsburgh, Pa.; Jed Dugan, Acme Prtg. 
& Staty. Co., Pittsburgh, Pa. 

8. Fred Pitt, Wilson Jones Co.; A. J. Walker, 
Farnham Staty. & School Supply Co., 
Minneapolis, Minn.; Ed Conlon, Rockwell- 
Barnes Co. 
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advantages of each system men- 
tioned. Among the outstanding 
systems described were open shelf 
filing, phonetic or voice record fil- 
ing, wheel-type card filing, micro- 
film process filing, vertical-visible 
filing, sliding tray filing, and sus- 
pension filing. The selling of files 
in the future, he stated, would be 
based on simple arithmetic—that 
of showing the employer that an 
investment which would save 20 
per cent or more of a clerk’s time 
and would pay for itself in from 
one to three years was a sure 
winner. 

Dr. Young, of the United States 
Treasury Department, then gave 
a brief, but inspiring, talk on the 
necessity of maintaining a con- 
stant program of purchases of 
War Bonds. The advantages, he 
stated, were threefold—the bonds 
are non-negotiable by anyone 
other than the owner, they assure 
a reserve fund for future emer- 
gencies, and their purchase makes 
certain that the armed forces are 
supplied with the necessary equip- 
ment to carry on the war and 
bring ultimate Victory. 

Dr. Young was followed on the 
program by John J. Reinecke, sec- 
retary of the Wood Office Furni- 
ture Institute, Washington, D. C. 
Mr. Reinecke outlined the purpose 
and work of the Institute, and 
described the many services it 
performs for its members. Out- 
standing changes brought about 
by the Institute, he stated, in- 
cluded the reduction of the num- 
ber of designs in order to speed 
up production, the work of the 
market investigators, and the cre- 
ative work being done for the 
post-war era by Lurelle Guild, 
well-known designer. New mate- 
rials, such as “compreg,”’ chem- 
ically treated woods, and tougher, 
harder finishes are certain to play 
an important part in the design 
of wood office furniture of the 
future, he maintained. But the 
big sales appeal, he concluded, 
must be based on utility and the 
pride theme—that of replacing 
worn, obsolescent furniture with 
smart well-made new models. 

President Healy next introduced 
Paul Burbank, development man- 
ager, United Air Lines, who spoke 
on “Post-war Cargo and the Sta- 
tioner.” Mr. Burbank gave his 
audience a good conception of the 
present-day speeds that are being 
regularly maintained on airline 
schedules, touching on the effect 
such service has had on speeding 
up mail and air express. He car- 
ried his listeners back to the 
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“early days,” only 14 years ago, 
when only 11 planes had managed 
to make successful crossings of 
the North Atlantic and reach 
their destinations. Though unable 
to give actual figures for crossings 
today, he stressed that it was 
nothing like the figure already 
mentioned. Size and speeds of 
planes have both increased tre- 
mendously, he said, as attested by 
such planes as the Mars and the 
B-19, both of which will be far 
surpassed by the planes of the fu- 
ture. Power dives of 830 M.P.H. 
have already been attained, he 
stated, and there is no means of 
telling how much this may be ex- 
ceeded in the future. The benefit 
of all this to the stationer, he con- 
cluded, may be measured in rapid 
deliveries at the peak of the sea- 
son, smaller stocks carried and 
the handling of special orders, to 
mention a few. 


In an address by Robert McKee, 
of the National Broadcasting 
Company, on “The American Red 
Cross,” which was next on the 
program, many of the members 
were given an insight into the 
services performed by that or- 
ganization over and above the 
treatment of wounded soldiers 
behind the battle lines. One of 
the biggest jobs of the Red Cross, 
he stated, was maintaining of 
soldier morale through handling 
of emergency problems for his 
family on the home front. The 
activity of the organization in 
supervising conditions ‘in war 
prisons and the importance of 
their work in obtaining blood 
donors and preparing blood plas- 
ma were also described. He 
ended his talk by asking mem- 
bers of the Association to co- 
operate in every way possible 
with their local Red Cross units. 

At this point, President Healy 
called Sam Groom, Thomas Groom 
and Company, Boston, Mass., to 
the platform to receive the Clegg 
Trophy for having done the best 
job of advertising during the 
year. The committee—Jim Swish- 
er, Bartlesville Stationery Com- 
pany, Bartlesville, Okla.; Charley 
Marshall, Ivan  Allen-Marshall 
Company, Atlanta, Ga.; and Les 
Crowl, Blade Printing and Paper 
Company, Toledo, Ohio — also 
awarded honorable mention to 
Ream’s, Lancaster, Pa.; and to 
Koch Brothers, Des Moines, Ia. 


Following the presentation of 
this trophy, Bob Latsch, Latsch 
Brothers, Lincoln, Neb., gave an 
interesting address on “Simplifi- 
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cation.” He pointed out that 
grades of many office items could 
be cut to a fraction of the num- 
ber now stocked, thus avoiding 
the necessity of tying up funds 
is slow-moving stock. One man- 
ufacturer, for example, found 
that 90 per cent of his volume 
was coming from 25 per cent of 
his line. Mr. Latsch also stated 
that fewer sizes of desks would 
suffice for the majority of pur- 
chasers, stating that speed and 
streamlining would unquestion- 
ably be important keynotes for 
the future. 

The final speech of the 1943 
Convention was made by Mana- 
ger Garvin, on the _ subject, 
“Who’s Going to Pieces When 
Peace Comes?” In it, he pre- 
sented some striking figures 
comparing the amount of con- 
sumer purchases to the growing 
annual cost of running the war. 
By May, 1943, the expenditures 
for each were equal, but now the 
cost of the war demands $7,000,- 
000,000 a month, well above the 
total spent for civilian needs. The 
stationery business had, in gen- 
eral, been satisfactory, he stated, 
but adjustments would have to 
come when the struggle was over. 
Moreover, business must learn to 
do things for itself if it would re- 
move a great amount of the gov- 
ernmental control now imposed. 
He aptly terminated his talk with 
the observation that ‘the fellow 
that is not going to pieces when 
peace comes is the fellow who has 
the know-how to adjust himself 
to what he used to think was a 
swell condition.” 


At this point, President Healy 
announced that District No. 5 had 
just come in with six more points, 
breaking the _ previously-an- 
nounced tie between District No. 
5 and District No. 6 for the Han- 
sell Trophy, presented each year 
for the greatest increase in mem- 
bership. Art Fontaine, Decker’s, 
Inc., Anderson, Ind., governor of 
District No. 5, was consequently 
summoned to the platfcrm to re- 
ceive the trophy for his group. 


1. A. R. Skibbe, Jr., and his father. Al 
Skibbe, vice-president, Associated Sta- 
tioners Supply Co. 

2. Chairmen of the ladies’ committee on 
ladies’ entertainment: Mrs. Hy Linden and 
Mrs. Harry Pinch. 

3. Harry Nichols. Weis Mfg. Co.; Karl Kiesel, 
Carter's Ink Co.; E. t. Little, Wabash 
Cabinet Co. 

4. H. C. McPike, Jr. and Sr., both of Weis 
Mig. Co. 

5. Seated: Mrs. Jim Bradley, Mrs. Johnny 
Wright. Standing: Johnny Wright, Story- 
Wright Prtg. Co., Tyler, Tex.; Jim Mont- 
gomery. Higgins Ink Co. 

6. A. G. Schaefer, Sengbusch Self-Closing 
Inkstand Co. 

7. Roy E. Wells, Art Metal Construction 
Co.; Mrs. Wells. 
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1. Seated: Charlie Garvin. Rose Cushman, NSA. Standing: Roy E. 
Wells, Art Metal Construction Co.; Norman Cunningham, look 


Sam Freed, Old Town Ribbon & Carbon Co., Inc. Mr. Wallace is 
Old Town representative for Southern California, Arizona and 


Gunningham & Co., Boise, Idaho; Harold Hampton, Indianapolis Nevada 

Office Supply Co. Inset: Ed Conlon, Rockwell-Barnes Co. 4. Mrs. H. C. Dick: Harry Dick, Redeker & Dick, Inc.; Mrs. G. C. 
2. Mrs. R. D. Latsch. _ Redeker: George Redeker, Redeker & Dick, Inc.; Mrs. Claude Allen: 
3. Don Gill, Old Town Ribbon & Carbon Co., ; Ebenezer Wallace, Mr. Allen, The General Fireproofing Co. Inset: Fred Fenne in a 


Southern California Stationers, Los Angeles; Art W. Young and 


The closing minutes of the con- 
vention were devoted to the vari- 
ous committee reports, the first 
being that of the budget commit- 
tee, R. A. Maish, Dennison Manu- 
facturing Company, chairman. 


The report of the Declarations 
Committee was then presented by 
its chairman, Bob Latsch, Latsch 
Brothers, Lincoln, Neb. Three dec- 
larations were read, the first, from 
the Dealers Division, voicing oppo- 
sition to the indistriminate dispo- 
sition of surplus merchandise, and 
asking the Secretary to work with 
the proper authorities in Wash- 
ington so that this merchandise 
would be offered to dealers first. 
Other declarations from the gen- 
eral sessions voiced votes of ap- 
preciation to Harry Tehan, Higgins 
Ink Company, for his work in 
connection with the manufactur- 
ers’ exhibit and to Ed Little, 


Wabash Cabinet Company, for his 
work in connection with the seat- 
ing of the banquet. These resolu- 
tions appear elsewhere in this 
issue Of OFFICE APPLIANCES. 


In presenting the report of the 
Credentials Committee, Manager 
Garvin, chairman of the commit- 
tee, commented that only prelimi- 
nary figures on attendance were 
available, for it was not until long 
after the Convention that com- 
plete data were available. He 
stated, however, that at the begin- 
ning of the last session, A and B 
registrations totaled 1,151. 

Harold Carithers, Carithers- 
Wallace, Courtenay, Inc., Atlanta, 
Ga., chairman of the Nominating 
Committee, next presented his re- 
port, moving the election of the 
names as read. The report was 
immediately seconded and carried. 


moment of relaxation trying on a hat presented to Dick Healy. 


The names of the new officers, as 
chosen by the committee, appear 
earlier in this story. President- 
elect Latsch was then escorted to 
the platform, where he received 
the congratulations of the Secre- 
tary and President Healy. 

The final committee report of 
the session was delivered by C. H. 
Everly, OFFICE APPLIANCES, Chicago, 
Ill., chairman of the Necrology 
Committee, the entire assembly 
standing in silence as a prayer 
for the departed members was 
offered. 

Manager Garvin then offered a 
brief tribute to both President 
Healy and President-elect Latsch, 
both men responding with mes- 
sages of appreciation to the Asso- 
ciation. The Thirty-Eighth An- 
nual NSA Convention was then 
declared adjourned by President 
Healy. 


Convention Registration 


A Amey, Frank W., Ream’s, Lan- Balch, Harry, Quality Park En- Hunt Pen Co., Camden, N. J. 
Abrams, Albert B., Modern Sta- caster, Pa. velope Co., Chicago, II. Bassett, A. G., Bert Morris Co., 
tioner, New York, N. Y. Andersen, Birch, Howe Printing Baldwin, W. H., Mittag & Volger, Wheaton, III. 
Adams, Francis K., S. G. Adams Co., Gadsden, Ala. Inc., Park Ridge, N. J. Bauer, R. C., National Blank 
Co., St. Louis, Mo. Andersen, C. Ben, Carpenter Paper Banner, Harry Banner Office Book Co., Holyoke, Mass. 
Adams, John O., Adams _ Type- Co., Fort Worth, Tex. Supply, Erie, Pa. Baugher, Al, The Carter’s Ink Co., 
writer Co., Peoria, IIl. Anderson. H. C., The Globe-Wer- Bannon, John F.. Defiance Sales Chicago, IIL. 

Agnew, E. F., Stewart’s, Inc., In- nicke Co., Cincinnati, Ohio. Corp., New York, N. Y. Bauman, R. V., Bauman Office 
a i Ind. Anderson, Ord, Rand, McNally & Banov, Leon, Art Steel Sales Corp., Equipment Co., Wichita, Kan. 
Aigner, A. C., G. J. Aigner. Co., Co., Chicago, Il. New York, N. Y. Baxter, Geo. M., Diebold, Inc., 

Gr Ill. Anderson, Phil, Kansas Book Bansemer, Roy, Stationers Loose Canton, Ohio. 
Aigner, G. I., G. J. Aigner Co., Dealers Assn., Newton, Kans. Leaf Co., Milwaukee, Wis. Baxter, R” H., R. H. Baxter Sales 


Chicago, III. Ashley, 
Alderson, Barney, Manufacturers’ 


Cormick Co., 


Russell, Ashley-Mc- Barker, Ray, S. Barker’s Sons Co., 


Bridgeton, N. J Cleveland, Ohio. 


Corp., New York, 'N. 
Becker, Wm., Joseph Dixon Cruci- 


Representative, Los Angeles. Cal. Attwood, . E.. Acme ‘ Visible Barkley, C. L., C. L. Barkley & ble Co., Chicago, Il. 
Alexander, J. M., Murray Engrav- Records, Inc., Chicago, III. Co., Chicago, Ill. Beekman. Robert E., G. J. Aigner, 
ing Co., Chicago, Ill. Augur, Newell A., Wallace Pencil Barkley, Peyton H., C. L. Barkley Co., Chicago, IIl. 
Allen, Benny, American Lead Co., St. I ouis, Mo & Co., _— o, Ill. Beeler, B. L., J. L. Hanson Co., 
Pencil Co., Hoboken. N. Ze Austin, Howard, Office Supplies, Barnes, Shirley, Stationers Chicago, lil. 
Allen, C. W., General Fireproofing Inc., Muskegon, Mich. Corp., on Angeles, Benge, Roscoe, Codo Mfg. Corp., 
Co., Youngstown, Ohio. Barrett, Paul L., Johnson Chair Chicago, Il. 
Allen, E. M., i. Marshall & Babson, S. M., Bates Mfg. Co., Co., Chicago, II. Benson, Clarence, Farnham Staty. 
Bruce Co., Nashville, Tenn. Oran .. Orange, N. * Barrett, S. J., Autopoint Co., Chi- & School Supply Co., Minneap- 
Allen, Harry F., Eaton Paper Paker, Touhans C., G. & C. Mer- cago, IIL. olis, Minn. 
Corp., Pittsfield, Mass. riam Co., Springfield, Mass. Barth, Arthur A., Chair Berglund, Arnold E., Joseph Dixon 
Allen, W. B., Joseph Dixon Cruci Faker, Baker Co., Lub- Co., Jasper, Ind. Crucible Co., Minneapolis, Minn. 
ble Co., Jersey City, bock, Tex. Barthell, ed, Boorum & Pease Bergman, Ed., Art teel Sales 
Amberg, Bertrand, Amberg File & Haker, Baker Co., New Co., St. Louis, Mo. Corp., New York, N. Y. 
Index Co., Kankakee, Il. Albany, Ind. Bartol, G. E., Jr., Howard (Turn to page 129, please) 
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N HARMONY with the tempo of 

the times the entertainment 
program of the convention was 
more limited than usual. The golf 
tcurnament was held on Sunday 
so as to avoid taking time on a 
business day. A report and pic- 
tures of that event appear on an- 
other page. Other features in the 
entertainment schedule were the 
annual banquet on Wednesday 
evening, and for the ladies, two 
luncheons, a card party and a 
matinee. 


Annual Banquet 
Appropriately the annual ban- 
quet was the highlight of the 
entertainment program and also 
proved to be a fitting conclusion 


Entertainment Activities 


to the convention. A three-piece 
“German” band entertained with 
typical music just prior to and 
during the banquet. The program 
itself was short and snappy. First 
on the schedule was the entrance 
of a group of firemen furnished 
for the occasion by Chief Michael 
Corrigan of the Chicago Fire De- 
partment. This group lined up be- 
hind President Dick Healy, pre- 
sented him with a courtesy card 
from the Chicago Fire Depart- 
ment, and completed the cere- 
mony by placing a chief’s white 
helmet on his head. As chief of 
the Santa Fe Fire Department, 
Mr. Healy responded fittingly. 
NSA’s prestidigitator, Ed Little, 
contributed to the festivities by 





making a glass of milk disappear 
—glass and all. Then came an im- 
pressive flag raising ceremony in 
which two Marines, Dick Healy of 
World War No. 1 and Corp. Robert 
E. Skeffington of World War No. 2, 
participated. The entire assembly 
then sang “The Star Spangled 
Banner.” 

A pleasant event of the evening 
was the presentation of four $25 
War Bonds to the following: J. D. 
Landes, Schooley Printing & Sta- 
tionery Company, Kansas City, 
Mo.; Elmer Nichols, The Daniels 
Company, Muskegon, Mich.; Alex 
Culpepper, E. H. Clarke & Broth- 
ers, Memphis, Tenn.; Mrs. Dick 
Healy, Santa Fe, N. Mex. The 
awards were made by Charlie 





BANQUET SCENES, PREPARATORY AND AT THE EVENT 


1. Charlie Garvin and Sterley Jerue, McClain & Hedman Co., St. 
Paul, Minn., having serious discussion on banquet tickets. 

2. Mr. and Mrs. Dick Healy examining liquor glass cabinet presented 
by friends in the trade. 

3. Business in banquet tickets was lively. Paul Cheney, Southworth 
Co.; Frank Von Ritter, Stationers Loose Leaf Co.; Ed Little, the 
efficient banquet chairman, Wabash Cabinet Co. 

4. Ed Little. Wabash Cabinet Co., star magician for the NSA. in the 
act of making a glass of milk disappear. Among his baffled audi- 
ence were Mrs. Healy at the left. Mr. Healy. and Mrs. Latsch at 
the right. 

5. Picture taken just after Fred Fenne, standing behind Mr. Garvin, 
had presented a fireman's hat to President Dick Healy. with Mr. 
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Garvin putting in a few appropriate words. The firemen in the 
background are a detachment from the Chicago Fire Department. 
furnished for the occasion by Chief Michael Corrigan. Near Mr. 
Healy is Mrs. Latsch. Next to her is Woodson Waddy. Mr. Healy 
is chief of the Santa Fe Fire Department. 


. President Dick Healy, Marine from World War I; Corp. Robert E. 


Skeffington, brother-in-law of Jim Bradley. Higgins Ink Co., a 
Marine in World War II; Charlie Garvin, NSA. who spoke after 
raising of flag. 


. Three-piece band ag ge gO convention before dinner was 


served, with George Link of Weldon Roberts Rubber Co. assisting 
the accordion player in the vocal parts. Mr. Link is at the left of 
the drum 
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WELCOME 


CRACKER BARREL WAR COUNCIL 
HAVE A CRACKER 











1. Mr. and Mrs. Johnny Wright, star terpsichoreans from Tyler. 5. Fred Helmers and H. E. Gorton, Dennison Mig. Co.; J. H 


Tex. After the banquet Johnny entertained the crowd with a 


Chipman, Brown Bros., Ltd., Toronto, Canada; R. A. Maish. 


song of many verses which he ad libbed without benefit of 
accompaniment. 


. President Dick Healy presenting the Hansell trophy to Art 


Fontaine, governor District No. 5, for largest number of new 
members during the year 


- Dick Healy congratulating Bob Latsch, his successor as NSA 


resident. 
rt Fontaine, Decker’s, Inc., Anderson, Ind., retiring gov- 


" ernor, and Wes Thomas, The Findlay Prtg. & Supply Co., 


Findlay, Ohio, incoming governor, Fifth District. 


oo nN m 


- John F. Kennedy and L. H 


Dennison Mfg. Co., with a parachute in the background and 
a bowl of Andy Maish apples prominent to the fore. 

i McDaniel, Trussell Mig. Co., 
with Mack in the garb of a Texas Ranger. 
H. M. Heath, Richard Best Pencil Co.; Sgt. Agnes Grabeau,. 
Army Air Force Aides. 


. The cracker barrel in George B. Graff Company's exhibit. 
- Harold Hampton, Indianapolis Office Supply Co., Indian- 


apolis, Ind., former president NSA; Paul Burbank, United Air 
Lines, formerly vice-president and trouper NSA. 


Garvin for the Wells Office Furni- 
ture Company as the result of a 
contest conducted by the firm at 
its booth in the exhibition hall. 
As an expression of apprecia- 
tion Fred Fenne presented the 
following precious items to Dick 
Healy: a rubber cuspidor mat, a 
box of Gem clips, a mechanical 
pencil, and some pen points. Fred 
admitted that he had experienced 
some difficulty in securing these 
critical goods. In a slightly more 
serious vein he then presented to 
Mr. Healy a Texas hat and a green 
plaid shirt. Finally he came to 
the real gift which was a liquor 


glass cabinet. In conclusion he 
gave Dick an album containing 
the pictures of friends in the in- 
dustry. The retiring president’s 
response was brief but genuine in 
expression of appreciation. 

Just before adjournment the 
master of ceremonies, Charlie 
Garvin, introduced the president- 
elect, R. D. Latsch, and Mrs. 
Latsch, following which the crowd 
drifted into the Red Lacquer Room 
for dancing during the rest of the 
evening. 


Ladies’ Program of Activities 


More than 150 ladies partici- 
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pated in the special program ar- 
ranged’ for them. A delightful 
luncheon was enjoyed at the beau- 
tiful Kungsholm Restaurant on 
Monday. It was followed by a 
bridge party. On Tuesday the 
ladies gathered in the famous Em- 
pire Room of the Palmer House, 
where they were thrilled by the 
general atmosphere and the music 
of Rubinoff and his violin. The 
program on Wednesday included 
attendance at the matinee per- 
formance of “Kiss and Tell.” In 
the evening, of course, was the 
annual banquet where they joined 
the men in the final event of the 
convention. 
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NSA Golfers Play at Olympia Fields 
wo a ae Up Chill, —- with ae ae Gross 


T WAS a chilly wind that blew 

at least one player some good 
at NSA’s annual golf tournament 
on Sunday afternoon, October 3. 
For the 76 chalked up by Hank 
Bowbeer, Wells Office Furniture 
Company, on Olympia Fields’ No. 1 
course “ain’t” bad, not even in the 
big leagues. 

The play this year was some- 
what smaller than in former 
tournaments, 57 dealers, manufac- 
turers, representatives and guests 
turning out to carry the assault 
against par. Condition of the 
course was good, considering the 
season, only the wind proving 
troublesome to most of the com- 
petitors. No so with the aforesaid 
Mr. Bowbeer, however, who smacks 
the pellet with reckless, but ac- 
curate, abandon and stands high 
in the ranks of the nation’s am- 
ateurs. Other gross scores ex- 
tended from the creditable low 
80’s to the unmentionable region 
on the near side of the 150 mark. 
Play started late, the first grim 
attackers teeing off at 1 P.M. As 
a result it was nearly seven o’clock 
when the last weary foresome 
staggered off the eighteenth green 
in the gathering gloom. 

Following the usual custom of 
allowing ample time for the nine- 
teenth hole, a delicious dinner was 
served, eight additional members 
showing up in time for the repast. 
Peyton Barkley, C. L. Barkley and 
Company, chairman of the event, 
then took over and presented the 
Wis-Ill1 Cup to Mr. Bowbeer, the 
low gross winner. The trophy de- 
rives its name from the early days 
of the tournament, when the 
Great Lakes Travelers Club, which 
makes the award annually, was 
known as the Wis-Ill Club. First 
low net went to H. C. McPike, Jr., 
Weis Manufacturing Company, 
who finished with a _ corrected 
total of 67 and received a $50 War 
Bond for his efforts; second low 
net to E. W. Curry, E. W. Curry 
Company, Pittsburgh, Pa., and 
third low net to Al Schomp, In- 
dustrial Tape Corporation. 

Door prizes of War Bonds and 
Stamps, drawn during the dinner, 
were won by the following: 

Frank Amey, Ream’s, Lancaster, 
Pa., $25 War Bond. 

Fred Pitt, Wilson Jones Co., $25 
War Bond. 
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Mr. Wiggins, guest, $10 in War 
Stamps. 

Hank Bowbeer, Wells Office 
Furniture Company, $10 in War 
Stamps. 

Tom Gillice, Rockwell-Barnes 
Company, $5 in War Stamps. 

Ray Urmston, J. S. Staedtler, 
Inc., $5 in War Stamps. 

H. McPike, Jr., Weis Manufac- 
turing Company, $5 in War 
Stamps. 

E. W. Curry, E. W. Curry Com- 
pany, Pittsburgh, Pa., $5 in War 
Stamps. 

Other prizes, consisting of valu- 
able merchandise donated by var- 
ious manufacturers, were won by 
the following players in the order 


mentioned: 

Wes Curry, E. W. Curry Company 
Pittsburgh, Pa.; Al Schomp, Indus 
trial Tape Corporation; Parle Cooley 
Bates Manufacturing Company: J. L 
Meyer, Standard Office Supply Com- 
pany, Pittsburgh, Pa.; M. W. Drake, 


Drake Company, Shreveport, La. 
A. J. Hedman, Horder’s, Ine.; P. H 
Barkley, C. L. Barkley and Company 


W. G. Oliver, Eaton Paper Corpora- 
tion: G. E. Gosnell, Messenger Print 
ing Company, Fort Dodge, Ia.; C. S 


Roland, Marshall-Jackson Company, 
Chicago, Ill.; W. J. Boyd, Acco Prod 
ucts, Inc.; Frank Cooper, Codo Manu 
facturing Corporation; J A. Crow 
Hall Stationery Company, Topeka 
Kan.; R. L. Hammond, National Blank 
Book Company; Bob Latsch, Latsch 
srothers, Lincoln, Neb.; Joe Pritch- 
ard, Wells Office Furniture Company 


R. F. Frederickson, Autopoint Com 
pany R A Weissenborn, National 


Pencil Company: J. L. Sigenthale 
Wilsor Jones Co H J Stephens, 
Rockwell-Barnes Company; W DD 
Meister Rockwell-Barnes Company 


R. B. Sainberg, Sainberge and Com- 
pany Harry Allen, Eaton Paper 
Corporation; Frank Palmer, Eator 
Paper Corporation; Elmer Long, Asso- 


ciated Stationers Supply Company 
Joe Sunderland, Universal Paver 
Products Company; Kenneth Wiggins, 


guest; Walter A. Waldvogel, National 
Blank Book Company: Harry Pinch 


University of Chicago Bookstore 
Chicago, Tl Ray Urmston, J Ss 
Staedtler, In Julius Kahn, David 
Kahn, Ine Fred Pitt, Wilson Jones 
Co ID. S. Passmore, University of 
Chicago Bookstore, Chicago ae 
George Tapner, Industrial Tape Corp 
oration; Harry Balch, Quality Park 
Envelope Company; Cliff Cody Cc EF 
Cody Company, Dubuque, Ia Frank 
Amey Ream’s, Lancaster, Pa.; Jin 


Montgomery, Higgins Ink Company 
Warren A Rogers, Victor Safe and 
Equipment Company; Jack Johnstone 


Wallace Pencil Company: W. J. Ty 
nan, S. S. Stafford, Inc.; W. D. Com 
stock, G. J. Aigner Company W. B 
de Lemos, Dixie Office Supply Com 


pany, Montgomery, Ala.; Harry Yager 
David Kahn, Inec.; Walter Lennartson 


Office Appliances; C. Jones, C. L 
Barkley and Company; Fred Jones 
Horder’s, Inc.; John Kerns, Stationers 
Loose Leaf Company; O. R. Snapp 


Office Appliances; Hy Linden, Ace 
Fastener Corporation; Harold McPike 
Weis Manufacturing Company; H. E 
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Dressel, Autopoint Company; Fred 
Cullen, OCD, Washington, D. C.; J. E 
Dugan, Acme Printing and Stationery 
Company, Pittsburgh, Pa.; Ed Buen- 
ger, Wilson Jones Co. 


Committee members for the 1943 
tournament, in addition to Chair- 
man Barkley, were William Boyd, 
Acco Products, Inc.; Charles E. 
Jones, C.L. Barkley and Company; 
Frank Cooper, Codo Manufactur- 
ing Company; Eldon Just, Just 
and Son; and Elmer Long, Asso- 
ciated Stationers Supply Com- 
pany. 


ON THE OPPOSITE PAGE—NSA GOLFERS 


1. Three hopeful golfers practising putting. 
Hy Linden, Ace Fastener Corp.; Jack 
Johnstone, Wallace Pencil Co., and 
Frank Cooper, Codo Mig. Corp. 


2. Hank Bowbeer, Wells Office Furniture 
Co., 1943 NSA champion golfer. Hank's 
gross score was 76. 

3. J. E. Dugan, Acme Prtg. & Staty. Co., 
Pittsburgh, Pa.; Jack Kerns, Stationers 
Loose Leaf Co.; Wes Curry. E. W. Curry 
Co., Pittsburgh, Pa. 

4. J. Meyer, Standard Office Supply Co., 
Pittsburgh, Pa.; H. C. McPike, Jr.. and 
- C. McPike, Sr., both of Weis Mfg. 

°. 

5. W. G. Oliver, Eaton Paper Corp.; G. E. 
Gosnell, Messenger Prtg. Co., Fort 
Dodge, Iowa; Frank Palmer and Harry 
Allen, both of Eaton Paper Corn. 

6. J. L. Siegenthaller, Wilson Jones Co.; 
J. A. Crow, Hall Staty. Co., Topeka. 
Kan.; E. Buenger, Wilson Jones Co.; 
Kenneth Wiggins. Hall Staty. Co.. 
Topeka. 

7. Parle Cooley, Bates Mfg. Co.; Frank 
Cooper, Codo Mig. Corp.; Hy Linden. 
Ace Fastener Corp.; Jack Johnstone, 
Wallace Pencil Co. 

8. Peyt Barkley, C. L. Barkley & Co.; Bill 
Boyd, Acco Products, Inc.; Clark Roland, 
Marshall-Jackson Co., Chicago; Elmer 
Long, Associated Stationers Supply Co. 

9. W.B. DeLemos, Dixie Office Supply Co.. 
Montogmery, Ala.; E. Fred Cullen, Office 
of Civilian Defense, Washington, D. C.: 
H. E. Dressel and R. F. Frederickson, 
both of Autopoint Co. 

10. Harry Yager and Julius M. Kahn. both 
of David Kahn, Inc.; R. J. Urmston, J. S. 
Staedtler, Inc. 

1l. Harold O. Atwood, manufacturers’ repre- 
sentative; George Aigner, G. J. Aigner 
Co.; Bob Smith, manufacturers’ repre- 
sentative; Elmer Krumwiede, ‘ 
Aigner Co. 

12. Harry Balch, Qualitv Park Envelope Co.; 
Joe Sunderland, Universal Paper Prod- 
ucts Co.: Charles Jones, C. L. Barkley 
& Co.; Eldon Just, Just & Sons, Chicago. 

13. L. D. Comstock, Guest; D. S. Passmore, 
University of Chicago wook Store, Chi- 
cago; W. D. Meister, Rockwell Barnes 
Co.; Harry Pinch, University of Chicago 
Book Store. 

14. Fred D. Pitt, Wilson Jones Cu.; R. D. 
Latsch, Latsch Bros., Lincoln, Nebr.; 
Fred Jones, Horder's, Inc., Chicago: 
N. W. Drake, Drake Co., Shreveport, La. 

15. Bob Sainberg. Sainberg & Co.; A. J. 
Hedman, Horder’s, Inc., Chicago; War- 
ren Rogers, Victor Safe & Equipment 
Co., Ray Weissenborn, National Pencil 
Co. 

16. Ray L. Hammond, National Blank Book 
Co.; Hollis Stephens, Rockwell-Barnes 
Co.: Cliff Cody, . Cody Co.. 
Dubuque, Iowa; Walter A. Waldvogel. 
National Blank Book Co. 

17. Hank Bowbeer and Joe Pritchard, both 
of Wells Office Furniture Co.; Frank 
Amey, Ream’s, Lancaster, Pa.; Bill Ty- 
nan, Stafford Ink Co. 
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As exhibition manager, Harry Tehan 
again proved his skill as a diplomat. 
Handling all the details of the exhibits 
and keeping everybody happy is a tre- 
mendous job. Because of his success in 
this capacity someone has suggested that 
Secretary of State Cordell Hull appoint 
Harry as successor to Sumner Welles. 


Charlie Consodine’s separation from 
the commercial stationery industry never 
was quite complete. He always managed 
to find time to visit Chicago during con- 
ventions and drop in to see his many 
friends. It was good to welcome him 
this time as a regular regis‘rant because 
of his connection with Bainbridge, Kimp- 
ton & Haupt, Inc. 


Rube Baxter is convinced that the first 
hundred years ARE the hardest. He 
won't tell just how close he is ito the 
century mark, and he doesn’t look like 
he’s more than halfway there, but he 
spent a lot of time at the convention 
boasting about his great-grandchildren. 


A regular convention attendant, John 
Uden now knows all the angles. For 
years he was on hand as the represen- 
tative of a manufacturer. This time he 
attended as a dealer from Kansas City. 
He knows both sides of the dealer-man- 
ufcturer picture and says one can be 
happy in either case by working hard 
to do a good job. 


Bill Vogel, ee. Self-Closing Ink- 
stand Company and president of the 
Pen-Mar-Va Travelers Club, has been 
recommended as contributor to the tele- 
phone conservation program. His voice, 
and the way he uses it, eliminates the 
need for a telephone. If he stands next 
to an open window his voice can be 
heard for miles. 


The pictures of the Carter's Ink colored 
kittens attracted a lot of attention at the 
convention. Reprints were in great de- 
mand. Carter salesmen were kept busy 
telling the story of how the paintings 
were made. 

© 

Mr. and Mrs. Billy Diehl of Columbus, 
Qhio, received a surprise without equal 
in terms of pleasure while at the con- 
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vention. All members of the family ex- 
cept Bill, Jr., were visiting together one 
evening. Naturally they were thinking 
about Bill, who is an officer in the U. S. 
Navy, and wishing that he could be 
present. As if in answer, there was a 





General Manager Charles P. 
Garvin Yesteryear and Now. 
—The upper p.cture was 
taken in the editorial room 
of Office Appliances in Chi- 
cago on January 15, 1912. 
Below, the genial g. m. is 
shown in a special pose at 
the Palmer House. 


knock at the door, followed the entrance 
of a young man wearing dark glasses. 
The disguise wasn’t good enough. He 
was immediately recognized as Bill, Jr., 
who had flown into Chicago to spend a 
few hours with his folks. 


Smith & Butterfield, Evansville, Ind.; Chester Kenned 


Another kind of convention surprise 
was experienced by Thomas H. Gibbons, 
who joined NSA to get better acquainted 
with the stationery trade and to show 
his company’s line of leather goods at 
the exhibition. His surprise was that he 
not only had inquiries, but opened up 
1°0 new accounts and could have in- 
creased the figure had more time been 
available. He likes that kind of a sur- 


prise. 


Coffee and doughnuts are not regular 
items in the G. J. Aigner Company line, 
but in one day staff members served 500 
cups of coffee along with dozens and 
dozens of doughnuts to exhibit visitors. 
The supply of paper cups ran out before 
the convention ended so that the service 
had to be discontinued on the last day. 
G. J. Aigner, president of the company, 
says that the “coffee and” service will 
be featured at all future conventions 
just so long as coffee rationing is not 
reinstated. Al Aigner’s comment was, 
“We may be accused of copying a Sal- 
vation Army tradition, but if it’s good 
enough for them it’s good enough for 
us.” 

i) 

Eight past presidents of NSA were 
present at this year’s convention. In 
order of their years of service they are 
as follows: Harold J. Hampton, 1937- 
1939; W. C. Clegg, 1936-1937; E. J. Bristoll, 
1935-1936; C. A. Stott, 1932-1933; A. J. 
Walker, 1929-1930; Charles M. Marshall, 
1928-1929; Woodson P. Waddy, 1927- 
1928; W. Neill Stewart, 1926-1927. Be- 
cause these gentlemen are of the con- 
tributing, serving type they all partic- 
ipated in activities to the full, adding 
substantially to the value of this year’s 
convention. 

& 

Despite the scarcity of private dining 
rooms, food and waiters at the Palmer 
House, a number of members of the Sta- 
tioners Guild of America enjoyed meet- 
ing together on Tuesday evening. Al 
Williams, general manager of the Guild, 
functioned as chairman. Following the 
dinner merchandise displays were dis- 
cussed and talks were made by Dan 
Smith, Jr., Russell Ashley, E. R. Harring- 
ton, A. L. Tredway and others. 


Kennedy Sta- 





MEMBERS OF THE STATIONERS GUILD OF AMERICA PRESENT AT 
THE NSA CONVENTION.—From left to right: Woodson Waddy, Everett 
Waddey Co., Richmond, Va.; W. E. Stockett, Stockett-Fiske Co., Wash- 
ington, D. C.; W. F. Durchslag. Stevens-Maloney & Co., Chicago; A. L. 
Tredway. Trick & Murray Co., Seattle, Wash., Al Williams, Stationers 
Guild of America; Russell Ashley. Ashley-McCormick Co., Bridgeton, 
N. J.; George Wustner, William F. Murphy & Sons Co., Philadelphia, 
Pa.; Dan Smith. Jr., Smith Printing Co., Williamsport, Pa.; Leo Wittgen. 
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tionery Co., St. Louis, Mo.; Tom Stagg, Hoskins Co., Philadelphia, Pa.; 
Al Preston, Utica Office Supply Co., Utica, N. Y.; Sam B. Groom. 
Thomas Groom & Co., Boston, Mass.; J. C. Miller, Wosco, Inc., Greens- 
burg and Jeanette, Pa.; Richard Pomerantz, A. Pomerantz & Co., 
Philadelphia, Pa.; John Wagner, Lucas Brothers, Inc., Baltimore, Md.; 
E. R. Harrington, Heinze, Bowen & Harrington, Phoenix, Ariz.; Cy 
Herrema, Economy Office Supply Co., Grand Rapids, Mich.; John Link, 
Lucas Brothers, Inc., Baltimore, Md. 


OFFICE APPLIANCES, November, 1943 


‘ise 
ns, 
ted 


lar 
ne, 
500 
ind 


ore 
ice 


ny, 
vill 
ns 
not 
as, 
al- 
od 
for 





GF DINNER AT NSA CONVENTION 
. Seated: Mrs. Milton Navrat, Mrs. Claude Allen, Mrs. Frank Mc- 
John Marshall, John A. > 
Marshall Co., Kansas City, Mo.; Herb Johnson, Kendrick-Bellamy Co., Little Rock, Ark.; Mrs. Diehl: Lou Hoelscher, 
Co., Denver, Colo.; Claude Allen, The General Fireproofing Co.; 


Clure, Mrs. John Marshall. Standing: 


«n 


Staty. Co., Buffalo, 


l'am C. Clegg. The Clegg Co., San Antonio, Tex. 
. Rose Cushman, NSA; William R. Diehl, Diehl Office Equipment 
o., Columbus, Ohio; Walter Guy. Arkansas Prtg. & Lithogr pane 
cher 


. ¥. 


Glen Hopper. Intermountain Prtg. & Staty. Co., Grand Junction, 6. Mrs. Charles A. H. Thom, Charlie Garvin, Mrs. Dick Healy. 


Colo.; L. R. Kendrick, Kendrick-Bellamy Co.; Frank McClure, 7. Mrs. Harold Carithers; 


W. D. Skinner. The General Fireproofing 


Inland Prtg. Co., Springfield. Mo.; Milton Navrat, Hutchinson Co.; Mrs. Lou Hoelscher; B. J. Bristoll, Koch Bros., Des Moines. 
Office Supply Co., Hutchinson. Kan.; Al Steitz, Field Staty. Co., lowa; Mrs. C. W. Roth: Harold Carithers, Carithers-Wallace- 
Tulsa, Okla. Courtenay. Inc., Atlanta. Ga. 

2. Seated: Dick Healy, retiring president NSA; Mrs. Walter Guy; 8. Charlie W. Roth, Roth Office Equipment Co., Dayton, Ohio; 
C. A. H. Thom, Gregory, Mayer & Thom Co., Detroit, Mich.; Mrs. Mrs. Walter Guy: Charles A. H. Thom, Gregory. Mayer & Thom 
Thom. Standing: Walter Guy. Arkansas Prtg. & Lithographing Co.. a Detroit, Mich.: Mrs. Thom. 

Little Rock, Ark.; Charlie Garvin, NSA; Ken Knickerbocker, Acme 9. M. E. Quay. The General Fireproofing Co.; Mrs. Ann Diehl 


Visible Records, Inc.; Ernest M. Allen, Jr., 


Marshall Bruce Co., Nash- 


Chamblin; Ww. R. Diehl, Sr., Diehl Office Equipment Co., Columbus, 


ville, Tenn.; B. J. Bristoll, Koch Bros., Des Moines, Iowa. Ohio; Mrs. Mary Diehl Shull; Claude Allen, The General Fire- 


co 


Ken Knickerbocker, Acme Visible Records, 


Inc.; Mrs. William 


proofing Co.; M 


W. R. Diehl, Sr. 


Clegg: George Brainard. president, The General Fireproofing Co.; 10. T. E. Lengnick, Arkansas Prtg. & Lithographing Co., Little Rock, 


Mrs. William Hoge. 
*. Bu Hoge, The General Fireproofing Co.; 


‘Dick’ Healy. retiring president NSA: Mrs. 


The annual dinner given by The Gen- 
eral Fireproofing Company to its dealers 
attending the convention—Bill Hoge’s 
party, as President George Brainard 
terms it—was held on the fifth. Mr 
Hoge, manager of dealer sales, was the 
master of ceremonies. Those present, he 
said, constituted the largest delegation 
of G.F’ers” who ever attended a na- 
tional convention. He introduced Dick 
Healy, retiring president of NSA, stating 
that every stationer and every manufac- 
turer is indebted to Mr. Healy for his 
contributions to the industry during his 
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pI Garvin; Wil- 


November, 


Ark. 


J. Bristoll; E. B. ll. Al Steitz, Field Staty. Co., Tulsa, Okla.; Clarence Straubel, The 


two terms of office. 

Mr. Brainard was present after an ab- 
sence of two years due to activities in 
Washington. He stated that he was more 
pleased than he could express to attend 
Bill’s party. As an illustration of the 
drastic changes which occurred during 
the past year he remarked that The 
General Fireproofing Company actually 
was buying wood desks for its own use. 
He told something of post-war planning, 
explaining, however, that there was no 
advantage in divulging definie plans 
now because things of today will change 
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General Fireproofing 


°. 


again and again, and things developed 
now may be discarded in favor of some- 
thing better a year hence. He stated 
that the company’s leadership in prac- 
ticability and product reception will con- 
tinue 

Mr. Hoge reminded his guests that 
merchandise to be of any value must be 
sold. Post-war planning, or future plan- 
ning as he preferred to call it, is a two- 
way proposition. Dealers should plan 
now for their own post-war selling. The 
company will assist dealers in learning 
more about their markets. The fitst step 
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in selling, he stated, is to know markets 
better. 

Although an old-timer wth the com- 
pany, William Skinner was introduced 
as a newcomer, the convention being his 
first. After serving many years as credit 
manager he was appointed secretary- 
treasurer to succeed Renick Bell who 
retired. 

This annual party always is looked 
forward to eagerly from year to year by 
General Fireproofing dealers. It is a 
social affair with a bit of serious in- 
formation injected during the brief pro- 
gram which follows the dinner. 


Paul Cheney of 2. Southworth Com- 
pany is now entitled to the title of au- 
thor. He has written a book called, “A 
Line on a Line”, which carries the fol- 
lowing words on the opening page, 
“Written by Paul W. Cheney in Colla- 
boration with Stationers of the United 
States.” Attractively printed in brown 
ink on cream colored stock, the book 
contains eleven chapters dealing with 
such subjects as the “History of Paper”, 
“How Southworth Papers Are Made,” 
“Importance of Quality of Typewriter 
Paper”, “The Approach to Better Paper 
Sales”, and so forth. Besides being high- 
ly informative and instructive, the book 
is made the more impressive by per- 
tinent illustrations done by Doris C. 
Cheney, daughter of the author. 


© 
Fred Fenne is a good “paster-upper,”’ 
but sometimes pictures are not good 
“layer-downers.” In preparing the scrap 
book of pictures of friends for Dick 
Healy, Fred kept pasting the pictures 
down only to find that when he returned 
to the job some time later that the photo- 
graphs had curled up. But, if he is not 
a good picture paster, his quality as 
chef is guaranteed. As a preparer of a 
"French Creole Shrimp Dinner’ he has 
no equal, according to Matt Dillon and 
Herb Morgan. 
i) 


On Wednesday morning about eighty 
people got up early to be guests at the 
Globe-Wernicke breakfast. Dealers were 
present from all parts of the country. 
Field staff members and home office ex- 
ecutives functioned as hosts. Addresses 
were made by Art Frey, Harry Anderson 
and J. S. Sprott. Mr. Frey spoke on filing 
supplies and stationery items, Mr. An- 
derson referred to furniture and equip- 
ment lines, and Mr. Sprott outlined the 
general picture. Mr. Sprott’s arrival on 
the scene was greeted with special en- 
thusiasm because he came straight from 
the railroad depot after having spent the 
night on the train from Cincinnati. 

© 

When S. L. Channon, president of F. 
W. Roberts Company, Cleveland, Ohio, 
visited the exhibit of the W. A. Sheaffer 
Pen Company he was surprised and 
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elated to observe in the background an 
enlarged photograph of Ocean Island in 
the Gilbert group in the Pacific, where 
he had lived for five years. He had 
been a resident of the island because 
his father was a missionary stationed 
there. The picture was so clear and de- 
tailed that he was able to point out the 
tree which is used as an illustration on 
the island’s postage stamp. Mr. Channon 
is confident that he will never forget this 
year’s Sheaffer display. 


When it comes to fire Dick Healy 
seems to be “on the flame.’ With a little 
manipulation by his friends Dick was 
awarded a courtesy card from the mayor 














MR. HEALY 


of Chicago, which gave him the freedom 
of the city. These same friends arranged 
to have a group of Chicago firemen 
make him an honorary member of the 
Chicago Fire Department. In the cere- 
mony at the banquet Dick was crowned 
with a chief's white helmet. 


What's a convention without apples 
from Andy Maish’s farm? Visitors who 
were recipients of delicious apples at 
the Dennison booth hope they'll never 
have to find out. 


Ed Finegan, one of the older old-timers 
in the industry, was observed to be back 
on the job at the convention. He was 
formerly connected with the old Hor- 
rocks Desk Company and is now repre- 
senting the Imperial Desk Company. 


When A. G. Frost of the Esterbrook 
Pen Company finished his address on the 
fountain pen and mechanical pencil 
limitation order, his cuditors were con- 
vinced that “he knew his stuff” when 
it came to WPB matters. An informal 
discussion with Mr. Frost confirmed that 
conviction, if confirmation was needed. 
He can give answers to queries on War 
Production Board activities without hav- 
ing to look them up. 


Following Stan Griebel’s election as 
head of the field division, he claimed to 
be puzzled. He says he doesn’t know 
whether his fellow travelers were inflict- 


OFFICE 





ing a penalty on him or rewarding him 
for his service. Penalty or reward, he'll 
do a good job. 


In a secret session Harold Hampton 
admitted that the little “German Band” 
which performed at the annual banquet 
had hi-jacked his ‘Hoosier Hot Shots” 
and stole their thunder. The Hot Shots 
used to do a pretty good job, even 
though they were chosen from members 
of the trade. The professionals this year 
were almost as good. 


The ‘cracker barrel’’ convention idea 
was carried out literally at the George 
B. Graff Company booth. A cracker bar- 
rel with good old New England hard 
tack was located next to the aisle. 
Messrs. Leach and Lipman dispensed the 
crackers with lavish abandon. 


When Bill Hoge ae serious, he gets 
real serious. It is reliably reported that 
at the GF dinner he did not give his 
annual rendition of the "Little Green 
Soldier’’ story. Instead, he devoted his 
remarks to what his company is doing 
and expects to do. 


As usual, E. Y. (Ever Young) Horder 
was in active evidence at the convention. 
The Fountain of Youth was supposed to 
be located somewhere in Florida, but it 
seems probable that Mr. Horder has es- 
tablished it on his estate in Alabama. 

a) 

While at the convention Tom Powell 
of the Myrtle Desk Company received 
word that he had become a grandfather. 
The very young lady, named Eleanor 
Sue, is the daughter of Mrs. C. T. 
Latimer, Jr., the former Eleanor Powell. 

After telling about his new grand- 
daughter Mr. Powell said with pride that 
during the last war bond drive a Myrtle 
Desk was presented in High Point to 
the purchaser of $10,000 worth of war 
bonds. 

a) 


Major Lillian Garrison, daughter of 
William Schmiederer of Buxton & Skin- 
ner, St. Louis, Mo., attended the con- 
vention with her father. Major Garrison 
is a staff officer of the Army Air Force 
Aides and is attached to the Chicago 
Aviation Cadet Examining Board. 

The Army Air Force Aides is a civilian 
women’s volunteer group organized pri- 
marily for the purpose of assisting in the 
procurement of Aviation Cadets for the 
Army Air Forces. At the Cadet Board, 
the Aides give first interviews to appli- 
cants, furnish them with proper applica- 
tion forms and see that they are properly 
filled out. In the evenings, the Aides 
address meetings, speak over the radio, 
give mental screening tests to prospec- 
tive applicants, and do general publicity 
work. With a daughter holding the rank 
of major no wonder Bill Schmiederer is 


proud. 
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NSA EXPOSITION OF INDUSTRY PRODUCTS 
Eighth A Evchibit a Great : Mibiciilien 


at the Chicago Cointin 


ITH exhibits crowding every 

available space, and with the 
largest convention attendance in 
history, the exposition of industry 
products this year was an event 
of great satisfaction both to man- 
ufacturers and dealers. Interested 
visitors conferred with informed 
attendants at the booths through- 
out the entire three days of the 
conclave. 


gifts. 


Weis “lounge.” 


Visiting hours, as in previous 
years, were as follows: 


Monday, 8:30 a.m. to 1 p.m., and 
? p.m. to 10:30 p.m. Tuesday, 5 P.M. 
to 10:30 p.m. Wednesday, 9 a.m. to 
5 P.M. In response to popular de- 
mand the exhibit hall was open 
to early registrants all Sunday 
afternoon prior to the convention. 


Although souvenirs were not as 
plentiful as usual, a number of 
manufacturers presented visitors 
with interesting and appreciated 
The Weis Manufacturing 
Company distributed buttonhole 
flowers to all who stopped at the 
Dennison Manu- 
facturing Company, following an 
established custom, served apples. 
At the George B. Graff Company 
booth crackers were given away in 
keeping the Cracker Barrel theme 
of the convention. The Carter’s 
Ink Company representatives gave 
away copies of the colored kittens 
pictures used in current advertis- 
ing. At the Gregory Fount-O-Ink 
Company booth visitors received 
oversize walnuts rubber stamped 
with the name of the company. 
The Thomas H. Gibbons Company 


distributed little address books. 
The Quality Park Envelope Com- 
pany provided ration book covers. 
From the C. L. Downey Company 
delegates received die-cut tele- 
phone indexes. 

Evidencing his customary 
aplomb, Harry Tehan, sales man- 
ager of the Higgins Ink Company, 
kept everything running smoothly. 
As chairman of the exposition 
committee and manager of the 
show during the convention, Mr. 
Tehan reveals an amazing skill. 
Despite the myriad questions, 
many a bit foolish, directed at 
him, and in the face of the in- 
evitable difficulties attendant upon 
setting up and maintaining nearly 
90 displays, Mr. Tehan kept an 
even calm and made the whole 
exposition click. 


DESCRIPTIONS OF EXHIBITS 


(Pictures on following two pages) 


Ace Fastener Corporation, Chicago, IIl.—Displayed was the company’s 
wartime line of stapling machines, staples, and staple removers. Sales 
Manager W. E. Smith was in charge, assisted by Hy Linden, Herb Walsh, 
and others. 

Acme Visible Records, Inc., Chicago, IIl.—A complete display of Acme 
Conservation models of visible equipment. Those present included D. R. 
Pinney, manager, dealer sales; Allen Devitt and Walter G. Cassady, 
Dealer Sales Department. 

Agency Paper Company, New York, N. Y.—The company’s line of Sky 
Rite air mail paper and envelopes was effectively displayed. In attend- 
ance were Arthur J. Lawless, manager of the Chicago office, and other 
executives. 

Aigner, G. J., Company, Chicago, III. 
indexes, Aico Grip tabbing, and shop ticket holders. 
nuts served during the evenings. In attendance were G. J. 
Aigner, Elmer Krumwiede, and others. 

American Lead Pencil Company, Hoboken, N. J.— Venus drawing pencils 
were shown and their uses demonstrated. In attendance were J. S. Reck- 
ford, president; Charles Wadsworth, vice-president; Vincent Handy, assist- 
ant manager; Hamilton N. Kendrick; A. M. Allen; A. H. Krohne; Bert 
Soldner; Skipper Jenkins; George Greene; Ollie Stratton; E. A. Mann- 
hardt, and Peter Vogel. 

Art Speciality Company, Chicago, ti!.Featuring the Flexo Litemaster 
Lamps, adjustable, fluorescent localities for drafting, inspection, pre- 
cision machine work. Helping in the war effort. Also wood smoking 
stands. Arthur and Robert Nattenberg in attendance 

Art Steel Sales Corporation, New York, N. Y¥.—Exhibited was the com- 
plete line of Woodmaster files consisting of five, four, three, and two 
drawer files, letter and legal size, with and without lock; card cabinets, 
single and double drawer, 3x5, 4x6, 5x8, 6x9 sizes; letter and legal size 
transfer cases; and storage cabinets, cash, bond, and office boxes, desk 
trays, and desk distributors. In attendance were Joseph Burger and 
Irving M. Levy from the home office; William I. Lampel, New York 
representative; Leon Banov, New England representative; Larry Damon, 
Southern representative; O. D. Mann, Southwest representative, and Wil- 
liam Boyd, Middle West representative. 

Associated Stationers Supply Company, Chicago, Il.—In this display 
World Wide Forms Catalogs and related products dominated. Also shown 
were the company’s 86-page dealer catalog and a few specialty items. In 
attendance were Jack Lydiard, Matt Dillon, Fred Fenne, and Herb 
Morgan. 

Autopoint Company, Chicago, Il.—This exhibit featured Autopoint, The 
Better Pencil, for ‘‘Real Thin’? and standard leads; Lowboy Ashtray, 
cigarette boxes, and the Calendaire—a desk piece containing a perpetual 
calendar, thermometer and humidity indicator. A colorful display of 
“Flags of the Allies’’ created an unusual and timely patriotic background 
Sales Manager H. E. Dressel was in charge, assisted by representatives 
R. F. Fredrickson, H. J. Huette, S. G. Barrett, and Roy L. Johnson. 

Bainbridge, Kimpton & Haupt, Inc., New York, N. Y.—Items displayed 
included the Dome income tax record, Dry Tab package sealer, Prest-O- 
Print duplicator, and other miscellaneous new items. In attendance were 
M. H. Chute, Jr., president; W. H. Greenleaf, promotion manager; 
Charles Consodine; Frank E. Rising, Jr., and M. G. Wheeler. 

Bankers Box Company, Chicago, t1l.Displayed were Liberty storage 
boxes, Staxonsteel, and Liberty permanent storage binders for loose leaf 
forms. In attendance were President H. L. Fellowes, Secretary-Treasurer 
W. J. Nickel, and F. S. Sorenson 

Bates Manufacturing Company, The, Orange, N. J. 


Samples shown of desk pads, 
Coffee and dough- 
Aigner, A. C. 





This booth was a 
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meeting place for Bates’ friends and dealers without any display of prod- 
ucts. Parle Cooley, Midwestern representative, was in charge. Others 
in attendance were S. M. Babson, sales manager; Kenneth Moak, South- 
ern representative, and Hendrix Lyles from the Pacific coast. 

Best, Richard, Pencil Company, Inc., Irvington, N. J.—This display was 
divided into a showing of the company’s regular line of pencils and some 
of the defense products now being made. The defense display included 
a large illustration of a Pratt & Whitney motor together with an actual 
manifold ignition ring showing the ignition parts being made by the 
company. In attendance were Harry M. Heath from the factory, Dan J. 
Consodine of Chicago, and Thomas F. Hancock, Southern representative. 

Blade —— and Paper Company, The, Toledo, Ohio—Shown was a 
complete line of service and American flags together with a daily record 
book for use in connection with the Pay-As-You-Go Tax and other regular 
income tax deductions. Also featured was a business index chart en- 
titled ‘‘Business Booms and Depressions.’ This chart was offered to sta- 
tioners for resale, the first time it has been available on this basis since 
its inception 15 years ago. In charge was W. F. Mont Pas, sales man- 
ager. Also in attendance was Mrs. Maxine Ohls. 

Boorum & Pease Company, Brooklyn, N. Y¥.—Showed an extensive line 
of Conservation models conforming with requirements of the WPB; also 
blank books, columnar pads, memo books, composition books and Stand- 
ard diaries. C. Law was in charge, assisted by Duncan Conklin. 
Present from out of town were President J. W. Tamany of Brooklyn; 
Ted Barthel of St. Louis, Mo.; Geo. Hanson of Oconomowoc, Wis.; Harry 
E. Bergquist of Minneapolis, Minn., and Pete Reitzel of Pittsburgh, Pa. 

Boynton and Company, Chicago, tll._The complete line of Boyco filing 
cabinets, card index files, tabulating card files, as well as desk trays 
were on display. Construction features were emphasized in order to 
acquaint visitors with these new lines. In attendance were B. C. Bradner, 
vice-president in charge of sales, and the following district managers: 
R. B. Dishman, C. Stuart Goll, and A. C. Lampkin. 

Business Efficiency Aids, Skokie, f11.—On display was the company’s line 
of two, three, and four drawer letter and legal size filing cabinets in 
addition to double compartment 5x3, 6x4, 8x5, and tabulating card files. 
The Time Saver file in letter and legal sizes was also shown. The Tela- 
total calculator for computing the withholding taxes was demonstrated. 
In charge was E. A. Dahl, general manager, assisted by H. J. Mehserle 
and R. V. Stevens. 

C-Thru Ruler Company, Hartford, Conn.—This exhibit included semi- 
circular and circular protractors, calibrated triangles, map reading scales, 
plotting instruments, navigational computers, engineering scales, com- 
passes, radio and electronic stencils, adjustable triangles, and several 
kinds of compass charts. Miss J. R. Zachs was in charge, assisted by 
James W. Montgomery and other field representatives. 

Cardinell Corporation, Montclair, N. J.—-Displayed were drawing mate- 
rials and a number of stationers specialties. In charge was J. D. Cardi- 
nell, president, assisted by Ted Reichard. 

Carter's Ink Company, The, Boston, Mass.—Displayed were fountain 
pen inks, adhesives, Midnight carbon paper, typewriter ribbons, and writ- 
ing sets. Featured were pictures of Carter's Kittens in the various colors 
of ink in the Carter line. In attendance were General Manager 8S. D. 
Wonders, Chicago Manager K. H. Kiesel, and the following sales repre- 
sentatives: W. H. Cox, Richard Keller, Harry Shook, Vern Jernberg, and 
Albert Baugher. 

Codo Manufacturing Corporation, Chicago, I1l._-In addition to the com- 
pany’s regular line of carbon paper, a new line of spirit carbons was 

(Turn to page 122, please) 


31 





‘fides'y STORAGE BOXES 
RELIEVE FILING STRAINS 











souTHwortTl COMPANY 
same wo = 


cial 


= — 


7a AU 


—- 
~ 


Exposition 


of 
Industry 


Products 





SP ONOMPWNH— 


Bankers Box Company 
Dennison Mfg. Co. 
Diebold, Inc. 

Eaton Paper Corp. 
Finch & McCullouch 
Globe-Wernicke Co. 
Geo. B. Graff Co. 
Philip Hano Co. 

J. L. May Company 
Rand McNally & 
Company 

Rockwell - Barnes 
Company 


(Photos Courtesy Kaufman & Fabry) 


WELL BARNES C 


Universal Paper Prod- 
ucts Co. 

Victor Safe & Equip- 
ment Co. 

Wells Office Furni- 
ture Co. 

The Wessel Company 
Wilson Jones Co. 
Southworth Company 
Codo Mfg. Corp. 
Wood Office Furni- 


ture Institute 


FAlenTink 
AREADWINNERS 
HIN KING 











CONVENTION ADDRESSES , 


Presented in Their Sequence on the N. S. A. Convention Program - 





The President's Annual Report 


By E. B. HEALY 


Santa Fe Book & Stationery Company 
Santa Fe, N. Mex. 


HE National Stationers Association enters into its 

thirty-eighth convention. It is one of the oldest 
trade associations in the country and, with its office 
in Washington, has built up a knowledge of the 
Stationery business in the minds of government 
people and other prominent people throughout the 
country. Not the least of its jobs has been the 
making of the stationery business into one of the 
most talked-of and prominent American businesses. 

For nearly four decades we have seen all kinds of 
situations come and go and the Association has been 
functioning during both World War I and World 
War II. We have had depressions and inflation and 
periods of profitless prosperity, but through all of 
these the Association has functioned, has continually 
made progress, and it functions today as an able 
spokesman of a large group in the stationery business. 
Through all these trials and tribulations the sta- 
tioner has continued to march on. He has devoted 
himself to progress, improvements, information, re- 
search and real representation for the headquarters 
in Washington. 

This year it is my intention to high spot a little 
bit the work of the Association, although a report 
containing a real description of the abundance of 
material issued by our association would be impossible 
in the time we have available. 


Regional Meetings 


Of course, one of the greatest jobs done by the 
National Stationers Association is the work that has 
been done over a period of years by holding regional 
meetings, having the national officers appear at these 
meetings, and having the national officers prepare a 
program to be submitted at these meetings; also 
noteworthy is the work of the national troupe, gen- 
tlemen from the business who willingly give their 
time and effort to help promote the best interests 
of the trade, frequently involving great inconvenience 
to themselves and a vast expenditure of time. And 
I’d like to right now pay tribute to the men of the 
lecture troupe, Ed Conlon, Roy Wells, John Gilbert, 
and the many other men who performed in individual 
meetings. Believe me, these fellows are the real thing. 
On the wall of my office I have a picture which I 
treasure beyond value—a picture of Ed Conlon, Charlie 
Garvin and myself clasping hands as we said “adios” 
in Detroit. A business that can build the 
kind of friendship that was built up be- 
tween Conlon, Garvin and myself is 
worthwhile if for no other reason. 

The national lecture troupe has done 
a great job. This year we visited the 
meetings at San Antonio, Kansas City, 
Denver, Los Angeles, San Francisco, Port- 
land, Chicago, Minneapolis, Detroit and 
Philadelphia. A little earlier in the year 
our general manager attended the meet- 
ing of the Connecticut Valley Stationers 
Association, as well as the banquet of the 
Boston Stationers Association. 


Institute of Industrial Opinion 


Now, outstanding at these meetings 
was a new note on the program that 
proved to be tremendously successful. It 
originated in our general office and is 
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known as the Institute of Industrial Opinion. You'll 
find it operating in this convention tomorrow morning. 
This Institute of Industrial Opinion brought before 
the meetings in the most forceful way that has ever 
been done the main questions confronting the indus- 
try and, too, through its operation, drew in the par- 
ticipation of everybody at the meetings. We had the 
unusual spectacle of having some meetings here last 
until five or six o’clock at night and at that hour 
people were still loath to leave. This Institute devel- 
oped as an interesting conference between members 
and also it developed the answers or at least the haz- 
ardous answers to many of the questions. We’re very 
proud of the Institute because it is definitely a Na- 
tional Stationers Association product. 

I could go on and try to describe the work of the 
Association, its tremendous output and its contacts, 
which certainly have paid dividends to the Associa- 
tion, but all you members know what the services are. 
I urge you to take advantage of your membership. 

Not long ago a fine member wrote me and said that 
certain manufacturers were asking this question from 
time to time “What does the Association do?” Well, 
it doesn’t seem really necessary for us to try and an- 
swer that. All one would have to do is to watch the 
procession of people that go in and out of the head- 
quarters office at Washington—to see the tremendous 
amount of mail that passes over the desk there—to 
see the hundreds of problems for which the office is 
able to provide guidance—to see our general manager 
and his staff performing in co-operation with the 
government departments. Any person who really 
knows what this Association does, of course, isn’t 
going to ask the question as to what it does. 


Excellent Financial Condition 


Now, I make the observation: this Association does 
more, dollar for dollar, in dues paid than any Asso- 
ciation in this country. And there is always one item 
in the program of work done which is worth more, 
much more, to an individual member than any dues 
that he paid the Association. At the end of each fiscal 
year it is extremely important that a review of the 
membership structure be made. During the past year 
the National Stationers Association has every reason 
to be proud of its record. Payment of dues was more 
prompt than ever before in the history of the Associa- 
tion. At the present time, I think there is 
only one delinquency in the whole mem- 
bership. NSA is in a fine financial con- 
dition. When one looks back a little more 
than a decade to the time when the 
Association was in a position where con- 
tributions had to be made to make up 
the deficit, and then when one considers 
that during the past 15 years there have 
been no contributions taken up, that the 
Association has a satisfactory cash bal- 
ance, including a nice slice of War 
Bonds, with all bills paid, the only com- 
ment that I can make is that I’d like to 
see the cash balance gradually built up 
until this Association has at least one 
year’s expenses ahead. This year we have 
taken in 73 new members. I noticed that 
the amount of cash received from deal- 
ers in dues. the last time I looked at 
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it, was over $1000.00 more than last year. The biggest 
gross during the year has been on the dealers’ dues. 
I am exceedingly happy to pass this information on 
to you because I recall shortly after I was elected 
your president for the first term, one of our good 
members wrote me a long letter—he offered me his 
condolences and said in so many words I had a lot of 
nerve accepting the presidency of the National Sta- 
tioners Association during such trying times. He also 
said we would be lucky to have an association at the 
expiration of my term of office. So once again I say 
to you that your Association is in a fine financial con- 
dition with a growing dealer membership. This year 
we again operate the War Market and we believe that 
by having this War Council and Market we are not 
adding to the transportation difficulties of the country 
but rather helping them because the people in our 
business have got to travel around to find out where 
they can get merchandise and to keep contacts. Here 
at this meeting we provide a common meeting-place 
in a city that is easy to reach, where a man may come 
and meet a large number of manufacturers and deal- 
ers in the business all at one place. 

Of course, war time presents a very uncertain situa- 
tion to everybody. No association can hope to perform 
miracles—no association can undertake to operate a 
man’s business for him—no association can undertake 
to eliminate damage that has come to a business after 





the damage has been effected. NSA has a responsi- 
bility of seeing to it that it continually brings before 
the members all of the things that may be of interest 
to and that affect the business of the members. For 
the past 38 years NSA has looked at all moments 
toward a greater business—a greater service to the 
public—and in war time a great service to the Services. 


The Fight Against Unnecessary Curtailment 


While activity in your Association has certainly 
been more powerful, more influential, more united, 
and even more determined than a year ago, of course, 
we've been watching the things that would enable us 
to do those things that would aid in the greatest way 
in the war effort, but we also realize some other things. 
This is an example: We’ve watched with great con- 
cern the cutting down of the amount of writing in- 
struments, fountain pens, mechanical pencils, greetin 
cards, social stationery, and we can’t help but fee 
that those who are responsible for these curtailments 
should realize that correspondence is a _ two-sided 
proposition. Now, what good does it do if a soldier 
writes home and the folks at home are going to have 
difficulty in getting the materials they need in order 
to answer his letter? As a matter of fact, they ought 
to initiate the correspondence. When the fellows won- 
der why we want more ink, more pencils, more sta- 

(Turn to page 147, please) 





1. Harold Carithers, Carithers-Wallace-Courtenay, Inc., Atlanta, Ga.; 
H. J. Hampton, Indianapolis Office Supply Co., Indianapolis, Ind ; 
W. C. Clegg. The Clegg Co., San Antonio, Tex.; R. A. Maish, 
Dennison Mig. Co.; Charles P. Garvin, NSA. 

2. Gus Lipp, W. H. Kistler Staty. Co., Denver, Colo.; Harry Tehan, 
Higgins Ink Co.; Harold Hampton, Indianapolis Office Supply Co.., 
Indianapolis, Ind.; Jim Bradley, Higgins Ink Co. 

3. Al Aigner, G. J. Aigner Co.; Mrs. Krumwiede receiving a sample 
of the goods dispensed at the Aigner booth; G. J. Aigner pouring 
coffee and offering a plate of doughnuts; Elmer Krumwiede, also 
of the Aigner stat, enjoying the refreshment. 

4. Charlie Garvin leading with a song. George Wheeler, Office 
Appliances; Harry Nichols, Weis Mig. Co.; Katherine Chew, NSA; 
Ed Little. Wabash Cabinet Co.; Mr. Garvin; Rose Cushman, NSA; 
Charlie Everly, Office Appliances. 
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5. Seated: Shirley Saulich, NSA; Mrs. Healy; Katherine Chew. NSA. 
Standing: Ed Little, star banquet manager; Dick Healy. retiring 
resident, NSA. 

6. H. C. McPike. Weis Mig. Co., presenting check for $25.00 to Tom 
Stagg. Hoskins, Inc., Philadelohia, Pa., for testimonial in Weis 
advertisement, while George Wustner, Wm. F. Murphy's Sons Co., 
Philadelphia, Pa., and John Dwyer, Acco Products. Inc., wonder 
what the next step will be in the transaction McPike and Stagg 
appear to be completing. 

7. Seated: Lionel Colomb, Weis Mig. Co.; Herman Hirdler, Industrial 
Prtg. & Staty. Co., Huntington Park, Cal.; H. C. McPike. Weis Mig. 
Co.; Claude Hanes, Office Equipment Co., Tampa, Fla.; Harold 
Carithers, Carithers-Wallace-Courtenay, Inc., Atlanta, Ga.; Stanley 
Woodruff, Weis Mig. Co. Standing: Glenn Chambers, H. C. McPike, 
Jr.. Gilbert Weis. and Bob Smith, all of Weis Mig. Co. 
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Organized Business Faces Post-War 
By WALTER GARDNER 


General Sales Manager, 
Keystone Steel & Wire Company, 
Peoria, Ill., 


Chairman, 
Peoria Committee for Economic Development 


HE Committee for Economic Development is made 

up of American business men who desire to main- 
tain a high level of production during the war, 
through the period of post-war adjustment and after- 
ward. This Committee declares a faith in the destiny 
of free enterprise. It demands a fair and decent 
business climate and political environment. It sets 
up productivity as its goal—for productivity includes 
employment for labor, opportunity for management 
and prosperity for all. 

This Committee today has a message for every 
industry—plan now for post-war employment. The 
crew of a vessel is not all in the engine room getting 
up steam—some one is on the bridge watching the 
distant horizon; some one is in the chart room plotting 
tomorrow’s course. 

The Committee does not ask you to do anything 
for some one else—it asks you to do something for 
yourself. It does not try to tell you how to do it— 
but it. does hope to tell you when—and when is now. 

The Committee for Economic Development has en- 
trusted its plans in each Federal Reserve district to 
an outstanding citizen. Mr. Ralph Budd, president of 
the Burlington Railroad, is in charge of the organiza- 
tions in the Seventh Federal Reserve District. On 
November 15 last, Mr. Budd and Mr. Scott Fletcher, 
field director, asked Peoria to be one of five guinea pig 
cities. Peoria was asked to go ahead and endeavor to 
persuade its industries to review the hazards and 
opportunities of post-war production, without the 
benefit of previous work or any established formula. 
Peoria industrialists agreed that the job of post-war 
planning had to be done individually some day. They 
agreed that there was an advantage in doing it coinci- 
dentally. They were willing to proceed rapidly in 
order to help establish a working basis for other cities. 


Sub-Committees Set Up 


The executive committee was set up, and in addition, 
three other committees—Research, Action, and Rela- 
tions. The Research Committee found that there were 
49 industries in Peoria, each employing over 50 men. On 
Decembér 15 the heads of these industries were in- 
vited to attend an evening meeting. They were asked 
‘to bring along their sales managers, engineers, comp- 
trollers, or whoever was most interested in charting 
future activities. At that meeting each company was 
asked to project its own post-war destiny, and to 
report three things—the number of men employed in 
1940, the number of men employed in December, 1942, 
and the number of men estimated that might be 
employed within a reasonable time after demobiliza- 
tion began. 

We found no objections. One man said, “Let’s win 
the war first.” But he laughingly with- 


what kind of commodity dollars will War Bonds be 
redeemed?”—‘“What will taxes be?”—‘What will be 
the speed of demobilization?”—“Will synthetic rubber 
be subsidized?”—“Will pauper labor in Japan be al- 
lowed to compete with American production?” 

It was suggested that these men make their own 
assumptions. No one can give an answer to such 
questions, and yet in the mind of a man who looks 
ahead must be some estimate on which to base his 
plans. These assumptions will doubtless be changed 
from time to time, because plans for the future cannot 
be static, but there must be a firm framework on 
which to drape them. 

We received replies from 45 of these 49 industries. 
Three of the four were managed from out of town, 
and it was impossible to make proper contacts. Peoria 
showed that in 1940 it employed 22,000 men; that in 
December, 1942, it employed 30,000 men, and that it 
estimated that it would continue to employ 29,000 
men after the end of the European war. After these 
figures were totaled, individual replies were destroyed. 

We now confess a failure to include smaller indus- 
tries. We now know that there are 57 businesses em- 
ploying an average of 16 men, and these industries 
will later be canvassed. 

We cheerfully admit these replies are nothing but 
a peek into the future, but they are made by men 
who know their own businesses, and men who made 
a study of the subject. 


The Average Is Right 


I am reminded of the story of the professor who 
drew a line exactly 5’ 6” long on the blackboard, and 
asked his class of 80 college students to guess its 
length. Not a single man was correct, but the average 
of the 80 guesses was exactly 5’ 6”. We believe 
that gives Peoria a civic assurance that there will be 
no sharp step down in employment. We believe that 
our industries can assimilate men returning from the 
armed services—men who will replace boys and older 
men who will go back to the farm. Employees will go 
back to work as clerks, as service station operators, as 
automobile salesmen. 

An added result is the fact that most of the indus- 
tries now maintain a committee or an individual who 
is alert to the possibilities of post-war business, and 
who is maintaining a lively interest in the problems 
first visualized by the Committee for Economic De- 
velopment. 

We also declare an interest in the fact that, since 
our main concern was with employment, we found 
for the first time that capital and management were 
giving sharp attention to a problem with which labor 
was in total sympathy. We found that individuals 

on these post-war planning committees 





drew his objection when we pointed out 
that the time to make a will was before 
death. 

The industries had a blank to fill out. 
They had a month to work in. Secrecy 
was promised because, after all, post-war 
plans should not be the property of em- 
ployees in general, and certainly not of 
competitors. The Committee agreed to 
release only round figures, because de- 
tailed totals of the replies might suggest 
something beside an estimate, and might 
have carried the versimilitude of some- 
thing beside a sound guess. 

The only real objections came from 
those people who wanted someone to 
make assumptions for them. We were 











|} are now alert for new products, new 
ideas, and new markets. 

Peoria is ready to take some responsi- 
bility in the great problem to come, for 
the levels of 1940 employment must be 
exceeded. Production must be increased 
40 per cent to a total of 140 billion, and 
there must be satisfactory employment 
found for 56 million people. 

In retrospect, I plainly see that myself, 
my company, and many other Peoria in- 
dustries need not look on the impact of 
Peace as a business hazard, but we see 
ahead opportunities that once seemed 
dangers. Let’s look briefly at the things 
that are happening that are favorable. 
For a period of prosperity immediately 
following the War, many industries have 








asked “How long will the war last?”— & 
“How far will inflation climb?”—“In 





36 


‘MR. GARDNER 


rationalized their production. For exam- 
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ple, my company at one time manufactured 683 styles 
and sizes of nails. A year ago we were cut to 269 
styles and sizes, and today we are planning to make a 
further cut to 167 different nails. Gentlemen, we can 
get along with these fewer varieties, which means econ- 
omy in manufacture and reduced inventory at the 
mill, with the jobber, and with the dealer. 


We see that high corporate taxes have induced 
larger companies to divert a total of hundreds of 
millions of dollars into research. 


We see millions of young men and women now 
trained into expert workers—the war has provided its 
own apprentice system. 


There will be an increase in export sales, although 
that future is cloudy and mystic. 


Every soldier is a salesman. Post-war markets are 
being created for wrist watches, popular songs, chew- 
ing gum, and handkerchiefs. 


Undoubtedly that 25 billion dollars of gold buried in 
Kentucky will be put to work—I do not know how— 
sometimes I am even afraid. Just as we have almost 
all the gold in the world, I once had all the marbles 
in the neighborhood. The next day the boys opened 
the kite season. 


President John Van Deventer of Jron Age said 
weeks ago that there had been 1,500 new products 
and new methods announced that would not be avail- 
able for civilian use until after the war. 


New Products Will Come 


New products that we will have to make and sell 
and buy begin to pile into a notable total. There is 
television, certainly in color, perhaps in three dimen- 
sions. There will be furniture that can be taken apart 
—a desk can become a chair over the weekend. There 
will be sliding panels in prefabricated houses—wood 
laminated with synthetic resins—plastic printing 
plates—powdered orange juice and desiccated foods 
of all kinds. There will be a million tons of aluminum 
and magnesium which is one-third lighter, and which 
may sell at less than 20 cents a pound. 

There will be 100 octane gasoline—maybe 300 
octane. There will be a new science of electronics, and 
maybe a family autogiro. 


And think of the new markets created by deferring 
maintenance. Think of the millions of tons of steel 
for overworked railroads. Think of the 2,000,000 
people standing in line when the automobile dealer 
opens his door. Think of the 1,200,000 radios that will 
be wanted, and the 1,000,000 new homes. And I dearly 
love to think of the half-million tons of fence that 
will be required. Three out of ten homes have definite 
ideas for improvement. The ratio of farm homes is 
double that. Washing machines, refrigerators, thou- 
sands of things of steel, and rubber and plastic will 
be in demand. 


Will there be money to pay? Well, there will be 
thirty billion dollars worth of cashable bonds, eight 
billion dollars worth of deferred credit, and twelve 
billion dollars in cash money. 


Will there be customers? Eleven million men from 
the armed forces who will become customers as soon 
as they get home and get to work. 


Problems? Yes, and many. There are serious things 
to straighten out. There are heavy items to put on the 
red-ink side of the ledger. There are things to be 


1. George Herrmann, T. A. Heyer, W. K. McConnell, S. E. Gregory. 
Ww Kurth. Mr. McConnell, Associated Stationers Supply Co., 
others The Heyer Corp. 

2. Sidney Kurlan, Ed Bergman, Joe Burger, Will Lampel, and Irving 
Levy, all of Art Steel Sales ay 

3. W. H. Baldwin, V. G. Stark, L. Mittag, W. G. Hurdle, and C. N. 
Murray, all of Mittag & Volger, oa 

4. Seated: Mrs. H. H. Doby, Mr. Doby, Jack McLennon. Standing: 
Ben Wachtel, L. M. Shaw, David Gullett. Mr. McLennon, McLennon 
Pen Co., Chicago, others Parker Pen Co 

5. A. H. Krohne. American Lead Pencil Co.; Ralph Young, Lynn B. 
Emery, Inc., Detroit, Mich.; Ham Kendrick, Vincent Handy, Ollie 
Stratton, Benny Allen, and Bert Soldner, all of American Lead 
Pencil Co.; Dan Hansen, Carlson Bros., Inc., Moline, Ill. 

6. Walter Ruedy, W. C. Wiehe. and Francis Adams, all of S. G. 
Adams Co., St. Louis, Mo.; S. Guy Norman, Hoosier Desk Co.; 
C. A. Kennedy. William J. Kennedy "staty. Co., St. Louis, Mo. 

7. Ed F. McClure, Mrs. McClure, Mrs. Taggart, and Myron K. Tag- 
art, all of Cramer Posture Chair Co. 


8. . H. Baldwin, Paul Foster, V. G. Stark, L. E. Mittag. C. N. 
Murray, and W. G. Hurdle, all of Mittag & Vol mr ne 
9. M. D. Hasty, Sengbusch Self-Closing Inkstand G. B. Barger. 


Morris San ord Co., Cedar Rapids, Iowa; Ward. ‘Silliman. A. G. 
Schaefer, Jack Luke, and Bill Vogel, all of Sengbusch Self-Closing 
Inkstand Co. 
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done that cannot be done by business, but must be 
done by State and Federal Government. We must 
have prompt cancellation of War contracts. There 
must be swift demobilization. No soldier wants to be 
homesick in a far country while some one else has 
returned home after his job, and maybe after his girl. 

There must be a disposal of surplus stocks by meth- 
ods that are wise and fair. There must be removal of 
wartime controls. There must be renewal of invitation 
to “risk” capital, and fair and understood methods of 
taxation. 

Secretary of Commerce Jesse Jones declared in mid- 
April that the cost of the last war was equalled by 
the cost of the depression that followed. He declared 
that this nation need not worry about the cost of the 
war if we could avoid the depression. 

The men in Washington cannot undertake this post- 
war problem alone. Much they can do—yes, bridges, 
soil erosion, international airports, transcontinental 
highways, are fit Federal ventures, but Washington 
must not enter into competition with private business, 
or we will no longer be a democracy. Private enter- 
prise must carry the ball. 

I want my company to prosper, because if it em- 
ploys people who create valuable products, both the 
company and I have chances to make some money. I 
want other companies to prosper, because in that 





way customers will be created to buy my products. 
Furthermore, I want these other companies to prosper 
so they can make interesting and useful things for 
me to buy. 

And, so, speaking as chairman for the Peoria Com- 
mittee for Economic Development, let me tell you that 
to me this committee works and fights for a fair 
business climate, for the avoidance of regimentation 
in post-war days. We want for our industries freedom 
in this plastic, electronic, synthetic magic world to 
come. In the words of an old Chinese philosopher, we 
want “to possess a livelihood without constraint—for 
if those who dwell under authority live—then,; pray, 
who are the dead?” 

I say with Paul Hoffman, chairman of the board of 
trustees, we want an economy of opportunity with a 
collateral of security. 

We do not want to give a hundred dollars in cash 
and a ticket home to a soldier—we want to give him 
a ticket home to a hundred dollar job. 

We know someone is going to take the responsibility 
of post-war planning, and if private enterprise doesn’t 
take it, we think we know who will. 

The answer is in the ingenuity and resourcefulness 
of the managers of thousands of individual industries 
who will fight for the salvation of their country by 
fighting for the businesses they know and love. 


Post-War Period in the Office Equipment Field 


By GEORGE C. BRAINARD 
President, 
The General Fireproofing Company, 
Youngstown, Ohio 


WHEN Charlie Garvin cailed me on the telephone 
about six weeks ago to ask me to appear on this 
program, I accepted reluctantly even though he offered 
me all kinds of leeway in the choice of a subject on 
which to address you. For I realize that you come here 
once a year not only to meet your friends in the trade, 
but also to gain in information that may be helpful 
to you in your business in the months to come. Since 
no one has reduced anticipating the future to any- 
thing like an exact science, I hope you will take what 
I have to say this morning as merely my own personal 
thoughts, and not the reflection of those of a par- 
ticular industry. 

It is two years since I have attended a National 
Stationers convention. A lot of things have happened 
during that period to change our daily lives, our 
thoughts and our relationships with Government with 
respect to business. It is true that our participation in 
war against the aggression of the Axis powers was a 
definite possibility in October, 1941, due to our close 
political and economic alliance with friendly nations 
who looked to us for their war materials, but we did 
not anticipate Japan’s sneak attack on Pearl Harbor, 
which precipitated our actual declaration of war, nor 
the losses in men, territory, ships and prestige that 
we subsequently sustained in the Pacific area. 

The Axis was then at the peak of its military 


our defense. We had a military training program. We 
were building up our Navy, our Maritime Fleet and 
particularly our Air Forces. 

All this contributed to a subsequent era of un- 
precedented business activity, but with it also came all 
the governmental controls and limitations and regi- 
mentation that we have since experienced to an ever 
increasing degree. Much of this is necessary in a 
wartime economy in order that critical goods and 
services may be channeled to wherever they will do 
the most good in the war program, but we are deeply 
concerned over the extent to which these controls 
may continue to be exercised after the emergency. 

That the Allied Nations shall win the war is a fore- 
gone conclusion. We are well on our way right now. 
We may win it more quickly than we can properly 
organize and prepare for peace. 

Now, how does all this specifically affect us? I mean 
you, as dealers, and us, as manufacturers, and our 
customer public. Are we going to snap back into full 
civilian production and sales immediately upon Ger- 
many’s capitulation, on the theory that the conquest 
of Japan will be handled by Air Forces and Navy, and 
that large armies, with their attendant supply prob- 
lems, will not be required? I TuHrInxk Not. 

When the war with the Axis powers ceases, or pos- 
sibly sometime prior to then, the pressure on suppliers 
of raw and _ semi-finished materials, 





achievement. It had conquered the low- 
land countries of western Europe. Brit- 
ish resistance to German advances had 
been generally ineffective. France had 
fallen, and Russia appeared doomed to 
be overpowered by Axis might. The sit- 
uation was desperate, and called for def- 
inite, powerful action to be taken quickly 
by the Government of these United 
States, and it was taken. 

In October, 1941, we in this country 
were enjoying a healthy, growing econ- 
omy, largely brought about by the de- 
mand for heavy durable goods, ordnance, 
Ships, aircraft, automotive equipment, 
food and other war supplies from friend- 
ly nations at war against the Axis. We 
were well along with our Lend-Lease pro- 
gram. We had various organizations 
planning and arranging the means for 


38 





which have been critical in the war pro- 
gram, will ease up, and some of these 
materials will become available for ci- 
vilian uses. Will we immediately obtain 
our share for the manufacture and sale 
of stock items? I believe that for a while, 
at least, we will get only limited 
amounts, and we will probably have 
great difficulty in getting all the differ- 
ent kinds required in the manufacture 
of complete products since different ma- 
terials may become available at different 
Stages in the post-emergency era. For 
instance, steel might become available 
before brass and bronze; aluminum be- 
fore rubber, and leather before linoleum 
or any of the synthetic coverings. My 
best guess is that governmental control 








over the distribution and use of various 


OFFICE APPLIANCES, November, 1943 





os 


Sn2n 


, ied 


Ve Ww oer SlCULllClee C 


> ~_ ic Tr > oer 





i en Dykema and Don Doubleday. both of Doubleday Bros., 
amazoo, Mich.; Harold Hampton, fedianapelie Office Supply Co 
Indianapolis, Ind.: Roy Bansemer, Stationers Loose Leaf Co.; eves 
King, Office Engineers, South Bend. Ind.; C. L. Barkley. Cc. 
Barkley & Co., G. M. Denny. Transylvania Prtg. Co., Lexington, 
Ky.; Lee Lowe, Browne-Morse Co. 

2. Van W. Haverton, Columbia Ribbon & Carbon Mig. Co.; Elmer 
Thiessen, Thiessen Office Equipment. Kewanee, Ill.; R. C. Moore, 
Columbia Ribbon & Carbon Mig. Co.; Ted Bowman. Graver-Dearborn, 
Chicago. 

3. Russell Carpenter, M. A. Mann, Lawrence Cowles, Fred Schaefer, 
Walter DeGroft. Charles Evans. Mr. Cowles, Loyal Tribune, Loyal, 
Wis., others Sanford Ink Co. 

4. Fred P. Seymour, Horder’s, Inc., Chicago; A. W. Williams, Stationers 


critical materials will continue for a considerable pe- 
riod, and that such amounts as are made available 
will be released and distributed in accordance with 
relative civilian needs, and importance in the civilian 
economy. Undoubtedly metal business office furniture 
would be given consideration after first requirements 
for railroads, agricultural machinery, food processing 
and storing equipment, passenger cars, trucks, busses, 
and so forth, have been provided, but before innumer- 
able semi-luxury and luxury items for, in most in- 
stances, there are substitute products available that 
will permit business to carry on. 

Of course, this country has developed, and will con- 
tinue to develop enormous increases in capacities for 
producing raw and semi-finished critical materials but, 
even taking this into consideration, I do not believe 
the conversion back to normal! output of peacetime 
products will be made quickly. So that many of you, 
now marketing products manufactured from substi- 
tutes, or even partially from substitutes where mate- 
rials are in combination, may continue to do so for 
sometime to come. 

In some cases so-called ‘‘substitute materials” have 
so aptly proved their worth that they will continue 
and become standards but, in most instances, we will 
return to the uses of basic materials as we knew them 
before the war, but with many improvements and 
refinements gained through increased knowledge and 
experience with new applications in producing imple- 
ments of war. There isn’t any question in my mind 
but that we shall have gained greatly in knowledge 
during the war period in how to make many things 
much better, and that new peaks in design, structure 
and adaptability of office furniture and office equip- 
ment will be attained in the post-war period. 


Reconversion Will Take Time 


Plant conversion back to peacetime products will 
take time. If the whole war, including that with 
Japan, should end suddenly, I am of the opinion that 
some of the manufacturers would require from six to 
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Guild of America; Harold Hampton, Indianapolis Office Sup boar 
Indiana - Ind.; Phelps Brown and Paul Cheney, both a uth- 
worth Claude Elder, Office Supply Co., Missoula, Mont.; Ted 
Caswell, °F. Webster Co. 

5. A. C. Elrod, Seino Co., Lorain, Ohio; R. A. Novak, Ohio — 
Machines, Cleveland, Ohio; George Herrmann, The ” ad _ 
Miss H. C. Peters, Office Equipment Bureau, Akron, O 
Sargent, Speed-O-Print Corp. Vv. M. Brown, Office E an 
Bureau, Akron; Charles H. Ramsey. Ever Ready Calendar Mig. 
Co.; George B. Wray. Jasper Office Veeniiase Co. 

6. Richard D. Pomerantz, Pomerantz & Co., Philadelphia, Pa.; 
William P. Kelly, Office Equipment Co., Louisville, Ky.; Arthur 
Schooley, Schooley Prtg. & Staty. Co., Kansas City. Mo; Charles 
Marshall. Ivan Allen-Marshall Co., Atlanta, Ga. 


nine months in which to accumulate materials, process 
them, and to produce and ship their complete lines 
to you in normal volume. 

Others, who have not converted their plants to war 
work so extensively, or who do not manufacture 
complete lines, might get into operation in a limited 
way more quickly than this. It all depends upon indi- 
vidual plant conditions, the preparedness and plan- 
ning, availability of required materials, and the organ- 
ization working on the solution of the problem. 

If, on the other hand, we should experience a 
tapering off of war products requirements, together 
with gradually increasing supplies of materials, most 
plants could start promptly to manufacture and ship 
certain of its faster selling items. Naturally, manufac- 
turers would increase civilian production as rapidly 
as possible without sacrificing war production, for we 
shall, in my opinion, be entering a highly competitive 
period, and each will try to take care of what he con- 
siders his share of the business. 

A number of the manufacturers in the industries of 
which I am speaking are wholly engaged in war work, 
and have made, and are making, a marvelous contri- 
bution to the war effort, but I am positive that each 
and every one of them will welcome the day when 
he can be back to making, selling and delivering 
normal peacetime products. 

Now, what can you expect to have to sell under 
either of the above described conditions? Undoubtedly, 
each manufacturer will, as soon as possible, make 
available such of his standard fast-selling products as 
may be marketable or required to fill the needs that 
have accumulated during the past two years. This 
would take care of the needs of the customer who has 
told you and us that he would wait until he could 
match up with something he had previously bought, 
and that had given him satisfaction with good value 
for money expended. There is a large amount of this 
kind of business in the country—at least, enough to 
provide both dealers and manufacturers with a start- 

(Turn to page 151, please) 
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The Essentiality of the Stationery Industry 


By JOHN A. GILBERT 


President, 
"Office Appliances," 
Chicago, Ill. 


OMETHING over six months ago an Official of an 

important concern applied for permission to buy 
a calculating machine for use in compiling its income 
tax report and for other purposes. His request was 
denied and he was told to use pencil and paper. He 
followed that advice literally to compute how much 
additional help, how many desks and chairs, how 
much extra space would be required to do the work 
by the hand method. Then he applied again and was 
able to show that the screws and bolts of the furniture 
would take more metal than one calculator. He ob- 
tained his priority. One modern machine saved metal, 
manpower and space. 

In the March issue of OFFICE APPLIANCES we pub- 
lished an editorial entitled, “Again We Say—Office 
Equipment Is Essential.” It was prompted by the 
absence of office equipment from any government list 
of essential industries. That editorial provoked wide 
comment, as we hoped it would. It resulted in some- 
thing else which was not considered, and that was for 
me to cover the same topic at the Chicago and Phila- 
delvhia regional meetings. 

Two years ago or about the time of the first curtail- 
ments of steel furniture we published an editorial 
entitled. “An Essential Industry.” In it we pointed out 
that office equipment is squarely in the front line of 
national defense preparation. The products of the 
industry, we said, were enabling every enterprise to 
join in the nation’s battle against time with high 
speed, large scale operations, and to avoid confusion 
and waste with competent, co-ordinated management. 
With the tools of business mass production schedules 
are correlated efficiently and economically facilitated. 
Without them there can be no ability to function 
profitably. We went on to say in effect that what the 
department store, the grocer. the druggist are to the 
American family, so is the office outfitter to the busi- 
ness office. Like the department store, he is the source 
of the equipment and furnishings for the business 
home. Like the grocer, he provides supplies consumed 
in daily business operation. Like the druggist, he is 
the source of utilities for maintenance of good busi- 
ness health. We consider the department store, the 
grocer and the druggist indispensable to the American 
family. The office equipment dealer is just as essen- 
tial to business operation. 

When that editorial was published the United States 
was not in the war but was embarking on a huge re- 
armament program. Our government had failed to 
include office equipment among essential industries 
and by releases from the War Manpower Commission 
was influencing men to leave office equipment produc- 
tion in favor of other activities. At the same time the 
government was recognizing the importance of the 
industry’s products by its own purchases. Even in 
peace time the largest buyer of office equipment in 
the world, the government, including government con- 
tractors, for a year and a half has taken most of the 
output of the industry—in some lines 
running up to 85 and 90 per cent. 


The Manpower Problem 


As you may suspect, our office receives 
communications on many subjects in- 
cluding the one we are discussing. Re- 
cently we received two interesting letters 
—one from a stationer not more than 150 
miles from Washington, one from a fur- 
niture dealer in Connecticut. The sta- 
tioner wrote: 


“We are facing the early drafting 
of our only typewriter, adding ma- 
chine and Mimeograph mechanic 
and service man. He is in the father 
class subject to call about October 1. 


“We are purchasing agents for the 
government for surplus typewriters,” 
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(the buying part of the program now is com- 
pleted) “which we have to rebuild before they 
can be shipped out and we are called upon for 
service on all office machines in the fourteen 
counties we cover. The concerns include 100 per 
cent war plants, utilities, transportation com- 
panies, schools, churches, hospitals, United States 
Government offices, and industries more or less 
supporting the war effort, all of whose operation 
would be affected and the war effort impeded if 
their office equipment could not be kept in opera- 
tion. We know of only two other men in this large 
territory who can service typewriters and none 
other who can service Mimeographs.” 
He was not complaining but wanted to know if we 
might assist him to locate a competent replacement. 
The furniture man was so disturbed by the late 
WMC and Selective Service ruling that he wondered 
if we might take leadership in organizing a group or 
act in behalf of a group to get both manufacturers of 
office furniture and their dealers on the essential list. 
He was apprehensive of what he called the terrific 
upheaval of employment in our field. Then he went 
on to say: 

“You and I know that vitally important as the 
machines are that manufacture the implements 
of war, the office force that correlates directions 
and unites this effort is just as important. Many 
purchasing departments of large war industry 
plants are dependent upon the knowledge of the 
suppliers to obtain scarce merchandise to solve 
material and supply problems. Our business is so 
tied up with the war effort that I feel if our case 
were presented properly, we could stand a very 
good chance of being listed as an essential.” 

We do not expect any group of dealers to be put in 
an essential classification. That is reserved for pro- 
duction rather than distribution. 


Locai Dealer Granted “Essential” Rating 


A local stationer has the agency for a machine which 
has been installed in numerous defense plants in the 
Chicago area. Several hundred of the machines are in 
use. Recently the man who services this equipment 
was called before his draft board. He is married and 
has one child. His employer explained the importance 
of the work and he was given a six months deferment, 
during which time the employer was supposed to find 
a replacement. The task of finding a new service man 
was turned over to the United States Employment 
Office but without result. The employment office re- 
ported to the draft board and the deferment was made 
permanent because the young man was engaged in 
the “servicing of essential office equipment.” Further- 
more the business itself was classified as essential. 

The standard of living in the United States is based 
upon several important factors, free enterprise being 
one of them. Free enterprise leads to 
the development and liberal use of mod- 
ern systems and equipment. Industry 
provides the means to furnish the goods 
that make our plane of living possible. 
Give it the green light and the standard 
goes up. Industry makes us better citi- 
zens. Products of our own industry make 
for better business. More than that, they 
make big business possible. 

Industry, to be profitable, must also be 
aggressive. Business cannot long endure 
that does not keep itself reasonably well 
up te date. The office of 50 years ago 
had a minimum of mechanical equip- 
ment and few of the supplies that are 
essential today. Many business letters 
were written in longhand. Mechanical 
addressing was practically unknown. 
Mechanical duplication was used on a 
1943 
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small scale. Records were kept in bound books. Some 
executives’ desks I have seen for that period were 
large and cumbersome, with heavy superstructure and 
full pedestals, some of them having special compart- 
ments with separate doors on the side in addition to 
the drawer openings on the front. Loose leaf was no 
necessity 50 years ago; neither was the typewriter, 
the adding machine, the vertical file, the posture chair, 
fluorescent lighting, nor 101 products essential to the 
office today. Unknown, no one could show they were 
needed. 

One day recently I made two interesting calls. In 
the morning I stopped at the office of a company that 
was established in the nineties to make one article— 
an aluminum sheet holder. No one can deny that that 
company’s products today, which consist mostly of 
loose leaf goods, are essential. Business cannot o 
ate without them. After lunch I called upon an elderly 
gentleman who had come to Chicago 50 years before 
with the first model of an addressing machine. It con- 
sisted principally of rubber type mounted on a rubber 
belt. That machine now is essential equipment in 
hundreds of thousands of offices. It is essential to 
commerce, to public utilities, to government. 

More than 50 years ago Thomas Edison invented 
what he named the Edison Electric Pen and Press. 
The electric pen employed a rapidly vibrating needle- 
point which, held in a vertical position and guided 
slowly over a sheet of paper, left a series of minute 
perforations in its path. The perforated paper thus 
became an autographic stencil from which copies were 
made. The need for duplicating in that day was so 
great that over 60,000 Edison electric pens were in use. 
Then a young Chicago lumber dealer conceived the 
idea of writing with an awl on a sheet of waxed paper, 
thereby creating a stencil from which copies could be 
made at a rate of two or three a minute. Thus was 
established an idea by which was achieved a great 
convenience and economy in the realm of business and 
elsewhere. Today duplication is indisvensable to busi- 
ness offices, schools, government offices—everywhere 
that information must be disseminated rapidly and 
economically. Normally, I should estimate that 2,000 
dealers sell stencil and spirit duplicators, with a larger 
number selling stencils, inks, paper and other dupli- 
cator supplies. 


How Tools and Systems Become Essential 


The prime obligation of our industry is the applica- 
tion of science to the affairs of the business office. 
That might be called a division of technology, which 
is the application of science to the affairs of men. 
Scientific instruments and systems, if they serve some 
useful and practical purpose, quickly become essential. 
New ideas are developed and put into concrete form. 
They not only are accepted by business but become an 
integral part of it. They are taken into account in 
business organization. Business, including the business 
of government, can no more operate today without 
the many products devised to facilitate the handling 
of office routine than we could hope to win the present 
war by the 1917 and 1918 standard. Without modern 
equipment census would be a thing of the past. As 
a matter of fact, it would have been dropped 50 years 
ago had not the tabulating machine been invented. 

The principal functions of the office can be put 


(Turn to page 157, please) 


1. Ed Haller, John C. Krueger, Roy C. Clarke, George R. os 
ro - Caswell, R. G. Shelp. and Mike Aylwin. all of F. S. eb 
ster Co. 

2. Charles Lipman and H. D. Leach, both of George B. Graff Co., with 
the Graffco lighthouse between them. 

3. Arthur R. Jones, Office Equipment Co., Chicago: John Reinecke, 
Wood Office Furniture Institute; Marion Follin, manufacturers’ rep- 
resentative; Fred Deane, Gunn Furniture Co; O. D. Mann and 
Norman Gerth, both of Imperial Desk Co. 

4. H. J. Hampton, Indianapolis Office Supply Co., Indianapolis, Ind.; 
W. W. Welch, W. W. Welch Co.; Fritz Neumeister, e Daniels 
Co., Seamoges, Mich.; Ed F. Dodge, Johnson Chair Co., Clemco 
Desk Mig , and Polar Mig. Co. 

5. L. B. Harrah. Home Office Supply on Welch, W. Va.: Dan Con- 
sodine, Richard Best Pencil Co.; M. Zook and Tom Gillice, both 
of Rockwell-Barnes Co.; Ed Kuschbert, ‘Kuschbert Office Supply Co., 
Milwaukee, Wis.; V. A. Shaw. Home Office — ly 

6. Seated: P. J. Murrett. Ryan & Williams, Inc., Buffalo, N. D. 
Latsch, Latsch Bros., Lincoln, Nebr., 5 elect NSAy ‘Walter 
C. Guy. Arkansas Prtg. & Lithographing Co. Standing: Stanley L. 
Griebel, Yawman and Erbe Mig. Co.; Horace K. Kilham, Kilham 
Staty. & Prtg. Co., Portland, Ore.; Less Crowl, Blade Prig. 
& Paper Co., Toledo, Ohio; J. Ed Conlon, Rockwell-Barnes Co. 

7. Grant Howard, “ey & Stufft, Tucson, Ariz.; Mrs. Howard; Harry 
C. Anderson and J. Sprott, both of The Globe- Wernicke Co. 
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A Stationer Thinks Out Loud 


By CHARLES V. SINISGALLI 


Manager, 
R. P. Andrews Paper Company , 
Washington, D. C. 


EVERAL weeks ago, it was my pleasure to be 
talking with Charlie Garvin on the future outlook 
of the stationery and office equipment business. I was 
wholly unaware that I was doing some thinking out 
loud and that it was going to get me in this kind of 
trouble. But I am thinking out loud again now when 
I say I am happy to be able to attend this convention 
and to meet so many of my old friends in the business 
and to make new ones. In my conversation with 
Charlie, I stated it was my personal opinion that the 
future of this business looks very bright. However, 
we are confronted with problems on our post-war 
planning and right now is the time that dealers 
should be thinking on these problems. Before I pro- 
ceed, I want to warn you that if some of the things 
I say sound crazy, its because I come from the city 
of Washington, referred to as the Mad House. I am 
going to touch only upon problems that are connected 
with inventories. 


Hold Inventories Down 


Our inventories, I believe, should be carefully 
watched and kept down to a minimum consistent with 
the volume of business arrived at between normal and 
the abnormal times that we are now going through. 
There are a number of reasons for this, which I will 
endeavor to point out: 

Our inventory is made up of a great portion of 
substitutes and makeshift items. Please note I refer 
to substitutes and makeshift. My reason for this is: 
some substitutes are pretty good and others are just 
makeshifts. I want to name a few of these items to 
illustrate clearly to you the many reasons why our 
inventories should be kept down to a minimum. Let’s 
take the item of wood files that we now are offering 
our customers at prices (in letter size) ranging any- 
where from $35.00 to $55.00, exclusive of locks. Com- 
pare these files in regard to performance and dura- 
bility with the steel file that we sold before the 
war at a price of $30.00 and you can readily see 
what these files will be worth in your stock when 
the conversion has taken place and we again can 
offer better and improved steel files to our trade. 

Now let’s take post binders and ring covers. These 
items are now referred to as “Conservation” items. 
We are paying just as much, and in many cases 
more, than we paid for pre-war merchandise. Com- 
‘pare the construction of these with the pre-war 

inders and covers, and then think what they will 
be worth after the conversion. 

I do not want you to get the impression that it 
is my belief that the manufacturers of these items 
are taking advantage of the present situation, because 
I happen to know that it costs them as much, and 
in many cases more, to produce these substitutes 
than it did the pre-war items. 

Present vs. Post-War Merchandise 


We often hear repeated that we are not 


The dealer who maintains a school equipment and 
supply department is also confronted with inflated 
prices. In order to maintain established retail prices 
of various items such as memorandum books, com- 
position books, loose leaf fillers, and many other items, 
it has been necessary to cut down the count of paper 
that goes into converting these items. 


Don’t Get Excited 


It is pretty generally acknowledged that a number 
of items in our business are not so hard to obtain 
at the present time as they were 12 months ago. 
There are several reasons for this. In the equipment 
end of our business a number of outside manufac- 
turers went to the manufacture of office equipment 
for two reasons. 

One—the tremendous demand by the Government. 


Two—they could not get raw materials to manu- 
facture items that they have in the past unless 
they had Government contracts. 


Now we dealers are getting letters from these 
people, all stating that they have just finished a 
Government contract of many thousands of some 
particular item and they now have an amount left 
over that they are offering for quick sale at prices 
which seems below the present market. Because this 
equipment has been hard to obtain in the past 
months, we should not get excited and purchase in 
large volume. It stands to reason that if these manu- 
facturers are getting caught up on their orders, 
that our regular manufacturers are going to find 
themselves in the same position and we are going 
to be able to get the standard lines of office equip- 
ment, and shipments are going to be made in a 
shorter time. 

On stationery items that have been very critical, 
there is an indication of loosening up on deliveries. 
This is brought about by substituting under specifi- 
cations approved by the War Production Board. On 
these items we must be careful. We have needed 
these things so long that we are apt to go crazy 
in our buying when they are offered us with guar- 
antee of delivery, and without priority. As an illus- 
tration, about six weeks ago I had a representative 
of one of the manufacturers of stapling machines 
call at my office. He was all excited that his com- 
pany is now in production on a new model machine 
that the War Production Board had given them 
permission to manufacture, and that he could take 
an order from me up to five gross with guarantee 
of delivery. My reaction was immediate, that if this 
particular company could offer me five gross of these 
machines, I certainly could purchase this item under 
the new specifications from other manufacturers and 
thereby have an assortment that I could offer to my 

trade. Instead of buying five gross, 





confronted with inflation prices as we 
were after the last war. Many of the 
factory representatives make this state- 
ment, and are quite sincere in this belief 
because they have not given the matter 
much thought. I contend that practically 
every substitute item that we have to- 
day in our stock will at a later date rep- 
resent inflated prices. After the conver- 
sion has taken place and we have mer- 
chandise under the heading of substitute 
and makeshift, this merchandise will not 
be worth ten cents on the dollar in com- 
petition with the new and improved 
items that the manufacturer will then 
be in a position to offer us. Think of 
trying to sell fibre fasteners at $10.00 |} 
to $15.00 per thousand in competition 








which I would have been only too glad 
to do under the same circumstances 
twelve months ago, I ordered from this 
man a half-gross. I immediately placed 
orders with other manufacturers for 
Similar amounts or less and received 
merchandise in a fairly short time. 


Inventory Control 


Our inventories can be controlled by 
several methods. A record showing pur- 
chases over a period of time of our most 
active items is very a to keep. By 
this record you can easily arrive at the 
quantities you want to purchase to take 
care of your sales for a period of one, 
two or three months, whichever you 
decide upon. In the dealers’ store where 








with steel fasteners at the same price. 
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MR. SINISGALLI 


the purchase of stock is done by depart- 
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mental heads they can be instructed for what length 
of period the purchases should cover. That period of 
course, could be arrived at by the best judgment of 
the manager or the owner of that business. I know 
many dealers have such controls but I am afraid 
in the stress of trying to get merchandise they have 
forgotten them. 


Back-Order File 


The back-order file of the average dealer these days 
presents quite a problem because it is cluttered with 
orders that are anywhere from three to twelve months 
old. Many of these orders are duplications and many 
have been forgotten by the owner or manager of the 
business. I recommend an inspection of this file be 
made at least once a month. Orders should be care- 
fully analyzed. Those that represent sold merchan- 
dise that customers are waiting for can be placed 
back in the file. 

Stock orders, for the present time at least, that 
are three months old or over should be set aside and 
analyzed for duplication and for consideration of 
whether the merchandise called for on that order 
is still needed to carry on your business. 

If you will do this you will find that much of 
that merchandise has been received from other 
manufacturers and that you have plenty on hand. 

All orders out of this group of 90 days or over that 
you should decide should be cancelled, you should 
request an acknowledgement of canceilation from the 
manufacturer. This method is a protection not only 
to the dealer, but also to the manufacturer as it will 
help to eliminate the possibility of some shipping 
clerk filling the order when it actually has been 
cancelled. 

I believe we all have in the past few months 


1. E. C. Vevier, Vevier Loose Leaf Co.; Mrs. Vevier; Sidney F. High; 
Jean Peck; R. E. Beekman, manufacturers’ representative. 

2. William H. Brown, George Litchfield, Lou Koerner, A. A. Barth, 
and R. J. Freeman, all of Jasper Chair Co. 

3. Jack Haage, Blaisdell Pencil Co.; P. L. Wilson. Kansas City Staty. 
Co., Kansas City, Mo.; Charles H. Hucke, manufacturers’ repre- 
sentative: W. Cavanaugh, Jr., Henri Petetin Co., New Orleans. 

W. W. Cole, manufacturers’ representative; John A. Wagner, Lucas 
a Md., C. H. Flicker, Sanford-Hall Co., Jackson- 
ville, Fla. 


4. R. J. Freeman, Hoosier Desk Co. and Jasper Chair Co.;) Conrad 


Netzhammer, Northwestern Furniture Co., Milwaukee, Wis.; Allen 
Joseph, Jasper Desk Co., W. T. Powell, Myrtle Desk Co.; Guy 
Norman, Hoosier Desk Co.; Norman Gerth, Imperial Desk Co.; Dan 
Hanover, Hoosier Desk Co.; A. F. Kreig. Jasper Seating Co.; Joseph 
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received merchandise on orders that we considered 
were actually cancelled by the manufacturer. In 
some instances the manufacturer had written that 
the order was cancelled. It is true that in most 
instances this covered critical items and we were 
glad to receive the merchandise and have kept it. 
However, if this happens after the war is won we 
will all feel different. By keeping our back-order 
file up to date, I believe it will help to eliminate the 
repetition of what happened after the last war when 
cancellations and return of merchandise must have 
been a great hardship on the manufacturer. I think 
they are entitled to our thinking _— this line so 
a we do not have a repetition of what happened 
efore. 


Manufacturers 


In rambling about our post-war thinking, I might 
have given you the impression that our manufac- 
turers are responsible for some of the problems 
confronting us. If I have, I want to correct this, for 
I think our manufacturers have done a splendid job. 
They have come along with substitutes that have 
taxed their ingenuity, and when you consider the 
many materials that they have had to do without, 
you can’t help but admire them for the job they 
have done for us. This emergency has brought to 
my attention very forcibly how much the manufac- 
turers’ problems are ours, and our problems are 
theirs. I feel it is our duty to have our house in 
order so that our assets will be liquid, and thereby 
not become a burden on the manufacturer when the 
conversion period is with us. 

I believe the future of this business is very bright. 
When the war is won there will be a slight recession 
in business. There is bound to be, but I don’t think 





Brenner, Brenner Desk Co., Newark, N. J. 

5. E. B. Mason, Thomas H. Gibbons & Co.; E. T. Waters, Waters & 
Waters; Douglas Stewart. University Co-operative Co., . 
Wis.; Bert Bassett, Bert M. Morris Co.; Bill Smith, Ace Fastener 
Corp.; Bert Morris, Bert M. Morris Co. 

6. W. G. Jarchow, H. H. West Co.; Guy Boyd, Shaw-Walker Co.; 
W. E. Rossow, H. H. West Co.; Ted Kornmann, W. H. McNiff, and 
Charles Eckerman, all of Mastercraft Corp. 

7. John B. Sommers and George Desmond, both of Victor Safe & Equip- 
ment Co.; S. F. Jerue, McClain & Hedman Co., St. Paul, 03 
Allan e Murray and W. A. Rogers, both of Victor Safe & Equip- 
ment Co. 

8. C. W. Lofgren. Sanford Ink Co.; Parle Cooley, Bates Mig. Co.; 
Ralph V. Bishop. Office Supply & Prtg. Co., Cleveland, Ohio; James 
H, Davison, Jasper Office Furniture Co.; John Hanley, A. B. Dick Co. 
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ON THE OPPOSITE PAGE— 

1. Mr. and Mrs. Graham Orr, Mr. and Mrs. Walter Sheaffer, all of 
W. A. Sheaffer Pen Co. 

2. L. Jaffe, Artistic Desk Pad Co.; Mrs. Jaffe: Bert Reisler, Julius 
Bandes & Co.;: C Klicker, Sanford-Hall Co., Jacksonville. Fla. 

3. Seated: H. B. Van Dorn and Charles P. Mueller, both of ag 
Dixon Crucible Co. Standing: Thomas H. Wright. Rite-Rite te 
Co.; Robert W. Vater, William J. Otis C. Steele, J. P. 
Templeton, W. M. Van Dorn. and A. E. Berglund, all of Joseph 
Dixon Crucible Co. 

4. Walter Nichols, Weis Mig. Co.; William R. Kane and C. E. 
Reynell, both of Oxford Filing Supply Co. 

5. Bob Gemmell, Binney & Smith Co.; George W. Wustner, W. F. 
Murphy’s Sons Co., Philadelphia, Pa.; Tom Stagg, Hoskins Co., Phila- 
delphia; William G. Hintz, Wm. G. Hintz, Inc., Reading, Pa. 

6. Mrs. M. K. Taggart. Mrs. Harold W. Cramer, and Mrs. Ed F. 
McClure. all of Soneen City, Mo. Their husbands were is | 
behind them but the shutter of the camera slipped forward an 
the gentlemen were omitted. 

7. W. F. Mont Pas, Blade Prtg. & Paper Co., Toledo, Ohio; Roscoe 
Benge. Codo Mig. Co.; Mrs. Maxine Ohls. Blade Prtg. & Paper 
Co.; Chet Smith, Codo Mig. Co. 

8. Charlie Consodine, W. H. Greenleaf, F. E. Rising, Mort H. Chute. 
Jr.. and Mel G. Wheeler, all of Bainbridge, Kimpton & Haupt, Inc. 

9. Seated: W. W. Welch. W. W. Welch Co.; C. D. Ellison, Roberts 
& Son, Birmingham, Ala.; A. R. Frey. The Globe-Wernicke Co.; 
Richard Pomerantz, A. Pomerantz & Co., Philadelphia. Pa. Stand- 
ing: William J. Schroeder, Walker, Evans & Cogswell Co., 
Charleston, S. C.; F. J. Henckel, Angle Steel Stool Co.; Alex Pat- 
terson, Alex Patterson Co., Birmingham, Ala.; H. E. Monroe, Bizness 
Equipment Co., Huntsville, Ala.; George R. Stuart, Orlando Type- 
writer Exchange, Orlando, Fla. 

10. Seated: Stanley Griebel, Yawman and Erbe Mfg. Co.; E. K. Niel- 
sen, Sylvester & Nielsen, Appleton. Wis.; Earl Scott, Goldsmith 
Book Staty. Co., Wichita, Kans.; Clayton L. Williams, Ryan 
& Williams Co., Buffalo, N. Y. Standing: Marion Follin, manufac- 
turers’ representative; Guy Norman. Hoosier Desk Co.; Henry C. 
Mayo, Monroe Office Equipment Co., Monroe, La.; V. B. Russell, 
B. F. Goodrich Co.; P. a. Tieeett, Ryan & Williams Co. 

11. Seated: R. C. Moore, Columbia Ribbon & Carbon Mfg. Co.; Bill 
Clegg. The Clegg Co., San Antonio, Tex. Standing: T. G. Duggan, 
D. E. Stephens, and Henry Holmes, all of Columbia Ribbon & 
Carbon Mig. Co.; Fred Neely. F. W. Neely Co., Chicago. 

12. Seated: W. J. Sunderland, Universal Paper Products Co.; Harry 
Balch, Quality Park Envelope Co.; Harry Short, Columbia Art 
Works Co. and Oakville Co. Standing: George Holt, W. A. 
Sheaffer Pen Co.; Al Nordstrom, Smead Mig. Co.; Edd Dawson, 
Koch Bros., Des Moines, Iowa. 


Becker, 


it will be long. This period I prefer to call the 
conversion period. We face a different situation than 
we did after the last war. We will be called upon 
to fill a need for office equipment that has not been 
obtainable for the duration. We also will be called 
upon to replace the substitute and make shift items 
that I have been talking about. I would like to list 
just a few of the opportunities that will be offered 
to the live wire dealers: 


Wood files can be shifted to the use of transfer 
ae and replaced with the new and improved steel 
es. 


The swivel chairs that we are selling to-day will 
offer us an opportunity for replacement, or to sell the 
new swivel assembly that can be easily attached 
to the bottom of the chair. 


Safes are an item that have not been available 
to the average user for the past two years. In this 
period new business firms have been established, 
which today are without fire protection for their 
valuable records. This item alone will offer us oppor- 
tunity for sales for a period of several years at least. 


All substitutions will have to be replaced. I expect 
that the manufacturer will offer us new lines with 
improvements and sales appeal that in themselves 
will create sales for us. This same situation is going 
to exist in other lines of business, all of which will 
contribute to the prosperity of our business. 


In closing I want to suggest that we stop thinking 
about sales volume and concentrate our efforts on 
plans that will bring our business to the prosperous 
post-war period in a sound financial position. And 
do not forget that the condition of our inventories 
will play a major part in bringing this about. 


Security of War Information 
By MAJOR ALBERT J. STOWE 


Joint Security Council 
G-2, War Department 
Washington, D. C. 


T IS not only because through long experience I 

know stationers are an exceedingly influential 
group in every community that I am glad to talk with 
you today. Over and above your prominent and envi- 
able place in America’s business life, I choose to 
regard you as also a typical cross-section of relatives 
of loved ones in military and naval service ... and 
as such very greatly concerned with swift and decisive 
victory, anxious indeed for the ultimate return of 
those who are precious to you and to your neighbors. 

A young American soldier arrived safely in Australia 
aboard a troop ship. Naturally, one of the first things 
he did was write a letter home. “I can’t tell you where 
I am in Australia,” he said, “so Ill just write about 
what I did today. Among other things, I paid a call 
on the local minister of our church in the town we’re 
near. He was very nice—his name is J. J. Chappell— 
and we had a fine visit.” 


she lived in... know that her son had been sent to 
Sydney and how clever he had been in letting her 
know about it 

Now, there are a lot of things to be learned from 
just that one story—and it’s a true story. It reminds 
me of one of those picture puzzles with the question, 
“What’s wrong with this picture?” The more you look 
at it, the more you see what’s wrong. 


What the Story Revealed 


For one thing, it illustrates a very common mistake. 
The mother of that soldier in Australia thought, “It 
doesn’t do any harm to tell where he is. Everyone 
knows we have troops in Australia.” Which is true. 
The Japanese know it very well. But how many? And 
where? 

Australia’s a huge country—and suppose the Japa- 
nese were planning an attack, say at 





The soldier’s letter was censored, of 
course. But the censor wasn’t all-wise; 
he wasn’t all-knowing. And the letter 
looked perfectly harmless to him so he 
passed it. But the soldier’s mother knew 
something the censor didn’t. She knew 
why her son had mentioned the pastor’s 
name. And she immediately got out the 
church directory. Because she knew it 
contained a complete list showing the 
name and location of every minister of 
that church in every foreign country. 
She soon found the name, “J. J. Chap- 
pell” ... and directly underneath it she 
read “Sydney, Australia” ...as her son 
had known she would when he wrote 
the letter. In a very short time, the rest 








Darwin. They’d be very glad to know 
that the new American troops had been 
landed at Sydney, countless miles away. 
But if they weren’t sure where those new 
troops were ... they might be forced to 
hold off on an important attack. That’s 
why that soldier was told ... “You can 
say you’re in Australia, but you mustn’t 
tell where.” And when he evaded the 
censorship . and when his mother 
spread the news back home .. . they 
were both risking the lives of many 
American soldiers. 

The Army and Navy do not censor 
letters just to be mean. There is an im- 
portant life and death reason for mili- 
tary censorship. And when it’s evaded 








of her family .. . both of her neighbors 
... and most of her friends in the town 
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.. Somebody . . . somebody dear to you, 
may die as a result. 
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Another thing that story shows us—that just because 
a man is in uniform it doesn’t necessarily mean that 
it’s safe to repeat the things he tells you. A lieutenant- 
colonel was recently relieved from duty, competent 
though he was at his work, because he couldn’t resist 
the temptation to show how important he was by 
talking about what he knew. And when you remember 
‘hat most of our soldiers were only recently civilians 

. . you'll see why it is that they often don’t realize, 
anymore than anyone else, what they shouldn’t talk 


about. 

But after all, the mother of that soldier in Australia 
might say: “What good does it do the Japanese 
or the Germans, to know where one soldier is?’ Well, 
there are only so many divisions in the American 
Army. And in each division there are only so many 
regiments ... and battalions .. . and companies. I 
can assure you that the Germans and Japanese and 
every one of our enemies has a complete file con- 
taining every scrap of information they can lay their 
hands on .. . about every division, regiment, battalion, 
company and every other unit they can possibly get 
information about. Names of officers, with their per- 
sonal characteristics, habits, peculiarities and every- 
thing else they can learn. Names of as many enlisted 
men as they can learn. Type of training the unit 
has had. Where it has been, where it is now, where 
it is going—everything they can possibly learn. Believe 
it or not, the name of your son or husband or brother 
or whoever you know in any of the armed services 
and whatever his duties and rank .. . may actually 
be on file in Berlin or Tokio. By mentioning the name 
and location of one man, no matter who he is, you 
may actually give away the location of an entire divi- 
sion. 


“Harmless” Information May Be Important 


The point is this. Information that may seem to you 
completely harmless, trivial, unimportant and useless 
to the enemy ... may be just the reverse. It may 
seem that the most unimportant information you could 
possibly give the enemy is the location of one soldier. 
Yet I’ve shown you how it could be of great value to 
the enemy. And the same principle applies to all 
sorts of other information. You may not realize it 
could be of any use to the enemy... yet it could be 
very important knowledge. 

And there in a nut shell is the answer to the ques- 
tion so many people ask, including undoubtedly the 
mother of that soldier in Australia. “How could / 
give away valuable military information? I don’t know 
any! All J know are the most unimportant bits of 
information you could imagine.” 


Well, that widespread belief is the reason our 
enemies are getting so much valuable information 
directly from the American people themselves. Amer- 
icans wouldn’t talk about information they thought 
was important. It is the unimportant, “harmless’’ 
‘things they talk about. And that is just where and 
how the Germans and Japs are getting so much help. 
What you know is important ... even though you 
don’t know why. You see... if our enemies depended 
on getting whole secrets directly from a single source 
... they wouldn’t learn much. But that isn’t how they 
work. They’re very happy to get a tiny fragment of 

(Turn to page 161, please) 


1, A. J. Markelz, The Book Shop, Joliet, Ill.; P. G. Picknell, Haines & 
Essick Co., Decatur, Ill.; M. T. ““Binx’’ Weingaertner, Egyptian Staty. 
Co., Belleville, Ill.; Matt Dillon, Associated Stationers Supply Co. 

2. Kenneth Moak, S. M. Babson. Parle Cooley. and Hendricks Lyles. 
all of Bates Mig. Co. 

3. Sol Gould, Metalstand Co.; Mike Corwin, Arthur Lawless, and Irwin 
Avrick, all of Agency Paper Co.; J. Wolfe Goldman, Metalstand Co. 

4. Seated: S. M. Babson, Bates Mfg. Co.; James M. Caraill, James M. 
Cargill Co., Savannah, Ga.; Kenneth Moak, Bates Mig. Co.; E. J. 
Lessard, Lessard Prtg. & Staty. Co., St. Louis, Mo. Standing: Ted 
Barthel and Fred Reitzel, both of Boorum & Pease Co.; Earl Prentzel. 
Speed Products Co.; Harry R. Sheppard, Pittsburgh Staty. Co.., 
Pittsburgh, Pa. 

5. Gilbert H. Bosse, Imperial Desk Co.; W. M. Small, Johnson Chair 
Co.; Jack Minor, Kendrick Furniture Co., Ch'cago: H. G. Reeves. 
Jacquin & Co., Peoria, Ill.; A. R. Stringe, Commercial Furniture Co. 

6. O. D. Mann, Charles Stieglitz, E. H. Finegan, Norman Gerth, and 
G'lbert H. Bosse, all of Imperial Desk Co. 

7. Roger Lambert, Orville Crisman, Harold Johnson, Alita Hertmann, 
Gustave Lefcourt, E. B. Pyle. George Wilkerson, and John J. Shulda. 
all of Wells Office Furniture Co. 

8. Howard Spencer, Rand McNally & Co.; H. C. Hooks and John R. 
Davies, both of Moore Push-Pin Co.; Harry Clow and Harold Fried- 
lander, both of Rand McNally & Co. 

9. Harold Edgren, Ralph Larson, Roy Edgren, and Maurice Cowan, all 
of Corry-Jamestown Mig. Corp. 
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Inventory Limitation Order 
By H. G. HORDER 


Horder's, Inc. 
Chicago, Ill. 


L 219 IS one of the many limitation orders to which 
this business and the manufacturers in this busi- 
ness have been subject. It has probably had less at- 
tention than any WPB limitation order. Its applica- 
tion is to merchants, wholesale and retail, with sales 
of over $100,000 a year and/or inventories of $50,0U0. 
These figures are all-inclusive. The basis is arithme- 
tic—the averages you had in 1939-1941, inclusive. 
The arithmetic is set up in the act and is based 
upon stock carried, sales made and turnover obtained 
in the period indicated. These figures determine the 
inventory you are now permitted to carry. The figures 
work out to an inventory materially less than that 
now carried by most dealers. I think the regulation 
applies regardless of the fact that many regular lines 
are now missing. In many cases it requires that the 
inventory be cut in two from its high point of prob- 
ably a year or so ago. That is a very sizeable job. 
It works out like this: If you had a turnover in the 
period mentioned, 1939-1941, inclusive, of four times, 
you must, in effect, have a turn-over of four times 
today. If you do not, the arithmetic works out in such 
a manner as to provide you with less inventory. There 
are two salient figures in this order: First, the in- 
ventory you must report, if you are a controlled mer- 
chant having a hundred thousand dollars sales and 
over $50,000 inventory. You must report quarterly. 
Having reported, and being controlled, you work out 
for yourselves by arithmetic your allowable purchases 
by quarters. These purchases may be divided into 
three parts, and under the law are receivable each 
month one-third of the part required, not one-third 
of the first month, or one-third of the second month, 
but one-third only of the quarterly quota. If you 
receive more than you are allowed to receive, you 
will automatically have a greater inventory than you 
should have at the beginning of the next quarter and 
are thus subject to the penalties set up in the law. I 
am not sure that WPB has enforced any penalties. I 
am not sure that they intend to, but I think they 
will before long. They have been waiting for history. 


Industry Inattentive to L-219 


What impresses me about this order is that while 
our industry pays litle attention to it, the larger in- 
dustries are tremendously interested. Manufacturers 
with inventories of fifty, seventy-five or a hundred 
million dollars have been working hard on protecting 
themselves against any penalties that might be ap- 
plied. Theoretically, if you are over-inventoried, or 
receiving more than allowable, you are in a position 
of being ordered not to buy anything. I think much 
more attention should be given this. The elements 
of difficulty here are somewhat obvious. In the period 
taken we had normal deliveries from factories, a nor- 
mal type of help, experienced people to buy and to 
fill orders. All the mechanics of the situation were 
normal, and we obtained a normal turn- 
over. Now they expect us, in abnormal 
times, with poor help, not enough mer- 
chandise, and so on, to do in abnorma! 
times what we did in normal times. If 
we do not, we will go into a downward 
spiral and year after year will be per- 
mitted to carry less and less inventory. 
With less inventory comes less sales, and 
as a consequence less inventory again. It 
puts a very definite limitation on vol- 
ume. You can sit down with a pencil, 
take your inventory, mark it up and ar- 
rive at annual volume. If you go beyond 
that annual volume, you are likely to go 
beyond the limit and be subject to 
penalty. This puts a premium on effi- 
ciency. It must be in the office records, 
in your stock records, in your warehouse 
procedures, and all those things which 
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have to do with getting the merchandise in and not 
out. If you do not get it in properly, you won’t be 
able to get it out. 

There are many by-products to this which are en- 
couraging. Since it imposes upon a merchant more 
attention to his inventory, it puts him in a position to 
clean house. Any merchant with this order, and who 
claims to live up to it, while he may be hampered, 
will never be caught, when the thing is over, with mer- 
chandise he doesn’t want. The first thing he gets rid 
of is “cats and dogs.” Who would want things that 
turn over once a year, when he could have things 
that turn ten times a year? So the great by-product 
is increased efficiency in current operation, and con- 
sequently a position at the time when the fall comes 
of high cash and low inventory, which all of us will 
certainly want. I think we should pay more attention 
to this order than we have, and I think the smaller 
merchants would be smart to do what the larger 
merchants are doing. 

There are some things to say about the other limita- 
tions which are being imposed constantly. Manufac- 
turers themselves are conscious of being subjected 
constantly to new orders. Their 60 per cent order 
may now be going down to 50 per cent, all of which 
means they have a very definite problem. Since this 
problem has become serious it has been aggravated 
a Be public reaction, of which WPB has taken careful 
note. 


Discrimination Against Small Merchant 


There is a general opinion apparent in the United 
States among the smaller merchants in every line that 
the small man is being discriminated against by man- 
ufacturers. During the recess of Congress these small 
people saw their congressmen, and they wrote letters 
to the departments of Government, which gave serious 
consideration to this allocation matter. The natural 
thing is for the small merchant to feel he is dis- 
criminated against, and that the big merchant gets 
more than his share. I came from one meeting where 
it was proved that this is not only not so, but cannot 
be the case. A small merchant in the soft goods line 
complained about getting sheets, which are scarce, 
and said that the large merchant could get all he 
wished. The large merchant’s reaction was, “I place 
an order for $1,000,000 worth of sheets, a mill produc- 
tion order. The mill has it on a production basis, and 
therefore I got a production price. You place an order 
for $100,000, and you are quoted the regular manu- 
facturer’s price. But I cannot get any sheets, because 
they do not sell a million dollars worth of sheets. 
They cannot deliver the larger quantity and anyway 
they want to sell in smaller lots at higher prices. Con- 
sequently, your order is filled and mine is not.” I 
thought that was a good refutation of the general 
statement that the small merchant is imposed upon. 

There will be WPB hearings soon, at which mer- 
chants in various sections of the country 
will be invited to tell their stories as to 
their beliefs concerning discrimination. 
If the stories are such that the agencies 
and Congress feel the small merchant is 
being discriminated against you can ex- 
pect another law on the subject. If you 
get another law, you will have many 
more papers to fill out, and that won’t 
be good for any one. If you are invited 
to go to these meetings, I recommend 
that you state what you believe to be a 
fact. State it fairly, because if there is a 
misstatement on the part of the small 
merchants in all lines, there may be a 
law that will hurt them more than the 
large ones. 

I might observe that from my con- 
tact with this kind of work in New 
York and Washington, I came away 
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with the belief that the Government agencies, and 
especially the WPB in its Wholesale and Retail Divi- 
sion, is doing an excellent and honest job. Since it 
has been in charge of Mr. Whiteside, who is a business 
man, it has been attempting to protect business. The 
men who work for Mr. Whiteside, the men who head 
up these various branches, while not practical men, 
are able and fair men. I think we could congratulate 
Mr. Roosevelt for having placed in that position a 
man of the quality of Mr. Whiteside. He was at the 
head of Bradstreets, understands business, believes in 
short-cuts, is a man of few words. He has many 
people running interference for him, but he always 
has the ball. 

It is encouraging, just the fact that the Govern- 
ment, through WPB, and through the Wholesale- 
Retail Distribution Division, is endeavoring to do an 
honest and fair job. They have a brief neither for the 





small nor the large merchant; their brief is for the 


ultimate consumer. Their attempt is to get a dis- 
tribution of constantly lessening consumer goods which 
is widespread enough so that each consumer in the 
United States will have fair access to the goods. That 
is all they are trying to do, and they have no axes 
to grind. 

There are many shortages which they mention, 
potential shortages. One that affects all of us is the 
potential shortage in containers. That will be the 
shipper’s greatest problem in the next six months. It 
is suggested you not only find containers, but store 
them, and save every container by opening it carefully, 
so it can be closed again. If you do not save con- 
tainers, you will be in a bad position to ship. Lack 
of containers in our business is a serious thing. 

Generally speaking, I believe if we pay attention to 
L-219, it will do us good and not harm. 


Getting Ready for the War's End 


By CHARLES M. MARSHALL 


lvan Allen-Marshall Company 
Atlanta, Ga. 
Past President of NSA 


PS  ccamadel all I can do is stress a few points already 
brought out that apply to your business and mine, 
and I will try to talk in the way the average merchant 
talks, for you and I are average retailers. 

Harry Horder brought out a most excellent point, 
and that is to begin now to level off your inventories. 
The big show is over. This big business that we have 
had is just about on the wane. We won't have a whole 
lot more of it. It is going to return to more normal 
sales. As you get your inventory down, you will in- 
crease and better your cash position, and that is a 
very important thing in the next fifteen months. Put 
it in Government bonds, or where you can get to lt 
quickly. _ 

When this thing is over there are going to be goods 
thrown back on us. It is estimated the Government 
will have an inventory of $65,000,000,000. That is more 
merchandise than the whole nation sells in a whole 
year. I do not think that it is all going to come back 
on us. Undoubtedly we shall still have a big army and 
big navy, and the Government will keep a large part 
of it for a long time, but some of that merchandise 
will be released. If we are smart, and have confidence 
in one another, we can absorb a large part of that 
.merchandise when it comes back. Perhaps we can 
call on others, our neighbors around us, and we can 
buy that stuff. It doesn’t alarm me a great deal. The 
heavy goods do not alarm me, because they will be 
worn out, and they were cheap stuff to start with. It 
will be stuff our regular customers won't use. 

The co-operation we get from the manufacturers 
is wonderful. One said to me yesterday, “I wouldn't 
send in any more orders now. We could use your 
orders but we are working on a new line, and the 
goods you have on hand will be obsolete. We must 
make them obsolete. Our goods are go- _ —— 


of us to do a better selling job, a bettery inventory job 
—and, incidentally, your inventories will have to be 
better controlled after this war than ever before. That 
is a bright picture, because it is a challenge, to con- 
trol our inventories and do a real merchandising job. 

Undoubtedly we are going to have more Government 
control, and nobody is more sick of it than I am. 
Sometimes I think it is unfortunate we had to have 
this war come under the New Dealers. While we are 
all loyal to the Government and to the Army and the 
Navy, most of us feel they have hoarded the merchan- 
dise and we are not able to do the job we should do. 
A lot of us realize that we have gone a little crazy on 
this policy of getting goods out of the country. The 
neighbors north and south of us can get about every- 
thing they want. In Canada and Mexico both there is 
merchandise we cannot buy here. I think we will be 
left with Government control. 


Social Gains Will Be Retained 

When we speak about individualism in this country, 
we are sometimes met by the statement, “Well, look 
at 1930 and 1933; what do you say about that?” We 
are going to retain a lot of our social gains. I think 
we should. We are going to have old age pensions and 
social security compensation. The Government is going 
to do all it can for the common man. That is as it 
should be, I suppose, and whether we like it or not, 
it is here to stay. 

We have 16,000,000 in the submerged class where I 
come from. Those people must be recognized, taken 
care of, and be given a better chance. We are going 
to take the boys and girls and train them after the 
war. We are going to give them a job and a chance. 

I think all of us will have to do that. 





ing to be better made, better tailored, | 
will be goods you can do a better selling 
job on.” That shows what wonderful co- 
operation we have from the manufac- 
turers in our business. When a manufac- 
turer tells you not to buy, that is really 
unselfish. 

Another thing, this stuff we will have 
on our hands won’t be worth much. Your | 
transfer cases and swivel chairs—you | 
will have hard work getting rid of them. | 
The manufacturers are looking forward 
to changing designs and models. 

When we get through with this war, 
we are going to be in a tight competitive 
Situation. We have the skill, experience 
and background, we have accumulated 
resources, and we welcome that compe- 
titive situation. It is a challenge to all 
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MR. MARSHALL 


| When this war is over we will be in 
a new economic set-up. If you don’t be- 
lieve it, talk to your son, just out of col- 
lege. Business is going to be done on a 
different scale, and perhaps we can’t 
carry the ball. We may have to turn it 
over to the younger people to do a better 
job than we have been able to do. But 
| with the equipment we have built up, 
| With the things we can turn over to these 
young people, and with a going business 
I think the office equipment and sta- 
tionery business in this country is just 
at the beginning of one of the most pros- 
perous eras it has ever known. I cannot 
see anything else. I think our industry 
will be one of the best industries in the 
country, although it is one of the small- 
est. It is going to be a money-mak- 
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ing industry, it is going to be a service and selling 
industry, something that will challenge all of our men 
engaged in it. I think the whole set-up will change. 
I do not believe these boys and girls coming out of 
college will be content to work under the same situa- 
tion you and I came up under. I think they are going 
to receive a part of your profits. I think you will have 
to divide your profits with these boys, will have to 
open your books to them, and while I am not a com- 
munist or socialist, that is one of the things I see in 
the near future. We cannot conduct our businesses 
as we have in the past. Letting them in on your busi- 
ness, giving them a part of your profits, will increase 
your profits and your sales and your business, because 
they will all have their hearts in the business. 

As Mr. Gardner said, the way out of this thing is 
increased productivity. I think that is one way to 
increase it. 

Getting back to the bureaucrats, there will be a re- 
vulsion against their type of government. Business 
won’t stand for it. We will retain some Government 
control, it is true, but while we go along now loyally 
with the war effort, we will not continue to stand for 
the kind of Government we now have in Washington. 
Some see a change at the next election. I do not know, 


but anyhow, when this war is over, you will see more 
of a demand for local self-government, states rights 
and state controls, with less control from ebagrigy 

When our boys come back, we are going to have 
strong young citizens, well-trained young men who 
aren’t afraid of a buzz-saw, fighters who have been 
trained to fight, trained to do a job, trained to do 
what they are told to do and do it well. To me we 
are just going to have the finest boys this country 
has ever known in these nine or ten million now in 
military service. We must take care of those boys. I 
hope every firm will take every boy back who will 
— back. I know we will be glad to have our boys 

ack. 

The competitive situation we are going into is going 
to call for better management, trained management. 
It is going to call for more skill in the conduct of our 
business. It will call for better control over our in- 
ventories, closer supervision of our stock, and better 
analysis of what customers are buying from you and 
what they are not buying. We will have a better sales 
record after the war than ever before. There will be 
a demand for new goods and new materials. It is a 
picture I can hardly wait for. I see a very bright 
future ahead for this business. 


Fountain Pens 
By GEORGE C. HOLT 


Assistant General Sales Manager, 
W. A. Sheaffer Pen Company, 
Fort Madison, lowa 


R. PRESIDENT, Ladies and Gentlemen of the Con- 

vention: At Philadelphia something happened 
that I think about ten salesmen have been trying to 
laugh down ever since. One dealer sent a young lady 
who manages his pen department over to the conven- 
tion to see the representatives of the different pen 
companies, and to sell them on the idea of how badly 
she needed pens. She cornered several of the men, 
including our representative, and finally cornered me. 
We all told her our story as best we could. The next 
day she met Tom Stagg, and Tom had noticed she was 
talking with the different pen representatives, and 
he said, “Did they tell you a lot of white lies?” She 
said, “White lies, Mr. Stagg? The lies they told were 
in technicolor.” 

We are living in the fastest-moving, fastest-chang- 
ing country in the world, because of one thing—the 
American public is so willing to accept the new and 
drop the old. Any one who has traveled in Canada, 
England, France, anywhere over the world, recognizes 
that those people are different, because they do not 
accept the new things quickly. They have a tendency 
to hold to the old. We today are starting the founda- 
tion of a new American tempo. After the last war we 
had what was called the “Jazz Age.” I don’t know 
what they are going to call this new one, but, by com- 
parison, if the “Jazz Age’’ was fast, then this age is 
going to move with the speed of a fighting plane. This 
new age will originate and start the next 


of every man in our industry, not only the pen com- 
panies. I think we have taken care of the dealers in 
good shape under the conditions. Please understand 
when you ask us for fountain pens. You know human 
nature. We are salesmen. We would love to take the 
order. It is the most difficult thing in the world to 
stand first on one foot and then on the other, and talk 
with you gentlemen without some sort of a promise. 
But if you were in our place a few minutes, I am sure 
you would begin to realize what the situation with 
us is. 

A week ago Saturday I was called up by a company 
that we are manufacturing some instruments for—I 
can’t tell you what kind because they are secret. They 
wanted our president and myself, because I had been 
handling the details of the transaction, our production 
superintendent and the head of our engineering de- 
partment, at 9:30 in the morning, to be in this certain 
place. They had a delegation of men from Washington 
—Navy officials. They had us there from 9:10 until 
4:30 in the afternoon. They asked all the questions 
about our industry they could possibly think of. They 
wanted to know how many people we had manufac- 
turing pencils, how many pencils we were allowed to 
make by the WPB, how many men and women we had 
in the Pen Division, how many in the Fuse Division, 
how many in the Plug Division. When they got all of 
those figures, some of those men from 





page of history. 

Bankers today are not particularly 
worried about the financial condition of 
the different companies; they are not 
worried about what is going on today. 
They are concerned with the men who 
are leading those companies, and they 
want to know whether or not those men 
will have the ability to foresee the future 
properly and to organize their companies 
to meet what is going to take place to- 
morrow. Bankers admit that the infor- 
mation which they have on industry is 
essentially obsolete, that the information 
they have on this or that industry is 
today just a mass of figures because to- 
morrow they do not know what it will be. 

In our industry I think we have done = 
a good piece of work—and I am speaking 
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Washington, after putting us on the spot 
and getting all this information, led up 
to the fact that these particular instru- 
ments were going to be used in many 
different places, on many different war 
planes, and so on. And, inasmuch as we 
had promised to manufacture 5,000 sets 
per month, they saw no reason why we 
did not have the manpower to manufac- 
ture 10,000 sets per month; they saw no 
reason why pens or pencils were neces- 
sary; they are not listed as being essen- 
tial on any list in the United States. We 
had quite a session, because, in the first 
place, I had the very delicate task of 
telling these men from Washington in 
a nice way—because you couldn’t slug 
—that 5,000 sets a month on this par- 








MR. HOLT 


(Turn to page 166, please) 
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Local Associations 
By WOODSON P. WADDY 


Vice-President 
Everett Waddey Company 
Richmond, Va. 
Auditor of NSA 


ENERAL Manager Garvin must have known my 
weakness when he asked me to say a few words 

in behalf of local stationery associations. For years it 
has seemed to me that the stationers at large have 
failed to realize the full benefits to be obtained from 
a close, well-organized local association. I realize that 
nearly all of our larger cities have local associations 
but many of these do not function frequently and 
some excuse themselves with one big dinner a year. 
My idea of the proper way for such an association 
to function is, first—a required meeting, at least once 
a month on a specific date, say the second Thursday 
or the first Monday. It should be attended by the 
boss himself with the head of the store to assist him. 
It’s a plain case of the old negro’s prayer when in his 
distress after explaining at due length the situation 
he calls for help, urgent help and implores the Lord 
not to send his son this time but to come himself. It 


1. W. E. Wintrich, Mrs. Wintrich. and Bill Boyd. 
ucts, Inc. 

2. Seated: W. R. Diehl, Diehl Office Equipment Co., Columbus, Ohio; 
Lt. (j.g.) W. R. Diehl, Jr.; Bill Hoge, The General Fireproofing Co. 
Standing: Chet Williams, Yawman and Erbe Mig. Co.; Lou Hoel- 
scher, Hoelscher Staty. Co., Buffalo, N. Y. 

3. Fred P. Seymour. Horder’s, Inc., Chicago; Mrs. 
Seymour. 

4. H. E. Manly, Manly Office Supply Co., Oklahoma City. Okla.; Miss 
J. R. Zachs, C-Thru Ruler Co.; Robert Nattenberg. Art Specialty Co. 

S. Seated: R. L. Smith. R. C. Strafford, Jr.. J. C. Kern. Standing: 


Matt Dillon; Mrs. 


4. L. Johnson, James Grecco. E. N. Sharp, W. P. Corbett. All of 
Hotchkiss Sales Co 
6. I. C. Baker, G. & - Merriam Co.; R. V. Maneval, A. W. Faber. 


Inc.; R. G. Burns, . & J. Sloane; J. z: Marshall, John A. Marshall 
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all of Acco Prod- 


should be an informal dinner meeting with plenty of 
time to admit free discussion of the various subjects 
brought up. 

At first you may be unacquainted but you soon learn 
that your competitor does not have horns and in fact 
has several redeeming features. You Know, all of us, 
I am told, even the worst of us, have some good points. 
Confidences are exchanged, small working committees 
are appointed, attendance will become nearly one hun- 
dred per cent and soon you are afraid not to attend 
being afraid you will miss something that vitally con- 
cerns your firm. If you are willing to put this much 
effort in the organization I predict you will have a 


surprising success. 


All human joys are swift of wing 
For Heaven doth so allot it 
That when you get an easy thing 
You find you haven’t got it. 





Co., Kansas City. Mo. 

7. Seated: L. M. Brown. A. C. Van Horne. Standing: W. J. Carroll, 
J. A. McWilliams, Thomas McElroy. All of Eberhard Faber Pencil 
Co. 

8. oy Burger, I. M. a ~~ Sid Kurlan, all of Art Steel Sales Corp. 

9. R. A. Cramer, Jr., . A. Cramer, Sr., both of Cramer Posture 
Chair Co. 

10. Lee M. Lowe. Office Equipment Co., 
Browne-Morse Co.; Ray Jones, Office Equipment Co.; 
and Bill Brown, both of Browne-Morse Co. 

ll. Mr. and Mrs. William J. Dalton, with Barbara at the left and Carol 
in the foreground. 

12. Pat O'Connor and Norman Watts, both of Office Equipment Co., 
Louisville, Ky.; Lou Wingert, Defiance Sales Corp. and General 
Pencil Co 


Chicago; Frank Morse. Jr.. 
Matt Massot 
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Never mind how ugly a competitor may be, or how 
ugly he may act, it’s better to have him in the asso- 
ciation than out. You can at least reason with him 
if he is there and you can do nothing with him if he 
is not. You must have as nearly as possible a one 
hundred per cent association to reap the fullest meas- 
ure of success. Nor should a local association in this 
time of war relinquish its effort for an instant. On the 
contrary they should continue to meet regularly and 
more frequently if possible. War restrictions and other 
problems are coming up daily that require a revision 
of thought and practice and this makes all the more 
necessary close contact and co-operation between the 
local members. Local associations for these reasons 
should be on the increase during the war and every 
effort should be made to increase the individual mem- 
bership, as the hour to begin discussing post-war 
problems is now at hand. Vigilance and intense 
activity in local association work should be the order 
of the day. 

I shall never forget the year I spent traveling around 
the country when I had the honor of serving you as 
your president. I think I visited every city of 200,000 
population in the country except two. It was cus- 
tomary at that time to escort the president to the 
various Stationery stores in the city, usually in the 
morning before the meeting or luncheon. All of your 
past-presidents must realize what a priceless privilege 
this was. In my mind’s eye as I stand before you 
today I can recall vividly some stores in Montreal, 
Canada, and some in San Francisco and many stores 
in between. It was an interesting observation, I assure 
you, and it was very noticeable that when you visited 
a city with a good local association they were selling 
blank books and loose leaf at list and quarts of ink 
at $1.25 each and when you struck a city that had 
no local association you found them selling blank 
books and loose leaf at forty off or more and quarts 
of ink at 88c each or less. 

I shall never forget a city of about 600,000 population 
that had been selected as the location for a large 
meeting of stationers. They had no local association 
and it seemed necessary to have the co-operation of 
sixteen stationers before the meeting. Accordingly 
they were all invited to a luncheon in a leading hotel. 
I asked the local stationer assisting the national offi- 
cers at that time to stand at the door with me and 
introduce the stationers as they arrived, when to my 
amazement he confessed that he only knew one or 
two of them by sight and was in no position to intro- 
duce any of them. So I had to introduce myself. It 
is my idea that every city in America that has two 
or more stationery stores should form themselves into 
a local association that they may meet frequently and 
discuss their problems. 


Upon effecting your organization the first tempta- 
tion is always to issue a price book covering the 
principal articles you offer for sale but these price 
books, if issued, would probably go into the largest pos- 
sible quantities. Please do not yield to this temptation. 
In the first place IT IS AGAINST THE LAW and in 
the second place it would not work, particularly in 
the larger quantity brackets. Out-of-town competi- 
tion and even other local channels will make any at- 
tempt at controlling the price of stationery in large 
quantities absolutely unworkable. This is a pitfall that 
should be avoided at the outset. I believe that every 
stationery establishment should have its own printed 
price list for the use of its salesmen. A printed price 
list somehow carries with it more respect, is’ more 
rigidly observed and if you issue such a price list to 
your own people it will surprise you how quickly your 
cormpetition will start pricing their merchandise like- 
wise, particularly if you have been far-sighted enough 
to print your price list with the proper margin of profit 
and all of this without any agreement or under- 
standing whatever. 

A great many will say if you can not agree on prices 
why bother about a local association. Well, here are 
a few things that a local association can accomplish 
without offending the law in any respect. Members 
of the local associations can agree on hours of opening 
and closing and what holidays they will observe, on 
the elimination of unnecessary advertising expense, 
on the very vital matter, at this time, of delivery days 
for various — of the city, on collective buying 
when and if they are so inclined and on various 
trade courtesies and policies. They can refrain from 
hiring each other’s help, they can sometimes give you 
vital information on or about your own employees 
and can respect your agency agreements for various 
lines, particularly if you respect theirs. They can 
have what might be called a committee on investiga- 
tion and research whose duties are to meet frequently 
and to advise promptly all members of the association 
on price changes and suggestions to meet these 
changes. But the greatest benefit to be received from 
the local association is the co-operation, confidence, 
esteem, good fellowship and help of a neighbor even 
though he be a competitor. Inasmuch as one third 
of your life is spent in business let’s make it agree- 
able and pleasant with a cordial good feeling for 
everybody. Let’s keep romance in business. If we do 
we will probably enjoy a longer life. 

Attendance to meetings makes acquaintance possible 
Acquaintance usually ripens into friendship 
Friendship brings on confidence 

Confidence results in co-operation 

Co-operation leads to success and 

Success ends in Happiness. 


Fountain Pens and Mechanical Pencils 
By A. G. FROST 


President, 
Esterbrook Pen Company 
Camden, N. J., 
Vice-President 
Manufacturers Division of NSA 





y BEHALF of the fountain pen and 
mechanical pencil manufacturers I am 
here to report upon WPB Order L-227, 
which controls the industry, and par- 
ticularly upon the changes in the order 
which became effective October 1, 1943 
Desk sets, including dip pens with foun- 
tains, are fountain pens as defined in the 
order. 

The previous order, which has been in 
effect since December, 1942,"permitted an 
overall production for all purposes at the 
rate of 50 per cent of the 1941 produc- 
tion of fountain pens with gold nibs and 
35 per cent of those previously made 
with steel nibs. Because in 1941 so many 
more pens were made with steel nibs, 
the average overall production of all 


chanical pencils of all types, prior to 
October 1, 1943, was 47 per cent of those 
produced in 1941. 


Because all claimants, which include 
Army, Navy, Lend-Lease, Export and 
Domestic Civilians, had to be supplied 
from one pool, manufacturers’ deliveries 
have been controlled by the priority sys- 
tem. This resulted in an uneven dis- 
tribution of individual brands among the 
various claimants. Buyers with the high- 
est ratings were able to drain the limited 
supply away from less essential users. 


In the same manner, the distribution 
among dealers was also uneven. Some 
lines, which were popular with the prior- 
ity buyer, were distributed largely 








fountain pens was only 37 per cent of 
1941. The allowable production of me- 
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through those dealers who were able to 
get such orders—to the disadvantage of 
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dealers whose customers were in the non-priority class. 
In such cases, the priority buyer and his dealer were 
getting the share intended by WPB for general civilian 
use. 

Other lines in which priority buyers were less inter- 
ested had a larger portion available for civilian supply. 
Presumably, there were some instances where produc- 
tion went entirely to civilians and dealers benefited 
accordingly. In such cases, civilian supply was get- 
ting goods which WPB had planned for Army, Navy, 
and so forth. 

The amended order changes the procedure in that 
the allowable production is now divided into two 
classes: (1) Civilian Supply—and (2) Special Orders 
for Army, Navy, Lend-Lease and the Office of Eco- 
nomic Warfare (Export). Each of these claimants is 
protected against invasion of his allotment by any 
other claimant. 

After October 1, 1943, each manufacturer may pro- 
duce exclusively for civilian supply at the rate of 
30 per cent of his 1941 gold pen production and 22 
per cent of those previously made with steel nibs. 
The average production of all fountain pens for 
civilian supply is now 23 per cent of 1941. The pro- 
duction of mechanical pencils for civilian supply is 
set at 20 per cent of 1941. Additional production for 
Army, Navy, Lend-Lease and Office of Economic War- 
fare will be allowed in such quantities as may be 
approved from time to time by WPB. 

The effect of the new order on dealers’ supply of 
individual brands is impossible to forecast. Those 
manufacturers’ lines which formerly were most vulner- 
able to priorities will now have more for distribution 
to civilians, while those who were selling the most of 
their production for civilian supply will now have 
less for that purpose. In the aggregate, civilian supply 
has been getting more than the percentages nou 
allowed them, so as a whole civilians will get less 
after October 1 than they were getting before. 


Special Orders 


As previously stated, separate allotments have been 
made for claimants other than civilian supply—such 
as Army, Navy, Lend-Lease and Office of Economic 
Warfare. These will be known as “Special Orders.” 
Production of these special orders by the manufac- 
turer must be approved by the WPB in advance of 
each calendar quarter. If no authorized production is 
available, the order must be held until the succeeding 
quarter, or cancelled. 

Very little of this special order business is available 
to dealers. 

Army—tThe industry has been advised that all pens 
and pencils for the Army (including Post Exchanges) 
at home and abroad will hereafter be purchased by 
the quartermaster at Jersey City, N. J., and only from 
manufacturers direct. All purchases by Army 
branches, not through the quartermaster (if there 
should be any), are not chargeable to the Army allot- 
‘ment but must come from civilian supply. If such an 
order be taken by a dealer, it must come from what- 
ever civilian quota he is allowed by the manufacturer. 

(Turn to page 169, please) 


1. A. C. Harper, Wilson Jones Co.; Mrs. Pete Casselman; Ed Dodge. 
Johnson Chair Co., Clemco Desk Mig. Co., and Polar Mig. Co.; 
George Wolcott, Wilson Jones Co.; Alice Brooks, Martin Office 
Equipment Co., Jackson, Mich.; Pete Casselman, Miles Fox Co., 
Detroit, Mich. 

2. Seated: Mrs. R. D. Latsch, Lincoln, Nebr.; Marie Clark, Crowley- 
Reuter Staty. Co., Kansas City. Mo.; Mrs. D. R. Pinney, Chicago; Mrs. 
John Marshall, Kansas City, Mo. Standing: Bob Pinney, Acme Visible 
 sggpagae Inc.; John A. Marshall, John A. Marshall Co., Kansas City, 

°. 


3. E. R. Hooper, Stuart-Hooper Co., Chicago; Mrs. “Ali-Oop’’ Hooper; 
W. J. Nickel, Bankers Box Co.; Mrs. Nickel; H. L. Fellowes, Bankers 
Box Co.; Mrs. Fellowes. 

4. Seated: J. S. Parrott, Matt Parrott & Sons Co., Waterloo, Iowa: 
O. M. Marquis, Ankeney Co., Cumberland, Md. Standing: R. W. 
Parrott and C. J. Knapp, Matt Parrott & Sons Co.; E. R. cesion. 
Stein Bros. Mig. Co.; John A. Uden, Gallup’s, Inc., Kansas City, Mo.; 
C. F. Mixter, Eau Claire Book & Staty. Co., Eau Claire, Wis. 

5. F. P. Seymour, Horder’s, Inc., Chicago; F. L. Coggin. Sun Rubber 
Co.; Mrs. Seymour; Earl Kochheiser, Charles Ritter Co., Mansfield. 
Ohio; Mrs. Coggin; Less Crowl, Blade Prtg. & Paper Co., Toledo, 
Ohio; Charles Consodine, Bainbridge, Kimpton & Haupt, Inc. 

6. Seated: F. E. Felton, Eversharp, Inc.; Peter Tower. Tower-Crossman 
Corp., New York, N. Y.; Hy Goldstein, Rochester Staty. Co., Roches- 
ter, N. Y. Standing: R. B. Vail. Vail Mfg. Co.; A. J. Kerin, Tower- 
Crossman Torp.; L. J. Tavernier, Fulton Specialty Co.; George F. 
Griffiths, Nesting Pin Ticket Co.; Ben S. Grayson, Ace Fastener 
Corp.; Abe Goldberg, A. I. Goldberg & Bro. 

7. Herb Sime, Office Appliances; Arthur R. Jones, Office Equipment 
Co., Chicago; John Reinecke, Wood Office Furniture Institute; Marion 
Follin, manufacturers’ representative; Fred Deane, Gunn Furniture 
Co.; O, D. Mann and Norman Gerth, both of Imperial Desk Co. 
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Staples, Clips, Small Metal Items 


By R. B. VAIL 


President, 
Vail Manufacturing Company 
Chicago, Ill. 


AM SINCERELY grateful for this opportunity to 

present to you my conception of what might be 
termed a “back of the scenes” picture of the problems 
faced in the past and those still confronting the metal 
paper fastener and the machine-applied staple indus- 
aaa with respect to the extension of service to the 
trade. 

No doubt in the minds of many of you the question 
has arisen as to the practices and policies of distribu- 
tion of producers, especially in view of the fact that 
offerings without priority ratings have been more or 
less consistently made by previously unknown dis- 
tributors at exorbitant prices. You will find the answer 
to that question, I am Sure, in the following outline of 
the wartime difficulties of one kind or another with 
which recognized sources have had to contend. 

To cover the entire situation completely, it seems 
advisable to approach the experiences of the industry 
in chronological sequence, sketching briefly the history 
of 1939, 40 and ’41 because of the effect of occurrences 
during those years upon more recent events. 


Buying Increased Sharply in 1939 


It will be recalled that in late 1939, there occurred 
a sharp increase in buying occasioned by the outbreak 
of hostilities in Europe. During 1940, the pace slack- 
ened due to the failure of demand to reach expecta- 
tions and dealers in many instances permitted stocks 
to drop to low levels. However, it was during this 
period of diminished demand that the farsighted pro- 
ducer of critical goods laid in stocks of raw mate- 
rials on the assumption that the embargo act would 
be rescinded and that America would become the 
basic source of supply to the Allied nations. With the 
advent of 1941, that judgment was vindicated since 
the abrogating of the embargo act and the establish- 
ment of lend-lease resulted in demands for merchan- 
dise of all kinds, including metal fasteners, during 
that year unprecedented in history. This demand, in- 
cidentally, could not have been served during that 
year had it not been for the investments made by 
your suppliers during 1940, when material was avail- 
able, because of the congested bookings of material 
sources and regulation of distribution of their pro- 
duction occasioned by lend-lease demand as well as 
our own domestic armament program. 


Output Curtailed in 1941 


Throughout 1940 extensive preparations were made 
by your sources to meet anticipated demands, and in 
our own case, we installed during that year sufficient 
equipment to double our staple capacity, and in 1941 
this increased volume was supplied to our trade which 
served to take up the slack in staple production that 
had not previously kept pace with tremendously in- 
creased output of machines. Steel, during 1941, was 
almost impossible to obtain because of 


consumption for military requirements. In April, 1942, 
the priority system became effective, as well as 
Limitation Order L-73, which reduced permitted 
clip and pin production to 60 per cent of the 1940 
level, and established standard staples on the basis 
of 100 per cent of 1940. Your attention is directed 
to the fact that in our own case this order meant 
a reduction of 50 per cent of 1941 production, repre- 
senting a drop in service to the trade comparable 
to almost the entire estimated production of the in- 
dustry in 1933. This curtailment, however, was not the 
saddest part of a sad picture since the Steel Allocation 
Division of the War Production Board granted the 
industry only 60 per cent of the necessary material to 
produce to the established limitation level. In other 
words, pins and clips could be produced to the extent 
of approximately one-third, and staples to something 
aay than two-thirds of normal, using 1940 as a normal 
ase. 

Some idea of the situation thus created in the case 
of standard staples may be gained when it is pointed 
out that machine production reached a new high in 
1941 and the first quarter of 1942, to a large degree 
representing purchases by branches of the Federal 
Government. With a fraction of normal production 
permitted, the industry faced the tremendously in- 
creased demand resulting from heavily augmented 
equipment in use, and abnormal consumption of each 
operating unit. The condition that resulted is one 
with which we are all familiar. There was no possi- 
bility that more than a fraction of the enormously 
expanded demand could be supplied even if every 
available staple making machine were permitted to 
produce to capacity, let alone on the restricted basis 
representing an industry overall average of between 
50 and 60 per cent of 1941 production. 


The Picture in 1943 


Prior to April, 1943, under the Production Require- 
ments Plan, AA-1 ratings absorbed about 70 per cent 
of the production quota and lesser ratings were served 
from the balance in strict obedience of the rule estab- 
lished by the War Production Board that orders were 
to be executed by producers in the order of rated status 
and in sequence of receipt. In July, however, the Con- 
trolled Materials Plan became effective and the allo- 
cation of AA-1 ratings to numerous new qualifiers 
under CMP-5 changed the pattern to such a degree 
that AA-1 ratings were being directed to producers in 
volume several times permitted production, notwith- 
Standing the fact that the manufacturers’ material 
allotments were increased at the same time to 80 
per cent of the limitation basis. During the last quar- 
ter, allotments were again increased to permit produc- 
tion to the full limitation level, but in our own case 
and, no doubt, in the case of others, the increased 

demands of government agencies ab- 





the control exercised by the Office of 
Production Management, at that time 
the control agency. Yet notwithstanding 
the critical raw material situation, the 
production of the staple, pin and clip 
industry was by far the heaviest in his- 
tory, and your particular attention is 
drawn to the fact that service during 
that year of high pressure demand was 
conscientiously allocated to the trade by 
each manufacturer on the basis of past 
experience since no restriction of pro- 
duction distribution was then in effect. 
This was the situation at the time of 
Pearl Harbor and the entry of the United 
States into the cataclysmic war still be- 
ing waged. Immediately, of course, bu- 
reaus were established to conserve vital 
materials and to direct production into 
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sorbed more than the added allotment, 
hence little effect of the more substan- 
tial production basis has been felt gen- 
erally by the trade. 

For the fourth quarter, on which we 
have just embarked, we are again re- 
turned to restricted allotments, supple- 
menting restrictions already established 
by L-73, and clip production will be re- 
duced once more 60 per cent of 60 per 
cent, or a net operating basis of 36 per 
cent, staples to 90 per cent of 100 per 
cent of 1940, and pins to 60 per cent of 
1940. During this final period, the War 
Production Board has added the fur- 
ther instruction that no service is to be 
extended to the Army and Navy, Mari- 
time Commission or Aircraft Resources 

(Turn to page 173, please) 
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Accounting 


By HOWARD S. SANDERS 


Secretary, 
Stationers & Publishers Board of Trade 
New York, N. Y. 


WHEN Mr. Garvin suggested that I say a few words 
to you I was reluctant to do so, for I cannot tell 
you where to get a lot of the items which you are so 
desperately in need of, nor can I tell you where to get 
that help you need. 

My time is devoted to keeping track of how you 
dealers pay your bills, and seeing to it that you get 
help if you can’t pay—that is, if you will accept my 


help. 

No one has any use for me today. Failures are at 
the lowest point that they have been in 50 years or 
more. Nearly all you fellows are lousy with money. 
You have no competition, and you can sell anything 
that you can get your hands on. Why, you fellows are 
sitting on top of the world. You have one problem, I 
know, and that is to get merchandise. I'll let Mr. 
Garvin tell you how to get it. 

Before I say anything about the forms that have 
been distributed, I want to congratulate Mr. Garvin 
on having the courage to plan this convention, and you 
gentlemen for having the good sense to come here. 
If ever men should meet and discuss 
their problems, it is now—and there is 
no better way to do it than through 
meetings such as have been arranged 
for you during this convention. 

I was very much interested in an 
editorial that appeared in the New York 
Sun a few days ago. That editorial 
stressed the need for associations. 

Now for the forms that you are won- 
dering about. I work on the theory that 
we do not need to be told so much as 
we need to be reminded, so even though 
you may be lousy with money, I still am 
going to stress the need for management 
to keep on its toes—to be expense con- 
trol minded. In my opinion, it is the 
wise man who operates his business in 
good times just as carefully as he would 
in poor times. 
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Business is enjoying the best times in history, and 
if it were not for the heavy taxes that have been 
levied, there would be more millionaires after this 
war than the country has ever known. 

After this war we are going to be faced with condi- 
tions that will tax the ability of every business man to 
capacity, and some beyond their capacity. Therefore, 
the better informed business men are about their 
businesses, the better they will be able to cope with the 
problems as they confront them. 

In my work I have occasion to review a good many 
reports of audit. The average accountant will make 
an audit and make a factual report. Some will make 
brief comments, yet they do not make a comment on 
the trends shown by the audit, nor do they suggest 
methods to correct damaging trends or adverse trends. 

The business man has it within his own power, 
without any serious difficulty, to keep himself continu- 
ously acquainted with the trends of his business by 
charting the facts shown in the reports submitted by 
his auditors. 

Do not think for a moment that good 
records are the cure-all for an ailing 
business—but good records will spotlight 
— deficiencies in operations that cause 
OSS. 

The business man, like the doctor, can 
apply cures when he knows the nature 
of the disease. As the doctor loses his 
patient if he doesn’t carefully diagnose 
the disease, so will the business man lose 
his business if he doesn’t recognize the 
weak spots in his organization. 

Many factors can contribute to a fail- 
ure. A study some time ago of New Jer- 
sey and Boston bankrupts revealed that 
almost one-third Kept no records and 
that less than one-fourth kept adequate 
records. Here in Chicago only 27 per cent 

(Turn to page 177, please) 





Committee for Economic Development 
By CARROLL WILSON 
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_— CED is a private non-profit cor- 
poration. Its purpose is to promote a 
high level of useful employment in pri- 
vate business after the war. That means 
jobs, real jobs. It is based, of course, 
first, on the belief that people will insist 
on opportunities for jobs, and, secondly, 
on an equally firm belief that the best 
assurance of providing those opportuni- 
ties is to arouse the initiative of enter- 
prising men in business. Also, we have a 
belief that these enterprising men will 
need a climate or environment or frame- 
work, whatever you call it, or public pol- 
icy, that encourages business initiative, 
the initiative of business to expand its 
operations and supply useful jobs. 
Sometimes we are asked to tell how 
this Committee came into being. I like 
to think—perhaps I am fooling myself 
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ecretary 
Economic Develooment 


D. C. 


_that it has become a real nation-wide 


"Ty 1 movement. One thing about all nation- 


wide movements is that they pick up as 
they move along previous trends of 
thought, of activity, of endeavor, so the 
Committee today is the result of the 
merging of the ideas of many people, in- 
dependently. This Committee had hoped 
there might be a group which would per- 
haps come to represent in the public eye 
the constructive attitude of enterprising 
men in business. 

I can tell you only about the develop- 
ment as I happen to see it. Early in 1941 
I became Director of the Bureau of For- 
eign and Domestic Commerce. It was 
apparent we needed some people in that 
Bureau who could do constructive think- 
ing on the way business was coming 
to the problems it would have to face. 
1943 
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We spent some months, and assembled a little group 
of three men. This was in August, 1941. We asked 
these men to look ahead and try to construct, if they 
could, in their minds, what conditions the country 
might face after the war, and particularly what con- 
ditions business might face. There was a tendency 
among people in Washington—I am thinking particu- 
larly of business men who were there at that time and 
not so much Government officials—to assume that 
business might have a very unhappy outlook, that 
business would not have much to do with the situation 
after the war. Some of us disagreed violently with 
that. We thought there might be some risks, but that 
if business initiative could be aroused to an under- 
standing of the opportunities that would be there, 
there was no reason to assume that business would 
have to stay in an unhappy position. We felt the 
opportunities would be very great. 


Committee in Function 


These men worked quietly for several months, and 
along in November we developed an idea like this: 
The opportunities will be very great, but we do not 
think the business community believes it. Could not 
a committee be formed which would have as its goal 
pointing out to business men that their opportunities 
would be great, and that they might be able to do 
something about it? Out of that germ of an idea we 
worked with various people in business, with the 
Advisory Council of the Chamber of Commerce, with 
the Under-Secretary, and later with the Secretary of 
Commerce. Gradually this concept of a committee, 
not of technical people so much, but of real business 
leaders who might form themselves into a single- 
purpose group to promote commerce after the war, 
took form. There were many business men consulted. 
Finally the Secretary of Commerce was asked unani- 
mously by his Advisory Council of business men to get 
some men interested in forming such a committee. 
That was in the spring of 1942. 

Following a long series of negotiations, in which the 
efforts of the business men who were promoting this 
idea were directed to trying to get a group actually 
committed, the Committee was formed. We knew it 
would be a real job, and that the business men were 
quite convinced they needed leadership of a high 
caliber, if the movement was to succeed. They knew 
it would have to be a working committee. Might I 
say there, that one thing that pleased many of us 
was the immediate insistence of the business execu- 
tives who were brought in for informal discussion, that 
this should not be one of the so-called Washington 
publicity bubbles. They thought it had to be a working 
committee, with a working leader, and that, above all 
things, it must seek no publicity for itself, but must 
let its accomplishments, if any, stand for themselves. 

They finally inveigled Paul Hoffman, president of 
the Studebaker Corporation, a man terribly busy in 
war work, to devote himself to this effort. At first he 
was much opposed to it, because he felt the war came 

(Turn to page 181, please) 


1. R. J. Ortiz and Harry Ayres, both of Speed-O-Print Corp.; G. 
Saavedra. Speed-O-Print represertative in Bogota, Colombia; S. J. 
Graff and Dave Agnew, Speed-O-Print Corp. 

2. Richard Jonas, Sr., Matt Massot. Larry Goodhand, William R. Kane, 
Richard Jonas, Jr., Milton Eggert. Charles E. Revnell. Mr. Marsot 
and Mr. Eggert, Browne-Morse Co., others Oxford Filing Supply Co. 

3. Seated: H. S. Owens, Dallas Office Supply Co., Dallas. Tex.; W. F. 
Mont Pas, Blade Prtg. & Paper Co., Toledo, Ohio; O. E. Earnshaw. 
Roth Office Equipment Co., Dayton, Ohio: Harry Balch, Quality 
Park Envelope Co.; Charlie Roth. Roth Office Equipment Co. Stand- 
ing: Jack Haage. Blaisdell Pencil Co.; Jim Cooper, manufacturers’ 
representative; G. E. Bartol, C. Howard Hunt Pen Co.; A. R 
Turner, Carpenter Paper Co., Fort Worth, Tex. 

4. Madeline Renella, War Department. Sixth Service Command; Mrs. 
Jack Johnstone; Mrs. Harold Carithers: Mrs. Charles Hucke. 

5. W. E. Smith and H. J. Walsh. both of Ace Fastener Corp.; Stanley 
Woodruff, Weis Mig. Co.; Al Baugher, Carter's Ink Co.; Arthur Frey. 
The Globe-Wernicke Co.; Lionel Colomb, Weis Mig. Co. 

6. Merrill O. Thompson, Quality Park Envelope Co.; John P. Ford. 
Apex Staty. Co., Dallas, Tex.; F. G. Kongsvik, Curtis 1000, Inc.; 
E. T. MacIntyre. Defiance Sales Corp. 

7. Harold Blum, Esterbrook Pen Co.; J. A. Wallace, Jasper Office 
Furniture Co.; John J. Reinecke, Wood Office Furniture Institute; 
Harold Friedlander. Rand McNally & Co.; A. J. DeWick, L. C. Smith 
& Corona Typewriters, Inc. 

8. Frank Cooper. Codo Mig. Co.; Mrs. Frank Ryan; A. J. Walker, 
Farnham Staty. & School Supply Co., Minneapolis, Minn.; George 
R. Davis, Bank & Office Staty. Co., Indianapolis. Ind. 

9. A. J. Gunderson, Meffert Office Supply Co., Louisville, Ky.: C. C. 
Carpenter; Gayle M. Denny. Transylvania Prtg. Co., Lexington, 
Ky.: Par Van Horne and T. W. McElroy. both of Eberhard Faber 
Pencil Co. 
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Post-War Challenge to Sales Management 


By HARRY C. ANDERSON 


General Sales Manager, 
The Globe-Wernicke Co. 
Cincinnati, Ohio, 
President, 
National Federation of Sales Executives 


ET’S TAKE a look at what A. H. “Red” Motley, pub- 

lisher of American Magazine and an outstanding 
salesman who came up the hard way, recently said 
regarding the challenge to sales management. 

“Selling built the standard of living the United 
States is fighting to defend. Selling built the indus- 
trial enterprises that are now supplying our fighting 
forces with the sinews of war. Selling is going to make 
it possible for our country to pay for the war after 
peace comes.... 

“What is the problem going to be after the war? 
Not production. We can build anything anybody wants, 
and plenty of it. The problem is going to be dis- 
tribution. 

“In a world at war, we salesmen may be in the 
second line; but in a world at peace, anyone connected 
with distribution is going to be in the front line. That 
is a ringing challenge that calls for belief in our work, 
for confidence, for courage, for understanding.” 

It is a challenge that calls, besides, for something 
more than individual effort, something more than in- 
dividual skill, something more than indi- 
vidual foresight and individual enter- 
prise. 

It is a challenge that must be met. 

It is a challenge that will be met by 
American selling, by American sales 
management. 


Jobs for (*) 57,000,000 Workers 


Paul G. Hoffman, chairman of the 
Committee of Economic Development, 
claims industry must make jobs for 57.- 
000,000 within two years after the end of 
the war—provide at least 9,000,000 more 
jobs than were available in 1940. 

To provide this employment for these 
57,000,000 workers, industry will have to 
produce and SELL a year’s output of ap- 
proximately 135,000,000,000—which is ap- 


*Includes 2,000,000 for Canada. 
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proximately 35 per cent more than was produced 
and SOLD in the last full peacetime year of 1940. Our 
domestic economy and world recovery demands full 
employment of 57,000,000 workers in America. Building 
a bridge from wartime to peacetime economy is 
something that cannot be done over night, therefore 
sales management should lose no time in planning for 
the marketing and distribution of the quantity of 
goods necessary to keep these workers employed. 


Manpower Requirements for Post-War Selling 


If selling is to do the job that has been staked out 
for it—if, after the war, selling is to market the pro- 
duction of goods and services that will be required to 
keep 57,000,000 men and women gaifully employed— 
the sales executives of America will need twice as 
many salesmen as were employed in 1941. These men 
will need to be trained to sell more efficiently than 
salesmen ever have sold. 

Where are these men to be found? How are they 
to be selected? How are they to be trained? How are 
they to be directed and _ supervised? 
Many sales organizations have been de- 
mobilized; others have been reduced to 
skeleton scale. 

When government spending stops, an 
army of salesmen will need to be created 
—and quickly. Creating an army of 
salesmen is a job that calls for organ- 
ized study, organized contacts with the 
sources of supply of manpower, and or- 
ganized effort to “sell” selling as a career. 

Need for Lower Distribution Costs 

The cost of selling must be reduced to 
permit lowest possible prices to the con- 
sumer. Lower costs result in increased 
sales. Sometime ago the 20th Century 

(Turn to page 186, please) 


Printing 
By L. S. CROWL 


President, 
Blade Printing & Paper Company 
Toledo, Ohio 


J NASMUCH as this brief discussion. on printing ap- 
pears on the program during the session which is 
devoted to the discussion of post-war planning, it is 
my belief that you will be most interested in a report 
on what the post-war period holds for the printing 
industry. 

If there is one thought on which everyone connected 
with the printing industry will agree, it is that within 
a short time after the conclusion of the war there will 
be thrust upon the industry a volume of work that 
will be almost unprecedented in size. The reasons are 
obvious. Almost every manufacturer has ceased the 
production of his normal products or else, because of 
the war, has necessarily changed the raw materials 
from which they are made. After a brief period of 
retooling, which will be hastened and reduced to as 
short a time as possible, the manufacturer will resume 
the production of his normal product or go back to 
making it out of the most suitable material, and will 
be in a race with his competitors to recapture his 
peacetime market. 
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This effort will require new descriptive literature of 
every possible kind. A friend of mine who has served 
many of the largest printing plants in the country as 
a consulting engineer in setting up their production 
facilities, told me over a year ago that the investment 
bankers of Wall Street and those of La Salle Street 
here in Chicago were predicting that the printing in- 
dustry would undergo the greatest expansion in its 
history during the first three years after the end of 
the war, and that they were definitely interested in 
providing financial assistance to this industry because 
their studies indicated to them that the business con- 
ditions of that period would make printing a thriving 
and profitable business. 


New Technical Improvements 


In addition to this promising outlook for volume, 
those of us in the printing industry can look forward 
to many technical improvements in the materials and 
machinery with which our work is produced. Since 
Pearl Harbor and the resulting reduction in the 
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amount of copper and zinc which the photoengravers 
have been permitted to use, the photoengraving indus- 
try has developed a cementing material with which 
they have been successful in attaching their plates to 
the customary wood or the new plastic base. This per- 
mits the plates to be trimmed flush with the illustra- 
tion and saves the margin of metal which was formerly 
left on the plates to provide for a space in which they 
could be tacked to the wood blocks. This enables the 
printer to set type right up to the shoulder of the 
illustration and greatly facilitates the makeup of a 
form composed of engravings and type matter. 
Great improvements in the technical development 
of engravings are assured. The new Eastman “fluores- 
cent process” of color reproduction will enable the 
engraver to secure more accurate tone values than 
ever before. A new style fluorescent lamp will replace 
the lights which photoengravers now use when making 
their negatives from copy, and it will cut down ex- 
posure time and result in vastly superior negatives. 
Furthermore, the electric eye will be extensively used 
in reproduction work as it can measure tone value 
either in black and white, or color, much more per- 
fectly than the human eye. Up until the war almost 


all of the lenses used in the cameras of the photo 
engravers came from Germany but now artisans in 
this country have surpassed the finest German prod- 


ucts, and lenses made of plastic will have greater 
sharpness and produce greater detail than the Ger- 
man lenses ever gave. 


Printing Machinery of the Post-war Era 


In the field of printing machinery, let’s talk about 
letter presses first. Some of the last presses which 
were produced before the war predict those which 
may come soon afterwards. These were double-deck, 
two- and four-color presses, printing at a speed of 
16,000 revolutions per hour, with the sheets coming off 
the press folded, and with the speed of their produc- 
tion exceeded only by its perfection-like quality. For 
a long time the letterpress printer has been handi- 
capped by the old flat-bed letterpress principle, which 
all of you know means that only one impression on a 
sheet of paper can be secured with each two revolu- 
tions of the cylinder. There is the promise of new 
equipment built along the lines of offset presses which 
will permit the clamping of a thin copper relief print- 
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Post-War Filing Systems 


By R. A. JONAS, JR. 


Oxford Filing Supply Company, 
Brooklyn, N. Y. 


‘ AM SURE we have all had our imagination and 
curiosity excited by the glimpses that have been 
given us of various post-war products in newspapers 
and periodicals. One large advertiser has put it very 
aptly when they speak of “Imagineering” for the 
products and services of the future. Some few weeks 
ago my wife exclaimed in admiration over a new 
design of refrigerator which probably some of you 
have seen in national magazines—a design that has 
a revolving interior shelf construction so that instead 
of having the food you want always tucked away in 
the back of the refrigerator, you need only to revolve 
the shelf to make immediately available in front of 
you the particular dishes you want. In our lighter 
moments we might refer to this as a rotary food filing 
system. The recent World’s Fair whetted our appetite 
for “The World of Tomorrow” and the restrictions on 
manufacturing brought about by the war have excited 
that appetite perhaps more than at any previous 
time in the nation’s history. 

Perhaps there is more glamour in a new refrigerator 
or motor car than there is in a new filing system but 
some of us can get a kick out of looking ahead to 
the filing methods of the future. For purposes of this 
discussion I prefer to stay pretty close to first base 
in my imagineering and stick to those systems or 
methods which are not too new or fantastic, but 
rather are already established inventions which are 
in their infancy or their early stages of usefulness. 
In other words I think it may be more practical to 
bring to you as best I can some information about 
filing methods or systems which may be called upon to 
sell for or against within the next five to ten years. 


Open Shelf Filing 


First I would like to mention “open shelf filing.” 
This method of filine is actually in use today but in a 
very limited way. It is being used at present with 
ordinary manila file folders which are placed endwise 
in the shelves. The shelves are completely open dur- 
ing the day but can be covered with a zipper type 
Shade to keep off dust during the night. conceal the 
records from prying eyes and so forth. In the morn- 
ing when the cover is removed, the effect is the same 
as if every filing drawer in an entire battery of files 
had been opened up for ready reference, but in this 
case the file clerks can walk along the rows of shelving 
and select any file folder desired without the physical 
effort or other necessity of opening and closing a 
drawer. In fact the filing room becomes a sort of 
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oversize filing cabinet, and the shelves are the interior 
fittings, with the file clerks walking in and among 
the file drawers at all times. The indexing is done 
vertically—up and down the side of the folder—and 
this method of open shelf filing is claimed to be a 
success in certain types of filing such as numerical 
filing, when the indexing is very simple. The cost 
of housing each 100 inches of filed material is con- 
siderably less when using open shelves of this kind 
than it is when using regular filing cabinets, for 
obvious reasons. 

Of course, it must be borne in mind that practically 
all filing methods have their disadvantages as well as 
their advantages. One disadvantage of open shelf 
filing is the use of greater floor area which it requires. 
It is shallow in depth. That is, you must have an 
aisle for each row of folders, which in this arrange- 
ment is 12 inches deep for letter size and about 15 
inches deep for legal size. With conventional filing 
cabinets, the depth of filing material in relation to 
the aisle space is around 25 inches to 28 inches, or 
approximately twice the depth of filed material in 
each aisle required for open filing. Open shelf filing 
can be carried up somewhat higher than conventional 
filing cabinet installations. but this is offset by the 
awkwardness of using the bottom shelf, particularly 
with the side indexing. In any case it seems that the 
overall effect is to reauire more space for open shelf 
filing than for conventional filing cabinets. However, 
the cost of this extra space may be offset by the 
lower cost of the shelving. It’s worth thinking about. 


Phonetic or Voice Record Filing 


This process calls for the use of thin plastic discs 
on which may be recorded in phonographic style any 
dictated letter or other type of business message. This 
disc can be mailed to any recipient who has a repro- 
ducing machine to read off the message to him. Then 
the disc can be filed very much in the same way as 
business corresovondence is filed today. 

Perhaps the chief advantages of this process is in 
the elimination of tvoing and transcribing, rather 
than in the filing. Of course extra copies can be 
made automaticallv bv the sender for file copies and 
the like. Perhans letters like this would be more in- 
formal than thev are now. but you couldn’t indulge 
in those cuss-words you normally use in dictating to 
a difficult customer which are now screened out by 
the stenographer. Certainly. however, voice record 

(Turn to page 197, please) 
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Wood Office Furniture 


By J. J. REINECKE 


Secretary, 
Wood Office Furniture Institute 
Washington, D. C. 


{ GREATLY appreciate this opportunity of appearing 
before you this morning to tell you about some 
of the important things we have been doing and have 
planned for the future. When I say “we,” I don’t 
mean just the office furniture manufacturers, but I 
mean all you dealers, as well. 

It has been a really tremendous job to supply the 
armed services and the war plants, and dealers and 
manufacturers alike have done a marvelous job. When 
you realize that during 1942 more than a half-million 
desks were manufactured and sold, not to mention 
countless tables, chairs, and other items, the statement 
takes on added significance. 

In selling this furniture, it is remarkable that the 
manufacturers, almost without exception, have recog- 
nized the part played by you dealers, and have chan- 
neled their production through the regular outlets. 
Since I have the manufacturers’ viewpoint, I naturally 
commend them first, but if you dealers had not done 
your part this would not have been possible and sales 
probably would have been made direct, as was neces- 
sary in some other industries. However, you serviced 
the accounts in an exceptional manner, 


we are dependent on the letters you write in order to 
keep us informed on the situation of the moment. 
We hope more of you will continue to write us. 

WPB’s decision to issue preference ratings to war 
plants for their requirements in office furniture has 
been of considerable assistance, but it falls far short 
of solving the problem. It’s hard to believe, but I 
still frequently have to report some WPB field office 
for failure to accept or rate these applications. As 
many of you Know, we have been fighting for a 
preference rating order that will automatically assign 
certain ratings to various classes of purchases, and 
we hope this will soon be possible. Such an order 
would considerably ease the burden which has been 
placed on the purchaser, as well as upon you and 
ourselves. 

We will continue our attempt to keep you informed 
on important developments as they take place, either 
through direct mailing of special bulletins or through 
the medium of the regular trade magazines. 

The “News and Views” page in OFFICE APPLIANCES 
was purely an experiment, but apparently such a page 

was needed—and it has been highly suc- 





and proved to everyone that the estab- 
lished trade methods should be contin- 
ued in the interest of furthering the war 
effort. 

The war has brought all of us closer 
together, and both dealers and manufac- 
turers have realized that co-operation 
and understanding are necessary to ren- 
der maximum service to our country. 


Discuss Problems with WPB 


One of the most important, but per- 
haps the least conspicuous, of the things 
we have been doing is to explain and 
discuss with WPB and other Government 
officials not just the problems in con- 
nection with manufacturing the office | 








cessful, judging by all the favorable re- 
ports received. In the past three days, 
I have received helpful suggestions from 
many of you, and with your continued 
help this page can be made even more 
valuable to you. 

The Institute advocated that a mini- 
mum number of designs be produced in 
order to increase production and speed 
up the distribution of the more com- 
monly used items. An average reduction 
of 70 per cent has been effected, and 
both the manufacturers and the dealers 
have shared in the advantages of this 
reduction. This necessity of war-time 
operations has emphasized the fact it 
will not be necessary after the war to 
expand the lines to their pre-war size. 








furniture, but dealers’ problems, too. 
They are equally represented. However, 


MR. REINECKE 


(Turn to page 202, please) 


Post-War Air Cargo and the Stationer 


By PAUL E. BURBANK 
Develooment Manaaer 
United Air Lines 
Chicago, Ill. 


| WONDER if you can possibly know 
= how it feels, after an absence of three 
years, to come back to this platform and 
take a few minutes this afternoon with 
you friends of many years’ standing. I 
come from an industry that has a 
strange correlation with yours. You have 
your symbol of the old London stationer 
of three hundred years ago, but you came 
down through an industry that has been 
established, firmly established, only in 
within the past fifty years. Yet I am 
representing an industry, air transporta- 
tion, that is so new corporately that it 
has only seventeen years of life. It is 
an industry that is changing the whole 
world in a way that few of us realized as 
short a time as two years ago, and be- 





with you some of the thrills of this busi- 
ness of being up in the air. 

I have been thinking that just about 
now the Pilot of Trip 16 is getting clear- 
ance from the tower over at the Airport, 
and is asking permission to land. He is 
piloting an airplane that as late as 12:30 
this morning left Los Angeles headed 
eastward. He will stop here for his load 
and fuel, and will be in New York to- 
night, in time to take in the theater. 
About twenty minutes ago Northwest Air 
Lines left Minneapolis up north, and be- 
fore this meeting has closed, that trip 
will have been on the field at Chicago, 
the plane turned around and headed 
back for Seattle tonight. About ten min- 
utes ago TWA landed from Kansas City. 








cause it is changing the world it is fas- 
cinating to have an opportunity to share 
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He left Kansas City while you were hav- 
ing lunch this noon in this room. The 
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trip that left this noon is already well out over Iowa, 
and tonight it will have landed on the Pacific Coast 
before you leave your banquet hall. Twenty-six air- 
planes will either have landed or taken off from air- 
port right here in Chicago on routine missions, tra- 
versing this country to its furthermost corners. That 
is just routine commercial operation. Nothing startling 
about it. Just the outgrowth of many years of devel- 
opment. And now we are reaping the fruits of that 
development, carrying on in a war-torn world. 


Four Million Air Passengers in 1943 


You see these are just commercial airplanes. Nat- 
urally, they are all commercial pilots flying commer- 
cial air lines. During 1943 they will have carried be- 
fore the year is over four million people, most of 
them on war missions. They have carried some two 
million shipments of air express, the bulk of that de- 
voted to war; and tons of air mail to all parts of this 
country, and to the ports of embarkation for foreign 
lands, where many of your sons are fighting and are 
waiting for the air mail. y 

It is only three or four years ago we were talking 
about air mail in these meetings. It was then a siz- 
able item, but the post office budget for this one year 
alone is forty-three million dollars worth of air mail 
postage for domestic mail. And each letter is just a 
six-cent item. 

You were the men that had the market available 
to go into this thing. An interesting question was 
asked: How many air mail letters fly on each plane 
that goes across the country? None of us knew, so 
we made a survey. We found that on one of our busy 
trips, the night trip from New York to San Francisco, 
we ran as high as 256,000 air mail letters on one air- 
plane. Let’s assume each letter affects only the lives 
of the writer and the one person receiving it. You 
see either the hopes or ambitions or wishes of half a 
million people were in the air that night, flying across 
the skies in that one airplane. 

Then there is the tremendous movement at present 
of army materiél and men. These ships are being 
flown by the commercial air line pilots across the 
frozen tundras, in the darkness of winter nights, north 
in the Alaskan Peninsula, and south in the Pacific, 
south of the equator, out over the North and South 
Atlantic. They are American ships, fast ships and 
vast ships, with their bellies loaded with cargo going 
to combat zones. 

It is hard to realize this unless you keep in touch 
with it. Prior to 1939 there had been just exactly 78 
Atlantic crossings. Do you know what happened to 
them? Thirty-nine never got there. They went down 
at sea. That is half. Twenty-eight got to the other 
side, but never made their distance; only 11 airplanes, 
prior to 1939, trying to cross the North Atlantic, 
made their goal and reached their destinations. This 


(Turn to page 209, please) 


1. Seated: A. R. Skibbe, Associated Stationers Supply Co.; Geo. Dun- 
nett, McFarland Office Equipment Co., Rockford, Ill.; Karl Kiesel, 
Carter's Ink Co.; Fred Jones, Horder’s, Inc., Chicago. Standing: 
Seymour Walcott, DoMore Chair Co.; E. Leventhal, Biddle Pur- 
chasing Co.; Harold D. Gill, J. K. Gill Co., Portland, Ore.; William 
Dalton, William Dalton Advertising: John Ford, Peterson Lithograph- 
ing & Prtg. Co., Omaha, Nebr. 


2. John Ford, Peterson Lithographing & Prtg. Co., Omaha, Nebr.; H. S. 
Walcott and H. P. Williams, Jr., both of DoMore Chair Co.; W. P. 
de Lemos, Dixie Office Supply Co., Montgomery, Ala. 


3. Seated: C. J. Maurer, Goldsmith Book & Staty. Co., Wichita, Kan.; 
Harvey Rockwell and E. W. ven both of Yawman and Erbe 
Mig. Co.; Bob Slye, Tribune Prtg. & vpply Co., Great Falls, Mont. 
Standing: Ronald Tope, Tope Book & ice Supply Co., New Phil- 
adelphia, Ohio; Erle Kistler, W. H. Kistler Staty. Co., Denver, Colo.: 
Frank Palmer, Eaton Paper Corp.; H. G. Horder, Horder’s, Inc., 
Chicago; V. A. Hanson, Brown & Saenger, Sioux Falls, S. D. 


4. Seated: Dan Consodine, Richard Best Pencil Co.; Lynn B. Emery. 
Lynn B. Emery, Inc., Detroit, Mich.; E. Y. Horder, Horder’s Inc., 
Chicago. Standing: Chet Smith, Codo Mig. Co.; J. D. MacMorris, 
C. Howard Hunt Pen Co.; Jack Adams, Laird Staty. Co., Oakland, 
Cal.; Jess Peck, Sprinatield Staty. Co., Springfield, Ill.; Ralph W. 
Swisher, Plymouth Office Supply Co., Plymouth, Ind. 


5. Seated: Fred Downs, Downs-Randolph Co., Tulsa, Okla.; Frank 
Cooper, Codo Mig. Co.; Fred Fenne, Associated Stationers Supply 
Co.; R. C. Stampp, Fulton Co., Houston, Tex. Standing: William 
Jarchow, H. H. West Co.; Ray Hammond, National Blank Book Co.; 
Bob Latsch, Latsch Bros., Lincoln, Nebr.; Jack Crow, Hall Staty. 
Co., Topeka, Kan. 


6. Seated: Dan MacDougall, Stationers Loose Leaf Co.; E. A. Keeling. 
Art Metal Construction Co.; Ted Warkentin, Southwestern Staty. & 
Bank Supply Co., Lawton, Okla. Standing: Bob Pinney, Acme Visible 
Records, Inc.; John Smith, Southwestern Staty. & Bank Supply 
Co., Amarillo, Tex.; H. J. Stephens, Rockwell-Barnes Co.; Frank Von 
Ritter, Stationers Loose Leaf Co. 
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Simplification of Equipment and Merchandise 
By R. D. LATSCH 


President, 
Latsch Brothers, 
Lincoln, Nebr., 

NSA President-Elect 


O THOSE of us whose business lives are devoted to 

the swift and accurate flow of office procedure and 
to the betterment of the many needed office equipment 
products and supplies, post-war planning is a direct 
challenge to the imagination. 

The subject of this part of the program is, “Simplifi- 
cation of Lines After the War.” I’m not sure that the 
title encompasses what we really mean. Some say the 
lines should be cut down; others say that we should 
do away with a lot of lines, styles, and duplications. 
Trying to choose a suitable title reminds me of the 
sergeant who was drilling some raw recruits and had 
them marching toward a fence. He couldn’t think of 
the command, “Right about face,” so just as they were 
about to bang into the fence, he shouted, “Get away 
from that fence, Hep.” So I might say, “Let’s get 
away from this confusion we have gotten into over 
the years. Now is the time.” 

Part of the program of this convention was planned 
around the thought that following this war would be 
an excellent time to standardize office equipment and 
supplies. We know there have crept into 


facturer. Any kind of an arrangement which does not 
benefit both is certainly a very poor arrangement. 
Many times I have explained to people outside our 
industry that the stationer is a selling agent for the 
manufacturer and that our association comprises both 
the manufacturer and the dealer, thus making a 
strong combination. 

It is not my purpose to be specific in this matter, 
but rather to point out that the condition prevails and 
the time is now ripe for improvement. Going into 
detail as to definite changes of the different com- 
modities would be a tremendous job and take a lot of 
research. That research should be instituted by a 
combination of manufacturers and the dealers. I have 
written a number of manufacturers and I’ve received 
a very, very pleasant reaction to the idea, as well as 
many good suggestions. Handing out some of these 
suggestions, I do not want to mention the authority 
for them for obvious reasons. Any suggestions that 1 
make which seem to relate to any person or persons, 
living or dead, are purely coincidental. 

I talked to a large wholesaler who said 





our industry many duplications, thus 
creating a problem for the manufacturer 
to keep all these duplications in produc- 
tion. It has been necessary for the dealer 
to stock this assortment, increasing his 
inventory and making it harder really 
to give the proper service to the cus- 
tomer. 

In bringing this matter before the con- 
vention, we do not want the manufac- 
turer to think that this idea came en- 
tirely from the dealer organization or to 
feel that it is the dealers’ idea to have 
this vroposed as an ultimatum to the 
manufacturer. We should work this 
whole program out together. We deal- 
ers are selling agents for the manu- 
facturer, and what is good for the dealer 
should be equally good for the manu- 








MR. LATSCH 


ei he came across four different kinds of red 


lead pencils in his stock, all made by one 
manufacturer. He asked his stock clerk 
why it was necessary to carry all these 
different kinds of red lead pencils. The 
clerk’s reply was, “Well, the manufactur- 
er’s representative is here and we'll ask 
him about this.” The salesman was un- 
able to throw any light on the subject. 
Here’s a manufacturer who found that 
90 per cent of his volume was coming 
from 25 per cent of his line. Another 
manufacturer discovered that many 
items he thought he received consider- 
able volume on were really being sold in 
such small quantities that they brought 
no actual profit. 
(Turn to page 210, please) 








Manpower Problems of the Small Stationer 
By LEONARD B. WILCOX 


Roberts Printing & Stationery Company 
Hutchinson, Kans., 
Governor, District No. 8 


I Paces OTHER day I was talking to a group of very 
small stationers, stationers from small towns, who 
have not had the advantage of defense business, and 
who have not been able to replace the merchandise 
that has gradually melted away. One small stationer 
had formerly had two men on the road and a store 
force of four people. including himself. The two boys 
on the road were his sons. They have gone to the 
Army. He is now on the road himself covering those 
two territories and he has brought his wife into the 
business. She knew nothing about it and she has the 
help of a high school girl who comes for part of the 
day. Another store is operated by two partners down 
in Oklahoma. They are both past 38 years of age. All 
they have left is the two of them and a 75-year-old 
man, a personal friend who is helping them out. They 
have another fellow who used to be in the insurance 
business. He is helping out five days a week and 
running his insurance business the other day. This is 
a good stationery concern, but it has no defense busi- 
ness, its shelves are practically empty, and it needs 
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store help. A year ago we heard a lot about women 
replacements. There aren’t many. Many are using 
high school children part time. The situation seems 
pretty general all over the country. 

Bob Latsch has been able to buy out a couple of 
competitors and has inherited some good help in the 
transaction. We cannot buy our competitor. He is too 
good. We have to be careful he doesn’t buy us out. 
But my heart goes out to those fellows in the smaller 
towns. We are not as badly off as they are. We still 
have some reserve of manpower. My recommendation 
to them is not to try to hold sales meetings for 75-year- 
old men, or high school kids 17 years old. The latter 
will be in uniform in a few more manths anyway. Or 
for the dumb girls you are tickled to have, because 
they can dust pretty well. A fellow said, “In the old 
days you always knew who the boss was. He was 
sitting down. Now he is working like hell, and the 
help is sitting down.” 

In some stores the help has taken over. I went into 
a drug store where I knew the girls. I don’t get any- 
1943 
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where with them. We have a naval base there and 
the uniforms get farther than I can. There was a 
lady sitting at the middle of the counter. I sat at 
the end, because the cookies are there, and perhaps 
when they aren’t looking I can get one. I recognized 
the lady as a long time customer of that store. The 
girl got me a cup of coffee. I talked sweet to her in 
order to get two lumps of sugar. The lady got a little 
disgusted. I know she had been sitting there before 
I came in. Finally she said, “Young lady, when may 
I get waited on?” The girl said, “I'll wait on you when 
I get down to that end of the counter, and not until 
then.” Have any of you heard that sort of thing? 
The manager of this store is a good friend. I went 
over and said. “Are you going to let that girl get by 
with that?” He said, “I’m afraid to bawl her out for 
fear she will quit.” 

Now is the time to kind of educate ourselves to take 
our businesses back to ourselves. This idea of kissing 
vour help’s foot should be stopped. I think now is the 
time to get our houses in order and clean up some of 
the things we have been putting up with. 

In our business we make deliveries once a day, after 
four o’clock, and have cut. our delivery expense 90 
per cent. We used to brag about getting the stuff to 
customers in 30 minutes. Now it is once a day. We 
are never going back to that 30 minute business again. 
It was awfully costly. Now, under the pressure of war- 
times, when the public is accepting inconveniences, is 
the time to cut out these practices. If they are evil, 
they should not be in our business. 

I had a friend in business who worked for a whole- 
sale grocery firm last year. In a fit of patriotism he 
enlisted. On the day he left he went to the office. 
They had cookies and sandwiches. Everybody patted 


him on the back and wished him a safe return. The 
boss said, “When you come back, your job will be here 
for you.” He went into the Navy, and came back with 
a bad back. When he went back to the office to see 
about his job he had on a metal and leather brace 
extending from his waist up around his shoulders. 
His backbone was in process of ossification. He had 
been on the buying desk, purchasing sugar at $2.50 a 
sack that his company sold for $25. But when he went 
in to see about his job, his boss looked at him and 
said, “I don’t know. This old boy stayed in and 
pitched while you were gone. Maybe we can find you 
a place on the dock.” And his back wouldn’t permit 
it. I hope when our boys come back, we don’t shove 
any of them on the dock. 

One of the greatest contributions we have made to 
this war is sending our boys and our reserve of man- 
power. When they come back, let’s gather them all 
up, all those who want to come back on the same 
job, and put them in. We will carry on until they 
come back. We can work late at night ourselves. 
Don’t build yourself too big a double organization. 
Aside from the very moral fact that we owe these 
boys who are coming back a job, I would recommend 
that you go home and get in touch with the chairman 
of your local draft board and read the law pertaining 
to that boy’s job when he gets home. It may make 
you stop and think. 

The little stationers are the backbone of this organ- 
ization, and don’t forget it. When you go out to pick 
berries and drop one little berry in a bucket, it doesn’t 
make any noise nor much of a show, but you keep on 
picking and pretty soon you have a bucket full of them. 
These little fellows need a lot of encouragement, and 
it is up to our association to give them all that we can. 


The American Red Cross 


By ROBERT McKEE 


National Broadcasting Company, 
Chicago, Ill. 


eo: when a representative of the Red Cross 
addresses a group, he is asking for two things, 
your blood and your money. This afternoon I am only 
asking for your good will. and the chance to tell you 
some of the things the Red Cross is doing. I would 
like to speak of the post-war world, but the Red Cross 
is too thoroughly mixed up now with the war world. 
I will limit myself to war activities. 

In the armed services of this country the Red Cross 
is rendering individual service to one out of every 
eight men. Of the ten million in the field, that would 
be a million and a-quarter who are receiving help of 
various kinds. First, the Red Cross is a means of com- 
munication. It is so set up by act of Congress, to be 
a means of communication between members of the 
armed forces of the United States and their families. 
With every unit of the armed forces, at home and 
abroad, there is a representative of the Red Cross, 
known as a field director. Stationed at every post. 
camp and station. here and abroad, they make in- 
dividual contacts with the soldiers. 


Perhaps you have a local chapter, which has its 
home service department, and contacts the families 
of those men. Johnnie Jones is at camp. His mother 
writes him that she is sick, that she cannot take care 
of herself. Johnnie applies for a furlough to go home 
and take care of his mother. He goes to the Red Cross 
field director in his camp, shows him the letter. and 
says, “What shall I do?” The field director calls the 
local chapter, and they send a local service worker to 
his mother to investigate. If he is needed at home, 
he goes home. Suppose he has no money. The Red 
Cross gives it to him. If he has no means of trans- 
portation, the Red Cross will supply it. They will see 
to it that he is sent home for as long as it is neces- 
Sary. If it is too long, and he has to go back to camp, 
the Red Cross will take care of his mother. 

Not long ago a boy got a routine furlough to go 
home. He arrived at home and found his wife was 
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expecting a baby. She had been ill and was unable 
to take care of herself. As she had no family to take 
care of her, there seemed to be nothing for him to do 
but take off his uniform. put on civilian clothes and 
get a job. He did just that, and was listed as a de- 
serter. The Army asked the Red Cross to investigate 
before they sent the military police for him. The local 
chapter discovered the circumstances. They told the 
soldier the magnitude of his offense against the Army 
and sent him back to camp. They took care of his 
wife, provided her with pre-natal care, gave her hos- 
pital service, bought a layette, arranged with someone 
to take care of her and then the baby after she went 
back to work. The field director at camp went before 
the court martial, and got the soldier off with thirty 
days in the brig, when he might have spent up to 
thirty years there for desertion in wartime. 


Maintainer of Morale 

The purpose of the Red Cross is to keep up the 
morale of the men, to make them as good soldiers and 
sailors as possible, to make their separations from 
their families as easy as possible, and to see that no 
one really lacks in time of war. 

In Chicago a woman was dying. She had two sons, 
one in an Army camp in Wisconsin, and one a Marine 
at San Diego. Her name was Smith, and the boy in 
San Diego was John Smith. They had no specific 
address for him. The boy in Wisconsin got the word 
and contacted the Red Cross director in camp. Eight 
hours later they found the other son and got him to 
Chicago in a plane before his mother died. 

We had one case where a sailor came back from 
Pearl Harbor without one leg. He was married and 
had a child. He was given an honorable medical dis- 
charge from the Navy. His wife refused to let him 
in the house or see him because of his maimed con- 
dition. He became a neurotic. The Red Cross took 


(Turn to page 214, please) 
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Report of Necrology 
Committee 


T= curtains of yesterday drop down, the curtains 
of tomorrow roll up; the pattern that is weaving 
when the sun goes down, is weaving when it comes up 
tomorrow. And so, day by day, we reach another mile- 
stone in Association history and to your Necrology 
Committee again falls the duty of presenting—with 
profound sorrow—the names of those of our number 
who have answered the final “Roll Call’ since last we 
met in annual session. 

“Time marches on,” but never fails to leave its sha- 
dow behind, and, as we pay tribute to the memory 
of our old friends, let us not fail to be conscious of the 
fact that in their passing this association has sus- 
tained a great loss. 

Let us generously put aside personal feelings and 
opinions and remember: 

“Could we judge all deeds by motives, 
See the good and bad within, 

Often we’d forgive the sinner, 

Even though we loath the sin, 
Could we know the powers working, 
To overthrow integrity, 

We would judge each others errors, 
With more patient charity.” 


Today, as we call these friends back to our minds, let 
us remember also that rivalry and struggle are essen- 


tial and inevitable in human affairs. Without them 
life would cease to be alive. 


But in this remembrance let us never fail to bear in 


mind that not all rivalry and struggle has constructive 
value. Some of it makes for growth and development, 
and some hinders. 


We would emphasize that which makes for advance- 


ment, not that which makes for bitterness, hatred, 
and destruction. We would especially point out the 
activities which, through co-operative endeavor, pro- 
mote change because of changing conditions and en- 
vironment, such as is so evident the world over today. 


In our American free enterprise system with its com- 


petitive factors, no finer example of this opportunity 
to grow and develop can be found than in the fellow- 
ship and interchange of information, ideas, and prac- 
tices evidenced by our members in their work with this 
organization. This co-operation is a graphic demon- 
stration of the great. practical, motivating force which 
governs the work of this National Stationers Associa- 
tion. 


1. 


We all recognize that those of our members who 
‘pass on” have completed their earthly task. But more 


A. W. DeZur. L. E. Waterman Co.; C. W. Ramseth, Wright College 
Book Store, Chicaao; L. F. Canfield and Charles A. Granath, both 
of Waterman Pen Co.; L. R. Kendrick, Kendrick-Bellamy Co., Denver. 
Colo. 


2. John G. Kolb, C. Howard Hunt Pen Co.; O. M. Marquis, Ankeney 


Co., Cumberland. Md.; A. W. Williams, Stationers Guild of America; 
C. J. Stoner, C. Howard Hunt Pen Co 


3. H. J. Huette and H. E. Dressel, both of Autopoint Co.; Ray V. 


Skolaski, A. Blied, and Charles Hoffhine, all of Blied, Inc., Madison, 
is. 

. Seated: H. O. Tenner; E. A. Nichols, The Daniels Co., Muskegon. 
Mich. Standing: R. N. Wood, Esterbrook Pen Co.; George C. Holt, 
W. A. Sheaffer Pen Co.; A. G. Frost, Esterbrook Pen Co.; Sterley 
Jerue, McClain & Hedman Co., St. Paul, Minn.; D. S. Hansen, Carlson 
Bros., Inc., Moline, Ill.; Harold Blum, Esterbrook Pen Co. 


. Frank Palmer, Eaton Paver Corp.; Erle Kistler, W. H. Kistler Staty. 
Co., Denver, Colo.; Walter Guy, Arkansas Prtg. & Lithographing 
Co., Little Rock, Ark.; John Tamany, Boorum & Pease Co. 

- R. C. Schmutzler and L. J. ay ry both of Reyburn Mig. Co.; 
F. W. Samson, Moore Push-Pin Don Sharpe, Reyburn Mig. 
Co.; Sam Clayton, Koh-I-Noor Pencil Co.; Mrs. Frank Demaree, 
Demaree Staty. Co., Kansas City, Mo.; Bill Lipner, Koh-I-Noor Pencil 
Co.; Fred Tracht, National Association of College Stores; D. 
Leonard, Koh-I-Noor Pencil Co. 


. Dick Singer, The Globe-Wernicke Co.; Harold D. Gill, J. K. Gill 


Co., Portland, Ore.; Fred Larson and Ham Warnock, both 7 The 
Globe-Wernicke Co.; W. R. Kane, Oxford Filing Supply Co.; > 
Frey, ig Globe-Wernicke Co.; R. Achtner, Office Staty. Ce., one 
cago; O. R. Geuther, Marshall- Jackson Co., Chicago; M. F. Westring. 
Mid-City coe Inc., Rockford, Ill. 


. B. F. Girardot, C. G. » peti Mrs. Girardot, B. F. Strang, all of 


Gregory Fount-O-Ink C 


. A. J. Kerin, Tower- st Corp., New York. N. Y.: Abe Gold- 


berg. A. I. Goldberg & Bro.; J. D. Cardinell, Cardinell Corp.; Lou 
Tavernier, Fulton Specialty Co.; Samuel Goltzman, Mutual Staty. 
Co.; Proctor Gilbert, Sears Roebuck & Co.; Pete Tower, Tower- 
ero Cor,., New York, N. Y.; George Griffith, Noesting Pin 
icket Uo 
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than this, we should let their absence be to us a never- 
failing reminder of our need to be dedicated anew in 
friendliness, in hope, in co-operation and in courage. 

These old friends are symbolic of what human 
nature may aspire to be. They have been honored and 
respected for their sincerity, wep acing d and sound busi- 
ness judgment. Above all they have been esteemed for 
their service to and sympathetic understanding of 
their fellow man. Many of them have given freely of 
their time, their talent and their substance to the 
development of this association. 

Some have carried official responsibility for associa- 


tion activities and so aided in expanding the influence 
of our organization. Some have given their all in the 
service of our country and those of us on the “home 
front,” though we may rebel against some conditions 
created by the emergency, yet through it all we must 
indeed feel a deep sense of gratitude for that protec- 
tion which has permitted us to work unhindered by 
enemy action. This freedom should bring increased 
appreciation of the sacrifice made by those who have 
“held the battle line,” wherever that may have been, 
whether in training camp, on the high seas, in the air 
(Turn to page 217, please) 


Who's Going to Pieces When Peace Comes? 
By CHARLES P. GARVIN 


General Manager, 
National Stationers Association 
Washington, D. C. 


1 few FIGURES I am about to give you are astro- 
nomical, but I thought we might keep them in mind 
as we go away from this convention. The figures and 
the prophecies come from the best sources avail- 
able. The volume of manufacturers for the full year 
1943 may reach a level 100 per cent greater than the 
full year 1929, when we had $68,000,000,000 total pro- 
duction. The production of America’s 200,000 factories 
in 1943 may exceed $140,000,000,000, as compared with 
$68,000,000,000 back in 1929, and $57,000,000,000 in 1939 

You have heard Mr. Wilson and Mr. Gardner talk 
about building for post-war. It is very evident that 
our biggest problem is what to do when we have to 
go back to what we used to do in a good normal year. 
That is the problem we must face and think about, 
and the fellow who is going to gc: to pieces when this 
time comes is the fellow who can’t stand it. If you 
don’t prepare yourself to take care of business at the 
time it shrinks to the best business you had before 
the war, you will be in trouble. 

In 1943 consumer purchases may total $88,000,000,000 
to $90,000,000,000. Civilian needs have been well met 
during the period of the war by the thousands of retail 
firms, the 200 wholesalers and the 650,000 establish- 
ments in service trades, despite the severe shortage of 
employees. Civilian purchases will be a big factor in 
all of these totals. 

In 1942, war expenditures amounted to $50,000,000,- 
000 and consumers’ expenditures to $62,000,000,000. By 
May, 1943, the war expenditures of the Federal Gov- 
ernment had so increased that they equaled consumer 
expenditures. Now they are running slightly over 
$7,000,000,000 a month. Do you realize what $7,000,- 
000,000 means? You start counting any time you want 
to, count for four thousand years, and then you really 
start counting. From that time on you make progress. 

Civilian supply has been adequate, but inventories 
are beginning to decline in a number of lines. The 
reason I give you these figures is this: I want to assure 
you that business in America is not controlled by 
resolutions, declarations, Icbbying or 
pressure groups, or anybody else; it is 
controlled by the amount of business 
that can be done, the amount of money 
available to do the business. I think the 
time has come when we had better give 
up the idea of running down and asking 
the Government to step in, and keep 
building these figures up by doing jobs 
for us that we should do for ourselves. 
It is time for the business men to make 
up their minds that if they want Gov- 
ernment out of business, they shouldn’t 
ask it in. They are always doing it. Our 
idea was that there should be a law, a 
regulation, a restriction, and the chief 
trouble is that all too often we want 
those things to apply to somebody else 
besides us, and don’t want to pay taxes to 
maintain the laws. Don’t think the way 
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to keep from going to pieces after peacetime comes is 
by asking the Government to do the job we should 
do ourselves. We have heard from fine speakers in 
this great meeting of the things we can do ourselves. 


Stationery Business in Strong Position 


I want to leave this with you. We are not ashamed 
of the position of this business. Confidentially, I 
think this business has been one of the luckiest God 
has ever smiled on. Only a year ago we were won- 
dering whether we would be in business a year hence. 
It is only a short time ago in the printing business 
that they were wondering what was going to happen 
to the printers, and yet today we hear them tell us 
that the printing business is on the threshold of the 
greatest volume ever known. We haven’t kicks com- 
ing. Our kicks are in the future. The fellow who isn’t 
going to pieces when peacetime comes is the fe'low 
that prepares himself to meet the restrictions and the 
troubles, and doesn’t ask the Government to do it for 
him. Don’t forget that business control means a re- 
quest from business to do the things for business that 
business should do for itself. 

In Mr. Wilson’s talk this morning it may have 
seemed to you that CED was rather a dry proposition, 
but we should thank God we are in a nation where 
there is a bunch of business men going after a thing 
in the right way, as they are. The greatest business 
brains we have are stepping into this picture in no 
uncertain way, and if we can not win with those fel- 
lows carrying the ball, we should quit. We are fighting 
against Government domination of business. Our boys 
are out on the front fighting against that sort of thing. 
For years in Germany a man couldn’t start in busi- 
ness unless the Government told him he could. They 
have told business men when they might open and 
when to close; how much capitalization they might 
have; how many people to employ. I remember my- 
self, in Berlin, watching this thing, and writing back 
here and telling what was going on. The most I ever 
got was a lot of chuckling, and people 
said, “You aren’t a regular newspaper 
man, and don’t know.” It was going on 
though, and it will in this country if we 
don’t do the job better than any bureau- 
crat can. 

I think this has been a great meeting, 
a wonderful convention, a vivid picture 
of what business democracy looks like in 
action, a picture of a group of business 
men interested in working out their own 
problems. I have seen more men rub- 
bing elbows, and exchanging ideas, and 
having conferences, than at any business 
meeting yet. I am not worrying about 
our business. As has been said, the fel- 
low that is not going to pieces when 
peace comes is the fellow that has the 
know-how to adjust himself to what he 
used to think was a swell condition. 


TH 








END OF SPECIAL CONVENTION SECTION 


OFFICE APPLIANCES, November, 1943 


63 











ADVERTISING CLINIC FOR DEALERS 
A Reqular Monthly. Feature Offering Ideas, Suggestions, Analyscs 


OW can a Stationer or dealer 

judge, in advance, whether 
his advertising copy is good or 
bad? 

Is there a mysterious formula, 
as some advertising men would 
like advertisers to believe? Or can 
anyone able to spell “cat” deter- 
mine what is good copy, aS some 
advertisers suggest scoffingly to 
advertising men? 

As usual, the truth lies some- 
where between both extremes. 
There is no hidden magic, no 
white - rabbit - out-of-a-top-hat 
trick about weighing copy when 
it is submitted for approval. 
Neither is it true, however, that 
just because you can read adver- 
tising copy you can criticize it 
effectively or write it yourself. 

What is advertising copy? Pri- 
marily, it is the use of words on 
paper to sell an idea, service or 
product. 

Before you can sell something, 
you must know to whom you want 
to sell it. What kind of people are 
they, how do they think and talk, 
what are their needs and prob- 
lems, what types of appeals do 
they respond to? Does the copy 
indicate that the writer had those 
points fixed in his mind? Did he 
show that he recognizes who the 
readers are by writing the copy to 
capitalize on their weak or strong 
points, by using the appeals and 
language that would interest them 
and sell them? 

We can assume that no one is 
interested in your idea, service or 
product, as such, except you. The 
readers—your prospects—become 
aware of what you want to Sell 
only when you relate it to their 
needs, their desires, their prob- 
lems. Copy that boasts how won- 
derful or sensational your product 
is, and forgets to tell the readers 
why it is wonderful or sensational 
for them, can be very good exer- 
cise in self-praise. The chances 
are, however, it won’t move a pen- 
cil off your shelf. 

What concerns the readers is— 
how much money, time or trouble 
will it save? Will it make me more 
beautiful or richer? Can it solve 
my problem? 

Does the copy tell all that? Does 
it tell it well? Does it dramatize 
effectively the main appeal to the 
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(Readers are invited to submit 
samples of recent advertising for 
analysis and report in the Clinic. 
The author was for five years ad- 
vertising manager of Interna- 
tional Office Appliances, Inc., and 
its associated companies in New 
York. He now is serving as adver- 
tising and sales promotion con- 
sultant to several companies in 
the office appliances field.) 





readers of your service or prod- 
uct? If there are a variety of pos- 
sible appeals, has your copywriter 
made the most of the appeal 
which will capture the imagina- 
tion of the greatest number of 
readers? Has he struck the com- 
mon denominator—the keynote— 
of your audience? 

Since people find it easier to 
grasp a Single idea at a time, the 
copy Should be built up carefully 
around that basic principle. Don’t 
confuse your prospects with a 
dozen different thoughts. Bait 
your hook with a single powerful 
appeal, get the reader to snap at 
that hook, and use the other ap- 
peals later as additional con- 
vincers. 

A good many advertising men 
and advertisers often make the 
mistake of thinking that an ad 
writer in high literary style is 
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thereby a good ad. Not necessar- 
ily, at all. Big, fancy words—per- 
fect style—polished grammar 
aren’t what make advertising copy 
successful. By the same token, 
sloppy writing is inexcusable. The 
important things about the words 
you know is not how many of 
them you have in your vocabulary, 
but how well you can use the 
words you know to bring about 
the desired result—sales. 

Did you—or the person who 
wrote the copy—think about the 
impression the words would make 
on the readers? Have you calcu- 
lated in advance what effect the 
words will have, when they appear 
in print? Remember, too, that the 
written word often differs from 
the spoken word. There are no 
voice inflections or emphasis or 
intonations. This is cold _ type. 
Nor do you have an opportunity 
to see the facial expressions of the 
prospect as he reads, as you do 
when you talk with him person- 
ally, and to amend quickly what 
you’ve written. The printed word 
has a certain finality—you can’t 
say, “What I mean is... .” When 
you write copy, it’s got to be right. 

AS a person experienced in 
salesmanship, you know that after 
you’ve sized up your prospect and 
decided on the best approach, you 
become persuasive. You want to 
convince him that you are sincere, 
that you are thinking about his 
needs and problems, how he will 
benefit from your service or prod- 
uct. At least, you do that if you 
are a good salesman. Well, does 
your copy do it? Does it do it 
logically, interestingly? And did 
your copywriter know when to 
stop “selling” and to ask for the 
order? You know the dangers of 
“over - selling’’— did your copy- 
writer prove he knows them, too? 

When you are making a per- 
sonal sale and feel the moment 
has arrived to write up the order, 
you just pull out your book and 
go to it. When you are advertis- 
ing, it’s a different matter. Now 
the obligation to act rests with the 
reader. The copy should bear that 
in mind. It should be written so 
that it’s A-B-C pie for the reader 
to order. You should be telling 
him how to order—on his letter- 
head, or by filling-in the coupon, 
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or by telephoning, or by coming 
to your store. You attracted him, 
you awakened his desire for your 
product, you convinced him he 
should buy—now move him to ac- 
tion, lead him to action. 

One last word about advertising 
copy. Generally speaking, when 
copy is submitted for approval, 
there is a tendency among many 
advertisers to say, “Oh, the copy 
is too long. No one is going to 
read all that stuff.” It doesn’t 
seem to matter much to the critic 
whether the copy is good or bad 
—most times he utters that con- 
demnation before he begins to 
read it. The copy is too long. 

Now, the Clinic is no advocate of 
long copy. Nor does it advocate 
short copy. It does advocate good 
copy, and so do you. The way to 
judge cony is not by its length, 
but by its content. Is it effective, 
is it interesting, does it sell? If it 
is, the length doesn’t matter—it 
will be read. If it isn’t, then it’s 
no good and the length matters 
still less—it won’t be read anyway. 

Someone once asked Abraham 
Lincoln how long a man’s legs 
should be. His reply was, “Long 
enough to reach the ground.” 

How long should copy be? Long 
enough to sell your product, to get 
the reader to act. No longer, no 
shorter. 


X-Raying Dealers’ Advertising 


Shaw & Borden Company 
(Spokane): Ralph Ortel, who con- 
ducts the feature, “Business 
Builders,” for this magazine, for- 
wards a recent newspaper ad his 
company ran and which was used 
also as a reprint for envelope 
stuffers. It’s another excellent ex- 
ample of how to layout a bargain 
sale ad for newspaper insertion. 
“Look At This List of Values” is 
the heading for the ad, with a 
smiling, winking sun looking down 
on the headline. Then, in good 
bold type, comes a two-column 
listing of various merchandise. 
Ralph adds that it “truly pulled 
results,” and we can easily see 
why. Thanks, too, Ralph, for your 
compliment: “. . . I have enjoyed 
and profited by your excellent new 
feature .. . clearing-house-of-ad- 
ideas.” 

Smith & Butterfield (Evans- 
ville, Ind.): Nothing niggardly 
about this company. They believe 
in newspaper advertising, and 
plenty of it. It’s good advertising, 
too, with the merchandise care- 
fully selected to appeal to the 
widest possible audience — with 
photographs designed to attract 


attention—and with somewhat 
“different” copy themes. For ex- 
ample, one ad features a very 
nice-sized, well-done illustration 
of a young lad dressed in junior 
air raid warden uniform—and the 
accompanying headline is, “Pho- 
tograph Enlargements ... Of 
Your Man In Uniform .. . will be 
priceless in years to come.” Be- 
cause this company apparently 
favors use of striking photographs 
and artwork, we suggest that a 
good way to get people to come to 
the store or to write in would be 
to offer a full-sized reproduction, 
suitable for hanging, of one or 
more of the photographs—free, 
just for the asking. Naturally, the 
reproduction would not contain 
any advertising matter whatever. 
Additionally, we would like to 
point out that some extra atten- 
tion ought to be given to the gen- 
eral layout of the ads, because 
these layouts are not on a par for 
eye-appeal with the rest of the 
content. Another good idea pro- 
moted by Smith & Butterfield is a 
regular monthly letter from one of 
their salesmen now in service to 
all his former customers. It’s a 
chatty letter, and an excellent 
good-will builder. Out of 550 let- 
ters in one mailing, the salesman 
received 37 personal replies. That’s 
one soldier who doesn’t wait for 
the postman to ring! 

Modern Stationery & Printing 
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Company (Baltimore): R. H. 
Schmidt writes in to say that he 
received a wonderful response re- 
cently to a special circular he 
mailed and which shows a news- 
girl selling a newspaper extra and 
shouting, “HITLER KILLS SELF 
. . . MUSSOLINI NOW CAPTIVE 
.. . HTIROHITO COMMITS HARA 
KIRI.” The headline is: “WHAT 
A GREAT DAY.” A few lines of 
well-written copy follow, outlining 
what a great day it will be when 
the war is over and all the world 
free again. The circular then 
opens to an excellent two-page 
spread of assorted office furniture, 
with sale prices. The back page 
also is crammed with merchandise 
and prices, carrying out complete- 
ly the effect of the two previous 
pages. Very effective combination 
of non-sales approach and direct- 
selling appeal. Mr. Schmidt in- 
cludes various clippings of news- 
paper ads, none of which are par- 
ticularly exciting, however. This 
company maintains a permanent 
record of which customers buy 
what kind of calendar and desk 
pads every year, and sends them 
a special double-postcard annu- 
ally asking for permission to fill 
the order as entered previously, 
or with any additions or substitu- 
tions needed. Makes it simple for 
the customer to say, “Well, I’ll get 
this out of the way fast, and be 
sure to have the stuff on time.” 











A) CIRCLE 








ENGINEER-INDUSTRIALIST: James A. Wallace, vice-presi- 
dent and general manager of the Jasper Office Furniture Company, 
Jasper, Ind., was a first lieutenant in the motor division of the 
Signal Corps in World War I. He was stationed in England and 
was charged with the responsibility of supervising machine gun 
installation and operation on airplanes. One of his contributions to 
the mechanics of the war in 1917 and 1918 was synchronization of 
gun fire between the blades of revolving propellers. That same in- 
genuity and engineering skill are in daily evidence in his company’s 


plant in Jasper. 


RIDING MASTER: Roland Kyle of The Mosler Safe Company, 
Hamilton, Ohio, another veteran of World War I, is an equestrian 
of note. His interest in horseback riding stems from his experience 
as a cavalry officer twenty-five years ago. Convinced of the joys 
and health building qualities in the sport of riding horses, he 
initiated the hobby of riding in Hamilton during the evening hours, 
when the cares of the day could be laid aside. The idea took to 
such an extent that he now has 40 to 50 people in his classes twice 
a week. Because of his activities in the field of equestrianism, Mr. 
Kyle has been given the title of “Riding Master” of Hamilton. 
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WOOD & STEEL 








With STEEL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of steel’s old work and does a thorough job on all calls. 


Jomoviows Job in 


OFFICE FURNITURE 


FFICE equipment manufac- 

facturers anxious to offer 
improved products after the war 
face the uncertainties of two prob- 
lems. The first is the necessity 
of keeping equipment reasonably 
standardized so that it may be 
produced economically for the 
greatest number of users. This is 
primarily a manufacturing or 
technical problem that has al- 
ready been largely worked out by 
experience in mass_ production 
techniques. The second is the 
adaptation of office fixtures to 
greatly variable human needs and 
purposes. This problem is one of 
satisfying individualized office 
methods, and for that reason fre- 
quently conflicts with the neces- 
sity of maintaining uniformity. 
Yet its solution offers the widest 
field for future consumer good 
will and repeat business. 

These problems themselves are 
not new in any industry, but the 
techniques of reconciling them 
are constantly being improved. A 
manufacturer of mattresses, for 
example, soon learns that some 
sleepers require hard mattresses, 
while others will sleep on nothing 
but a soft one. How to please both 
types? Mattresses custom-tailored 
to order require lengthy specifica- 
tions and are expensive to pro- 
duce. By synchronizing resili- 
ences of all standard inner spring 
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mattresses to accommodate the 
shape and weight of individual 
sleepers, the manufacturer solves 
his two problems. 

It is obviously out of the ques- 
tion to saw off the legs of a desk 
and glue them together again for 
the accommodation of a dwarf 
and a giant who take working 
turns at the same desk. An ad- 
justable chair, however, helps solve 
the problem. A further improve- 
ment would be the provision of 
an adjustable desk top that could 
be raised or lowered to comfort- 
able working level. This level is 
not always the conventional height 
in inches of a given piece of office 
furniture, but the most suitable 
height to accommodate a partic- 
ular worker doing a particular job. 


The High Desk Did Its Job 


The old-fashioned combination 
of a bookkKeeper’s stool and high 
desk looks like a monstrosity in 
the modern office, but in its day 
and for the purpose it served it 
was not so bad. The thick jour- 
nals and ledgers, kept entirely by 
hand, were kept firmly in place 
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by a slat running along the bot- 
tom of the surface of the desk, 
which was tilted slantwise to bring 
figures within close range of the 
eyes under the glaring, unsteady 
lamps of that day. An office man- 
ager with an antipathy for old 
things but a stronger antipathy 
for throwing them away learned 
to his cost that this old-fashioned 
type of desk cannot be lowered 
usefully to present desk levels. 
The desk had been in occasional 
service by people who worked in 
standing positions. When it was 
lowered, the sloped surface ex- 
tended downward almost to knee 
level, and the desk could not be 
used from either sitting or stand- 
ing positions. The executive got 
neither fish nor fowl. 

Large switchboards are still 
built high so that dropbacks of 
long cords will be speedy. The 
disadvantage of sitting on a high 
perch is more than counter- 
balanced by the necessity of re- 
peatedly pulling and dropping 
cords. To offset the unnaturally 
high working position, the tele- 
phone company furnishes chairs 


with climbing rungs, back sup- 
ports and foot rests. A smaller 
switchboard, of course, is built 


lower because cord backdrops are 
shorter. 

In considering today’s and to- 
morrow’s problems, therefore, it is 
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well to realize that progress in 
producing the right kinds of office 
equipment was due partly to ex- 
traneous factors. These factors 
are still with us. Typewriters, for 
example, are usually screwed 
solidiy into a special low-cut 
centerpiece panel, or a low car- 
riage, while calculators rest on 
desk tops at higher levels, where 
they can be moved about freely, 
or from one desk to another. Yet 
both are keyboard machines, and 
of approximately the same size. 
Why the difference in working 
levels? 

The answer, of course, is that 
a different kind of finger move- 
ment is required to operate each 
machine. The typist must use 
both hands and raise fingers from 
an inch to two inches above the 
banked keys to get momentum 
for the downward strokes. The 
calculator operator, on the other 
hand, needs to use but one hand 
and practically no momentum, as 
the keys do not hit the paper 
directly, but are reproduced auto- 
matically on the tape. Conse- 
quently, calculators usually rest 
on higher surfaces, and slightly to 
the right of the operator. 


One aid to efficient calculator 
operation is a wooden or metal 
prop, to bring the keyboard 
within easy reach of the vision 
and touch of operators less than 
average in height. Curiously 
enough, tall operators don’t often 
need this aid, as their natural 
angle of vision is higher, and their 
natural reach longer. Repeated 
and unnatural stretches and 
strains induce fatigue and in- 
efficiency. 


Fatigue Factor Neglected 


One reason why physical fatigue 
does not receive the attention it 
deserves is that no heavy physical 
labor is expected of clerical em- 
ployes. Authoritative tests of 
fatigue from mental sources, how- 
ever, show that it is the physical 
tensions associated with concen- 
tration that exhaust nervous sys- 
tems and impair habit proficien- 
cies. A standard typewriter key- 
board is a fine thing because it 
enables a typist to work from 
habit and memory on any other 
machine, but overstandardized 
set-ups of working materials are 
altogether another story, because 
of different types of people and 
different kinds of duties involved. 


A standardized, conventional fil- 
ing cabinet for correspondence 


consists of a tier of three or four 
drawers which extend from a 
point close to the floor to a point 
well above the average eye level. 
To work with the contents of the 
lowest drawer means frequent 
stooping, distorted vision, awk- 
ward handling angles, and early 
fatigue. To work with materials 
in the top drawer means a suc- 
cession of stretches on tip-toe, at 
least for short filing clerks—unless 
they drag along after them some 
sort of stand each time they move. 


Eye to Knee Level Cabinets 


Surely, there is a situation here 
worth thinking about as part of 
tomorrow’s job. Present filing 
cabinets save space, but most of 
them contribute to the very stuff 
of which fatigue is made. Cabi- 
nets extending from knee to eye 
levels would be much easier to 
work with, A few steps to the 
right or left are immeasurably 
less tiresome than continual stoop- 
ing and stretching. 


Moreover, when a single worker 
is responsible for keeping a large 
file of small card records, a cir- 
cular system of files around a re- 
volving chair offers possibilities 
for the future. This system has 
already been tried successfully in 
stock record departments. 


Now for a few speculative pos- 
sibilities based on office needs. 
How about eye-conditioned furni- 
ture, walls, floors and calendars? 
Why may not color be used to 
stimulate efficiency as it has been 
used successfully to stimulate 
sales? With automatic dust re- 
moval through electrostatic air 
filters, there can be increased use 
of the soft pastel shades which 
are kind to the eyes. 

And what of insulation against 
noise, such as restaurants have? 
Electric eye doors? Adjustable 
furniture? 

Small fixtures and devices can 
do more work, too. Confidential 
or little known telephone numbers 
may be recorded in a visibly in- 
dexed book which springs open 
to the right page when the index 
tab is depressed. Open racks for 
stocking currently used materials 
can be placed over desks, to save 
repeated hunts through desk 
drawers. These racks are espe- 
cially useful to stenographers. 

There is scarcely an office which 
could not be improved by new fix- 
tures. They need everything from 
cushioned rulers that will not 
slide about on glossy sheets to 
complete air-conditioning and 
dust control units. To make these 
needs known and to satisfy them 
is tomorrow’s job. 








EXPANDEX FILES IN LONG SERVICE,—This Shaw-Walker Space-Saver Expandex 

card filing system has been retained and enlarged during many mergers over a 

period of years by The Pennsylvania Company for Insurance on Live and Granting 

Annuities (bank and trust company). The Expandex keeps the entire central infor- 

mation file of the merged banks operating at top speed at all times. The Expandex, 

and the Shaw-Walker precision cards on which the record is maintained, were sold 
and installed by Shaw-Walker’s Philadelphia branch. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE . . . COUR- 
AGE . . . CO-OPERATION 


URVEYING the many actual 

clippings of stationers’ war ef- 
fort co-operative messages air- 
mailed us in response to last 
month’s invitation, we have the 
following summary report to the 
nation of office outfitters:—the 
majority of these embody earnest 
War Bond and Stamp appeals 
either in the top border of their 
advertisements or, as is more fre- 
quently the practice, directly after 
the signature at the foot of each 
display arrangement of the day’s 
sales statement. 

Seven of these help-the-govern- 
ment advertisements had clever 
small descriptive illustrations de- 
picting planes, tanks, guns, and 
related implements of war, the 
sufficient purchase of which are 
so dependent upon a steady flow 
of our savings into War Bonds 
and Stamps. 

Three forceful pieces of copy 
devoted the entire display com- 
position to the factual Govern- 
ment bond and stamp theme. 

One effective idea was to place a 
running fire comment around the 
entire border between two heavy 
rules. This had strength of atten- 
tion value because of its original- 
ity and because of its separation 
from the sales copy. 

We give you between this por- 
tion of BUSINESS BUILDERS and 
the next, one of interesting catch 
phrases in another of these co- 
operative units of Office Outfit- 
ters’ Advertising :— 


* * * 


BUY ... BUILD... WORK... 

YOUR PURCHASE OF UNCLE 

SAM’S WAR BONDS DO NOT 
SHIRK! ! ! 


* * * 





If you want an _ invigorating 
tonic of BUSINESS PEP we pre- 
scribe that you airmail a few sam- 
ples of your printed sales efforts 
to Stanley Moss, who is now so 
expertly conducting the new de- 
partment in OFFICE APPLIANCES. 

ADVERTISING CLINIC FOR 
DEALERS. Simply address him 
care of OFFICE APPLIANCES or di- 
rectly to his office: Canadian Pa- 
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cific Building, 342 Madison Ave., 
New York, N. Y. 

To continue, speaking from ex- 
perience, we were greeted by a 
decidedly cheerful airmail reply 
tc our letter to him. It started 
right out with a most personal, 
“Hello Mr. Ortel” instead of the 
staid “Dear Sir.” In fact the en- 
tire tone of the communication 
was so vibrant with earnestness 
you felt that you were directly 
across the desk finding yourself 
profitably visiting with this most 
interested-in-your-success indi- 
vidual. Here we experienced a 
most concrete example of what 
the most illustrious of all “better 
business letterbuilders,” Louis Vic- 
tor Eytinge, once so truly put it: 
“IF YOU WANT TO WRITE CON- 
VINCING LETTERS, GET INTO 
THE ENVELOPE AND SEAL 
YOURSELF IN EACH LETTER!” 
So again, see for yourself, write 
Mr. Moss in the interest of the ex- 
cellent work he has so ably started 
in this key magazine for the office 
outfitter. 


* + * 


BUY... BUD... WORE... 
YOUR PURCHASE OF UNCLE 
SAM’S WAR BONDS DO NOT 
SHIRK! ! ! 
* * * 

A high ranking Officer in the 
U. S. air service, now stationed in 
the South took the trouble, and 
time to telegraph his wife in an 
eastern city to airmail BUSINESS 
BUILDERS a memo from his per- 
sonal file at his home, which clip- 
ping he knew to be of pertinent 
value to our readers. You will be 
interested further to know that 
this officer was an account execu- 
tive in a large national advertis- 
ing agency prior to his present 
assignment of service to our coun- 
try. He advises us that this mes- 
sage was produced by a friend of 
his who at that time was special- 
izing in house organs for station- 
ers. This officer considers this 
copy ever timely so wanted you ta 
have it. We quote: 

HEADLINE: Is YOUR Office a 
Model of Efficiency? 

MESSAGE: Nothing makes a 
better impression on a customer 
or client than a_ well-equipped, 
nice-looking, smooth-running of- 
fice. The quality of your products 
or the service you render is re- 
flected in the administration of 
your business or profession just as 
much as a man’s personality is re- 
flected in the clothes he wears. 
Up-to-date facilities and proper 
environment also encourage neat- 
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ness, accuracy and application on 
the part of your clerical staff. As 
office engineers, we have made a 
thorough study of office require- 
ments and carry a complete stock 
of supplies and equipment for 
every line of business. Our service 
in helping you to improve the effi- 
ciency and appearance of your 
office is yours for the asking: 
Phone us, Main ——, about it to- 
day. Then came the name and 
address to complete the forceful 
piece of institutional and direct 
copy. 


* * * 


BUY... BUMS .. . Wie . ii 

YOUR PURCHASE OF UNCLE 

SAM’S WAR BONDS DO NOT 
SHIRK! ! ! 


* * > 


“HE WHO STOPS BEING BET- 
TER, STOPS BEING GOOD—Tnat 
is Why We So Earnestly Strive:— 
To better every relationship we 
have with every customer and to 
also improve even the most minor 
service which we have the privi- 
lege to render.” This effectual 
message appears in a marked copy 
we were honored with from The 
Shipman-Ward Mfg. Co. of Chi- 
cago. It appears in the current 
No. 88 Ship-Ward News, a pithy 
little miniature mail piece called 
by its author, Luis de Olazarra, 
vice-president and general sales 
manager of this pioneer organiza- 
tion, a “rumble seat” edition for 
everyone from 9 to 90 (Better get 
on their mailing list). Mr. Olazar- 
ra’s own corner is cleverly cap- 
tioned “Columnist for a Day”... 
We know you will like every fea- 
ture in this original bit of per- 
sonalized office outfitting adver- 
tising. Enjoy it! 

* * * 

To plan and not act is as sense- 

less as to drink and not swallow. 


* * 


The man at the top is usually 
the one who has been in the habit 
of getting to the bottom of things. 


* * * 


This is the Conductor of BUSI- 
NESS BUILDERS signing off, and 
inviting you to airmail your BET- 
TER BUSINESS IDEAS to him, 
Care of Shaw & Borden Co., Box 
2153, Spokane 2, Washington. 

Yours in the Interest of MORE 
BONDS for 

Our Good Old Uncle Sam, 


Ralph B. Ortel 


32, 32, 38, 32, 
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ng at War 


through the M imeograph keyhole 









Wherever our fighting forces go, there goes also the 
Mimeograph duplicator. In remote jungle posts of the 
South Sea Islands it rolls out crisp, clear, permanent 
copies of military orders. Eskimos and Icelanders know 
the Mimeograph duplicator. It travels on destroyers and 
battleships. It’s at work from Iran to Australia. 










Just as it helps speed the movement of troops, flotillas 
and squadrons, it also helps speed thousands of intricate 







parts into planes, ships and tanks. 








If you’re staggering under the load of increased paper 
work problems in your office or plant, with less help and 

' 
greener help, perhaps from our pool of experience we can help 
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you make further use of your Mimeograph duplicator in sim- 


plifying and streamlining some of your wartime operations. 
A.B. Dick Company, Chicago. The Mimeograph Co.,Ltd., Toronto. 
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<> Mimeograph 
hil duplicator 


MIMEOGRAPH is the trade-mark of A. B. Dick Company, Chicago, registered in the U. S. Patent Office. 


COPYRIGHT 1943, A. B. DICK COMPANY 


The Mimeograph duplicator is a trusty 
means of communication among our 
armed forces (just as it was in World 
War I). Back home it is saving man- 
hours and speeding up production in 
the great Battle of Building. 
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EDITORIAL 


NSA in High Gear 


@& WHEN the Thirty-Eighth Annual Conven- 
tion of the National Stationers Association was 
adjourned on Wednesday, October 6, 1943, at 
least two records had been broken. The attend- 
ance figure was the highest in the annals of 
NSA. The full-time, three-day registration 
totaled 1151. Additional hundreds were part 
time participants. And the proportion of dealers 
was higher than ever, with only five of the 48 
states of the country not represented. 

But success is not measured only by numbers. 
Commercial stationery is a great division of the 
office equipment industry because the individ- 
uals who compose it have learned how to co- 
operate and share. The opportunities for such 
action are afforded in abundance at the annual 
NSA conclaves. In evidence everywhere is a 
fraternal spirit, out of which comes high value 
in the form of understanding and mutual ap- 
preciation. Lobby conversations not only create 
valued friendships, but virtually always result in 
exchange of ideas, to the advantage of the busi- 
nesses of the men involved. 

As Richard B. Carter, president of the Carter’s 
Ink Company, said in a message mailed to deal- 
ers just prior to the convention this year, “Since 
I attended the first convention of NSA in 1904, 
I have been sold on the accomplishments and 
the possibilities of the association. It has proved 
over the years that people working together can 
do much that would have been impossible other- 
wise. I often think of the many warm friend- 
ships that these conventions have given me; and 
I know that anyone who attends in a co-opera- 
tive spirit will make new friends and acquire a 
better understanding of the problems of our 
industry.”’ 


eee eee 

but practice is the key to it 
Lips and T¢ pics 
Office Equipment Co. 
Lowsville, Ky. 


Knowledge is a treasure, 


—_e-- 


The NSA Five Year Plan 


@¢ AT THE recent pre-convention meeting of 
NSA’s Executive Committee in Chicago, a defin- 
ite plan was formulated for the disposal of post- 
war surplus merchandise. The plan, briefly 
stated, consists simply of a Government mora- 
torium on the sale of manufactured commodities 
to competitive markets for five years after the 
war. The sale of such merchandise by bid is 
already under way by one department in several 
parts of the country. It can be stopped only by 
a specific Congressional enactment forbidding 
such disposal. 
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The NSA plan would ‘provide for supervision 
of this moratorium by a competent group. 
Under the proposal, goods could be sold back to 
the original seller, swapped among the various 
Government departments and agencies, or sent 
abroad. The remainder, it is believed, would 
cause no damage at the end of this period, in 
most cases being supplanted by improved types 
of goods. 

It is the competitive types of goods that has 
NSA worried, and rightly so. On the other hand, 
there’s no reason why such special-purpose 
items as freak size binders or files shouldn’t be 
unloaded for what they will bring—obviously 
the armed forces don’t want to be loaded up 
with an excess of this type of supplies. And such 
items would not bother normal trade. 

Government goods should be divided into two 
main groups, competitive and non-competitive. 
The latter could be disposed of immediately. 
Pressure should then be put on Congress to leg- 
islate against the immediate disposal of the com- 
petitive group by some such plan as the Execu- 
tive Committee has advocated. 


_—_—2o-- 


extra results.” 
The Tabulator 


American Writing Machine 


“Extra effort brings 
Stores 


_—_—~eo-- — 


Too Much Optimism 


& AMONG the comments uttered by various 
speakers at the recent NSA convention was a 
strong tendency on the part of a few to voice 
overoptimism on the nearness of the war’s end 
in the European theater. Well-founded optimism 
is a highly desirable quality, but the facts fail 
to bear out any justification for the feeling that 
the conflict will end this year. As a matter of 
fact, expert observers have advanced the opinion 
that it will be at least mid-1944 before Germany 
and her satellites are beaten to their knees. 


There are a multitude of reasons to bear out 
this opinion. In the first place, the Allied thrust 
through Italy has been held to almost a crawl, 
seldom exceeding five miles in any single day. 
The rugged terrain, certainly, has been respon- 
sible for a part of this delay, but the fact re- 
mains that the Germans, though well aware of 
their eventual defeat, are not “on the ropes” in 
any sense. On the Russian front, their retreat 
has almost approached a rout at times, but here, 
too, advances will slow to a crawl with the com- 
ing of the bitter Russian winter. Moreover, even 
with the Dnieper river bend in Russian hands 
and Kiev tottering, the Soviet armies have over 


OFFICE APPLIANCES, November, 1943 





, 



































“The LINE 
rvision that can’t, 
group. be matched 
yack to EE, 
various 
or sent 
would 
‘iod, in 
i types 
iat has 
r hand, 
urpose 
in’t be ) Sg, 
viously - 
led up M f, f. 
id such “4 Vour a Cra a. 
wok speeding to our fighting men, all over the 
etitive. 7  - 
liately. world, require every aid for faster production 
to leg- 
e com- PANAMA - BEAVER 
Execu- 7 
CARBON PRODUCTS 
are the finest carbons and ribbons 
made for billing and bookkeeping 
ee machines. They copy clearer, more 
permanently, giving much 
longer Service. 
inscsleneiean Ask your 
WaS a i 
. wales Panaz2a-Beaver Man! 
r’s end 
-imism eth 
‘ts fail 
ig that 
tter of 
pinion 
rmany 
< 
ar out 
thrust 
crawl, 
e day. 
espon- 
act _re- MANIFOLD SUPPLIES COMPANY 
rare of 
yes”? in 
‘etreat Manufacturers as 
t here, 
© com- 
r, even 
hands Identified Ink and Fabric Products Which 
e over Meet all Possible Office Conditions 
1943 


OFFICE APPLIANCES, November, 1943 71 











400 miles to gain before reaching the German 
frontier at its nearest point. Still another factor 
to be considered is that the highly-effective 
bombing of the RAF and the United States Air 
Forces is nearing a virtual standstill for the 
winter, foggy weather making anything like 
precision bombing an impossibility. 

It’s felt in many quarters that over-optimism 
in the past few months has definitely slowed up 


HERE AND THERE 


GENEVA MANUFACTURERS 
SIGN UP PETS AS "DOGS 
OF WAR" 


Pal," a prize-winning boxer, and 
Biek,’’ a sleek Doberman Pinscher 
both well-known members of Gen- 
eva's dogdom, have gone to war. 
Both canines are now the property 
of "Dogs for Defense,"’ an organi- 
zation devoted to the training of 





HICKEY’S “PAL” 
dogs for war duties. ‘'Pal’’ was for- 
merly owned by J. H. Hickey and 
“Biek"’ by H. V. Anderson, owners 
of the Anderson-Hickey Company, 
Inc., of Geneva, Ill., former manu- 
facturers of steel office equipment 
who are now devoting all their pro- 
ductive facilities to the output of 
war goods. 

Not every dog is acceptable for 
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war training, for the course of in- 
struction, both mental and physical, 
is intense. Among the many duties 
the trainees are taught are sentry 
work, the carrying of messages and 
the laying of telephone and com- 
munication lines in areas inaccessi- 
ble to men. They are taught, like 
Commandos, to move without a 
sound, live ammunition being used 
to train them to hug the ground 
closely. Owners are informed 
promptly when their former pets 
have left for overseas duty. 

Both ''Pal'’ and "'Biek"’ have been 
trained by Ludwig Gessner, and are 
in fine physical shape. Fanciers 
Hickey and Anderson are to be 
commended for giving up their fine 
dogs for this highly-important phase 
of Army training. 





LIBERTY TANKER NAMED FOR 
TYPEWRITER'S INVENTOR 


Chalk up one more wartime honor 
to the office appliance industry— 
this time it's a ship named in honor 
of Christopher Sholes, inventor of 
the typewriter. The new craft, 
launched September 27 at the Cali- 
fornia Shipbuilding Corporation 
yards in Wilmington, Calif., was 
christened the SS. Christopher 
Sholes by Mrs. B. Ellis of Wilming- 
ton, Del., wife of the general man- 
ager of the explosive division of 
the Hercules Powder Company. 

Born in Pennsylvania in 1819, 
Sholes entered the printing trade, 
later becoming editor of the South- 
port, Wis., paper. He became edi- 
tor of two Milwaukee papers in 
1860. One of his earliest inventions 
was a means of addressing newspa- 
pers on the margin; patents were 
later granted him on a paging ma- 
chine and for improvements on a 
numbering machine. He began work 
on the typewriter invention during 
the early 1860's, receiving his first 
patent in 1868. After five years of 
unsuccessful efforts to make and sell 
machines, manufacture was turned 
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the war effort. There still is a tremendous need 
for war matériel, War Bonds to be bought, blood 
to be donated for plasma, fats to be collected for 
ammunition and a vast- need for cutting waste 
to the bone. Let’s all help and forget this wish- 
ful thinking. That Victory will be ours is a cer- 
tainty, but it’ll come much more quickly if we 
“keep pitching” and forget the promises of rosy 
Peace on the horizon. 


over to the Remington Arms Com- 
pany. Numerous other patents were 
granted Sholes, the last in 1878. 
He died twelve years later—JEH 





JUDY HORR A MODEL CHILD 
IN TRUE SENSE OF WORD 


Not many three-year-old young- 
sters can be termed ''career girls’’ 
at that tender age. But little Judy 
Horr, daughter of Mr. and Mrs. 
Cortland B. Horr, 1202 Harrison 
Street, Syracuse, N. Y., has been 
working as a photographic model 
since December, 1942, when she 
made her debut as a ‘'cover girl’ 
in "Pictures," well-known snapshot 





JUDY HORR 


magazine published by one of the 
nation's outstanding photographic 
concerns. Since that time, she has 
been making periodic trips into New 
York to work as a dress model for 
mail order catalogs. 

Judy is as co-operative as she is 
photogenic, her deep blue eyes and 
slightly curly blond hair fe on an 
extremely pleasant job of the pho- 
tographer's work. Yet withal, she's 
a perfectly healthly, normal child, 
who receives her full quota of 
bumps and bruises. 

Daddy Horr, who is associated 
with McMillan Book Company, dis- 
plays typical parental pride in the 
progress his daughter has made as 
one of the nation’s most winsome 
“career girls.” 
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What to do about 


those war-weary 
typewriters 






Let us do this... 


=> l T US put new life in your war- ‘Through Smith-Corona branches 


this... 


4 weary typewriters. or dealers in all principal cities, trained 


Too often they’ re mechanical step- men and women are available— spec- 
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Typewriter Production Quotas Increased —: More 


Industry Advisory Committees Appointed 


NEW WPB PROGRAM CALLS FOR INCREASE IN 
TYPEWRITER PRODUCTION TO 9% OF NORMAL 
According to information released late in Septem- 

ber, the War Production Board is planning a gradual 
reconversion of typewriter plants in non-critical labor 
areas to permit an output of nine per cent of normal 
volume. Because the conversion to war output in 
most of these plants did not involve any radical 
changes, it is expected that the new output goal will 
be attained with relative ease. Little new machinery 
was necessary to convert to war production, and the 
same stamping machines and drill presses as were 
used in turning out parts for guns and other war 
matériel will be used when typewriter production is 
resumed. Many plants, it was announced, have sub- 
stantial stocks of parts already on hand. 

The new move is regarded as a vindication of the 
position taken by many leaders in the field in oppos- 
ing the virtual cessation of typewriter output ordered 
by WPB during the early stages of the war. Though 
the procurement program has satisfied the most 
‘pressing needs of the Army, Navy and war plants, 
there has been a marked shortage of machines for 
civilian needs, particularly of the wide-carriage type. 
The continued production of new typewriters at a 
diminished rate, as advocated by the industry, has 
been held more efficacious than a complete conver- 
sion to war output, later followed by a complete recon- 
version to typewriter production. 


© 
AMENDMENT TO ORDER L-54-a CENTERS CONTROL 

OF NEW TYPEWRITER DISTRIBUTION IN WPB 

The Office of War Information on September 21, 
1943, released the following amendment to Order 
L-54-a: 

“Control of distribution to war industries of all new 
typewriters in manufacturers’ stocks will be centered 
in the War Production Board as a result of the amend- 
ment today of Order L-54-a (typewriters). 

“Previously, authority to control distribution of cer- 
tain remaining inventories of such machines had been 
delegated to the Office of Price Administration. OPA 
will continue to handle distribution of typewriters in 
distributors’ and retailers’ inventories and also dis- 
tribution of used machines. 

“The amended order provides that war plants in 
need of typewriters file with WPB applications for 
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permission to purchase from manufacturers on Form 
WPB-1688. Application from any other civilian source 
will not be considered and officials requested that only 
those war plants in urgent need of machines submit 


application.” 
@ 


OPA EASES CURB ON TYPEWRITER RENTALS 


Effective October 16, 1943, the Office of Price Ad- 
ministration authorized the reacquisition of rented 
typewriters, built since 1935, by war contractors who 
had been required by a previous order to turn in such 
machines. The same machines, or a like number of 
similar machines, may now be reacquired under the 
new regulation, Amendment 6 to Ration Order 4. 

The action followed WPB’s move late in September 
permitting resumption of typewriter manufacture on 
a limited scale. With the large number of new ma- 
chines expected to be available in the near future, 
armed force requirements will be met without the 
purchase of all post-1935 (Class A) machines now in 
the hands of dealers. 

oh) 


NEW OFFICE MACHINE INDUSTRY ADVISORY 
COMMITTEES ANNOUNCED BY OPA 

Two industry advisory committees, representing 
manufacturers and dealers in office machines, were 
announced October 11 by the Office of Price Admin- 
istration. 

These committees were appointed by OPA for the 
purpose of consulting with and advising that agency 
on pricing matters in their field. 

Membership of the two committees is as follows: 


Office Machines Mfrs. Industry Advisory Committee 

Stanley C. Allyn, President, National Cash Register 
Company, Dayton, Ohio. 

W. D. Caton, Vice-president, Standard Register Com- 
pany, Dayton, Ohio. 

John S. Coleman, Executive Assistant, Burroughs 
Adding Company, Detroit, Michigan. 

A. B. Dick, Jr., President, A. B. Dick Company, 
Chicago, Illinois. 

H. P. Elliott, President, Elliott Addressing Machine 
Company, Cambridge, Massachusetts. 

Carl M. Friden, President, Friden Calculating Ma- 

(Turn to page 102, please) 
1943 
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W it Shoubl End... 
‘TOMORROW’ 


Things are going our way, now. Whether it be a day ... ora 





















month ...or a year... that long-awaited, prayed-for “tomorrow” 
will dawn some day. When it does, today’s priorities, rationing, 


material shortages will belong to History. 


Among other things, the dawn of “V” Day will initiate a mighty 
buying surge in office equipment . . . to replace depreciated and 
inadequate office furnishings. Leopold will be ready to meet this 
pent-up buying power with a complete line of office equipment, 


stvled for tomorrow’s needs. 


Yes. While serving your customers in war-essential industry, 
Leopold designers and craftsmen have been thinking and planning 
and working for tomorrow. Post-war desks and office furniture 
by Leopold will combine all of the beauty, utility, convenience and 


endurance so long associated with the “Service Line.” 


Leopold has built service into its line since 1876! 


THE LEQPOLD) COMPANY 


BURLINGTON, IOWA 
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City Hall, Kansas City, Missouri 






Leopold Equipped 
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ha. NEW EQUIPMENT, 


“WOODMASTER” TIDY DESK AIDS PAPER WORK 

The “Woodmaster” Tidy Desk, a five-compartment 
work organizer built by Art Steel Sales Corporation, 
300 East 145th Street, New York, N. Y., a device that 
has already proved its merit, now appears on the 
market in a new form. 

The new unit, finished in Woodmaster green, is a 
five-compartment organizer and comes equipped with 








“WOODMASTER” TIDY DESK 


steel locking rods and plastic knobs. Shipped knocked 
down and individually packed, it is easily assembled 
in a matter of minutes. The shipping weight is ap- 


DEVICES AND SUPPLIES |¢: 


WELLS ANNOUNCES CONVERTIBLE SWIVEL 
FEATURE FOR “TILT AND SWIVEL” CHAIRS 
Of particular interest to dealers who are concerned 
with post-war requirements is the recent Wells Office 
Furniture announcement describing the convertible 
feature of their “Tilt and Swivel” Chairs. These chairs, 
claims the manufacturer, can be converted to steel 


mechanism in as little as four minutes by following 
these simple instructions: 


1. Remove wood post by taking out locking screw 
on base. 
2. Insert 


hub into sleeve and tap collar towards 
metal plate. 





proximately 34 pounds, the list price, F.O.B. New 
York, $3.50. Complete information may be obtained by 
communicating with the maker at the above address. 


—-¢ 


JUSTRITE WAR BOND WALLET NOW AVAILABLE 
The Northern States Envelope Company has just 
announced a new “service” item, the “Justrite’” War 
Bond Wallet, now available for distribution to station- 
ery stores and outlets. The new product fills an im- 
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portant need for the millions of War Bond owners 
who require a container in which to deposit and list 
their bonds. 

Made of sturdy “Justrite’” red rope, the wallet is 
designed to open like a book. It has two inside panel 
pockets, each designed to hold a number of bonds. 
On each panel is a bond record chart, providing space 
for recording the date purchased, maturity date, bond 
series, bond number and maturity value. A panel de- 
sign and patriotic cut are printed on the face of the 
wallet, or, if desired, space is left for the advertiser’s 
imprint. 

The new wallets are available for immediate de- 
livery. Full details, samples and prices may be ob- 
tained from the manufacturer, the Northern States 
Envelope Company, St. Paul, Minn. 
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WELLS CHAIR WITH INTERCHANGEABLE 
SWIVEL MECHANISM 


ty, 
i> 


3. Remove wooden swivel underneath seat by taking 
out four screws. 


4. Replace wooden swivel with metal swivel, attach- 
ing with four screws. 
Complete information regarding this exclusive fea- 


ture may be obtained by writing Wells Office Furni- 
ture Company, 410 South Wells Street, Chicago, Il. 


*—-> 


VICTOR TAX-COMPUTER DESIGNED TO SAVE TIME 
AND EFFORT IN PAYROLL DEPARTMENTS 
The new Victor Tax-Computer, recently placed on 
the market by the Victor Safe & Equipment Company, 
North Tonawanda, N. Y., has a number of exclusive 





THE VICTOR TAX-COMPUTER 


features designed to speed up the computation of 
payroll withholding taxes, according to descriptive 
literature recently released by its makers. 

The Tax-Computer is small, measuring 934 inches 
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long, 2%4 Inches nign and 4% incnes deep at the 
base. Weighing but 12 ounces, it is built of non- 
critical materials and is finished in dull, non-glare 
olive green with gold-colored scale. Figures on the 
computer are large and easily read, and because but 
one row of figures is visible at one time through the 
window of the device the eyestrain of referring to a 
mass of charted figures is eliminated. 

Three models, A, B, and C, each retailing at $3.90, 
are available. Model A is designed for use in com- 
puting weekly payrolls, and Model C for semi-monthly 
payrolls, and Model C for monthly payrolls. 

Full and detailed information may be obtained by 


communicating with the manufacturer at the above 
address. 
z et 
J. L. MAY MARKETS NEW LUGGAGE TAG 

A new leather luggage tag, No. 250 in the “MACO” 
line, is the latest utility item to be added to the exten- 
sive product line of The J. L. May Company, 111 West 
Nineteenth Street, New York, N. Y. 

The tags are made of black or brown genuine leather 
and are fitted with acetate windows and identification 
card inserts. They are put up in attractive cards of 12, 
and packed 12 cards to the carton. Price schedules to 
dealers are available from the manufacturer. 





The Guest Book 


Howard Decker of Decker Brothers, Inc., Lafayette, 
Ind., spent several hours visiting companies located in 
the neighborhood of this journal September 22. He 
was in Chicago on a buying mission and for other 
business purposes. He expected to return in about ten 
days to attend the big NSA convention. 


O. L. Seale of Tulsa Stationery Company, Tulsa, 
Okla., visited with a member of OFFICE APPLIANCES’ 
staff September 23. He had come to Chicago on a buy- 
ing mission and regretted that he would be obliged 
to return to Tulsa before the NSA convention. Busi- 
ness, he said, was good, with the demand easing from 
abnormal volume in some places and building up in 
others. 


Arthur Waxman of Luart Stationery Company, Los 
Angeles, signed the Guest Book September 29. Honor- 
ably discharged from the United States Army after 
fourteen months’ service abroad, he was contacting 
stationery manufacturers in Chicago to buy merchan- 
dise before returning to Los Angeles to resume the 
management of his business. 


Edward L. Little of Wabash Cabinet Company signed 
the Guest Book September 30. His first call in Chicago 
was upon the management of the Palmer House in 
connection with seating at the NSA convention ban- 
quet. Ed has been the efficient manager of the banquet 
seating for many years. New conditions bring new 
problems and Ed was on the job early in order to 
have everything in connection with the banquet ticket 
sale working smoothly when the convention opened. 
He also found time to do a bit for Wabash Cabinet 
Company, but on this particular occasion, as always 
at convention time, NSA came first. 


Bert Reisler of New York, manufacturers’ repre- 
sentative selling for Julius Bandes & Company, Inc., 
L. Hoffman and Redi-Record Company, visited at the 
office of this journal September 30. He had timed a 
trip through his territory, which extends from Con- 
necticut to Chicago and St. Louis, so as to be in 
Chicago at NSA convention time, after which he 
planned to return to the East the same way. He re- 
ported a continued lively demand for the goods he 
had to offer. 


L. J. Schubert of Fort Wayne, Ind., formerly middle- 
west representative for The Globe-Wernicke Co., 
visited with a member of the staff of this journal on 
October 8 and related some of his travel experiences 
from the United States to Egypt and return as a 
soldier in the U. S. Army. Some of the details will be 
found elsewhere in this issue in the Great Lakes 
Travelers Club report. During the forty-three day 
trip to his destination he had many interesting ex- 
periences, likewise on the return trip by a different 
route which required the same amount of time. Being 
overseas approximately a year, he stated that one of 
the highlights in all that time was spending Easter in 
Jerusalem. Stopping in a stationery store in Cape 
Town, which was a point of call on his return trip, 
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he saw a copy of OrriceE APPLIANCES, the first since he 
had entered the Army. It was like a bit of home and 
brought back pleasant memories. Mr. Schubert again 
is a civilian but is on the reserve list subject to call. 


Mr. and Mrs. Howard S. Sanders of New York took 
“time out” on October 7 to visit us and make the day 
a bit happier. They attended the NSA convention last 
year as “bride and groom” and called again this year 
to emphasize they were still “bride and groom” though 
one-year-old in that category. There is always an 
“uplift” in contacting happiness, for when shared, 
happiness becomes perfect—the very sunshine of life. 
Come again friends. The “latch string” is always out. 


Rod E. Nern of Nern Office Furniture Company, Los 
Angeles, Calif., signed the Guest Book October 8. He 
had come east on a combination of vacation and busi- 
ness and was en route to Fort Wayne, Ind., to visit 
relatives. He reported a steady demand for all furni- 
ture products, resulting in a substantial increase over 
his volume for last year. 


Paul W. Cheney of Southworth Company, West 
Springfield, Mass., called on October 8. Paul not only 
represents the oldest line of typewriter paper in the 
world but has crowded a wealth of personal experience 
into his own life while contacting distributors of 
Southworth papers from coast to coast. A review of 
his book, “A Line on a Line” telling of “the Worth of 
Southworth,” which was illustrated by his talented 
daughter, Doris, and distributed at the recent Sta- 
tioners War Council, will convince anyone of the value 
of even a brief contact with some one “in the Know,” 
whether it be “papers or pins.” 


At the Sherman 

John Wagner and John Link of Lucas Brothers, 
Baltimore, Md., visited with a member of OFFICE APPLI- 
ANCES’ staff October 8. They had come to Chicago to 
attend the NSA convention and, staying over a few 
days, were guests of Warren Rogers of Victor Safe & 
Equipment Company at the regular Friday Great 
Lakes Travelers Club luncheon. Mr. Rogers, formerly 
connected with Lucas Brothers, remarked that the 
company was 102 years old and probably the oldest 
commercial stationery house in the country. 


H. M. Walmsley of Houston, Texas, signed the Guest 
Book October 18. A typewriter man for about 23 
years, he switched to railroading when typewriters 
were taken off the market, a field of endeavor which 
he left to enter the writing machine industry 25 years 
ago. He is now a conductor on the Southern Pa- 
cific and frequently may be found in charge of the 
famous New Orleans to Los Angeles “Sunset Limited” 
on the division between Houston and Lafayette la. 
Mr. Walmsley has a hobby of raising large, red, juicy 
Texas grapefruit. From his ranch, which he admits 
is not the largest but claims to be the best, h2 shivs 
about 1200 tons a year. Having been estab'ished with 
Underwood in Milwaukee for a number of years, he 
had come north to visit with old friends 
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...plans upon office personnel...the men and women 
duction who plan and manage business as their contri- 
victory bution to the nation. +x The traditional values of 
hat lie GF office equipment continue today to give to 
for the the office the co-ordination that spells victory... 
In top eliminating the delayed action that can lose battles 
and for with too little, too late. Designed by GF craftsmen 
ficiency in wood... men skilled in designing and building 
reasing for the modern business office...the new 
»st with files, desks and tables intermember with prewar 
irniture metal equipment...and aid business in its neces- 


emand sary expansion with no sacrifice of basic value. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blud., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office 


ippliance Trades Association of Great Britain and Ireland, 


4 St. Bride Street, London, E. C. 4 


(Ed. Note-——Owing to the uncertainty of sea travel and mail delivery the 
London Letter is not available at time of going to press.) 


CANADIAN NEWS NOTES 


S. J. Ludington, Correspondent 


Lieut. William Grand, son of P. F. Grand, of Grand 
& Toy Ltd., office stationers, Toronto, Ont., commanded 
a motor launch of the Royal Canadian Navy during 
the rescue of 78 merchant ship survivors at sea re- 
cently. 

/” as 

William King of Keith Stationers Ltd., office sta- 
tioners, Calgary, Alta., was a recent business visitor 
in Toronto. 


of * 


Office and general stationers throughout Canada 
have agreed to sell $1,000,000 worth of War Savings 
Stamps during November and December, according to 
a decision made at a recent meeting in the city of 
Toronto, attended by representatives from all branches 
of the trade from nearly every part of Canada. Three 
hundred persons were in attendance and a real deter- 
mination was shown to put the drive across 


x * * 


Effective immediately, an order has been issued by 
the Wartime Prices and Trade Board, limiting the 
uses to which papers made with a secondary finish 
may be put in Canada. Printers, lithographers and 
paper converters may use supercalendar paper only 
for letterpress printing or lithography with halftone 
plates of a screen with 110 lines or finer, letterpress 
printing or lithographing with gloss inks (or to which 
varnish is to be subsequently applied), lithographing 
posters, or rotogravure printing. The permitted sec- 
ondary finishes are about the same as those allowed by 
the earlier order. 

* > 

Considerable criticism of Canada’s Wartime Prices 

and Trade Board was expressed recently at a meeting 
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of the Canadian Business Equipment Manufacturers’ 
Association held recently in Toronto. The meeting felt 
that it was an unwise policy to have packed away in 
storerooms across the Dominion 10,000 new typewriters 
that have never printed a single letter. It was further 
alleged that Ottawa openly admitted that on the basis 
of the present need of the armed forces there is 
approximately five years’ supply of new typewriters 
available in Canada. Instances were given where war 
industries were refused permits for office equipment 
until a direct appeal was made to the Department of 
Munitions and Supply and the administrators’ decision 
revised. Business equipment such as calculators, ac- 
counting and adding machines are still being manu- 
factured in Canada 

Doreen Waller, of the stationery department, Hud- 
son’s Bay Co., Victoria, B. C., was a recent visitor in 
Toronto. It was her first trip east. 


The large office stationery stock in Maddock’s Store 
at Tillsonburg, Ont., was badly damaged by fire re- 
cently. Most of the damage was done by smoke and 
water from a fire in an upper story. 


* * * 


Patrick Conley has opened a stationery store at 470 
Dundas street, Woodstock, Ont. 


Elizabeth Chappell, daughter of R. S. Chappell, Ft. 
William, Ont., widely known in the office stationery 
trade throughout the western provinces, was one of the 
first airwomen wireless operators to sail for duty 
overseas. 


Hugh F. Young, with the Copp Clark Company, Ltd., 
Toronto, printers of office text books and manufactur- 
ing stationers has recently been elected to the board 


(Turn to page 98, please) 
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In Heclograph 
WITH ONE UNI-MASTER! 


Two vivid colors in a single run now possible on any spirit or liquid dupli 
cator—and no skilled labor or extra attachments necessary. Your orders or 
memoranda are more easily read: Important points stand out in bright green, 
contrasting with deep purple. Efficiency is raised —errors reduced —by this 


visual aid. Write now for details and samples 


MANIFOLD SUPPLIES COMPANY 


(MAKERS OF PANAMA-BEAVER CARBON 
PAPERS AND INKED RIBBONS) 


UNI-MASTER DIVISION 
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MEETINGS—CONVENTIONS—DINNERS 





TAVERNIER RE-ELECTED PRESIDENT NEW YORK 
STATIONERS GOLF ASSOCIATION 

Members of the Stationers Golf Association of New 
York City journeyed out to the beautiful and nicely- 
appointed North Hills Golf Club at Douglaston, Long 
Island, on October 14 for their annual golf tournament. 
A typical fall day was Nature’s gift to the event. A 
persistent wind of considerable velocity added addi- 
tional hazards to the natural rolling hills and dales 
of the course itself. Caddies, of course, were conspicu- 
yus by their absence but, as most golfers are used 
to the inconvenience by now, there was a minimum of 
“grousing” on this score. All in all it was a pleasant 
trip around the course with just enough zip in the air 
to make one want to keep moving. 

After the game and at the nineteenth hole session, 
the 60 golfers were joined by about the same number 
of more timid souls who came for dinner and the 
evening. All together it was a jolly good crowd who 
sat down to dinner and made quick work of the 
excellent war time menu provided. 

President Tavernier, Fulton Special Company, wel- 
comed the group to this, the twenty-eighth annual 
meeting, and appointed a nominating committee to 
prepare a slate for the coming year. A pause was 
taken in memory of Harry Levy, formerly of Silver 
Stationery Company, New York City. A telegram was 
dispatched to Eberhard Faber, Eberhard Faber Pencil 
Company, expressing regret for his inability to be 
present and offering best wishes for the future. The 
treasurer’s and secretary’s reports were accepted with- 
out reading. 

The trophies for the season’s play were then awarded 
as follows: 

Eberhard Faber Cup—Winner Class A—Julius Kahn, 

David Kahn, Inc. 


Louis Tavernier Cup—Winner Class B—Harry Yager, 
David Kahn, Inc. 

Ray Weissenborn Cup—Runner-up, Class A—Samuel 
Kahn, David Kahn, Inc. 

Harry Levy Memorial Cup—Runner-up, Class B— 
Charles Stroebel, Schwartz Toy Company. 

Herman Price Trophy—Greatest percentage of im- 
provement, Samuel Kahn, David Kahn, Inc., with 
37 per cent improvement. 

D. A. Davies Trophy—Greatest attendance—E. G. 
Goehring, American Paper Goods Company. 

Guy D. Hills Special Prize—G. C. Griffiths, Noesting 
Pin Ticket Company. 

George Fairchild, chairman of the committee on 
prizes, then awarded prizes for the day’s competition. 

The nominating committee presented a slate which 
was accepted unanimously as follows: 

President, Louis H. Tavernier, Jr.; vice-president 
and treasurer, Fred G. Huber; secretary, George F. 
Griffiths; directors, Eberhard Faber, chairman of the 
board, Willis D. Evans, George F. Griffiths, Fred G. 
Huber, Julius M. Kahn, Irving M. Levy, E. T. Mac- 
Intyre, J. E. Neary, Sr., Robert B. Sainberg, Charles 
Schatzlein, Louis H. Tavernier, Jr., Ray J. Urmston, 
Ray A. Weissenborn, Al Ficks, Jr., and Harold MacNeill. 

The president expressed the thanks of the associa- 
tion to its host for the day, Charles Schatzlein, Ameri- 
can News Company, who accepted graciously and 
extended an invitation for next year. The meeting 
was then adjourned. 

hs i aa 
NEW YORK OMDA OCTOBER MEETING 

The regular monthly meeting of the Office Machine 
Dealers Association of New York, Inc., was held in 
the Hotel New Yorker on Thursday, October 14. 

These meetings are regularly held on the second 





STATIONER GOLFERS OF NEW YORK CITY 


1. Ray Weissenborn, National Pencil Co.; Julius Kahn, David Kahn, Inc.; 
R. Sainberg. Sainberg & Co., Inc.; L. H. Tavernier, Jr., Fulton 
Specialty Co. 
2. Charles Schatzlein, American News Co.; Henry Levy, Silver ~ 
tionery Co.; — L. Pearce, Eberhard Faber Pencil Co.; C. 
- Oakville C 
G. Goehring, American Paper Goods Co.; Rudy Franz, unattached: 
L. McCready; Jager, guest. 
. Phil Schwartz and Leon Myers, both of Premier Supply Co.; Irving 
Myers, guest; Mack Seidling, Mutual Stationers Supply Co. 
M. D. Reeser, Howes Publishing Co.; M. Stuart and M. Holbreish. 
both of Barnes Printing Co. 
. Rudy Mueller, Esterbrook Pen Co.; Henry Bowman, American Lead 
Pencil Co.; Les Milton, Bainbridge. Kimpton & Haupt, Inc.; Harry 
Lynn, Esterbrook Pen Co 


eo vo 
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Guy D. Hills, Seneca Rulers, Inc.; 


7. J. A. Neary, Geyers-Topics.; 
S. Sanders, Stationers & Pub- 


Larry Schmidt, Wayne Paper Co.; H 
lishers Board of Trade, Inc. 

8. E. T. MacIntyre, Defiance Sales Corp.; F. W. Callahan, J. C. Blair 
Co.; Abe Schlossberg, Perry Printing . Stationery Co. 

9. W. D. Evans, W. A. Sheaffer Pen Co.; R. J. Urmston, J. S. Staedtler, 
Inc.; Sam Kahn and Harry Yager, ode ‘of David Kahn, Inc. 

10. Max Dryer. American Colortype Co.; Percy Elias, Hoffman & Elias; 
Irving M. Levy, Art Steel Co., Inc.; Ben Abrahams, Royal Office 
Supply Co. 

ll. Dave Price and Herman Price, both of Eagle Pencil Co.; 
Finck and J. C. Musser, both of Eberhard Faber Pencil Co. 

12. Geo. W. Fairchild. retired; Max Loewenstein, Universal Stamp & 


Carl P. 


Staty. Co., Newark, N. J.; Geo. England, Eberhard Faber Pencil 
Co.; C. Stroebel, Schwartz Toy Co.; Bob White. Fulton Specialty Co. 
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FACTORY accountants today are 
demanding new and better loose-leaf 
bookkeeping equipment — equip- 
ment with which they can “tool up” 
to handle the vast flood of additional 
reports and detail flowing to their 
desks. 


The Master-Craft line provides this 
improved loose-leaf equipment — 
standardized merchandise such as 
Kopi-Spot Pay Checks and Pay Roll 
Forms that enable the paymaster to 
make four pay roll records im one 
operation. 


Because of these and many other 
exclusive Master-Craft loose-leaf spe- 
cialties, the Master-Craft dealer 
today is selling to the largest market 
ever known in this field. 


Loose-Leaf 


Accountin g Sys tems by 
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MASTER-CRAFT CORPORATION (Division of the Shaw-Walker Co.) KALAMAZOO, MICHIGAN 





Twenty-one distributors and dealers visiting the plant for 
the first time pose with officers of the Fridén organization. 
Front row, left to right, Fred C. Carroll, San Leandro, Calif.; 
F. S. Balyeat, Seattle, Wash.; Dunstan S. Gross, San Leandro, 
Calif.; R. B. Brady, Houston, Tex.; S. R. Jackson, Pittsburgh, Pa.; 
Carl M. Friden, president; W. F. Bourne, service manager; 
H. F. C. Hoffmann, sales department; Joseph McDowell, 
Toronto, Ont.; Sven von Heideken, San Francisco, Calif. 

Standing, left to right, Josiah Neuhart, sales promotion man- 


Tuesday of each month, but due to the holiday, it was 
postponed to Thursday. A welcome visitor was Charles 
Meyer of Miami, Fla. 

The importance of submitting inventories requested 
by the OPA was again stressed. It was brought out, 
during a general discussion of this subject, that some 
of the dealers have been a bit lax in responding to 
the call for inventories. 

The hoped-for release of certain typewriters for un- 
restricted sales was thoroughly discussed. One dealer 
expressed the opinion that all Class A typewriters 
should remain frozen indefinitely, and that the Gov- 
ernment should build up an inventory in which only 
dealers who sold their machines may participate in 
the re-purchase of the surplus in proportion to their 
sales of machines to the Government. 

A committee was appointed to work out plans for 
the honoring of the many members of the association 
now serving in the Armed Forces. 


—— > ——___ 





AT THE SEPTEMBER MEETING OF NOMDA’S EXECUTIVE COMMITTEE 


Highlight of the September 16 meet- committee; 


Clarence E. Bush, director 





AT THE 1943 FRIDEN DISTRIBUTORS CONFERENCE HELD IN AUGUST AT SAN LEANDRO 


ager; C. B. Hale, Corpus Christi, Tex.; C. F. Clark, Utica, 
N. Y.; J. D. Schulmeyer, Toledo, Ohio; A. Eckenberg, Grand 
Rapids, Mich.; J. H. Shinn, St. Louis, Mo.; M. H. German, 
New York, N. Y.; G. T. Herbert, Chicago, Ill; F. F. Roark, 
Omaha, Neb.; John M. Lund, vice-president; Grant Drum- 
mond, Oakland, Calif.: Wesley Plunkett, treasurer; W. E. 
Hauser, Portland, Ore.; J. P. Rynn, Providence, R. LI; L. J. 
Williams, Milwaukee, Wis.; H. E. Williamson, Los Angeles, 
Calif.; H. R. Fisher, Buffalo, N. Y.; H. A. Meierding, Dallas, Tex. 


FRIDEN HOLDS DISTRIBUTORS’ CONFERENCE 

Carrying forward a custom established several years 
ago, the Fridén Calculating Machine Company, Inc., 
San Leandro, Calif., staged its annual distributors’ 
conference at the factory on August 5, 6 and 7. 
Twenty-one distributors and salesmen who had never 
had the opportunity of visiting the big plant com- 
prised the invitation list this year. 

The first day of the conference was devoted to a 
tour of the plant, giving the visitors an opportunity 
of seeing for themselves the various processes and the 
myriads of parts that go into the sub-assemblies and 
main assemblies of the product they had previously 
seen only in its entirety. The group also witnessed the 
rigid inspections the machines undergo before coming 
up for final inspection. At noon the men adjourned 
to the Leamington Hotel in Oakland for luncheon and 
a business session. 

The second day started with a tour of Exposition 
Grotto at Fisherman’s Wharf in San Francisco, where 


FOR’ DISTINGUISHED SERVICE 


TO OUR MEMBERS, TO THE INOUSTRY AND 
TO THE NATION AT WAR, THIS RECOGNITION 


IS GRATEFULLY PRESENTED TO 
CLARENCE E€. BUSH 


WHO SERVED SO FAITHFULLY AS CHAIR- 
MAN OF THE GOVERNMENT COOPERATION 


COMMITTEE OF THIS ASSOCIATION 


NATIONAL TYPEWRITER 


ing of the National Office Machine and member of the committee; Ed Tous- 
Dealers executive committee meeting saint, director; and John La Hiff, di- 
in the Hotel New Yorker was the pres- rector. 


entation of a plaque for distinguished 
service to the Association to Clarence 
Bush, chairman of the Government Co- 
operation Committee. The presentation 
was made by Harry Turner on behalf of 
former president Irwin Vincent. 
Standing, left to right, Samuel Hutter, 
director and member of the executive 
committee; Joseph R. Heaton, director; 
Harry Turner, secretary and member of 
the committee; Nicholas H. Fucci, pres- 
ident of NOMDA and chairman of the 
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Seated, left to right. James J. Shee- 
han, vice-president of Region No. 1 and 
member of the committee; H. H. San- 
ders, director; Thomas E. Williams, 
regional vice-president of Region No. 3; 
Charles F. Krause, Jr., legal counsel; 
Irving R. Ritchie, regional vice-president 
of Region No. 2; and Teddy Schafer, 
director and former president. John 
Loser, another former president and di- 
rector, arrived too late for the picture. 
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PLAQUE AWARDED CLARENCE 
E. BUSH FOR DISTINGUISHED 
SERVICE TO NOMDA 
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Industry and Government are working 
day and night for Victory. .. It’s a big 
fICE job and, despite many problems, it's 
being done well. With time far too 
saa precious to waste, nothing is more im- 
ITION portant than having facts—visual facts 
—instantly and accurately available, 
for better planning and control. 
Acme VISION Record Systems will 
give you “fact-power” control! Descriptive literature is available: 
HAIR: PURCHASE AND PERPETUAL INVENTORY RECORDS— 
And everyday, in War Plants, the Armed otk for booklet Ne. 387. . . PRODUCTION CONTROL 
ATION Services and Government Departments, RECORDS — ask for booklet Ne. 417. ..CMP ALLOTMENT 
Acme Visible Record Systems are prov- RECORDS—osk for booklet No. 440... MANNING TABLES 
ing that their use saves time—execu- en ee ee a Oe ee 
—— Ne. 1938... WAR RECORDS (various kinds) — osk for 
RITER tives’ time in using the records as well “MANUAL OF 304 “USE-TESTED’ ACME WAR RECORDS.” 
HINE as clerical time in keeping the records. 
\TION 


= ACME VISIBLE\RECORDS, INC. 


\\ 
122 SOUTH MICHIGAN AVENUE e CHICAGO 3, ILLINOIS 
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STEIN 25TH ANNIVERSARY DINNER 
Thirty-three officers, employees of the 
company and guests attend a pre-con- 
vention testimonial dinner for Leo Stein. 
president and founder of Stein Bros. 
Mig. Co., Chicago, Ill. The dinner, held 
Oct. 2 in the Palmer House, marked the 
25th anniversary of the leather goods 
company. Reading clockwise, begin- 
ning at the left, are: Edward B. Stein 
and L. L. Whitney, Stein Bros. Mfg. Co.: 
Leonard Oguss, son-in-law of the 
founder; Harold Gross, Goldman and 
Gross Advertising Agency: Otto Fried, 
Textileather Corporation; L. C. Pliss, 
Gutman Leather Co.; George R. Man- 
ning, Armour & Company; Irving Cum- 
mings, vice-president, Luggage and 
Leather Goods Salesmen’s Association; 
Tracy J. Taylor, Taylor Trunk Co.; J. C. 
Mann and Herman Cohen, brothers-in- 
law of Mr. Stein; Howard Sanders, Sta- 
tioners and Publishers Board of Trade; 
L. T. Purdy, Stein Bros. Mfg. Co.; J. W. 


Cohen, C.P.A., J. W. Cohen Associates; 


National Bank; E. R. Manning, and Pres- 
ident Stein, Stein Bros. Mig. Co.; Ber- 
nard Fischer, sales manager, Conmar 
Sales Corp.; David Silbert, secretary. 
Chicago Luggage and Leather Goods 
Mirs. Assn.; Edward Lerner, Frank Kas- 
par and Ernest Ultman, all of Stein 
Bros. Mig. Co.; Frank Lederle, Luggage 
and Leather Goods; John Gilbert, Office 





Appliances; R. W. Heck, vice-president, 
Frank Mashek Co.; Hy Linden, presi- 
dent, Great Lakes Travelers Club; G. O. 
Stevens, Stevens-Maloney & Co.; Ed 
Dooley and George Cormack, Wilson 
Jones Co.; William Dalton, Advertising; 
Joseph Rubino, Frank Mashek Co.; Her- 
man Lerner and Seymour Cohen, Stein 
Bros. Mfg. Co. 





T. H. Clark, vice-president, Mercantile 


a sea food luncheon was served, followed by another 
sales session at Lakeside Country Club. The day wound 
up with a dinner and floor show at Bal Tabarin Cafe 
in San Francisco. 

The Saturday session began with assembly at the 
Leamington Hotel at noon, with luncheon following at 
the Claremont Hotel in Berkeley. After luncheon, the 
group adjourned to the Fridén Ranch, where the group, 
joined by others from the factory, enjoyed swimming, 
Mexican music, a “Forty-nine” make-up party, a story- 
swapping session and a typical Western barbecue 
dinner. The gathering terminated with the presenta- 
tion of a ranch souvenir in the form of an ornamented 
tooled-leather belt to each salesman and distributor 
by Mr. Fridén. Unanimity of opinion termed the three- 
day meeting a delightful, as well as instructive, success. 

= 

TESTIMONIAL DINNER TENDERED LEO STEIN 

October 2, 1943, marked the Twenty-fifth Anniversary 
of Stein Bros. Mfg. Co., Chicago. At the Palmer House 
on that evening, a testimonial dinner was tendered to 
Leo Stein, creator and head of the company. 

From the “old timers” in the Stein factory, Mr. Stein 
received an elaborate fountain pen desk set, suitably 
inscribed for the occasion, and presented by Frank 
Kaspar, the oldest employee in the Stein plant. Mr. 
Kaspar has been with the company since it started in 
1918. The group of old friends who attended the din- 
ner, presented Mr. Stein with a beautiful watch and 
a bag containing 25 silver dollars. In the presentation 
of these, Mr. David Silbert commented that while 
these silver dollars were emblematical of the Silver 
Anniversary, neither silver nor gold has swayed Mr. 
Stein from the path of “The Golden Rule’—dquite an 
achievement for any man through many difficult and 
trying times. Mr. Silbert is secretary of the Chicago 
Luggage and Leather Goods Manufacturers Associa- 
tion, of which Mr. Stein is president. 

Seventy-five letters gathered from all points of the 
country from old customers by E. R. Manning, sales 
manager of Stein Bros. Mfg. Co., were presented to 
Mr. Stein in a beautiful leather portfolio. These letters 
testified to the fine contribution of the company, and 
of Mr. Stein personally, to the brief case and leather 
goods industry during the last 25 years. Many of them 
made reference to the future advancement of the com- 
pany now that Mr. Stein has also acquired the old 
Frank Mashek Company of Chicago. 

The Stein factory has been running two shifts a day 
since 1941, manufacturing a wide variety of leather 
and canvas items for the Army Air Forces, Quarter- 
master Corps and Ordnance Department. In spite of 
this, regularly established “STEBCO” dealers are still 
receiving Stein items permitted by regulations. 





SNAPPED AT STEIN’S 25TH ANNIVERSARY DINNER.—Top— 
Seated: L. L. Whitney, Leo Stein, E. R. Manning, Ed Lerner. 
Standing: J. W. Cohen; Frank Kasper; Irving Cummings, Lug- 
gage and Leather Goods Salesmen’s Association; G. R. Man- 
ning, Armour & Co.; B. P. Fischer, Conmar Zippers; Ernest 
Ultman. Center—Ed Manning, Leo Stein, Frank Kasper. 
Mr. Manning holds testimonial album, Mr. Kasper desk set 
presented to Mr. Stein by employees and suppliers. Bottom— 
Seated: George Cormack, Wilson Jones Co.; Seymour Cohen, 
Stein Bros. Mig. Co.; Howard Sanders, Stationers and Pub- 
lishers Board of Trade; G. O. Stevens, Stevens-Maloney & 
Co. Standing: R. T. Purdy: R. W. “Bob” Heck; Harold Gross, 
Goldman & Gross; Edward B. Stein: Joseph R. Rubino; L. Oguss. 
1943 
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UPHOLDING A TRADITION 


An established reputation for making only the finest products in their field 
is a distinction enjoyed by few companies. The M&V Guild of Craftsmen 
exemplifies a group of technicians whose skill, experience and teamwork 
insure an outstandingly superlative product. That is why discriminating users 
of Silk Spun Carbon Papers enjoy great satisfaction in obtaining better and 


clearer copies — a fact all M&V distributors have known for many years. 





MITTAG AND VOLGER, INC. 


ESTABLISHED 1881 


FINE CARBON PAPERS & INKED RIBBONS «+ PARK RIDGE, NEW JERSEY 
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FILING SUPERVISORS ATTEND TWELFTH MID- 
WEST FILING CONFERENCE IN CHICAGO 

Several hundred filing supervisors and office man- 
agers from several midwestern states, the women who 
organize filing departments for American industry 
engaged in war production, attended the twelfth Mid- 
west Filing Conference held at the Palmer House all 
day Friday, October 8, beginning at 10 A. M. 

These women, Miss Bertha Weeks, presiding director 
of the conference, pointed out, are engaged in devising 
new ways and means for preserving the history mak- 
ing correspondence and documents which will tell 
future generations of business concerns the story of 
the great part American business and industry is play- 
ing in this war and also make them quickly accessible 
to the management of the various concerns which 
employ these filing experts. 

The conference this year dealt primarily with war- 
time problems as they affect women employed in filing 
departments of American business concerns, according 
to Miss Weeks, herself an authority on filing practices. 

Speakers for this year’s conference included Mrs. 
Sara M. Barr, who discussed, “Tapping New Sources 
of Labor Supply,” and Miss Dorothy Dagett, head of 
the Analysis Section, War Production Board, Washing- 
ton, D. C., who participated in the roundtable discus- 
sions which were part of the conference. She ex- 
plained how to set up files for the Government. Other 
speakers were Dr. H. Barett Rogers, professor of in- 
dustrial management, Northwestern University; Claude 
V. McBroom, president of the National Office Manage- 
ment Association, who talked on “Development of 
Leadership Qualities”; H. B. McCoy, Chief, Division of 
Industrial Economy, Washington, D. C., who spoke on 
“Office Work—Stepchild of Management,” and Dr. Dael 
Wolfle, associate professor of psychology, University of 
Chicago. Prof. Wolfle has served as civilian training 
administrator for the Signal Corps, Sixth Service 
Command. His subject was “The Prediction of Clerical 


Ability.” 
<< 


PRESIDENT RAVENAL OF ELBE FILE & BINDER 
HONORED AT EMPLOYEES’ TESTIMONIAL DINNER 

On Friday, September 17, the employees of the Elbe 
File and Binder Company, Inc., tendered a testimonial 
dinner to Alan M. Ravenal, president of the company, 
commemorating his tenure of 25 years as head of the 
organization. 

The dinner and festivities were held 
Johnson’s, Fall River, Mass. 

After an introductory address by Jules H. Sherman, 
treasurer and sales manager of the company, and brief 
talks by various members of the organization, a bronze 
plaque commemorating the event was presented to 
Mr. Ravenal by Leo Strickman, secretary of the 
company. 

At this affair, a Twenty-Year Club was organized 
to include those members of the company who have 
been employed for a period of over twenty years. 
Among those members listed in addition to Mr. Rave- 
nal, are Ernest Barnett, Harry Resnikoff, Louis Nott, 
and Henry Frese, all of whom have served the com- 
pany loyally for more than twenty years. Each of these 
members were presented with a gold-filled Eversharp 


Skyline pen and pencil set to mark the event. 
RY Sti 


CARPENTER PAPER CO. HOLDS SALES CLINICS 

A sales clinic for the retail stationers of Texas, 
Louisiana, Oklahoma, Kansas and Arkansas was con- 
ducted in Ft. Worth on September 17 by the Carpen- 
ter Paper Company, 860-80 N.W. Second, Oklahoma 
City, Okla. A similar meeting was held the following 
day at Oklahoma City. Both clinics were well attended. 

The program was devoted to merchandising plan- 
ning for the post-war period, advertising, and the 
disposal of victory merchandise. 

Excellent talks were made by the following men: 

“Victory Merchandise and Post-War Planning’— 
Willis Lowe, E. L. White Company, Ft. Worth, Tex. 


at Howard 


90 


“Now is the Time to Sell’”—W. C. Shepard, Ault & 
Wiborg Carbon & Ribbon Company, Cincinnati, Ohio. 

“Advertising versus a Wartime Sales Force’—Lowe 
Runkle, Ray K. Glenn Advertising Agency, Oklahoma 
City, Okla. < 


9 
MACON ELECTED PRESIDENT OF CHICAGO 
TYPEWRITER MEN 

At the annual meeting and election of officers of 
the Chicago Typewriter Dealers Association, held in 
the Sherman Hotel, Monday, October 11, Jack Macon 
of J. L. Macon Office Machines Company was elected 
president. Mr. Macon has been active in local asso- 
ciation work and is a thorough believer in the value 
of cooperative endeavor. 

Other officers chosen were: Otto Wagner, Wagner 
Typewriter Sales & Service, vice-president; Frank 
Kline, Manufacturers Typewriter Clearing House, sec- 
retary, and H. H. Kingery, Kingston Service, treasurer. 

As a gesture of appreciation to Robert Goldblatt, 
retiring president, for the fine work he has done 
during the past two years, Hazen Ames of Ames 
Supply Company furnished liquid refreshments for 
this final meeting under Mr. Goldblatt’s jurisdiction. 
With the same thought in mind, William F. Clausing 
of the International Typewriter Exchange presented 
twelve neckties, which were used as door prizes. 

Because of the necessity for giving more attention 
to his business, Mr. Goldblatt refused the nomination 
for a third term as president. The many changes 
in the distribution scheme caused by government 
regulations during Mr. Goldblatt’s administration 
made his work of keeping members informed par- 
ticularly valuable. Under his guidance membership 
increased greatly and interest in association activities 
in general was advanced. 

ILLINOIS BOOKSELLERS AND STATIONERS 
MEET IN AURORA 

Setting the pattern for three district meetings cover- 
ing the state, the Illinois Booksellers & Stationers 
Association met October 20 at the Leland Hotel, Aurora. 
The principal speaker of the day was A. R. Skibbe, 
vice-president, Associated Stationers Supply Company. 
He spoke on post-war problems and the necessity of 
making post-war plans now. He was followed by G. O. 
Stevens of Stevens-Maloney & Company; Charles 
Lofgren of Sanford Ink Company, and several others. 
Mr. Stevens told the stationers’ will to win the battle 
for prosperous existence after the present market is 
over and touched on several other subjects. 

Mr. Lofgren’s talk had to do with the science of 
selling. “Sell your firm,” he said, “not only your prod- 
uct or your personality but the service which the firm 
offers.” Speaking of premiums, he thought it good 
to give them to the dealers’ salesmen, but said they 
should come from the store management and not the 
manufacturers. The salesmen should have only one 
boss, one control. 

Mr. Skibbe, elaborating on Mr. Lofgren’s first point, 
told of the three types of outside salesmen—the one 
who sells his house, the merchandiser whose interest 
is solely in the sale of merchandise, and the personal- 
ity or social type who relies upon friendship. “Both 
stationer and manufacturer,” he said, “should have 
salesmen who are combinations of all three types.” 
“The salesman’s worth,” he stated, “should be divided 
equally between capacity, interest and opportunity. 
If any one is decreased, results are affected directly.” 

Duncan Conklin of Boorum & Pease Company, talk- 
ing on the importance of service, told of an order of 
approximately $1000 worth of stationery he obtained 
by personally delivering a small package overlooked 
by a customer in placing an order shortly before. 

John Burgess, Zion Institutions & Industries, said: 
“Sell what you have and sell it right.” He added, 
“We must maintain personal service to hold customers 
for other times.” 

President Maynard Westring and Les Dunlap of 
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I think that I have never seen, 
An Index Guide one half as ‘‘keen’’ - 
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| : Glasslike—-CELL-U-SEAL cleans with 
: a damp cloth! 








Pliable—CELL-U® rub 
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Impregnated—CELL-U-SEAL cannot 
chip, lift off or separate! 
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ELL-U8 rubber! 
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HE FIRST in a series of storybooklets, telling the yarn of ‘‘Old 
Higgins and the Charlotte Ruse’’, has been mailed to the trade, in- 


cluding dealers’ salesmen whose names were sent in. 


if You 
Failed 
to Receive 
a Copy 
and Wish 
to Have 


| BA 


Wie 


New York The Weis Mfg. Co., 54-56 Franklin St 
Chicago: Associated Stationers Supply Company 
Boston: Adams, Cushing & Foster, Incorporated 
Omaha: Carpenter Paper Company 


Oklahoma City; Carpenter Paper Company 
Fort Worth: Carpenter Paper Company 








to see that you get it. 


“Old Higgins and the Charlotte Ruse’’ is under the 
covers of a twenty-four-page nine-by-twelve volume, 
and concerns the foiling of a couple of Scotsmen - one 
of whom many a storeman will recognize—by a travel- 
ing salesman. 


When you have read “‘Old Higgins and the Charlotte 
Ruse’”’ tell me—won’t you?—what you think of it. 


Monroe, Michigan 


My address is, simply, 
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Rockford Printing & Supply Company conducted a 
question and answer period which developed some 
interesting ideas and information. The answer to the 
question, “Should the dealer carry larger or smaller 
inventory for the next six months,” was to the effect 
that the dealer not subject to L-219 should keep to a 
four or five months’ supply, but be more conservative 
about substitute merchandise. 

The meeting proved larger than anticipated. It in- 
cluded dealers from Zion City, Rockford, Elgin, Chi- 
cago, Harvey, Chicago Heights, Joliet and, of course, 
Aurora. Al Erlenborn of Erlenborn’s, Aurora, was 
chairman of the committee on arrangements. He in- 
vited dealers to come early and look through his store, 
which is newly remodeled, thoroughly up to date and 
definitely unique. A picture or two from this meeting 
will appear in the December issue. A somewhat similar 
program is scheduled for November 3 at Peoria and 
one for November 17, at Decatur. 

a ee 


BILL SMITH FETED BY GREAT LAKES TRAVELERS 
CLUB IN HONOR OF 75TH BIRTHDAY 

Usually W. E. (Bill) Smith, sales manager of the Ace 
Fastener Corporation, is well aware of everything that 
is going on. But when his many friends in the Great 
Lakes Travelers Club decided to surprise him with a 
birthday party in honor of his 75th anniversary, they 
managed to keep him pretty well in the dark. Per- 
haps he became a little suspicious when he arrived 
at the meeting of the club on Friday, October 22, be- 
cause the gathering was held in a larger room with a 
special set up of tables. But the secret was kept until 
Karl Castle of the Wilson Jones Co. was called on 
to make his report as chairman of a “special com- 
mittee.”’ Karl produced a scroll which carried a mes- 
sage of good wishes to Bill Smith on his 75th birthday, 

















W. E. (BILL) SMITH 


Tuesday, October 26. The scroll was signed by ninety 
members of the Great Lakes Travelers Club. In addi- 
tion, Karl presented Bill with a watch fob medallion 
also carrying a message of appreciation from members 
of the club. 

Naturally the occasion demanded a birthday cake. 
A huge four layer confection, surmounted by a single 
birthday candle, was brought into the room. Bill re- 
sponded to the call to blow out the candle and cut 
the first piece of cake. A little later a message of 
congratulation signed by all the dealers of St. Louis 
was read. Appropriately Bill was made an active hon- 
orary life member of GLTC. 

An interesting side light of the affair was the pres- 
ence of George Schumacher, buyer and manager of 
Siekert & Baum Stationery Company, Milwaukee, Wis., 
who has just celebrated his 31st year in the stationery 
industry and whose birthday is October 25, one day 
ahead of Bill’s. Mr. Schumacher’s entire career has 
been with Siekert & Baum. 

Among the more than fifty people present were 
several dealers, including R. E. Hodge, Gary, Ind.; A. J. 
Markelz, The Book Shop, Joliet, Ill.; Arne Skagseth, 
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Skagseth Stationery Company, Miami, Fla.; George 
Schumacher, Siekert & Baum Stationery Company, 
Milwaukee, and Walter Schnelling and Carl Carlson of 
Horder’s, Inc. 

The career of Bill Smith on the sales front in this 
industry is both long and outstanding. During the 
more than 54 years that he has functioned in the 
field, he has participated in the introduction of sev- 
eral products now recognized as necessary items in 
stationers’ stocks. His activities date back to the turn 
of the century. Many of the older dealers will recall 
his early connection with the L. E. Waterman Com- 
pany, which he terminated in 1912. Later Mr. Smith 
was identified with the original Wahl-Eversharp pen- 
cil, and in 1915 he pioneered the sale of mechanical 
pencils to the trade. Still later he worked for A. W. 
Faber Products, Inc., for six years. 

In 1932, together with the late Wm. E. Weber, he 
helped to work out and put into operation a sales 
policy that brought the Ace stapling machine from 
the position of virtual nonentity to its present prom- 
inence in the stationery industry. As sales manager 
of the Ace Fastener Corporation. Bill Smith is “carry- 


ing on.” May he continue far into the future. 
ee ee 
NAVY FINDS DVORAK KEYBOARD SPEEDS 
UP TYPING 


Early last month, most metropolitan newspapers 
carried illustrated stories of a “new” typewriter key- 
board designed by Lieutenant Commander August 
Dvorak. The rearranged keyboard is said to speed up 
ordinary typing to 180 words a minute. When it is re- 
called that the world’s speed record on the standard 
keyboard is 149 words a minute, the record is remark- 
able. Of course the 149 word record is a net figure 
for one hour of sustained typing. Many typists in 
Speed contests have typed at a gross rate of 160 to 180 
words a minute. Because the purpose of the contests 
was to combine accuracy with speed, penalties were 
imposed that brought the net figure down to less than 
the 150 mark. 

Lieutenant Commander Dvorak, who was Dr. Dvorak, 
time and motion study expert in civilian life, began 
his analysis of the typewriter keyboard in 1926 when 
he was associated with the University of Washington. 
In 1932 an illustrated article appeared in OFFICE AP- 
PLIANCES. His studies indicated that on the standard 
keyboard the left hand does 57 per cent of the work 
and the right hand 43 per cent. He rearranged the 
keyboard so that the left hand—usually the less deft 
—does only 44 per cent of the work. Subsequent to 
joining the Navy, he was instrumental in having 40 
machines installed in the Navy offices in Washington. 
The results are reported as increasing production 35 
per cent and reducing errors and fatigue. 

Executives of the typewriter industry have known 
about the Dvorak keyboard for years and investigated 
its merits. Their conclusion is that any attempt to 
introduce it into the commercial world would be im- 
practical economically. 

Because of personnel turnover employers providing 
typewriters with Dvorak keyboards would have trou- 
ble finding trained operators. The alternative would 
be to have extra machines on hand equipped with 
standard keyboards. From the employee’s standpoint 
the reverse would be true. If trained on a Dvorak 
keyboard, the job prospects would be narrowed to em- 
ployers offering Dvorak keyboard machines. 

BUT, granting all the difficulties, and the subject is 
by no means exhausted in these few paragraphs, if 
average speeds with accuracy can be increased by the 
adoption of the Dvorak or some other keyboard, it 
would seem that some means should be found to do 
so. Every inventor is faced with the necessity of over- 
coming “practical difficulties.” Yet progress is always 
served ultimately. Any keyboard that can be proved 
superior to the present standard will eventually be 
adopted. 
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if You 
Failed 
to Reeeive 
a Copy 
and Wish 
to Have 


| BA 


Was 


New York: The Weis Mfg. Co., 54-56 Franklin St 
Chicago: Associated Stationers Supply Company 
Boston: Adams, Cushing & Foster, Incorporated 
Omaha: Carpenter Paper Company 
Oklahoma City; Carpenter Paper Company 


Fort Worth: Carpenter Paper Company 





HE FIRST in a series of storybooklets, telling the. yarn of ‘‘Old 
Higgins and the Charlotte Ruse’’, has been mailed to the trade, in- 
cluding dealers’ salesmen whose names were sent in. 





to see that you get it. 


“Old Higgins and the Charlotte Ruse’’ is under the 
covers of a twenty-four-page nine-by-twelve volume, 
and concerns the foiling of a couple of Scotsmen - one 
of whom many a storeman will recognize—by a travel- 
ing salesman. 


When you have read “‘Old Higgins and the Charlotte 
Ruse’”’ tell me—won’t you?—what you think of it. 


Monroe, Michigan 


My address is, simply, 
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Rockford Printing & Supply Company conducted a 
question and answer period which developed some 
interesting ideas and information. The answer to the 
question, “Should the dealer carry larger or smaller 
inventory for the next six months,” was to the effect 
that the dealer not subject to L-219 should keep to a 
four or five months’ supply, but be more conservative 
about substitute merchandise. 

The meeting proved larger than anticipated. It in- 
cluded dealers from Zion City, Rockford, Elgin, Chi- 
cago, Harvey, Chicago Heights, Joliet and, of course, 
Aurora. Al Erlenborn of Erlenborn’s, Aurora, was 
chairman of the committee on arrangements. He in- 
vited dealers to come early and look through his store, 
which is newly remodeled, thoroughly up to date and 
definitely unique. A picture or two from this meeting 
will appear in the December issue. A somewhat similar 
program is scheduled for November 3 at Peoria and 
one for November 17, at Decatur. 

BILL SMITH FETED BY GREAT LAKES TRAVELERS 
CLUB IN HONOR OF 75TH BIRTHDAY 

Usually W. E. (Bill) Smith, sales manager of the Ace 
Fastener Corporation, is well aware of everything that 
is going on. But when his many friends in the Great 
Lakes Travelers Club decided to surprise him with a 
birthday party in honor of his 75th anniversary, they 
managed to keep him pretty well in the dark. Per- 
haps he became a little suspicious when he arrived 
at the meeting of the club on Friday, October 22, be- 
cause the gathering was held in a larger room with a 
special set up of tables. But the secret was kept until 
Karl Castle of the Wilson Jones Co. was called on 
to make his report as chairman of a “special com- 
mittee.” Karl produced a scroll which carried a mes- 
sage of good wishes to Bill Smith on his 75th birthday, 











W. E. (BILL) SMITH 


Tuesday, October 26. The scroll was signed by ninety 
members of the Great Lakes Travelers Club. In addi- 
tion, Karl presented Bill with a watch fob medallion 
also carrying a message of appreciation from members 
of the club. 

Naturally the occasion demanded a birthday cake. 
A huge four layer confection, surmounted by a single 
birthday candle, was brought into the room. Bill re- 
sponded to the call to blow out the candle and cut 
the first piece of cake. A little later a message of 
congratulation signed by all the dealers of St. Louis 
was read. Appropriately Bill was made an active hon- 
orary life member of GLTC. 

An interesting side light of the affair was the pres- 
ence of George Schumacher, buyer and manager of 
Siekert & Baum Stationery Company, Milwaukee, Wis., 
who has just celebrated his 31st year in the stationery 
industry and whose birthday is October 25, one day 
ahead of Bill’s. Mr. Schumacher’s entire career has 
been with Siekert & Baum. 

Among the more than fifty people present were 
several dealers, including R. E. Hodge, Gary, Ind.; A. J. 


Markelz, The Book Shop, Joliet, Ill.; Arne Skagseth, 
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Skagseth Stationery Company, Miami, Fla.; George 
Schumacher, Siekert & Baum Stationery Company, 
Milwaukee, and Walter Schnelling and Carl Carlson of 
Horder’s, Inc. 

The career of Bill Smith on the sales front in this 
industry is both long and outstanding. During the 
more than 54 years that he has functioned in the 
field, he has participated in the introduction of sev- 
eral products now recognized as necessary items in 
stationers’ stocks. His activities date back to the turn 
of the century. Many of the older dealers will recall 
his early connection with the L. E. Waterman Com- 
pany, which he terminated in 1912. Later Mr. Smith 
was identified with the original Wahl-Eversharp pen- 
cil, and in 1915 he pioneered the sale of mechanical 
pencils to the trade. Still later he worked for A. W. 
Faber Products, Inc., for six years. 

In 1932, together with the late Wm. E. Weber, he 
helped to work out and put into operation a sales 
policy that brought the Ace stapling machine from 
the position of virtual nonentity to its present prom- 
inence in the stationery industry. As sales manager 
of the Ace Fastener Corporation. Bill Smith is “carry- 
ing on.” May he continue far into the future. 
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NAVY FINDS DVORAK KEYBOARD SPEEDS 
UP TYPING 


Early last month, most metropolitan newspapers 
carried illustrated stories of a “new” typewriter key- 
board designed by Lieutenant Commander August 
Dvorak. The rearranged keyboard is said to speed up 
ordinary typing to 180 words a minute. When it is re- 
called that the world’s speed record on the standard 
keyboard is 149 words a minute, the record is remark- 
able. Of course the 149 word record is a net figure 
for one hour of sustained typing. Many typists in 
speed contests have typed at a gross rate of 160 to 180 
words a minute. Because the purpose of the contests 
was to combine accuracy with speed, penalties were 
imposed that brought the net figure down to less than 
the 150 mark. 

Lieutenant Commander Dvorak, who was Dr. Dvorak, 
time and motion study expert in civilian life, began 
his analysis of the typewriter keyboard in 1926 when 
he was associated with the University of Washington. 
In 1932 an illustrated article appeared in OFFIcE Ap- 
PLIANCES. His studies indicated that on the standard 
keyboard the left hand does 57 per cent of the work 
and the right hand 43 per cent. He rearranged the 
keyboard so that the left hand—usually the less deft 
—does only 44 per cent of the work. Subsequent to 
joining the Navy, he was instrumental in having 40 
machines installed in the Navy offices in Washington. 
The results are reported as increasing production 35 
per cent and reducing errors and fatigue. 

Executives of the typewriter industry have known 
about the Dvorak keyboard for years and investigated 
its merits. Their conclusion is that any attempt to 
introduce it into the commercial world would be im- 
practical economically. 

Because of personnel turnover employers providing 
typewriters with Dvorak keyboards would have trou- 
ble finding trained operators. The alternative would 
be to have extra machines on hand equipped with 
standard keyboards. From the employee’s standpoint 
the reverse would be true. If trained on a Dvorak 
keyboard, the job prospects would be narrowed to em- 
ployers offering Dvorak keyboard machines. 

BUT, granting all the difficulties, and the subject is 
by no means exhausted in these few paragraphs, if 
average speeds with accuracy can be increased by the 
adoption of the Dvorak or some other keyboard, it 
would seem that some means should be found to do 
so. Every inventor is faced with the necessity of over- 
coming “practical difficulties.” Yet progress is always 
served ultimately. Any keyboard that can be proved 
superior to the present standard will eventually be 
adopted. 
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T. T. MALLESON, ROYAL TYPEWRITER OVERSEAS 
PIONEER, RETIRES 

T. T. Malleson, foreign sales director of the Royal 
Typewriter Company, has retired from the company 
after 31 years of service. Mr. Malleson is known for 
his work in building up Royal sales abroad, and open- 
ing up the company’s overseas distribution. He went 
on semi-active service in 1938 as increasingly dis- 
turbed war conditions made overseas travel difficult, 
and at his own wish was scheduled for retirement last 
September. 

“For over 31 years it has been my privilege and 





T. T. MALLESON 


pleasure to serve in many capacities in the foreign 
enterprises of this company,” wrote Mr. Malleson in 
his letter of resignation to President Faustmann. “In 
terminating my connections after this long period of 
service, I wish to put on record the fact that I highly 
appreciate the fine co-operation of the officials of 
the company in support of my efforts abroad. It is my 
hope the company will continue to prosper and main- 
tain its present high standard of product. My most 
cordial best wishes to you and my other friends in 
the organization.” 

Joining Royal in 1912 as export traveler, Ted Malle- 
son rendered invaluable service to the company by 
opening up Royal’s overseas organization. It is no ex- 
aggeration to say Mr. Malleson has been everywhere. 
He first went to South America with the old No. 1 
Royal and opened up the territory below the equator. 
In 1913 he was named European director and made 
the first of many trips through the European coun- 
tries. Today, with Royal dealers in 91 countries, with 
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important subsidiary companies (all of which Mr. 
Malleson was instrumental in establishing and in all 
of which he was an officer and a director), it is hard 
to visualize the handicaps that must have confronted 
him, moving into an unknown territory. The scope 
and strength of the Royal overseas organization is a 
tribute to Ted Malleson. 

Today, despite his retirement from active service, 
Mr. Malleson remains busy in club and community 
activities. He is a vice-chairman of the Camp and 
Hospital Committee of the American Red Cross at 
his home in Brooklyn. He keeps up his foreign trade 
contracts through New York Clubs—The Circumnavi- 
gators’ Club, The Advertising Club, The Mexico Pil- 
grims’ Club, and the Shanghai Tiffin Club. 


SS EE 


BITTMAN NEW A. W. FABER GENERAL MANAGER 

The appointment of Harry U. Bittman as general 
manager of A. W. Faber, Newark, N. J., manufacturers 
of pencils and drawing supplies, was announced in 
mid-October. Mr. Bittman will have complete charge 
of all operations, including production, sales and 
advertising. He succeeds the late Robert Sauter, who 
died suddenly in August. 

Mr. Bittman has been sales and advertising manager 





H. U. BITTMAN 


for the Faber organization for 16 years. He enlisted 
in the Army late in 1942 and was sent to Officer’s 
Training School. He suffered a fractured ankle which 
hospitalized him for four months, after which he was 
honorably discharged and resumed his duties with 
Faber. 
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No assurance of the superiority of 


Browne - Morse filing supplies can be greater than their 
36 years of acceptance by those 


who demand the best in quality and worth. 





a 


BROWNE-MORSE 


COMPANY 
Muskegon Michigan 
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A SOURCE OF 
PROFITABLE REVENUE 


Shop Ticket Holders are used in large quantities 
in the industrial plants of America for a variety 


of purposes. Aggressive stationers are getting 
this profitable business, with AICO as their de- 
sedate source of supply. 

AICO Shop Ticket Holders are produced in a 
wide range of sizes and styles, to meet the spe- 
cific requirements of your customers, to provide 
protection for blue prints, specifications, pro- 
duction orders or any forms that require fre- 
quent handling in the factory. 

AICO is in excellent position to provide these 
and other cellulose products, as well as sheet or 
roll celluloid. Of course, priorities are required 
with orders for all cellulose products. 


WASTE IS AN AXIS ALLY— 
ELIMINATE IT! 


Don't destroy a simple shipping carton—there is a short- 
age of paper, see that every used carton goes back to 
work or through the proper salvage channels. 

ACCESSORIES 


=. SHOP TICKET HOLDERS 
¢ hy S. JEFFERSON ST., 


CHICAGO, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 


AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS and 
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IN OTHER LANDS 
(Continued from page 82) 
of directors of that company. He is also a vice-presi- | 
dent as well as assistant manager. 
* * _ * 

R. H. Davis & Company, wholesale stationers of 
Yarmouth, N. S., have suspended their wholesale and 
retail activities for one full day each week. 

7 x + 

Dicks & Company, St. Johns, Newfoundland, are one 
of the oldest wholesale, retail and manufacturing sta- 
tionery firms in the British Empire, having been in 
business for 103 years. 

a ” me 

J. Gordon Henderson has taken over the stationery 

business of A. L. Cole in Goderich, Ont. 


9 io 


NOTES FROM THE MARITIME PROVINCES 

Lieut. W. N. Burke of the Canadian army, formerly 
of the staff of Underwood Elliott Fisher, Ltd., St. John, 
N. B., is recovering from wounds inflicted in the Sicilian 
fighting. Lieutenant Burke went on leave of absence 
from UEF in March, 1943, when he enlisted in the 
Canadian army. Advanced to a commission, he was 
sent overseas last summer and after being stationed 
in England for several months, went to Sicily for the 
Italian campaign with a New Brunswick regiment. 
The news that he was wounded was received by his 
wife, who resides at St. John, where his parents also 
live. Two former associates of Lieutenant Burke are 
also on active service with the Canadian army. Major 
V. Cooper is on duty at St. John, in command of a 
tank unit, and Lieut. E. Cole is stationed elsewhere 
in Canada. Cole succeeded Cooper as manager of the 
UEF branch at St. John, and later enlisted. 


* * * 


R. W. Wright & Company, Halifax, N. S., office 
supply dealers and distributors, have been co-operating 
in unusually effective manner with the war salvage 
campaign. The Wright showroom is a base for in- 
formation on the collection of the metals, rubber, 
paper, rags, fats, and so on. Contacts are made be- 
tween those with the scrap available and the col- 
lectors. News of the campaign is incorporated in the 
store advertising. The Wright firm also sponsors 
special advertising which bears information on salvage 
in the local dailies. 

~« * * 

R. H. Davis & Company, Sydney, N. S., office supply 
dealers, are believed to be the first firm in the trade 
in Canada to use a feminine truck driver. A young 
woman has been placed in charge of the delivery 
vehicle of the concern at Sydney.—_WJM 


—— 9 iio 


LEWIS TAKES OVER LEONARD & COMPANY 

The R. P. Lewis Company of Flint, Mich., recently 
acquired Leonard and Company, 3100 West Grand | 
Boulevard, Detroit, Mich. The new acquisition will 
continue to be operated as the Leonard and Company 
Division of R. P. Lewis Company, with the former 
owner, C. W. Leonard, continuing as manager of the 
new branch. The Lewis organization maintains branch 
offices in Bay City and Jackson, and stores in Flint, 
Lansing and Saginaw. 

—- © 


20TH CENTURY TAKES ON COMPLETE POST LINE 

An old established San Francisco firm, the 20th Cen- 
tury Blueprint Company, has taken on the complete 
line of Post drafting materials, blueprint paper and 
kindred sensitized products, it was announced recently 
by the Frederick Post Company of Chicago. The old | 
established Pacific Coast firm has just recently moved 
into a beautiful modernistic building at 344 Bush 
Street, San Francico. In addition to the Post line, the 
20th Century organization offers complete blueprint 
and tracing reproduction service. 


OFFICE APPLIANCES, November, 1943 





tly 7 


nd 
vill 
ny 
er 


ich 
nt, 





oii! 


——————— 


—_— 
= 
— 


Any business form of which copies are 
required, can now be copied in real Black. 
Invoice — Purchase Order — Price Inquiry 


— Material Requisition — Payroll Form — . 


Factory Order — Production Record — In- 
spection Report —Shipping Order —Receiv- 
ing Report — Assembly Order — Sales 
Bulletin — Sales Analysis — Instruction 
Sheet — Inventory Record — etc. 





Black Hi-test master units and Black Hi- 
test Dupli-Forms, as well as Black Hi-test 
spirit carbon are now available for the 
Jjel-rife process. Used with Old Town 
Jet-rite duplicating fluid, clear, legible 
Black copies can be run off on any 
Spirit Duplicating Machine. Regular 
standard colors are available as usual. 
Specimens and prices on request. 


Make OLD TOWN Your Headquarters for Duplicating Supplies 


OLD TOWN HI-TEST MASTER PAPER - 


OLD TOWN HI-TEST COPY PAPER - OLD TOWN DUPLICATING FLUID 


~— Wown 


RIBBON & CARBON CO. wwe. 


Foremost Makers of Ribbons and Carbons for Every Use. 


750 PACIFIC STREET, BROOKLYN, NEW YORK, N. Y. 


Jet-rite The CLEAN PROCESS No Soiling of Hands or Copies 
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FILING CABINETS 


Equipped with STEEL floating rollers! 


Yale automatic locking device can be supplied at 
$8.00 above list prices shown below. 


OUTSIDE Dimensions | DRAWER Dimensions Ship. List 
















No. Height Width) Depth Height Width Depth Wt. Price 
2605 64%" 16%" 27,5") 10%") 124") 25%") 145 || $75.00 | 
2605C | 64%" 19%") 2715") 102") 15%" 25%") 155 84.00 
2604 52%") 16%" 27%") 10%2") 12'4"| 25%2")| 125 60.00 
2604C || 52%") 19%" 27%"! 10%2") 15%") 2542") 140 68.00 
WN 2603 nal 16%" 27i%" | 10%") 12%"! 25%"|| 95 55.00 
S 2603C | 40%") 19%" | 27%" | 104") 15%") 25%") 110 62.00 
2608 \ The letter “C" 2602 30¥2"| 16%" 27%" | 10%") 12%") 2544") 65 48.00 
indicates legal (Cap) 2602C || 30'2"| 19%" 27%" | 10'4"| 15%") 252" || 75 55.00 


size. Where no letter ap- 
pears the unit is letter size. 


CARD CABINETS 


WOODMASTER CARD CABINETS are 
skillfully built examples of precision 
craftsmanship in wood. Constructed of 
high grade cabinet hardwoods fo as- 
sure long life even in the busiest office. 
Equipped with drawer stop, compres- 
sor, metal cardholder and pull. Fin- 
ished in Asco olive green to harmonize 
with your present office equipment. 





SINGLE DRAWER (Dimensions) Shir List DOUBLE DRAWER (Dimensions) Ship. List 
No. | Card Size Width) Height Depth wt Price No. Card Size Width Height | Depth Wt. Price 
335 3 x5 bic" Sis’ lé 7 $3.90 3352 3" x5 2 Sic" 16" 13 $7.00 
346 4" x6" A 6i%"" 16" 91/; 4.75 3462 4"'xé 14%" bis" 16" 15'/2 8.00 
358 5" x 8’ 9%" 7is™ 16" 1 5.50 3582 5" x8 18%" Tis” 16" 20 9.25 
369 6"x9" 10.7%" 8 ic" 16" 13 6.50 3692 6" x9") 20%" sic" 16" 22 10.50 


TRANSFER CASES 


For the convenient storage of essential business 
papers which are no longer needed in the active 
files. First class materials and competent work- 
manship make the WOODMASTER Transfer Case 
idea! equipment for this purpose. The ASCO Bat- 
tery Feature makes if possible to assemble these 
transfer cases to suit the dimensions of any avail- 
able space. 





OUTSIDE INSIDE (Drawer) | Ship. List PRICES SLIGHTLY HIGHER 

Style | Helght Width Depth Height Width Depth Wt. Price WEST OF THE ROCKIES. 

Re RS LON 

3 ¥% 2 Ys 2 ‘ 
No. 111 | 13% | 14 25 10 23 25 $6.50 OUT NOTICE. 

No. 112 13% 17% 25 10% 15% | 23 27 7.50 
No. BIII Letter Size Sanitary Base (6" high) 11 3.00 
No. BII2 Legal Size Sanitary Base (6" high) 12 3.50 


No. I 1! Letter Size—No. 112 Legal Size 
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| Aids to Office 
| Efficiency 
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140 


TD 
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Tidy. Desk Ss 
DIMENSIONS Ship. List 

Item Height Width | Depth wt. Price 
Desk Tray ys aa | 14" | $1.50 
Tidy Desk KD 5 Compartment 3'2 3.50 
Waste Paper 

Basket KD 12%" | 12%" | 14'4" 5 3.50 
Personal File 11%" 13%" iz" Ei 6.50 


COMPLETE OFFICE UTILITIES INWOOD 


LETTER TRAYS-TIDY DESK-WASTE BASKETS-PERSONAL FILE 


s B® 





422 
Tooke 


For Strength, Beauty / 


KD—Knocked Down 


CASH, BOND ~ OFFICE BOXES 





STURDILY BUILT—SUITABLE 
FOR ALL OFFICE 
REQUIREMENTS 





& & & 


No. 


92 


30 


3 


DIMENSIONS Ship. List 

Item Width Height Depth Wt. Price 
Cash Box 10*2' 4" re 2 $3.00 
Office Box 10%" 4%" : i 3 4.00 
Bond Box 11" " 5/2" 2 3.00 
Office Box 102" 4.00 


EQUIPPED WITH LOCK AND 
KEY. FINISHED IN OLIVE 
GREEN 


STORAGE, WARDROBE a STATIONERY CABINETS 


i834w 





1834SW 
DIMENSIONS Ship. List 
Model Height Width Depth Wt. Price Model Height 
1834S—Storaae 72 34 8 75 Ibs $65.00 1834SW—Comb. 72 
GHER 
sua) 1834W—Wardrobe 72 34 1g" 70 Ib: 65.00 900—Stationery 43 
viTH 


king device with Yale Paracentric Lock. 


1834S 900 


Ship. List 


DIMENSIONS 
Width Depth wt. Price 
34 18" 175 Ibs. 70.00 


5” 75 Ibs. 30.00 


No. 900—No lock. 


ART STEEL SALES CORPORATION 


300 East 145th Street - 


New York, N. Y. 
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Is the plastic 


platen here to stay? 


Ernie For over a year I have listened to the pros and 


—— : cons expres ed by other deal ‘rs I th > s } jec 

writes: I - \ ¢ = ie subject of 
platen coverings made from plastics, such as the 
Invincible-100. Take down your hair and give the 


low down—is the plastic platen here to stay. 


Yes, Ernie, the Invincible-100 Plastic Platen Cover- 


US: 


ing is here to stay. Although developed to meet 


an emergency, its development and continuous 


improvement has proven that it has qualities that 
were never found in rubber. Most important of 


these qualities are—non-hardening regardless of 


age or climatic condition—impervious to oils and 


solvents—increased ribbon wear—standard density 


for most multiple copy requirements. 











The new AWMS 
Catalog is the 
only complete 
Catalog of Type- 
writer parts! 





AMERICAN 
WRITING MACHINE STORES 


DIVISION OF REMINGTON RAND INC. 
115 WORTH ST. NEW YORK 13,N.Y. 
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Office Appliances 


INFORMATION SERVICE 
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UNDER THE EMERGENCY 





(Continued from page 74) 


chine Company, Inc., San Leandro, California. 

C.S. McAlister, President, American Perforator Com- 
pany, Chicago, Illinois. 

Joseph E. Rogers, President, Addressograph-Multi- 
graph Corporation, Cleveland, Ohio. 

Merrill B. Sands, President, Dictaphone Corporation, 
New York City. 

A. W. Vanderhoof, Vice-president, Standard Dupli- 
cating Machines Corporation, Everett, Massa- 
chusetts. 

Curtis G. Watkins, Vice-president, Simplex Time 
Recorder Company, Gardner, Massachusetts. 

Thomas J. Watson, President, International Business 
Machines Corporation, New York City. 


Office Machines Dealers Industry Advisory Committee 


H. H. Saunders, New England Adding Machine Com- 
pany, Boston, Massachusetts. 

Walter Bret, International Office Appliance Com- 
pany, New York City. 

W. H. Wolowitz, United Typewriter and Adding Ma- 
chine Company, Washington, D. C. 

Paul Gross, Mailers’ Service and Equipment Com- 
pany, New York City. 

E. R. Pfahl, Adding Machine Sales 
Cleveland, Ohio. 

F. Ketcherside, Buckland Van Wald, Detroit, Mich- 
igan. 

Luis de Olazarra, Shipman-Ward Manufacturing 
Company, Chicago, Illinois. 

J. A. Lyons, Reliable Typewriter and Adding Machine 
Company, Chicago, Illinois. 

Otto E. Pruitt, Pruitt Office Machines Company, Chi- 
cago, Illinois. 

Leo C. Horal, Denver Typewriter Company, Denver, 
Colorado. 

C. P. Carter, Frank E. Wilber Company, San Fran- 
cisco, California. 


and Service, 


i 
CANADIAN PURCHASERS TO GET MORE RAPID 

DELIVERIES OF OFFICE MACHINES FROM U. S. 

Canadian purchasers of assembled office machinery 
imported from the United States will get faster de- 
livery as the result of an agreement reached between 
the United States War Production Board and the 
Canadian Wartime Prices and Trade Board, it was 
announced recently. 

Under the agreement, Canadian dealers are allowed 
to import at one time an estimated three months’ 
supply of equipment. The agreement will not result in 
any greater supply of office equipment being available, 
the announcement said. Only established dealers will 
be authorized to use the new provisions and strict con- 
trol of the distribution of imported equipment will be 
enforced.—RC 

oh) 


WPB REVISES PRIORITIES REGULATION NO. 16 


A revision of Priorities Regulation No. 16, governing 
the filing, granting and denial of appeals from various 
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ou said it! 


with your orders 
for the New— 


PATENTS APPLIED FOR 


American stationers in Chicago by hundreds for the War 
Conference, saw Rock-a-File, realized its dozens of positive 
advantages, and when asked for their opinion of Rock-a- 
File sales potentialities— 


They said it with ORDERS! 


We value the judgment of these seasoned, sales-minded 
filing specialists above that of any other men in America. 
They enthusiastically pronounce Rock-a-File the safest, 
most compact, most space-conserving, most muscle-sav- 
ing, and MOST SENSIBLE file yet devised. We believe you 
will agree they are right. 


If you were unable to attend the War Conference, and 
haven’t seen Rock-a-File, write for literature, descriptions, 
prices. It will help you to create an appreciable volume of 
additional business, and it will help us to serve you better 
... which has been our aim for forty years. Why not write, 
or wire now for all Rock-a-File information? 


OFFICE EQUIPMENT DIVISION 


35 EAST WACKER DRIVE 
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ROCKWELL- BARNES “ 





The Rock-a-File card 
file, similar in prin- 
ciple to the larger let- 
ter and ite* size 
Rock-a-File, is an 
ideal counter item. 
An attractive multi- 
color counter card 
makes a most effective 
and a posting. dis- 
play. Rock-a-File is 
available in single and 
double units, for 3x5, 
4x6 and 5x8 cards. 


Speciilaile te the Steiioner Since 1903 


CHICAGO 1, 





















HALF THE DESK SPACE 
TWICE THE CONVENIENCE 


wOEX 
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NON-METALLIC 
FASTENERS 
By ACCO 


Just because steel has gone to war 


don’t let that stop you. You can get 
ACCO Fasteners still — non-metallic 
fasteners with steel prong lock straps. 
In other words, the base, compressor 
and prongs are of non-metallic mate- 
rial but the compressor has _ the 
usual Acco steel prong lock strap. 


These ACCO war-time fasteners are 
doing a good job everywhere. They 
have been thoroughly tested for 
holding power, durability and ease 
in handling. We believe them to be 
the best substitutes for ACCO Steel 


Fasteners you can get. 


* 


And —On high priority orders Accopress 
Binders (two piece covers) will be provided 


with fasteners having steel prongs. 


.. <{ O 


PRODUCTS, Inc. 


39th AVENUE and 24th STREET 
LONG ISLAND CITY, N. Y. 
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L and M orders of the War Production Board, was 
issued October 8. 

Of principal interest to manufacturers is the new 
List A to the regulation, enumerating orders from 
which appeals must be filed with WPB regional offices. 
This list now includes more than 180 such orders and 
is further evidence of WPB’s continuing decentrali- 
zation. 

Orders affecting the office appliance and stationery 
trade include the following: 

L-13-a Metal Office Furniture and Equipment. 

L-73 Office Supplies. 

L-227 Fountain Pens, Mechanical Pencils, Woodcased 
Pencils, Pen Nibs and Pen Holders. 

M-241 Paper and Paperboard. 

M-24l-a Paper and Paperboard. 

M-286 Specialty Papers. 


o 


OCR ESTABLISHES NEW SECTION IN WHOLESALE 
AND RETAIL TRADE DIVISION 


Establishment of a Maintenance and Construction 
Section in the Wholesale and Retail Trade Division 
was announced September 30 by the Office of Civilian 
Requirements. 

Purpose of the new section will be to handle all 
problems relating to maintenance, repair, supplies, 
equipment and construction requirements of wholesale 
and retail establishments. 

It was pointed out that maintenance of operating 
facilities is of major importance in assuring proper 
distribution of consumers’ goods and that the function 
of the new section would be to determine essential 
operating requirements of wholesale and retail dis- 
tributors. 

The new section will absorb the responsibilities of 
the former Wholesale and Retail Trade Section of the 
Service Equipment Division. 


———————e—___ 
HOUSTON STORE SHOWS REMARKABLE GROWTH 


The story of the rapid development of the Atlas 
Office Supply Company, 1717 McKinney Street, Hous- 
ton, Tex., is tangible evidence that private enterprise 
and initiative in the United States, though handi- 
capped by the war, are still a distinct possibility. 

Back in 1939, John K. Stone, owner of Atlas, owned 
an office supply business in Austria. Following the 
invasion of the country by Hitler’s armies, he escaped 
to England and the following year made his way to 
America, where he visited with relatives in Cincin- 
nati. Learning of the business possibilities present in 
Houston, he established himself in business there, 
operating at first from a small furnished room on 
Elgin Street. His entire equipment at that time con- 
sisted of a brief case full of sample carbon papers 
and his selling ability. 

After six months, the growth of his business was 
so marked that he opened an office in the Zindler 
Building, later expanding to fill three, then five, 
offices. In the spring of 1943, this space also became 
inadequate and he again moved to larger quarters, 


| his present business home at 1717 McKinney Street. 


Thus, in the brief span of three years, the Atlas 
Office Supply Company has developed into one of 
Houston’s outstanding concerns in that field. A com- 
plete line of filing and office supplies is carried, the 
owner states, and new items are constantly being 
added. 
eS ee 

OFFICE MACHINERY COMPANY IN NEW HOME 

The Office Machinery Company, Philadelphia, Pa., 
has announced its removal to a new location, 1111 
Walnut Street, opposite the Forrest Theater, in Phila- 
delphia. The move was made on October 1. Now 33 
years old, the company will continue to specialize in 
business machine installations, repairs and mainte- 
nance. 


OFFICE APPLIANCES, November, 1943 


a ee 





RIS 


ers 








ia : . 
| Banish GLARE-GREMLINS 


dl 
























WwW 
nm 
S. 
d 
~ | 7rom rour xecoras 
= 
| 1: PY 
| he -« PT, 5 tL “ . a M4 
eee 0 7.2) 
E 
n 
n 
n 
1] 
S, 
le 
g 
2 Y 
n 
al 
yf 
ie j Zz 
sn SYSTEISTIY LD \ 
* 
— Zee 
e 
i When “glare-gremlins” get in their work, eyes begin to tire, accuracy suffers, speed 
, slackens, costly errors creep in, and vital war work schedules are delayed. Much unnec- 
e essary eye-fatigue comes from reflected glare, “jumpy” ruling-colors, excessive brightness. 
d 
0 Minimize eye-fatigue with “EYE-EASE” paper. Its correct green-white tint is midway 
‘ of the spectrum between the “warm” reds and yellows and the “cool” blues and violets. 
e, “EYE-EASE” paper strikes the right color balance. The restful brown-and-green ruling 
. colors are in harmony with each other and with the paper, and assure the correct prin- 
‘S ciples of contrast with pen entries in the usual colors of ink. Thus “EYE-EASE” cuts glare, 
3 reduces reflection, minimizes eye-strain, and helps to cut down mistakes. It speeds up 
: work. It helps to keep workers longer at their best for the all-important job of producing 
e for victory. 
t “EYE-EASE” is available in pads, books, and forms in sizes and rulings ordinarily 
r" used in modern office work. 


c NATIONAL BLANK Book COMPANY 


HOLYOKE, MASSACHUSETTS 
NEW YORK BOSTON CHICAGO SAN FRANCISCO 


booklet No. 
ontains small | 
and lists | 


Write for a quantity of 
E-9 with your imprint. Cc 
sample of Eye-Ease paper, 
able. 
Lye Soe 


\- 
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The Market Kh. R 
Is Da | 


Now you can supply the demand for a 
necessary service item — that has Eye 
Appeal and instant Sales Appeal. 


Justrs rs 


WAR BOND 
WALLETS 











AVAILABLE FOR 
IMMEDIATE DELIVERY 


Justrits 








The Justrite War Bond Wallet makes avail- 
able to the Public a convenient, safe con- 
tainer for indexing and keeping together 
the War Bonds they buy. With millions of 
Bonds now being purchased, the War Bond 
Wallet offers the Stationery Store a utility 
item that will SELL. 


Made of durable Justrite Red Rope, the 
Wallet has two side pockets designed to 
hold a number of War Bonds, and two index 
panels for the listing of Bonds purchased 


Available either with standard front for over- 
the-counter retail sale, or with Advertiser’s 
Imprint panel where used as an advertising 
item or give away piece. 


Write for Samples and Dealers’ Discounts 
They Sell on Sight — Immediate Delivery 


The Austrites Line 


Northern States 


ENVELOPE COMPANY 


Chicago Saint Paul 
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GREGORY J.-BLIED 

Gregory J. Blied, secretary-treasurer of Blied, Print- 
ers and Stationers, 114 East Washington Avenue, Madi- 
son, Wis., died suddenly of a heart attack at his home, 
1817 Van Hise Avenue, September 12. He was 51 
years old. 

Mr. Blied was a native of the Wisconsin capital, 
where he was educated in the parochial and high 
schools. The second son of Frank C. Blied, he entered 
business as a young man with his father and brothers. 
He had suffered from a heart ailment for two years 
prior to his death and had been unable to devote full 
time to his work. 

He is survived by his wife, Maria M.; a son, Gregory, 
Jr., and a daughter, Doris Mae, of Madison. Also sur- 
viving are his father, Frank C. Blied; two brothers, 
Raymond F., Madison, and Lieut. Col. Leo J., Key West, 
Fla., and two sisters, Mrs. Ferdinand Speth, Madison, 
and Mrs. William E. Walker, Washington, D. C. 


+; | | 
PERCY DEARLE 

Percy Dearle, well known stationer, school supply 
dealer and bookseller of Seattle’s University of Wash- 
ington district, died this autumn in a Seattle hospital 
after a brief illness. He was 61 years old. 

A native of Canada, he came to Seattle as a young 
man, and resided in the university district of the city, 
where he had built a large stationery trade since 1902. 
After his own graduation from the University of 
Washington in 1907 he managed, for a time, the Uni- 
versity Book Store and gained extensive selling and 
managerical experience. Then he became the owner 
of Dearle’s Book Store, which he developed to sizable 
proportions with a large sales staff. He was a member 
of the University Presbyterian Church, Beta Theta Phi 
fraternity and the University Commercial Club. 

Besides his widow, Mrs. Mary Isabel Dearle, he leaves 
a son, Morris; a daughter, Elizabeth Helen; a brother, 
Edward, and a sister, Mrs. Bell Bickford, all of Seattle; 
a brother, Horace of Yakima, Wash., and another 
brother, Ernest, of Long Beach, Calif—cC. M. L. 


+ + - 
WILLIAM T. ALLEN 

William T. Allen, Halifax, N. S., associated with 
T. C. Allen & Co., one of the oldest stationery firms in 
Canada, died recently. He was 75 years old. Born in 
Stayner, Ont., he went to Halifax when a lad of 16. 
Mr. Allen was known over a wide area as a wholesale 

and retail office stationer.—SJL. 


+ i -& 
THOMAS C. CAMPBELL 
Thomas C. Campbell, for over 40 years engaged in 
the stationery manufacturing business in Toronto, 
Ont., died recently. He was head of the firm of Thos. 
McDonnell Co. Born in England, he came to Toronto 
as a boy. There are no immediate survivors.—SJL. 


+ b + 


MATTHEW M. BURDICK 

Owner and operator of Burdick’s Book Nook of 
Seattle, Wash., Matthew M. Burdick passed on in that 
city recently at the age of 79 years. 

Mr. Burdick operated a book and stationery business 
at 1407 East Madison Street, where he had been located 
for almost 20 years, and was well Known to the sta- 
tionery and book trade of the Pacific Northwest. He 
was born in New York State. 

His wife, Maude, preceded him in death by several 
years. A step-son, Byron E. Hobbs of Seattle, a sister, 
Mrs. Alice Larson, and a brother, Edward G. Burdick, 
both of Los Angeles, Calif., survive —C. M. L. 
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Model J-30 is light in weight, yet rugged. Requires but little 
space and can be put into desk drawer or pocket when not 
in use. Indispensable for vertical filing or for attaching ma- 
terial to a permanent card. Uses DJ340 NEVA-CLOG Staples 





For heavy duty and for fastening of tough materials, this 
machine uses a broad flat staple. Fastens such materials as 
fibre, softwood baskets, veneer wood, leather and belting. 
Used for sealing heavy paper or cloth bags, packages of 
corrugated board, and similar difficult operations. Powerful 
leverage, durable, fool-proof. Staples used: NEVA-CLOG B-% 





A ru d, powerful Stapling Machine with 4 to 1 leverage 
Particularly designed for production work and hard usage, 
b be used for any stapling operation within its capac- 
it og-proof so that it will give constant production 
Uses NEVA-CLOG A-1000 or L-1000 Staples 
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THANKS- 
GIVING 


Let us give thanks that no enemy is pirat- 


ing our land. 


Let us give thanks for the heroism of our 
Soldiers, Sailors and Marines. 


Let us give thanks that no starvation exists 
in the land. 


Let's prove our thanks by greater support 
of the war effort by buying Bonds to Back 
the Attack and by giving our best for 


greater war production. 


We give thanks to our dealers and dis- 
tributors for their indulgence and co-op- 


eration during these times. 


“Fasten Things Together” 
with Neva-Clog Stapling Pliers 


NEVA-CLOG PRODUCTS, Inc. 
BRIDGEPORT, CONN. 
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This 18 NOT an 


ordinary typewriter 


pad— 





IT 1S the 


TRUE-MARK 


OFFICE MACHINE PAD 


With All These Desirable 


Features— 


® Made of high quality hair felt—a rec- 
ognized sound and shock absorber. 


® Rigid top surface—machine feet will 
not sink into pad. 


® Slip proof bottom surface to prevent 
skidding or "walking''—will not mar 
the finest furniture. 


® Pleasing neutral brown in color to 
harmonize with all office furniture. 


® Packed in attractive carton for pro- 
tection and display—without maker's 
name—space for your label or im- 


print. 


® Priced to sell and to net you a nice 


profit. 


WRITE FOR PRICES 


Ames Supply Company 


564 W. Randolph St., Chicago 


37 Murrey St., 
New York 


1905 Commerce St. 
Dalias 








= 
PRINCIPAL CITIES 








583 Market St., 
Sen Francisco 


11 Pryor St., 
Atianta 








For Our Country 





Industry Members Now Serving With the 
Armed Forces of the United States. 


George Long, Jr., and John Long, sons of George 
Long, Sr., of The Globe-Wernicke Company, Cincin- 
nati, O., are both seeing plenty of service these days 
in Uncle Sam’s war effort. George, Jr., who is now a 
flying staff sergeant in the Army Air Corps, received 





JOHN A. LONG GEO. S. LONG, JR. 


his basic training at Kansas State College, and was 
successively transferred to Waco, Tex., Ft. Sill, Okla., 
Lomesa Field, Tex., and finally to Nashville, Tenn., as a 
member of a liaison squadron. His younger brother, 
John, received his “boot” training in the Merchant 
Marine at Sheepshead Bay, Long Island. After a seven- 
weeks siege of spinal meningitis he was assigned to a 
merchant ship and has made several trips to fighting 
fronts to bring back wounded soldiers and prisoners 
of war. The two boys, 21 and 18 years old, respectively, 
enlisted in the service within a few months of each 


other. 


Ed Stivers, former salesman for Sanford Ink Com- 
pany, graduated from Officers Training School in 
August and was commissioned a second lieutenant in 





LIEUT. ED STIVERS 
the United States Army. Following the usual custom, 


Ed was granted a furlough after completing the gruel- 
ing training and returned for a brief visit at his old 
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A 


A representation of a complete line 
of Payroll forms for present day 
requirements. Columns provide {or 
recording Withholding Tax, O.A.B. 


and other deductions; also, Time 











rge ——__}- Too 
in- @ etBR and Earnings, regular and overtime. 
gs - = Selection includes Loose Leaf 
yed oe =f © TTT = ~ | Fe + forms in various sizes, for stock size: 
Post Binders 
Ring Books 
Prong Fastener Binders 
Visible Record Binders 
Bound books, ruled to meet present 
day requirements are Shaw’s cus- 
tom built. 
Ask for. Circular D1197 
as RATEU.C DEDUCTION CODE 
la., REASON 
sa a seo 
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MARKWELL 


STAPLERS 


ap 
fi ae 


Wit 
i 


WAR JOBS FIRST.- 
THEN 


OFFICE 
FACTORY 
HOME 




















Please don't buy or sell more than a 60 day 
supply including inventory — these goods are 
scarce and urgently needed in the war effort. 


MARKWELL MFG. CO., INC. [| 
vielen itie}le), By ame, i 3''A fe) Ske, mee 
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stamping grounds, the Sanford factory. The accom- 
panying photograph was taken during Lt. Stivers’ 
brief visit at the Sanford plant. 


EEE 
Veile W. Lee, salesman for G. J. Aigner Company, 
Chicago, Ill., entered the service on October 11. His 
territory, comprising the states of Iowa, Kansas, 
Colorado, Nebraska, Oklahoma, Wisconsin, Wyoming, 
Utah, Idaho and Illinois, will be covered during his 
absence by Elmer Krumwiede, sales manager of the 
Aigner organization. Mr. Lee will take over again as 
soon as he returns from the Army. 
—_———_o-—— 9 


HORNSTEIN 


Pp) aves 








NEW HORNSTEIN CATALOG 
(Descriptive item on page 9) 
EEE SSO ee 
COOPER ANNOUNCES PURCHASE OF BUILDING 

The Cooper Typewriter Company, 95-97 South Second 
Street, Memphis, Tenn., has purchased the two-story 
building which the company has occupied as tenant 
since 1936, according to an announcement by Harry 
Cooper, owner, in October. The transaction was a cash 
deal, it was stated, the assessed valution of the prop- 
erty being set at $43,000. 

The building contains two storerooms on the ground 
floor and 14 offices on the second floor. Three of these 
offices will continue to be occupied by the Desha 
Lumber Company, the sellers. The ground floor, stated 
Mr. Cooper, will provide for the expected expansion 
of the business after the war. 

—— i 2- 

SCHWALBE NEW ASSISTANT GENERAL SALES 

MANAGER OF FRANKLIN RIBBON & CARBON 

Franklin Ribbon and Carbon Company, 161-63 Wil- 
liam Street, New York 7, N. Y., manufacturers of inked 
ribbons and carbon papers, has announced the ap- 
pointment of Leonard E. Schwalbe as assistant general 
manager in charge of sales. Mr. Schwalbe was for 
more than 30 years associated with the Union Card 
and Paper Company. 





ow 
ASSOCIATED TAKES ABC PAPER LINE 
Associated Stationers Supply Company, Chicago, has 
been appointed distributor of the ABC line of rag con- 
tent business and typewriter papers manufactured by 
the Valley Paper Company, Holyoke, Mass. 


2) 4 





Benjamin T. Sandner, of the New York office of 
LePage’s, Inc., took unto himself a bride, the lovely 
Miss Ann Phillips, on October 23. The ceremony took 
place at the home of Mr. Sandner in Brooklyn. 
1943 
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is a magic word 


The magic “open sesame” of the fairy story has at last come true. 
Through the medium of electronics, engineers are prepared to turn out 
a lock for your front door that is released when anyone speaks the 
right password to it. This password is of course predetermined; it can 
be changed as you like without much trouble. Electronics are destined 
to startle the scientific and industrial world and contribute as much 


to mankind as did electricity. 


The IMPERIAL line of filing supplies has long been an “open sesame” 
for dealers. Superlative quality merchandise moderately priced com- 
bined with prompt service have opened the door to increased sales and 
profits for the host of IMPERIAL dealers. Join this progressive dealer 


organization and solve your postwar problems. Send for our new 


catalog today. 


Imperial 


Methods Conpany 


lg \ ees , 
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EXHIBIT BOOTH 


N.S.A. CONVENTION 1943 
PALMER HOUSE « CHICAGO 





Those dealers who attended the N.S.A. ageressive spirit of the Wells organiza- 
convention in Chicago bought WELLS ~~ Uon. 


and we know bought WISELY. It was We're proud of the role Wells has 


a genuine pleasure to greet so many of __ played in supplying essential office fur- 
our old customers and to acquire so niture and accessories. We promise to 


many new friends. Our only regret is carry on... we will make every effort 


. = . to bring you office equipment that 
that every dealer in these United States o [ut 
ag makes more sales for your store. 
could not have attended this fine con- . 


vention . . . to see for himself the x SELL WELLS —SELL WISELY 


OFFICE 410-12 SOUTH 
AA FURNITURE yy WELLS STE 
COMPANY CHICAGO 
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Why Worry About Inventory ? 


Buy Tilt and Swivel Chairs with complete confidence 














. they’re built for Today’s needs yet engineered for 
Tomorrow’s requirements. So remember—when you 
order Tilt and Swivel Chairs, you receive merchandise 
that can be quickly converted to POST-WAR needs. 


Change-Over Requires 4 Min.! 


Here’s how .... 





a. Remove wood post by taking out locking screw 
on base. 


b. Insert hub into sleeve and tap collar towards 
metal plate. 


c. Remove wooden swivel underneath seat by tak- 
No. 3602 ing out 4 screws. 


SWIVEL-NO ARMS 7 4d. Replace wooden swivel with metal swivel attach- 


$22.40 List ing with 4 screws. 


Wga(ha 410-12 SOUTH 











FURNITURE Tk oe ae 


COMPANY PHICAGO 
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> 4 Pictured at left is Quality 


Park’s popular War Bond 
Jacket — it’s bond size, 
printed in two colors, at- 
tractive design, space for 
bond record on back, 
space for firm name im- 
print on front. May be 
sold individually or sold 
in bulk to firms for em- 
ploye distribution or 
good will promotion. 


Sample and prices 
sent on request. 


from week to week. 
















Seen and Heard 


in Southern California 


By J. Edward Tufft 
1719 Fremont Ave., South Pasadena 
Thomas’ Father Ill—R. A. Thomas, manager of the 


Grimes-Stassforth Stationery Company, who recently 
made a trip to New York and other points east, spent 


' some days in his original home, Salt Lake City, where 


his father, who owns a store in that city, was ill at 


| the time. The elder Mr. Thomas spent some days in a 


hospital but is much improved at this writing. 


* * * 


Miller’s Thirty Years in Business.—The Miller Desk 


' and Safe Company has now been thirty years in busi- 


ness, 25 of those years in the present location, 219 


| West Second Street, and five years in an adjacent 
| location. Business is reported to be especially good. 


Active now as manager is William A. Hassen, son- 
in-law of the late Julius Miller, founder of the com- 
pany, who passed away in May. Leo Miller, son of 


| Julius Miller, is still in school but as soon as he has 
| finished his education he expects to take over the 
| management of the business. 


* * + 


Christmas Business Good.—W. E. de Generes of the 


| Stationery Supply Company, 312 West Ninth Street, 
| reports that the demand for Christmas merchandise 


began very early in October and continues unabated 


x * * 


Jonas Finds Things O. K.—H. A. Jonas of the Na- 


| tional Office Furniture Company, 218 South Spring 
| Street, says he is having an easier time securing the 
| types of furniture for which there is a major demand, 


such as regular commercial desks and chairs, but is 


| having difficulty in securing executive office equipment | 

such as leather covered chairs and executive desks. 
; Business on the whole is remarkably good, Mr. Jonas 
| states. 


* * * 


Repair Business Rushing.—R. Buchanan, proprietor 
of the Regent Typewriter Company, 202 West Third 


| Street, says business is keeping up splendidly in his 
| repair shop. He has more than he can do for that 


matter and can’t quit when he would like to quit in 
the evening. 


- * 7~ 
Busy with Repair Work.—L. J. Beiswinger, owner of 
the Pasadena Typewriter and Adding Machine Com- 
pany at 1188 East Colorado Street, Pasadena, states 
that he is as busy as ever at repair work. 
* * * 
Myers is Optimistic, But- --.—‘I am very optimistic 
about the post-war period, I assuredly am, but---.” 


| That covers pretty well the views of W. R. Myers of 


Western Office Furniture, 229 East Third Street, Long 
Beach. 

Going into some detail after using that word “but,” 
Mr. Myers makes the following pertinent observations: 
“IT think the industry can be saved, but we must have 
new models and new designs, and NOW is the time! 
It would be a splendid idea, I think, for manufacturers 
right now to send out questionnaires to dealers 
throughout the country. The dealers in turn might 


send these questionnaires on to the buyers and users 
of office equipment. The aim would be to get new ideas 
on designs and models. Even one new idea is worth 
while and might indeed have plenty to do with build- 
ing up the industry or keeping it up after the war. 
The post-war period must be a period of new ideas, 
it can not be anything else. It is up to manufacturers 
to get very busy on these things right NOW.” 


ENVELOPE COMPANY 


General Office and Factc y 


Chicago Office and 
se delacdalel ht 
564 W. Monroe Street 
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| We know who really 
= egies gave us this Hag | 


Se 


| _— F Wy O' course, we’re deeply grateful to Capt. John S. 

a Phillips, U.S. N. and Lt. Col. Paul Tanner, U.S. A., ii 
a for coming to Jamestown and presenting us with the \ 
nent Army-Navy “E”. if 
esks. if 


And we want to thank Under-Secretary of the Navy 
James V. Forrestal and Under-Secretary of War Robert 


a P. Patterson for selecting our company for this honor. 
hir 

that But we know who really made it possible for us to win 
it in this award. 


It was the 1251 loyal and patriotic employees of Art Metal 
who so speedily and effectively adapted their skill at 
fashioning fine metal equipment to the making of imple- 


ments of war. 






istic We take this opportunity of expressing our appreciation 
ie of to each and every one of those fine workers and craftsmen 
song for the Army-Navy “E” which flies so proudly over our 
sut,” plant this day. Art Metal Construction Company, James- 
ons: town, N. Y. 
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1943 NOW TURNING STEEL OFFICE EQUIPMENT INTO WAR MATERIALS 














ypu I | 
M| | 


















































































AT THE RECORD & 
‘ 
! 
MPORTANT records go down to stay, in history and in business. But | : 
where the classic achievements of the ancients, laboriously carved in | : : 
marble, were difficult to handle, today’s Classic records are created and han- | | . 
dled with speed and ease. Modern Classic, contributing outstanding beauty to | | | 
business correspondence and record-keeping. is a superb typewriter ribbon by | i ) 
Columbia. a Brag 
‘ ar @, . ryvear 7tyr nr ra . . mn 7 [| 3 I 
CLASSIC TYPEWRITER RIBBONS are finer—for fine work. There’s no | | 
smudge or smear to beautiful, dignified Classic typing. They give exception- 
ally long wear. hence offer economy plus beauty. | 
) ; 
Write us for price list and sample sheets written with Classic Ribbons, and for HTT 
details of our sales-cooperation plan which has helped many a dealer set up a At 
fine ribbon and carbon department. HT : 
| a 
t 
r 
ge Cc 
i 
¥ 
d 
iI 
é 
TYPEWRITER RIBBONS ” 
a product of a 
%& © L U M B I A > 
RIBBON & CARBON MANUFACTURING CO., INC. 
Main Office & Factory Glen Cove, L. LL, N. Y. : 
New York Sales & Export: 58-64 West 40th Street 
Kansas City, Mo.: Dwight Bldg. Pp 
D 
0} 
. 
2 
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GREAT LAKES TRAVELERS NOTES 


At the regular GLTC meeting held Friday, October 
1, just prior to the opening of the NSA Convention in 
Chicago, 72 dealers, travelers and manufacturers were 
in attendance. This made president Hy Linden’s call 
for self-introductions a bit difficult to accomplish. | 
Nevertheless, each one rose to his feet, gave his name | 
and his company connection, and enough was heard 
to discover the presence of many out-of-town dealers | 
and manufacturers. Mr. Linden called on Ed Conlon, 
chairman of the Chicago NSA Convention Committee, 
who expressed the regrets of General Manager Charlie 
Garvin, and President Dick Healy, who found it im- 
possible to be present. Ed reported that advance reg- 
istration indicated clearly that this year’s convention 
would be the biggest on record. His prophecy was more 
than fulfilled the following week. In response to Mr. 
Linden’s invitation the following spoke briefly: Bob 
Latsch, Latsch Bros., Lincoln, Nebr. (subsequently 
elected president of NSA); H. B. Van Dorn, Joseph 
Dixon Crucible Company; A. G. Frost, Esterbrook Pen 
—— &§ Company; Willis Lowe, E. L. White Company, Dallas, 
— Tex.; Sam Plant, Western Bank & Office Supply Com- 
pany, Oklahoma City, Okla., and Herb Walsh, Ace 
Fastener Corp. 


* « * 


The October 8 meeting of the Great Lakes Travelers 
Club was unusually well attended. A number of mem- 
bers were present for the first time in several weeks, 
also some out-of-town visitors. In the latter group 
were John Wagner and John Link of Lucas Brothers, 
Baltimore, Md., and Frank Palmer of Eaton Paper ¢ 
Corporation. Warren Rogers, an old associate of Mr. 
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Wagner and Mr. Link, introduced them and referred 
to the company as the oldest commercial stationery 
house in the United States, having been established 
in 1841. Albert McLane of Reliance Pencil Company, 
New York, was given a special welcome because most 
of his time is spent outside of the Great Lakes area. 

Larry Schubert, formerly of The Globe-Wernicke 
Co., who was on overseas duty with the U. S. Army 
for about a year and has recently returned to civilian 
life, was present, and upon invitation of Hy Linden, 
president of the club, related briefly his travel experi- 
ences both going and returning. Principal stops on 
the outward trip included Rio de Janeiro and Bombay. 
The return trip included Diego Suarez and Cape Town. 
In the latter place a copy of OFFICE APPLIANCES on a 
stationers’ desk, the first issue he had seen in many 
months—brought back delightful memories. Stationed 
in Cairo, he was fortunate to have leave to spend 
Easter in Jerusalem, which he said was a real inspira- 
tion and one of the highlights of his foreign experi- 
ences. 

cieinsuilnlaiiaian = 

MARKWELL PRESENTS “STAPLE SAM” TO TRADE 

Markwell Mfg. Co., Inc., New York, N. Y., has cre- 
ated a new character, “Staple Sam,” who is finding 
a prominent spot in much of the company’s adver- 
tising. The amusing new figure, consisting of a 
rounded head mounted on a body of crimped and un- 
crimped staples, pointed out in a recent Markwell 
insert that Markwell staplers must be sent first to 
war jobs, then to office, factory and home. He urges 
dealers not to order more than a 60-day supply now, 
including inventories on hand, because staplers and 
Staples are both scarce and are urgently needed in 
the war effort. 





a a DOC > + oa Bee 


Julie Ann Gunlocke, daughter of Major and Mrs. 
Howard W. Gunlocke, made her debut on Thursday, 
August 26, according to word received from Vice- 
president Davis, of the W. H. Gunlocke Chair Com- 
pany, Wayland, N. Y. Major Gunlocke, vice-president 
of the Gunlocke organization, is at present stationed 
at Camp McCoy, Wis. 
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Sold by leading stationers everywhere 


True quality in a record storage box can best be 
determined by years of service. Liberties have 
stood the supreme test of hard wear for over a 
quarter of a century. Today the original Liberty 
Boxes manufactured and sold are still rendering 
superlative service. 

The same high standard of quality established then 
has been rigidly maintained until Liberties hold 
the distinction of being the national standard for 
safe, efficient, and economical record storage—a 
standard to which many aspire but few pn AR 
Liberty Boxes are truly a desirable commercial 
stationery item—their continued availability well 
worth protecting by close cooperation between 
dealer and manufacturer. 


DEALERS — PLEASE NOTE 


Unless you give us the following END USE in- 
formation your order will be entered in the usual 
manner and shipped in its turn. 


Here is the essential END USE information we 
must have on every order: 


1. The full name of the customer. 
2. Complete address of customer. 


3. Their priority rating, or their approximate 
percentage of war work. 


4. Sizes and quantities of Liberty Boxes 
ordered by each customer. 


We give orders for WAR PLANTS preference 
in shipping. 


BANKERS BOX COMPANY 


Established 1918 
536 South Clark St. + Chicago 5, Illinois 
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VAN DYKE 
FLUORESCENT 


Helps Fill Manpower Gap! 


Proper Lighting Makes Every 
Office Worker More Efficient 


Lack of manpower constitutes a serious problem. It 
obligates business to make the most efficient use of 
its present personnel. In the office, the right tools 
go a long way towards solving labor shortage. Of 
special importance is good lighting. VAN DYKE 
Fluorescent is an indispensable adjunct to desks, 
drawing boards and work benches. Sell VAN DYKE 


Fluorescent and contribute to war work efficiency. 





Walnut Wood Base. 
Wood Uprights. 

















Instantaneous man- 
ual type, switch 
and ballast. 


No. 1000 





THE LAMP OF A 1000 USES! . . . Arm is adjustable to 
any height. White Liquid Plastic reflector, baked on 
Morocco finish. A. C. 

Model No. 1280 for |5 tig be. Extension 15", height 24", 
reflector 18'', weight |2 Ibs. 

Model No. 1280-A has 24'' arm extension, weight !2'/2 Ibs 
Model No. 1281 for 20 watt tube, reflector 24"', weight 13 
bs. 

Model No. 1281-A has 24’ arm extension, weight 13'/, Ibs. 
No. 1280-2 for 2 15 watt, 18"' tubes. Extension 15°’. 

No. 1281-2 for 2 20 watt, 24"° tubes. Extension 15" 





NO ORDER FILLED WITHOUT PRIORITY 


VAN DYKE INDUSTRIES 









21st and Rockwell Sts. Chicago, Illinois 











NAMED OFFICER OF MONROE COMPANY 
Miss Palmyra M. Coda has just been appointed an 
assistant treasurer of the Monroe Calculating Machine 
Company, Inc. She is the first woman to be named an 
officer in that organization. Announcement was made 





MISS PALMYRA M. CODA 


by E. F. Britten, Jr., president of the Monroe Company, 
following a meeting of the board of directors at the 
company’s general offices at Orange, N. J., on Septem- 
ber 27, when the action was taken. 

Miss Coda has been with the Monroe organization 
since 1917, first as a payroll clerk, and since 1925 in 
charge of the payroll department. 

ae <> eee 
DENSFORD RECEIVES TYPEWRITER PURCHASE 
REPORT FROM CONGRESSMAN BOREN 

J. W. Densford, Shawnee, Okla., chairman of the 
legislative committee of the National Office Machine 
Dealers Association, has received through Congress- 
man Lyle H. Boren of Oklahoma a complete summary 
of typewriters purchased by the Government. The 
report follows: 

Typewriters ania prior to 1/14/1943: 

All types Steskamt 131,603 

Portables ...... 44,086 


Non-portables, on which the committee is 
endeavoring to obtain retroactive payment 87,517 





Dealers’ Stock Sold to Government.... 37,160 
Business and Individuals 33,649 
States, Counties, and Cities ‘ 1,364 
Schools pee, 15,344 
Total 87,517 
Typewriters purchased since 1/14/1943: 
Dealers’ Own Stock 86,556 
Business and Individuals 20,324 
States, Counties, and Cities bet 3,695 
Schools 36,552 
Total Pree Oy 


It will be noticed that more machines were delivered 
to the Government after the new price schedule than 
before. Mr. Boren, working with Mr. Densford and 
members of his committee and the attorney for the 
Association is trying to work out a settlement without 
having Congress pass a bill authorizing it. 

; in ipaliiaeds 
M. & V. RE-ELECTS BOARD AND OFFICERS 

Announcement has been made of the re-election of 
the following directors at the annual stockholders’ 
meeting of Mittag & Volger, held late in August: 
Thomas G. Forbes, Harry S. Stark, Ira Cole, Vernon 
G. Stark, Lester E. Mittag, Robert A. Stark, Paul L. 
Foster and Leroy D. Dixon. 

The following officers were re-elected at the annual 
meeting of the board of directors: Thomas G. Forbes, 
president; Ira Cole, vice-president and sales manager; 
Robert A. Stark, vice-president; Vernon G. Stark, 
treasurer; Lester E. Mittag, secretary; Paul L. Foster, 
assistant sales manager; Leroy D. Dixon, auditor. 
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WHERE THERE'S WOOD 


4 THERE'S A WAY! 


PF All of us in the office equipment business . . . retailing and manu- 
; facturing . . . owe a debt of gratitude to WOOD. We who have 
2 worked with it so many years have always known of its DEPEND- 
ae ABILITY. And the thousands who have watched it shoulder the 
_ load during this emergency will continue to be its FRIENDS in 
the the future. 
out 
There is plenty of good in good WOOD .. . especially as 
| of presented in Sikes Velveturn All-Wood Chairs. These are the chairs 
st: with the “Plasticap” Plastic Bearing Swivel . . . originated by Sikes. ; 


10n 


Send for Velveturn folder No. 11-43. 





me (KES COMPANY, Inc. 


BUSINESS CHAIR MANUFACTURERS, BUFFALO, N.Y. 
~~ 

















far vA in the files 


War Industries everywhere - 


Orxtord 


ate us 


PENDAFLEX 


A listing of war-industry users of Oxford Pendaflex would include 


most of the leading manufacturers of planes, guns, tanks, ships, and 




























electronics. 
These war industries must have fast and efficient filing. 
So they install Oxford Pendaflex. 


* * + + + 


Peace industries will follow suit. 


The Oxford Pendaflex Distributor will be in a strong position in the 
post-war world—featuring a fast-selling specialty that offers the greatest 
advance ever made in vertical filing, and backed by a line of filing supplies 


that is complete and competitive. 


OXFORD FILING SUPPLY CO. 


340 Morgan Ave., Brooklyn 6, N. Y. 125 South 8th St., St. Louis 2, Mo. 


*Reg. U. S. Pat. Off. 
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MIHM JOINS SHEBOYGAN CHAIR COMPANY 


The Sheboygan Chair Company has announced the 
appointment of Joseph G. Mihm as cost accountant. 
Mr. Mihm, who has spent most of his business career 








alll 


JOSEPH G. MIHM 


in the chair industry, resigned his post as field in- 
spector with the Chicago quartermasters’ depot in 
September to accept the new position. The new move 
will be in the nature of a homecoming for Mr. Mihm, 
his wife and three children, for he is a native of that 
Wisconsin city. 


ieeaegpaiaiaieenitia tatiana 

LETNER NAMED VICE-PRESIDENT OF SIOUX FALLS 
BOOK & STATIONERY COMPANY 

Marlin Letner, well-known in the stationery field for 

many years, was recently elected vice-president of 

Sioux Falls Book & Stationery Company, Sioux Falls, 








" MARLIN LETNER 


S. Dak., according to an announcement by S. A. Chris- 
tenson, president of the firm. 

Mr. Letner first entered the company’s employ in 
1925 as an errand boy, later advancing to a sales posi- 
tion in the office supply and equipment department. 
He has served as manager of this department since 
1934. In his new capacity, Mr. Letner will be in charge 


of sales for the firm. 
2 —_—_—— 


J. E. DONAHUE ‘NAMED GENERAL MANAGER 
OF C. F. DENZER COMPANY 


The appointment of J. E. “Gene” Donahue as general 
manager of The C. F. Denzer Company, Sandusky, 
Ohio, has been announced by Mrs. C. F. Denzer, presi- 
dent of the concern, and by the board of directors. 
Mr. Donahue assumed his new post on September 15. 

He is well qualified for his new duties, having been 
employed by Yawman and Erbe Manufacturing Com- 
pany, Rochester, N. Y., in various capacities for the 
past 20 years. The Rochester concern, for which he 
spent a considerable period of time as assistant man- 
ager of national accounts, as manager of the com- 
Pany’s office at Syracuse, and as western district 
Supervisor for 12 states, is one of the nation’s out- 
Standing manufacturers of office equipment, indexing 
supplies and systems. 
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Bn 
STUAG US 


WOOD CHAIRS 


No. 110-CA No. 140-CA 
STURGIS ARM STURGIS SWIVEL 
SWIVEL CHAIR CHAIR 


* * 


No. 222-FR HIGH BASE SWIVEL CHAIR 





No. 125-GL No. 175-GL 

SIDE ARM CHAIR SIDE CHAIR 
These new STURGIS Wood Chairs are different, smart, 
modern. 
They harmonize well with installations of Steel Office 
Furniture and are available in a wide range of color 
combinations, including oak or walnut stain. 
All the chairs are equipped with deep, saddle, comfort- 
able seats and form fitting backs. Upholstery is in 
either Genuine Leather or duPont Cavalon. 


Sold exclusively through Office Equipment Dealers 








Write FOR PARTICULARS 


STURGIS POSTURE CHAIR CO. 


STUR GI ‘ ns 
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REpuc:.. 


Your Office Manpower 
Needs in Systems 
Work. .. with the 


REX-O- graph 
FLUID TYPE DUPLICATOR 


Increased paper work—with decreased office staff 
—is a salle today in most offices. Many firms 
have lightened this burden effectively and economi- 
cally with the REX-O-Graph Fluid Type Duplicator. 
For with a REX-O-Graph even the most inexperi- 
enced operator can turn out systems work, reports, 
orders, shop runners FASTER, more accurately, and 
at lower cost. 


Exclusive features like the Quick-Change Master 
Clamp, 100% Roller Moistener, Lightning Paper 
Centering Device and others, save time, fluid, 
paper. . . . Give you sharp, brilliant copies IN- 
STANTLY, no waiting for saturation, no pump to 
rime or service. Just insert your Master Copy and 


START TURNING. 


Ask for the REX-O-Graph Dealer’s name in your city, 
or write for details on the REX-O-Graph to fit YOUR 
needs. 











Above: Model MF with “Quick-Change” Master Clamp. Auto- 
matic feeding, printing, counting and stacking. Available to 
industry with priority rating. 


REX-O-graph, Inc. 


3725 NORTH PALMER STREET 
MILWAUKEE 12, WISCONSIN 
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DESCRIPTION OF EXHIBITS AT FIVE CENTURIES 
OF PROGRESS EXPOSITION 


(Continued from page 31) 


shown. Codo’s sales promotion program -was described in detail to visi- 
tors. F. S. Cooper, H. R. Holden, Chet Smith, and Roscoe Benge were 
in attendance 
Columbia Ribbon & Carbon Manufacturing Company, Glen Cove, N. Y. 
Featured were Ready-Master forms, both plain and printed. Columbia's 
Classic brand of typewriter ribbons was also given emphasis. In attenu- 


ance were F. R. Nichols, vice-president in charge of sales; T. G. Duggan, 
assistant sales manager; R. C. Moore, western sales manager; H. B. 
Holmes, eastern sales manager; C. R. Land, Chicago branch manager; 


Ralph Graham; D. E. Stephens, and Truman Vaughan. 


Columbian Art Works, Inc., Milwaukee, Wis.Success desk calendars 
and Tear Kleen wall calendars were on display In attendance were 
Harry L. Short, T. W. Norris, and Ward Silliman. 

Cramer Posture Chair Company, Kansas City, Mo.— Exhibited the latest 


models of their wood posture chairs. Those models included the steno- 
graphic, clerical, executive, factory, Hi-Model and factory Hi-Model. The 
Hi-Model and factory Hi-Model featured the adjustable foot rest. All 
models shown offered the incomparable Cramer posture and adjustment 
features. In attendance were R. A. Cramer, H. W. Cramer, Ed. F. Me- 
Clure and Myron K. Taggart 

Dennison Manufacturing Company, Framingham, Mass..-Theme of the 
exhibit was set by the slogan, ‘Serving the Nation and the Nation’s Sta- 
tioners.”’ Typical war products manufactured by the company and a 
special wartime-problem issue of the company’s dealer publication ‘“‘What 
Next?” illustrated how Dennison carries on its double duty. Director of 
Distribution R. A. Maish was in charge, assisted by H. E. Gorton, man- 
ager wholesaler-dealer division, and W. F. Somerville, Chicago regional 
manager. 

Diebold, Incorporated, Canton, Ohio Displayed 
type files in capacities of 1500, 2500, and 6000 cards Also shown were two 
new products—Flex-Site Visible binders and Tra-Dex Visible trays. These 
two products were formerly manufactured by Visible Records Equipment 
Company which is now a division of Diebold, Incorporated. George 
taxter, manager of dealer sales, was in charge. 

Dixon, Joseph, Crucible Company, Jersey City, N. J.—Displayed were 
Eldorado, Ticonderoga, Anadel, and other pencils as well as crayons and 
erasers. The Rite-Rite Threadline pencil was also shown. H. B. Van Dorn 
from the home office was in charge, assisted by Charles P. Mueller, 
W. M. Van Dorn, William B. Allen, Otis C. Steele, Robert Vater, W. J. 
secker, and A. E. Berglund 

Domore Chair Company, Inc., Elkhart, Ind. 
Sentinel and Ranger all-wood posture chairs 
cott was in charge 

Downey, The C. L., Company, Hannibal, Mo.—-This year the company 
displayed its entire line of paper products, coin bags and associated coin 
handling devices, which included flat coin wrappers, window coin wrap- 
wrappers and gunshell wrappers as well as different 


were Cardineer rotary 


This display featured the 
Vice-President H. 8. Wal- 


pers, tubular coin 
kinds of bill straps Physical demonstrations of packaging coins by 
machinery and crimping were given. Those in attendance were H. A 


Lawrence, printer superintendent, and Mrs. Lawrence; Harry A. Glynn, 
production manager; Mrs. Helen Harding, assistant production manager; 
Mrs. L. Craig Jackson, vice-president, and C. Lee Downey, president. 

Eagle Pencil Company, Inc., New York, N. Y.—On display were the 
following Eagle pencils—Mirado, Turquoise, Verithin, and Prismicolor. In 
attendance were Herman Price, vice-president and general manager; Rob- 
ert Overend, Chicago district manager; William Sahm; Harry Heymann; 
E. L. Thompson, and Carl M. Schutz 

Eaton Paper Corporation, Pittsfield, Mass.—This display featured the 
company’s line of Berkshire typewriter papers, including Corrasable bond, 
air mail papers and legal papers. Those in attendance were L. G. Morris, 
F. H. Palmer, W. G. Oliver, Ed Rohrs, and Harry Allen 

Esterbrook Pen Company, The, Camden, N. J.—This exhibit was con- 
fined to an educational display of writing equipment. Sales Manager 
R. N. Wood was in charge, assisted by District Sales Manager R. B. 
Gingland, and Salesmen H. F. Blum and H. L. McFarlan. Also in attend- 
ance was President A. G. Frost. 

Eversharp, iInc., Chicago, Il.—Exhibited Eversharp Skyline Pens, Re- 
peater Pencils, and Red Top Leads. Those in attendance were T. Emer- 
son, vice-president Larry Robbins, vice-president; G. Mason, assistant 
vice-president; E. Collins; K. Ogrean; Harold Haugen, and Sales Manager 
Holt Hornbeck 

Eberhard Faber Pencil Co., Brooklyn, N. Y.—Quality pencils were dis- 
played and the importance of the stationer as serving in the capacity 


of a pencil specialist, who will recommend and suggest just the right 
pencil for every person and use, was emphasized. In attendance were 
General Manager J. C. Musser, Sales Manager L. M. Brown, Chicago 


District Manager A. C. Van Horne, San Francisco District Manager T. W. 
McElroy, and Sales Representatives J. A. McWilliams and W. J. Carroll. 

Finch & McCullouch, Aurora, Ill._-Presented many items in the line of 
“Memory Masterpieces’’ made of solid American walnut and fabricated 
leathers, including desk sets with perpetual calendars, five-year calendars, 
monthly calendars, weekly calendars, ‘‘Pop-Up” cigarette dispensers, memo 
pads, memo sheet and envelope holders, rocker blotters, desk pads, letter 
trays, waste baskets, book ends, floor ash stands, wall calendars, daily 
memo books, perpetual memo books, and appointment pads. The educa- 
tional, creative and fascinating sets of ‘‘Wood Picture Craft,’’ ‘‘Puzzle 


Picture Craft,”” and “‘Paper Picture Craft’ for boys and girls from six 
to sixty were displayed. President W. L. MecCullouch, Sales Director 
H. M. Stillings, and G. Douglass were in attendance. 


Gibbons, Thomas H., & Co., Chicago, tl.—Shown were men’s billfolds, 


ladies’ billfolds, pass cases, diaries, address books, memorandum books, 
writing cases, picture frames, and mechanical pencils. In attendance 
were Tom Gibbons, Rube Baxter, Earl Mason, Campbell Ryan, Larry 


Teller, and Gordon Mesick 

Globe-Wernicke Co., The, Cincinnati, Ohio—Exhibited wood office furni- 
ture and filing equipment; index systems and filing supplies; stationers’ 
line of office act visible index systems. J. S. Sprott, president; 
Harry C. Anderson, general sales manager; Wm. Kesley Downing, sales 


essories 


promotion manager; Arthur R. Frey, manager of filing supplies and 
stationery division; H. J. Warnock, Chicago branch manager; Gordon 
Kickels, Chicago branch, and Fred Larson, Midwest district representa- 


tive, were in attendance 

Graff, George B., Company, Cambridge, Mass. 
Viz, Nu-Vise, Nu-Viz and Cellugraf signals, map-tacks and 
signal combination itfits, Vise index tabs, Cellu-Vise tabs and 
of their products. Charles W. Lipman and Teasurer Harold D 
were in attendance 
Gregory Fount-0-ink Company, Los Angeles, Calif. 
nice line of Fount-O-Ink writing sets. Utility numbers 
The usual beautiful and was missing. C. G 


Display ed Graffco Vise, 
map-tack- 
other 
Leach 


Displayed a very 
were featured. 


extensive gift line Gregory, 
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Team-mates will win this war. The pilot 
and his plane . . the driver and his tank . . 
the skipper and his PT boat . . all these are 
winning combinations. To its master, the 
inanimate machine is an integral part of 
every success story. 
Team-mates . . we 
think . . 


on the office front too. 


are essential 








eCam-ma fos 





DESK COMPANY « 





Have you ever thought of the pride of 
possession kindled in the minds of men who 
work at modern, efficient desks. The feel- 
ing is real . . each individual develops a 
strong attachment for the desk that serves 
him so faithfully. No 
wonder owners are so 


proud of IMPERIAL 
DESKS. 





EVANSVILLE, INDIANA 
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Sorry, but Uncle Sam comes first today! 


SPEED 
VICTORY 
* 
BUY 
WAR 
BONDS 








Steel4ae is busy building 


File Cabinets for BULLETS 


\X AR hasn’t dampened the demand for Steel Age Office 
Furniture. It has simply stopped the supply because steel and 
Corry-Jamestown are serving Uncle Sam’s needs only. 

Part of our work is building ammunition boxes like the one you 
see above. 
Carried on America’s famed fighting planes, these boxes house 
belts of shells — filed for future reference. Every time that 
reference comes, guns bark another step toward victory. 
When that great day dawns, you can meet the pent-up demand 
for modern office furniture 
ers with the finest Steel Age 
This sturdy Steel Age 6200 
Grade A Vertical File is 
serving fortunate pre-war 
purchasers all over America. 


equipment we have ever built! 


CORRY JAMESTOWN 


MANUFACTURING CORPORATION, CORRY, PA. 


Se i og = AMS, FURNITURE 
ULL 
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the inventor; B. F. Girardot. Mid-Eastern representative, and B. A. 
Strang, Eastern representative, were in attendance at the booth. 

Hano, Philip, Company, tInc., Holyoke, Mass.Lithographed forms, 
autographic registers and forms, continuous and manifolding forms, 
Holyoke Hano carbon pack, Hanohandi manifold book, individual and 
continuous Snap-A-Part sets, and continuous forms interleaved with one- 
time carbon made up this exhibit. L. R. Hanna was in charge. Also in 
attendance was Norman L. Hanna, sales promotion manager 

Heyer Corporation, The, Chicago, Ill.The complete line of Heyer 
duplicating machines supplies was on display. In charge were G. H. 
Herrmann and 8. E. Gregory. 

Higgins Ink Company, iInc., Brooklyn, N. Y.—Drawing inks, writing 
inks, adhesives, and sealing wax on display. Background devoted to works 
of art and mechanical drawings from the Higgins National Scholastic 
Awards. (Higgins 15th consecutive year of financing the awards.) New 
window cards and leaflets shown. In attendance were Harry Tehan, sales 
manager; Jim Montgomery, West Coast representative, and Jim Bradley, 
Midwest representative in charge of arrangements. 

Hotchkiss Sales Company, Norwalk, Conn...The company’s line of 
stapling machines and staples was on display. In attendance were L. C. 
Jerman, James Grecco, Al Johnson, E. R. Sharp, R. L. Smith, R. B 
Strafford, Jr., E. J. Kuch, Jack C. Kern, W. P. Corbett, and Fred H. 
Salmen 

Hunt, C. Howard, Pen Company, Camden, N. J.-As cutters are now 
available for Boston pencil sharpeners, full particulars about them for 
replacements and repairs were given at this booth The full line of 
Speedball pens, sets, Hunt artist pens, and other popular Hunt pens were 
displayed. Attending the convention were George E. Bartol, Jr., presi- 
dent; John G. Kolb, sales manager; Charles J. Stoner, advertising man- 
ager, and J. D. MacMorris, representative. 

industrial Tape Corporation, New Brunswick, N. J.-A. L. Schomp, Jr., 
assistant sales manager from New Brunswick; G. B. Tapner, district 
manager, and S. R. Adamson of Chicago were in attendance to discuss 
present war uses and post-war prospects for Texcel tapes 

Jasper Chair Company, Jasper, Ind.—Several wooden chairs were on 
display, the revolving chair being equipped with the company’s new 
wood swivel. Those in attendance were Louis T. Koerner, president and 
general manager; Arthur A. Barth, secretary and manager; George A 
Litchfield, sales manager; W. H. Brown, Chicago representative, and 
Roland J. Freeman, Eastern representative. 

Johnson Chair Company, Chicago, Hl.— Both Johnson Chair and Clemco 
Desk lines made in conformity with current government restrictions were 
on display. Featured was a group of leather upholstered chairs. Paul L 
farrett, director of sales, was in charge 

Kahn, David, Inc., North Bergen, N. J.—-Featured were Wearever 
Zenith fountain pens and sets and Wearever Meteor pens and sets. Harry 
Yager, vice-president; Julius M. Kahn, treasurer, and I r. Goldberg 
were in attendance . 

Koh-!I-Noor Pencil Company, Inc., Bloomsbury, N. J.—There was no dis 
play of merchandise, the booth instead being made a place where friends 
and dealers of the company could sit and rest. Assistant Sales Manager 
Sam S. Clayton was in charge 

Mashek, Frank, Company, Chicago, I!l.Displayed were brief cases, 
brief bags, catalog cases, and other leather items. Robert W. Heck was 
in charge. 

May, The J. L., Company, New York, N. Y.—-Featured the ‘“‘Maco” 
line of tags, labels, pin tickets, Folderol labels, Indestructo tags, and 
leather luggage tags. Frank May and Clayton Rowell were in attendance 

Melind, Louis, Company, Chicago, Ill._This exhibit featured many of 
the popular Justrite inks—including stencil ink, drawing ink, stamping 
ink, indelible ink, and meat branding ink Other items displayed were 


Justrite daters, numberers, time stamps, and rubber type office outfits 
W. B. Stewart, assistant to president, was in charge, with Roy Melind, 
David Sterrett, Bob Lemmon, James Eyman, and Paul Buick also in 
ittendance. An attractive young lady analyzed handwriting 


Merriam, G. & C., Company, Springfield, Mass.—This publishing firm 
displayed Webster's new International dictionary, second edition; Web 
ster’s Collegiate dictionary, fifth edition; Webster's Dictionary of Syn 





nyms, and Webster's Biographical Dictionary. Ingham ( jaker was in 
narge 

Minnesota Mining & Manufacturing Company, St. Paul, Minn.—Ex 
hibited were original paintings of war ses for itch tape Reproduc- 
tions of these paintings have appeared the company’s advertising in 





such national magazines as Saturday ening Post, Life, Look, Ladies’ 
Home Journal, and This Week. Also shown were some samples of the 
tems on which scotch tape is used for the ore In charge 
were CC. C. Smith, sales manager, and C. O advertising 





manager 

Mittag & Volger, Inc., Park Ridge, N. J.—The M & V line of ribbons 
and carbons was on full display In attendance were T. G. Forbes, 
president; V. G. Stark, treasurer; L. E. Mittag, secretary; P. L. Foster, 
assistant sales manager; W. H. Baldwin; O. M. Wilson, C. N. Murray, 
ind W. G. Hurdle 

Moore Push-Pin Company, Philadelphia, Pa.—Featured was a large map 


f the United States on which various Ar Navy, and Marine bases 
and camps were located. These locations were marked by various types 
f maptacks and marking tacks. This subject was interesting and timely 
because visitors to the booth were able to locate the camps in which 
their friends and relatives are in training Exhibit of the Moore line 
f Push-less hangers, Push-Pins, maptacks and thumbtacks was also 
show! President J. R. Davies, Vice-President F. W. Samson, Sales Man 
ager H. C. Hooks, and A. C. Burton were in attendance 

Morris, Bert M., Company, Los Angeles, Calif.—On display were Mor 
riset pen and desk sets and Morriset plastic key covers for typewriters 


In attendance were Bert Morris and Bert Bassett 

Murray Engraving Company, Chicago, Ili.—Military and “Victory” sta 
tionery was shown together with a general line of engraving. James N 
Murray and J. Alexander were in charge 

National Blank Book Company, Holyoke, Mass...Showed samples of 


ivailable loose leaf items, together with a display of bound books, “Eye 
Ease inalysis pads, payroll items, and direct war items being made in 
metal division hose in attendance were Merchandise Manager A ) 


Farr, Assistant Treasurer R. P. Towne, Sales Manager P. B Buckwalter, 
ind Sales Representatives R V. Schumacher, R I Hammond, T H 
Hanson, W. Waldvogel, J. Ramma, and R. C. Bauer 

Oxford Filing Supply Company, Brooklyn, N. Y..On display were fold 


€ guides, index cards, Oxford fiberb« : Pendaflex, the Oxford 
filing method based n folders that hang In attendance were R. A 
Jona Sy R 4. Jonas, Jr... C. E. Revne W R Kane and L. ¢ 
Goodhand 

Parker Pen Co., The, Janesville, Wis.Exhibited were pri n parts 
Which The Parker Pen Company manufactures on Army and Navy con- 
tracts in the United States Also precision parts manufactured on con 
tract for Canadian Army and the British Admiralty Additional displays 
included huge Micro-film Black carton and heroic size ‘51.’ Parker Pen 
No actual merchandise was on display Those in charge were Vice 
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Loox FOR A SENSATION 
IN POST-WAR OFFICE 
SEATING COMFORT 





...BOLENS 
ORTHOPEDIC 
CHAIR ACTION 


At Bolens today, a famous ORTHOPEDIC 
SURGEON is guiding research and designing 
engineers to a new idea in Office Chair design 
... New Scientific Chair Action so far advanced 
that today’s finest posture chairs will be recog- 
nized as definitely “pre-war”. 


“Orthopedically Correct” will be an important 
sales feature when these new Bolens Chair Irons 
can be put into production on post-war seating. 
Ic will mean tremendous progress in new chair 
design — and new working efficiency and com- 
fort in every office. It will offer a new scientific 
approach to office chair selling never before 
available to the Office Supply Dealer. 


This is promise that will be a reality — for 
your profit — after “V-Day”. Watch for it. 
e 
“ORTHOPEDICALLY CORRECT” 
BOLENS SYNCRO-TILT CHAIR ACTION 


BOLENS PRODUCTS CO. 


PORT WASHINGTON, WIS. 
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Pile up Extra Sales 
WITH 


IL-KLATTE 


THE SCIENTIFIC TYPEWRITER PAD 
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With so many office sup- 
plies unavailable or hard- 

to-get . . . more and more 
wise dealers are learning it 
pays to push KIL-KLATTER 
Typewriter Pads. This scien- 
tific pad outsells all others, and 
you can replace stock promptly 
because it’s made of non-critical 
materials, 


KIL-KLATTER really deadens 
sound, cushions against typing finger- 
shock, reduces danger of typewriter 
sliding off desk. Made of famous 
OZITE ALL-HAIR Felt with treated top 
to prevent machine legs from digging 
in and non-skid bottom to prevent slip- 
ping. Size 11 x 13 in. fits all typewriters 
and many other business machines. 
Smartly packaged for counter display. 
Feature KIL-KLATTER Typewriter Pads 
constantly. Suggest them to every office 
buyer, and you'll cash in on the need for 
KIL-KLATTER with multiple sales in every 


office now. 
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FREE 
DISPLAY CARDS FITS ALL 


With orders for a 
dozen or more pads 
we'll send you 
FREE a colorful 
display card and a 
quantity of 2-col- 
or mail enclosures 
imprinted with 
your name. 


TYPEWRITERS 
RETAILS AT 


109 


eT 7 


DEALERS: PIN THIS TO YOUR 
LETTERHEAD FOR FREE SAMPLE 








AMERICAN HAIR & FELT COMPANY, 

Dept. D11, Merchandise Mart, Chicago. 

Send FREE sample KIL-KLATTER Typewriter Pad and full infor- 
mation about prices and discounts. 


FIRM NAME 
ADDRESS 
cITy STATE 
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President C. L. Frederick, General Sales Manager J. N. Black, H. P. 
Nutley and H. H. Dobey from Janesville, Chicago Division Manager 
M. M. Morrissey, Janesville Division Manager D. H. Gullet, West Coast 
Division Manager Carl E. Priest, and Ben Wachtel of the New York 
Division. 

Quality Park Envelope Company, St. Paul, Minn.—Featured the com- 
pany’s lines of envelopes and paper specialties in an attracive setting. 
Those in attendance were Harry Balch, Chicago branch manager; M. 0. 
Thompson, Southern representative; Ray Johnson, Midwest representa 
tive, and Lafe H. Wasley. 

Rand McNally & Co., Chicago, Ill.Featured were War Planning maps 
and Air-Age globes. In attendance were O. E. Anderson, sales manager; 
Harmon Woodworth, promotion manager; Harold Friedlander, and Otis 

sowers. 

Reyburn Manufacturing Company, tInc., The, Philadelphia, Pa.—This 
exhibit was arranged in a patriotic color scheme using the company’s 
display materials. Shown were the company’s products—tags, gummed 
labels, mending tapes, index tabs, gummed reinforcements, etc. Feature 
of the booth was a large fluorescently illuminated shadow-box in which, 
through a tag-shaped opening, a large photograph showing the company’s 
products was displayed. Robert C. Schmutzler of Philadelphia was in 
charge, assisted by Don W. Sharpe and L. J. Dwiggins, both of the 
Chicago office. 

Robinson Reminders, Westfield, Mass.—Robinson Pen-in-Ink desk units, 
Robinson Reminders, and Robinson Billminders were on display. The first 
item is available to the trade without restriction, the other two are 
offered under an allotment plan. In attendance were H. 8. Robinson, 
president, and W. Russell Krudof. 

Rockwell-Barnes Company, The, Chicago, Ili..-Across the two rear walls 
of this corner display, the legend, ‘“‘Rockwell-Barnes Company—Specialists 
to the Stationer since 1903, topped an exhibit featuring the products of 
the company’s newly-formed office equipment division, which handles the 
new ‘‘Rock-a-File."’ The latter was shown in several of its various types 
and sizes. The company’s line of stationers’ paper specialties—boxed and 
“box-wrapt” papers, non-skid easel-backed notebooks, and office machine 
rolls and seratch pads—was also shown. Spotlighting the shadow-box 
staging, which accented the Rock-a-File letter and card index units, the 
new line was dramatized by the slogan: ‘“‘The File of Today, for Ten 
Thousand Tomorrows.”"’ Color motif of the display was in varied warm 
tones of buff, brown, and red. H. M. Donisthorpe and M. E. Zook were 
in charge. 

Rowles, E. W. A., Company, Arlington Heights, Ill.—Framed_ black- 
boards, changeable letter signs, blackboard erasers, cutting boards, black- 
out shades, and other items were shown. In attendance were Secretary 
J. F. Tracy, T. L. Miller, and A. R. Jasper. 

Sanford ink Company, Chicago, I1l.—A large display of Sanford inks 
and adhesives in an attracive setting was shown. Those in attendance 
were H. T. Griswold, R. P. Carpenter, C. W. Lofgren, C. F. Evans, F. C 
Schaefer, W. J. DeGroft, and S. R. Hawley. 

Sengbusch Self-Closing Inkstand Company, Milwaukee, Wis.—-This booth 
featured many Sengbusch items including the Handi-Pen desk sets in a 
wide variety of models and sizes and the Sengbusch Kleradesk unit. 
Those in attendance were President G. J. Sengbusch, Secretary A. G 
Schaefer, Assistant Secretary C. W. Sengbusch, Northwestern Representa- 
tive Merrill D. Hasty, Ohio and Michigan Representative Jack Luke, and 
Southern Representative Ward H. Silliman. 

Sheaffer, W. A. Pen Company, Fort Madison, lowa The foreground 
of this display was devoted to the regular Sheaffer line of fountain 
pens, mechanical pencils, Skrip writing fluid, and display materials. The 
background consisted of a large photograph of an Army bomber flying 
over a Pacific island. Below were actual samples of war products made 
in the Sheaffer plant. Flanking the larger picture were interior views 
of operations in the Sheaffer war plant In attendance were W. A 
Sheaffer, chairman of the board of directors; C. R. Sheaffer, president; 
George G. Holt, assistant general sales manager; Graham Orr, Chicago 
branch manager; Richard Mulhaupt, and William Merschmann 

Southworth Company, The, West Springfield, Mass._Southworth type 
writer papers were displayed on a semi-circular counter and in an espe- 
cially illuminated background exhibit. An unusual sales manual entitled 
“A Line on a Line or The WORTH of Southworth” was distributed. The 
manual was written by Paul W. Cheney and effectively illustrated by 
his daughter Doris. In addiion to Mr. Cheney, Phelps Brown, treasurer 
of the company, was in attendance. 

Speed-O-Print Corporation, Chicago, Ill..-_A modernistic booth in red, 
white and blue. Displayed were the Pulpit, an automatic feed machine; 
cabinet, stencil cabinet, stencils, inks, and other supplies. In attendance 
were S. J. Graff, H. S. Ayres, F. M. Sargent, and C. Agnew. 

Stein Brothers Manufacturing Company, Chicago, !Il.—Along with the 
company’s Victory line of brief cases, portfolios, and ring binders, were 
shown an interesting display of bombardiers’ cases, parachute delivery 
containers, and other items being made in the Stein factory for the 
Army Air Forces, Ordnance Department, and Signal Corps. E. R. Mann 
ing, sales manager, was in charge, assisted by several members of the 
sales force. 

Sturgis Posture Chair Company, Sturgis, Mich.—Eight models of Sturgis 
wood chairs ‘“‘designed to look like steel’’ were on display. In attendance 
were Rex Huntley, president; Don C. Hanover; Holt Pilkington, and 
A. C. Burton. 

Superior Type Company, Chicago, Ill.—Showed Vari-Line printing kits, 
rubber type outfits, sign markers, inks and pads, daters and numberers, 
and featured one of their new high speed production marking machines 
4. C. Dent was in charge. 

Universal Paper Products Company, Chicago, I1l...The company’s line 
of cone-shaped paper VeeCups and pleated one-piece Universal flat-bottom 
drinking cups for use in offices, stores, factories, and construction proj 
ects; and a complete line of soda fountain VeeCups and sundae dishes, 
and also Universal portion-control (souffle) cups for restaurant and hos- 
pital use were displayed. The exhibit was in charge of W. J. Sunder- 
land, district manager. Others in attendance were W. J. Hamlin, presi 
dent; A. S. Bowes, vice-president; Robert E. Jackson, advertising man- 
ager: L. J. McWain, treasurer; E. E. Smith, general sales manager; 
Gordon Rowley, district manager; Harry McGaughy, district manager; 
tay Clevenger, purchasing agent; Jack Poston, G. Low, Walter Doran, 
and Jim Wheaton, sales department; D. J. MacKenzie, credit manager; 
Whit Kuhn, office manager, and Dave Barsaloux, manager of operations 

Victor Safe & Equipment Co., Inc., The, North Tonawanda, N. Y. 
Sectional visible record equipment in wood was prominently displayed 
with cabinet visible and Victor wood vertical files in both four- and 
two-drawer heights and two finishes, green and walnut. Angle tab guides 
and folders, angle and tube tab card guides, Mark-ur-own celluloid index 
tabs and hinges were shown on the side counters, and the new Victor 
tax computer had a featured position. The background, made especially 
for the show, was finished in gray wood grain, with a colored border 
The centerpiece was a lighted reproduction of the Victor trade-mark in 
color. Fluorescent lighting illuminated the company name and four 
framed panels of mounted visible forms. A number of new display pieces 
for dealers were shown with their accompanying products. General Sales 
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Manager Allan Murray was in charge, aided by J. B. Summers, W. A 
Rogers, G. K. Desmond, and F. C. Leonhard 

Waterman, L. E., Company, New York, N. Y.—Featured in this booth 
was writing ink and the importance of writing to the boys in the 
armed services for the purpose of building morale In attendance were 
c. A. Granath of New York and L. F. Caufield and A. W. De Zur of 
Chicago 

Weber, F., Company, Philadelphia, Pa.—Showed Weber artist colors in 
oil, water, tempera, and pastel; waterproof drawing inks; show card 
colors; mat water colors; etching materials; block printing supplies, and 
so forth. G. R Atkinson, sales representative, and J. W &Ir'schudin, 
secretary of the company, were in attendance 

Webster, F. S., Company, Cambridge, Mass.—This display featured the 
extensive line of Webster carbon papers and typewriter ribbons, includ- 
ing Micrometric, the exclusive featured carbon paper with the numbered 
seale; also spirit sets and binders for liquid duplicating machines. The 
display itself centered upon an illuminated revolving world, indicating 
the use of the Webster products by our armed forces all over the world. 
Those in attendance were Vice-President in Charge of Sales F. H. Cas 
well, Chicago Office Manager John C. Krueger, and Sales Representatives 
rR. C. Clarke and George Tynan. 

Weis Manufacturing Company, The, Monroe, Mich._-_No merchandise 
was shown in the Weis booth this year. Instead buttonhole flowers were 
given to all visitors. In charge was Glenn Chambers of Chicago, assisted 
by Stanley Woodruff, Gilbert Weis, Walter Nichols, Harry Nichols, Lionel 
Colomb, and H. C. MePike. 

Wells Office Furniture Company, Chicago, I1l.—-Animated and illuminated 
displays on three panels which formed the background of this exhibit 
revealed the Wells line of office furniture and accessories. Featured in 
the center of the background was the company’s owl! trade-mark A 
diorama at the left showed the flags of the United Nations A balancing 
diorama at the right was of roadside scene in which a_ billboard 
emphasized the tilt and swivel of Wells chairs In attendance were Joe 
Pritchard, E. B. Pyle, J. J. Schulda, Roger Lambert, Harold Johnson, 
Orville Crissman, Gustave Lefcourt, and George Wilkerson 

Wessel, Stanley, & Company, Chicago, tll._-As last year, this display 
was built around the idea of V-Mail. Photographs made from negatives 
provided by the United States Army Signal Corps were used effectively. 
Envo-letters, War Bond Savers, and kindred stationery items were ex- 
hibited. In charge was Stanley Wessel, assisted by John Henn, V. J. 
Sawdon, and Alfred Flesham. 

Wilson Jones Co., Chicago, til.—Displayed a representative selection of 
the company’s products. In attendance were W. C. Niesen, A. C. Harper, 
Ww. E. MeCain, H. Calvin, H. Gould, H. Meidinger, R. Janovsky, Ole 
Olsen, and George Cormack. President Fred Pitt was also present. 

Wood Office Furniture Institute, Washington, D. C.—Strictiy educa- 
tional in character, this display was under the personal supervision of 
John J. Reinecke, executive secretary of the Institute The exhibit was 
largely devoted to samples of beautiful wood veneer panels In the back 
ground the ‘‘Desk of Tomorrow”’’ was featured as being on the way 

Zephyr American Corporation, New York, N. Y.-On display was the 
ompany’s full line, including the new Zephyr Ebony Quartet, the Autodex 
4100, Aquadex moistener, Dipodex inkwell, and the Rolodex moistener 
ill items retailing at one dollar Also shown was the Swivodex deluxe 
writing set model and the new plastic model No. 642 Autodex. In charge 
was M. J. Lewis, director of sales, assisted by Lawrence A. Lockwood, 
Chicago representative; Leon Banov, New England representative; Robert 
Smith, West Coast representative; Arthur Carrow, Southwestern repre 
sentative; Larry Damon, Southern representative, and Gabriel B. Levy, 
Midwest representative Arnold Neustadter, president of the firm, was 
ilso in attendance 
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Bergquist, Harry, Boorum & Pease Bretz, H. M., Archie Sherer Co., 
Co., Brooklyn, > 2 Dayton, Ohio. 
Berry, C. H., Curtis 1000 Inc., Bristoll, B. 
St. Paul, Minn. Moines, Iowa 
L. = 


Koch Bros., Des 


Berry, Z. E., E . Connor & Co., Brown, L. M., Eberhard Faber 
Fort Worth, Te Pencil Co., Brooklyn, N. Y. 
Beske, Paul, L. W. ‘Holley & Sons Brown, Phelps, Southworth Co., 


Co., Des Moines, Iowa. West Springfield, Mass 
Binney, Frank H., Stockwell & Brown, W. H., Jasper Chair Co., 
Binney, San Bernardino, Cal. Jasper, Ind. 
Bishop, R. V., Office Supply & Browne, W. J., Browne-Morse Co., 
Printing Co., Cleveland, Ohio. Muskegon, Mich 
Bittman, H. U., A. W. Faber, Bruner, William G., Office Staty. 
Inc., Newark, N. 3. & Equipment Co., Chicago, IIl. 
Black, J. N., Parker Pen Co., Buckwalter, Paul B., National 
Janesville, Wis. . Book Co., New York, 
Blakeslee, L. C., Rockwell-Barnes : = 
Co., Chicago, III. wigiien Joseph, Art Steel Sales 
Boehmer, Walter W., Miami Sta- Corp., New York, N. Y 
tioners, Inc., Dayton, Ohio. Burnett, R. C., Sentinel Printing 
Bokemeier, R. B., Scripto Mfg. Co., Indianapolis, Ind 


Co., Atlanta, Ga. Burns, D. L., Mansfield Type- 
Bond, Wm. T., Roberts Prtg. & writer Office Supply Co., Mans- 
Staty. Co., Hutchinson, Kan. field, Ohio. 


Boone, Charles T., Boone Bros. Burns, Ronald G., W. & J. Sloane 
Co., Louisville, Ky. Co., New York, N. Y 

Bosse, Gilbert H., Imperial Desk Burst, Frank C., Sentinel Printing 
Co., Evansville, Ind Co., Indianapolis, Ind 


Boyd, Alton B., Boyd Printing Burton, A. C., The Heyer Corp., 
Chicago, Ill 

Shaw-Walker Co., Butterfield, Sidney, Smith & But- 

Muskegon, Mich. terfield, Evansville, Ind 


Boyd, Wm. J., Acco Products, Byers, W. E.., Byers Office Equip- 


Inc., Chicago, Ill ment Co., Davenport, Iowa. 
Boyer, K. L., Newell B. Newton . 

Co., Toledo, Ohio. Campbell, G P Commercial 
Bradley, Jim, Higgins Ink Co., Staty. & Supply C Chatta- 

Des Plaines, III nooga, Tenn 


Brain, J. B., Jr., Omaha School Campbell, R. D., Horder’s, Inc 
Supply, Omaha, Nebr Chicage. Ill 

Brainard, George C., General Fire- Cannon, W. F., Fidlar & Cham- 
proofing Co., Youngstown, Ohio. bers, Davenport, Iowa 

Branham, Don, Branhams, Inc., Cardinell, J. D., Cardinell Corp., 
Oklahoma City, Okla. Montclair, N. J. 

Brass, W. C.. W. C. Brass & Cargill, James M., James M. Car- 
Associates, Indianapolis, Ind. gill Co., Savannah, Ga 

Bredesen, Walter, Bredesen Broth- Carithers, Harold G., 
ers, Beloit, Wis Wallace-Courtenay, Inc 

Brenner, Joseph, Brenner Desk Co., Ga. 

Newark, N 3; Carlson, C 


Carithers- 
, Atlanta, 
H 


Horder’s, Inc., 
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73 years 


Of Service to the Leading 
STATIONERS 
and now still 
MAINTAINING THE 
SAME HIGH STANDARD 
OF 
QUALITY & SERVICE 


Seventy-three years of service to the stationery 
industry producing office specialties for sale 
through the trade is a record to which few 
concerns can point and one of which we are 
unusually proud. 


We are keeping a very close check on con- 
ditions confronting us today, and will en- 
deavor to meet all demands as promptly as 
possible. 


OUR SERVICE DEPARTMENT 
WILL AID YOU! 


With timely advice on all 
matters pertaining to the 
sale and promotion of 
Cooke & Cobb products. 
We have prepared an at- 
tractive folder showing illus- 
trations of profitable and 
successful window displays 
of our line by outstanding 
Stationers throughout the 
country. We wilil be pleased 
to send you this folder 
FREE upon request. 





THE COOKE & COBB COMPANY 
Origin ators of yar ding Spec talttes 


NEW YORK 11, N. Y. 





57 NINTH AVE. 
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FOR THOSE WHO HANDLE 


MONEY 


Abbott offers a complete line of Coin Counting 
Machines, Coin Wrappers, Currency Straps, Coin 
Handling Equipment and other Bank Supplies. 


Illustrated here are 
t iia 
; ® 


THE ABBOTT COLORED TUBULAR COIN WRAPPERS 


—— 








THE ABBOTT COLORED FLAT WRAPPERS 








i : 1 | - 
Lf! a 
if | | 
~ 
; i 
ar | Sonne 
~ a 
THE ABBOTT THE ABBOTT 
OUTLOOK "TWIN" 


WINDOW WRAPPERS WINDOW WRAPPERS 





Circulars Mailed on Request 


We not only have the desire but 
the ABILITY to serve. 


ABBOTT COIN 





COUNTER CO. 


143rd ST. and WALES AVE. 


NEW YORK 54, N. Y. 
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Chicago, Ill. 
Carpenter, R. P., Sanford Ink Co., 
Chicago, IIL. 
Carroll, W. J., Eberhard Faber 
Pencil Co., Brooklyn, N. Y. 
Carrow, A. Speed Products 
Co., Houston, Tex. 

Cassady, W. G., Acme Visible 
Records, Inc., Chicago, Ill. 

Casselman, Paul R., Miles Fox 
Co., Detroit, Mich. 

Castle, Karl E., Wilson Jones Co., 
Chicago, II. 


Castle, W. B., Castle Prtg. Co., 
Shreveport, La. 
Caswell, F. H., F. S. Webster 


Co., Cambridge, Mass. 
Cavanaugh, Wm., Jr., Henri Pete- 
tin, Inc., New Orleans, La. 
Chambers, Glenn W., Weis Mfg. 
Co., Monroe, Mich. 

a R. H., Jos. D. Grigsby 
Washington, Ee Kew 
ng Stephen L., F. W. Rob- 

erts Co., Cleveland, Ohio. 


Cheney, Paul, Southworth Co., 
West Springfield, Mass. 

Chesick, H. Century Press, 
New Castle, Ind. 

Chestnut, J. Chestnut Office 


Equipment Co., Gainesville, Fla. 

Chipman, J. Brown Bros., 
Ltd., Toronto, Canada. 

Chumley, Harry H., Woodworth’s 
Book , Chicago, Ill. 

Chute, M. Jr., Bainbridge, 
Kimpton rs Haupt, Inc., New 
York 

Clark, on ‘The Auto Wagner 
Stores, Freeport, III. 

Clarke, R. C., F. S. Webster Co., 
Minneapolis, Minn. 

Clayton, Sam, Koh-I-Noor Pencil 
Co., Bloomsbury, N. J. 

Clegg, Wm. C., Clegg Co., San 
Antonio, Tex. 

Cody, C. F., C. F. Cody Co., 
Dubuque, Iowa. 

Coggin, F. L., Sun Rubber Co., 
Barberton, Ohio. 

Cohen, Seymour, Stein Bros. Mfg. 
Co., Chicago, Ill. 

Cole, B. V., Cole, Harding & 
James, Richmond, Va. 


Cole, L., Better Office Supply, 
Chicago, IIl. 

Cole, W. W., General Pencil Co., 
Atlanta, Ga. 

Coleman, Fred M., Amberg File 
& Index Co., Kankakee, IIl. 


Collins, Earl, Rockwell-Barnes Co., 
Chicago, Ill. 

Collum, Jim, Comfort Prtg. & 
Staty. Co., St. Louis, Mo. 

Colomb, Lionel A., Weis Mfg. Co., 
New Orleans, La. 

Comstock, W. D., G. J. 
Co., Chicago, III. 

Conklin, Duncan, Boorum & Pease 
Co., Brooklyn, N. Y. 

Conlon, J. Ed., Rockwell-Barnes 
Co., Chicago, IIl. 

Consodine, has. G., Bainbridge, 
Kimpton & Haupt, Inc., Indi- 
anapolis, Ind. 

Consodine, Dan J., 


Aigner 


Richard Best 


Pencil Co., Irvington, N. 
Cooke, J. L., Cooke Staty. Co., 
Salem, Oreg. 
Cooper, Frank S., Codo Mfg. 


Corp., Chicago, III 
Cooper, Jim W., Jr., 
turers’ Representative, 


Ga. 

Corbett, W. P., Hotchkiss Sales 
Co., Norwalk, Conn. 

Cormack, G., Wilson Jones Co., 
Chicago, IIl. 

Cornish, I. N., Rockwell-Barnes 
Co., Chicago, IIL. 

Cowan, M. R., Corry-Jamestown 
Mfg. Corp., Corry, Pa. 

Cowles, Lawrence, The Loyal Trib- 
une, Loyal, Wis. 

Cox, W. H., The Carter’s Ink Co., 
Chicago, IIl. 

Cramer, Harold W., Cramer Post- 
ure Chair Co., Kansas City, Mo. 

Crile, Don A., Office Equipment 
Co., Canton, Ohio. 

Crisman, Orville, Wells Office 
Furniture Co., Chicago, IIl. 
Crow, J. A., Hall Stationery Co., 

Topeka, Kan. 
Crowl, L. S., Blade Prtg. & Paper 
Co., Toledo, Ohio 
Crowley, Robert, Crowley-Reuter 
Staty. Co., Kansas City, Mo. 
Cunningham, Norman, Arch Cun- 
ningham Co., Boise, Idaho. 
Curry, E. W., E. W. Curry Co., 
Pittsburgh, Pa 


Manufac- 
Atlanta, 


D 


Dahl, Ernest A., Business Effi- 
ciency Aids, Skokie, Ill. 
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Dalton, W. 


J., W. J. Dalton, Ad- 
vertising, Chicago, IIl. 

Damon, Larry, Art Steel Sales 
Corp., New York, N. Y. 

D’Armond, A. J., 
Chicago, Il. 

Davidson, Al C., Los Angeles 


Horder’s, Inc., 


_* & Staty., Los Angeles, 

al. 

Davidson, Jas. H., Jasper Office 
Furniture Co., Reno, Nev. 

Davis, Charles E., Manufacturers’ 
Representative, Portland, Ore. 

Davis, Geo. Bank & Office 
Staty. Co., Indianapolis, Ind. 

Davis, Grenville, Manufacturers’ 
Representative, Chicago, III. 

Davies, J. R., Moore Push Pin Co., 
Philadelphia, ‘. 

Davis, K. F., W. H. Gunlocke 
Chair Co., Wayland, ms Ee 

Dawson, Ed B., Koch Bros., Des 
Moines, Iowa. 

Dean, G. A., Horder’s, Inc., Chi- 
cago, IIl. 

Degroft, W. J., Sanford Ink Co., 
Chicago, IIl. 

Deinlein, Victor, Lt. Com., 

-N.R., Washington, D. C. 
deLemos, W. B., Dixie Office Sup- 
ply Co., Montgomery, Ala. 

Demaree, G. T., Demaree Staty. 
Co., Kansas City, Mo. 

Denny, Gayl M., Transylvania 
Prtg Co., Lexington, Ky. 

Dent, A. C., Superior Type Co., 
Chicago, IIl. 

Desmond, George K., Victor Safe 
& Equipment Co., North Tona- 
wanda, N. Y. 

Devitt, Allen, Acme Visible Rec- 
ords, Inc., Chicago, Ill. 

Diehl, Wm. R., Diehl Office Equip- 
ment Co., Columbus, Ohio. 

Dillon, Matt, Associated Stationers 
Supply Co., Chicago, Ill. 

Dimmitt, M. S., Wilson Jones Co., 
Kansas City, Mo. 

Dobey, H. H., Parker Pen Co., 
Janesville, Wis. 

Doblmeier, F. M., Manufacturers’ 
Representative, New York, N. Y. 

Dodge, Ed. F., Jr., Manufacturers’ 
Representative, Chicago, III. 

Donahue, J. E., C. F. Denzer Co., 
Sandusky, Ohio. 

Donisthorpe, H. M., Rockwell- 
Barnes Co., Chicago, III. 

Donnelly, W. S., Modern Stationer, 
New York, N. ws 

Dooley, Edward F., Wilson Jones 
Co., New York, N. Y. 

Dopke, Tony, Peerless Key-Im- 
perial Mfg. Co., Newark, N. J. 


Dorsey, Henry, Jr., Dorsey Co., 
Dallas, Tex. 
Douglas, H. Dorsey, H. Horsey 


Douglas, Inc., Oklahoma City, 
Okla. 

Douglass, Geo., Finch & McCul- 
louch, Aurora, III. 

Douglass, R. F., W. H. Gunlocke 
Chair Co., Wayland, N. Y. 

Downey, C. Lee, C. L. Downey 
Co., Hannibal, Mo. 

Downing, W. K., The Globe-Wer- 
nicke Co., Cincinnati, Ohio. 
Downs, Fred, Downs- Randolph 

Co., Tulsa, Okla. 


Downs, W. G., Diebold, Inc., 
Seattle, Wash. 
Drake, Marlin, W., Drake Co., 


Shreveport, La. 

Draper, Carl, Noesting Pin Ticket 
Co., Los Angeles, Cal. 

Dressel, H. E., Autopoint Co., 


.. Castle Stationery 
Co., New Castle, Pa. 

Dugan, J. E., Acme Prtg. & Staty. 
Co., Pittsburgh, Pa. 

Duggan, T. G.. Columbia Ribbon 
& Carbon Mfg. Co., Glen Cove, 
a ee oe 

Duke, Earl K., Duke Prtg. & 
Office Supply Co., Wichita, Kan. 

Duncan, John H., Advocate Print- 
ing Co., Newark, Ohio. 

Dunnett, Geo. C., McFarland Of- 
fice Equipment Co., Rockford, 
Ill. 

Dwiggins, L. W., Reyburn Mfg. 
Co., Philadelphia, Pa. 

Dwyer, John Acco Products, 
Inc., Boston, Mass. 

Dykema, Raymond, Doubleday 
Bros. & Co., Kalamazoo, Mich. 


E 
Earnshaw, O. K., Roth Office 
Equipment Co., Dayton, Ohio. 
Eckerman, F., Shaw-Walker 


Co., Atlanta, Ga. 
Eckert, Royal H., R. H. Eckert 
Co., Allentown, Pa. 


Edwards, J. Kip, Manufacturers’ 
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‘ 


. “Best ever’ 


“First and only real selling display” . . 


. “Puts leads into active sales picture’ ... “A 
“Way ahead in 
A | 


merchandising value’! This is what thousands of visi- 


profit builder’... “’Self-selling”’ .. . 


tors at the Convention said when they saw the Sheaffer 
Eye-Buy Lead Case! No other lead display ever received 


such unanimous acclaim by the men who know! 


Sheaffer's EYE-BUY Case... A Complete 
Self-Selling Department 


The one case does the whole job! This silent salesman 
actually invites customers to pick out their lead and 


eraser requirements . . . makes the selling job quick 


FOR UNANIMOUS 


FIRST cHoice! 


and easy! Presents the merchandise naturally at the 
shopping eye-level. Built of crystal clear glass and 
seasoned choice grain wood . . . cabinet-making crafts- 
man finish. Don’t let opportunity pass by another day 
—check Sheaffer at once on how you can get this lead 
case for your store and go into the lead business in a 
BIG WAY! 


Sheaffer's EYE-BUY Case is FREE to Dealers! 
The Only Cost Is For The Merchandise 


Super-Smooth and Fineline Leads are available in all 
grades from B to 4-H, and in five colors: Black, Red, 
Blue, Green and Purple. Fineline Leads—.036” di- 


ameter. Super-Smooth Leads—.046” diameter. 


SHEAFFER’S 


W. A. Sheaffer Pen Company, Fort Madison, lowa 
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vonvention 








.. until you know 
all about the novel 


pe wo- Jang 99 


LOOSE LEAF COVER 


— with its built-in, double tongue 
fasteners and reinforced metal bind- 
ing eyelets—all ready for pages to 
be inserted, and quickly and easily 
fastened. 


SAVES Fussing with Brads and Fasteners 
MAKES Money for You 
MAKES Customers Happy 


It is metal, of course, and needs a 
Priority Certification of A-J-1 or better. 
Regular covers with non-critical mate- 
rial binding, such as plastic screw 
posts, fibre strips or tie cord, need no 
rating. 

Embossing, Decorating, Stamping or 
Printing can be done here at the same 
time if you say so. 


ELLINGSWORTH MFG. CO. 


200 SOUTH PEORIA STREET jailer \cleman) § 4), fel} 
TELEPHONE @ HAYMARKET 1722 
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Representative, Washington, 


dD. ¢C, 

Edelhoff, Arthur S.., ee Pencil 
Co., New York, N. 

Edgren, H. W., PRS -Jamestown 
Mfg. Corp., Corry, Pa. 

Edgren, Roy A., Corry-Jamestown 
Mfg. Corp., Corry, Pa. 

Eichenlaub, Ray, Service Steel 
Products Corp., Chicago, II. 

Elder, Claude, Office Supply Co., 
Missoula, Mont. 

Eldred, Arthur C., Eldred Co., 
Lorain, Ohio. 

Ellison, C. D., Roberts & Son, 
Birmingham, Ala. 
Ellsworth, W. Bruce, Corry-James- 
town Mfg. Corp., Corry, Pa. 
Emerson, Thomas, Eversharp, Inc., 
Chicago, Ill. 

Emery, Lynn B., Lynn B. Emery, 
Inc., Detroit, Mich. 

Engle, R. S., Pound & Moore Co., 
Charlotte, N. C. 

Englund, C. E., P. F. Volland Co., 
Chicago, IIl. 

Eriksen, Arnold, Eriksens, Inc., 
Toledo, Ohio. 

Espe, L. D., Midwest Press & 
Supply Co., Sioux Falls, S. D. 

Evans, Chas. F., Sanford Ink Co., 
Los Angeles, Cal. 

Evans, Roy, James A. Head, Inc., 
Birmingham, Ala. 

Evans, S. R., Manufacturers’ Rep- 
resentative, Atlanta, Ga. 

Everly, C. H., Office Appliances, 
Chicago, IIl. 

F 

Farber, Louis H., Manufacturers’ 
Representative, Chicago, IIl. 

Farr, A. E., National Blank Book 
Co., Holyoke, Mass. 

Fecho, J. S., Burrows Bros., Cleve- 
land, Ohio. 

Feeley, James E., Springfield Office 
Supply, Springfield, Mass. 

Feldmann, Carlyle, Feldco Loose 
Leaf Corp., Chicago, IIl. 

Fellows, H. L.. Bankers Box Co., 
Chicago, Ill. 

Felton, Don, Felton & Wolf Co., 
Lincoln, Nebr. 

Fenne, Fred O., Associated Sta- 
tioners Supply Co., Dallas, Tex. 

Fernyak, C. S., Mansfield Type- 
writer & Office Supply Co., 
Mansfield, Ohio. 

Fincher, C. L., S. P. Richards 
Paper Co., Atlanta, Ga. 

Finegan, Edwin H., Imperial Desk 
Co., Evansville, Ind. 

Fisher, J. H., Standard Prtg. Co., 
Hannibal, Mo. 

Fleming, Robert M., Leopold Co., 
Burlington, Iowa. 

Flesham, Alfred, Stanley Wessel & 
Co., Chicago, Ill. 

Follin, M. V., Jasper Office Furni- 
ture Co., Jasper, Ind. 

Fontaine, Art, Decker’s, Inc., An- 
derson, Ind. 

Forbes, T. G., Mittag & Volger, 
Inc., Park Ridge, Pe P 

Ford, John, Jr., Peterson Litho- 
graphing, Omaha, Nebr. 

Ford, John P., Apex Staty. Co., 
Dallas, Tex. 

Foster, Paul L., Mittag & Volger, 
Inc., Park Ridge, N. J. 

Fox, Hugh J., Adams Office Sup- 
ply, Fairmont, W. Va. 

Fox, Miles, Miles Fox Co., De- 
troit, Mich. 

Frederick, C. L., Parker Pen Co., 
Janesville, Wis. 

Frederickson, R. F., 
Co., Chicago, Ill 

Freeman, Roland J., Jasper Chair 
Co., Jasper, Ind. 

Frey, A. R., The Globe-Wernicke 
Co., Cincinnati, Ohio. 

Friedlander, Harold, Rand, Mc- 
Nally & Co., Chicago, IIL. 

Frisell, Ernest, Dependable Mfg. 
Co., Omaha, Nebr. 

Frost, A. G., Esterbrook Pen Co., 
Camden, N. J. 


G 
E., Gaffaney’s, Fargo, 


Autopoint 


Gaffaney, J. 
N. D 


Gardner, L. B., Hill Prtg. & Staty. 
Co., Waco, Tex. 

Garvin, C. E., C. E. Garvin Co., 
Petoskey, Mich. 

Gass, Ernest L., Gass Printing & 
Office Supply, Tulsa, Okla. 

Gelsanliter, G. S., Gelsanliter’s, 
Mt. Vernon, Ohio. 

Gerth, Norman A., Imperial Desk 
Co., Evansville, Ind. 

Geuther, O. R., Marshall Jackson 
o., Chicago, Ill. 

Gibbons. Thomas, Thomas Gibbons 
Co., Chicago, Ill 
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Gilbert, E., Metwood Office gu: 
ment Co., New York, N. 

Gilbert, John A., Office Kppli- 
ances, Chicago, IIl. 

Gilbert, P. J., Sears Roebuck and 
Co., Chicago, IIl. 

Gill, Harold D., J. K. Gill Co., 


Gillice, Tom, Rockwell-Barnes Co., 
Chicago, Ill. 

Gingland, R. B., Esterbrook Pen 
Co., Chicago, III. 

Girardot, Bernard F., Gregory 
Fount-O-Ink Co., Los Angeles, 
Cal. 

Glarner, Fred H., Rockwell-Barnes 
Co., Chicago, Ill. 

Glueck, Sid, General Office Supply 
Co., Cleveland, O. 

Goff, Bill, Bill Goff, Inc., Madison, 


Wis. 

Goldberg, Lawrence T., David 
Kahn, Inc., North Bergen, N. J. 

Golden, J. W., Metalstand Co., 
Philadelphia, Pa. 

Goldstein, Hy, Rochester Staty. 
Co., Rochester, N. Y. 

Goltzman, Sam, Mutual ee 
Sup., New York, N. 
Goodhand, | Outord Filing 
Supply Co., Brooklyn, a & 

Gorton, H. Dennison Mfg. Co., 
Framingham, Mass. 

Gosch, F. C., Fidler & Chambers, 
Davenport, Iowa. 

Gosnell, G. E., Messenger Prtg. 
Co., Fort Dodge, Iowa. 

Gould, S. H., Metalstand Co., 
Philadelphia, Pa. 

Graham, Ralph, Columbia Ribbon 
& os aa Co., Glen Cove, 

N 


eS & ; 
jeune J. S.. J. L. Hanson Co., 
Chicago, IIl. 
Granath, C. A., L. E. Waterman 
Co., New York, Pe 
Granfield, Edward, Conn. Valley 
Stationers Ass’n, New Haven, 


Conn. 

Graves, Harold F., Wilson Jones 
Co., Elizabeth, N. J. 

Grayson, Ben §S., Ace Fastener 
Corp., New York, N. 

Grecco, James, Hotchkiss Sales 
Corp., Norwalk, Conn. 

Greenleaf, W. H Bainbridge, 
Kimpton $ Haupt, Inc., New 
York, 

Gregg, F. B. Pratt Paper Co., 
Des Moines, Iowa. 

Gregory, Cary G., Gregory Fount- 
O-Ink Co., Los Angeles, Cal. 
Gregory, S. E., The Heyer Corp., 
Chicago, IIl. 
Grieve, R. P., Maverick-Clarke 

Litho., San Antonio, Tex. 
Griffin, H., McWhittie Prtg. Co., 
Nashville, Tenn. 
Griffiths, G. F., Noesting Pin 
Ticket Co., New York, N. Y. 
Griffiths, C. F., Jr., Noesting Pin 
Ticket Co., New York, N. Y. 
Griffiths, F. E., Noesting " 
Ticket Co., New York, N. 

Griswold, H. T., Sanford Ink i 
Chicago, IIl. 

Griswold, J. D., A. B. Dick Co., 
Chicago, IIl. 

Griebel, S. L., Yawman & Erbe 
Mfg. Co., Rochester, Ms =e 

B., Thomas Groom & 
Co., Boston, Mass. 

Gross, Kirk, Waterloo Office Sup- 
ply Co., Waterloo, Iowa. 

Gruner, Jerry, Franklin DeKleine 
Co., Lansing, Mich. 

Gullett, D. H., Parker Pen Co., 
Janesville, Wis. 

Gunderson, A. J., Meffert Office 
Supply Co., Louisville, Ky. 

Gustafson, A. B., A. & E. Supply 
Co., Duluth, Minn. 

Guy, Walter C., Arkansas Prtg. & 
Litho., Little Rock, Ark. 


H 

Haage, Jack, Blaisdell Pencil Co., 
Philadelphia, Pa. 

Hackett, Phil J., Geyer Publica- 
tions, New York. N. Y. 

Haines, F. U., Wilson Jones Co., 
Washington, D. C. 

Hall, Dean A., Gage’s, Battle 
Creek, Mich. 

Hall, Van Holt, Scripto Mfg. Co., 
Atlanta, Ga. 

Haller, Harry F., Blaisdell Pencil 
Co., Philadelphia, Pa. 

Halley, A., Dennison Mfg. Co., 
Cleveland, Ohio. ‘ 

Halverson, H. M., Atlas Stencil 
Files, Cleveland, Ohio. 

Hamm, L. W., Pierce Co., Fargo, 


N. " 
Hammond, R. L., National Blank 


Book Co., Holyoke, Mass. 
Hampton, Harold J., Indianapolis 
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Dixon TI 


It is significant that the best stationers devote their 
windows to one pencil: Dixon Ticonderoga! They 
do it of their own accord, too! Our files are full of 
unsolicited pictures showing the unusual window 
trims that have been created with Ticonderoga and 
Ticonderoga alone! 

What’s the reason? Let the stationers themselves 


USt OfM@« = 


CONDEROGA! 





tell you. “Dixon Ticonderoga is my best seller!” 
“Ticonderoga is a good product!” “Dixon’s Ticon- 
deroga window displays are tops!” Even the dozen 
and half-gross Ticonderoga packages make a great 
display! There’s a moral in this for you. Stock-up 
with Ticonderoga pencils... put them out front and 
do a real “volume pencil business.” 


THE ADVERTISED PENCIL 
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CHIEFTAIN SUITE 
No. G560 


Reauty of design, finish and trim are outstand- 


ing features of the Chieftain Suite. 


2000 SERIES 
No. 2560 


This line meets the modern demand for office 


furniture, having added utility 


streamlined appearance. 


HOOSIER DESKS 


BUILT TRUE CLEAR THRU—HOOSIER DESK COMPANY, JASPER, IND. 
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@ Sculptured out of the rock of the Black 
Hills are the portraits of four famous Ameri- 
cans . . . Washington, Jefferson, Roosevelt 
and Lincoln. Just as the rock itself will 
endure forever, so will the memory of these 
men who have played such an important 
role in American history. Their quality en- 
dures forever. 


Quality is a sacred trust and the Hoosier 
Desk Co. does not accept this fact lightly. 
All during this war period we’ve spared no 
effort to maintain quality . . . we’ve zeal- 
ously guarded the high standard of our 
merchandise. The trade can now and always 
rely on the intrinsic merit of Hoosier Desks. 


As Allied Victory approaches, it becomes 
more and more necessary to expend every 
ounce of energy towards winning the war. 
If our dealers do not receive Hoosier Desks 
as promptly as they would like, they may 
exact satisfaction from knowing that the 
delay springs from the urgency of providing 
war needs first. 
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Office Supply, Indianapolis, Ind. 

Hancock, T. F., Richard Best 
Pencil Co., Irvington, N. J. 

Hanes, Claud P., Office Equipment 
Co., Tampa, Fla. 

Hanna, L. R., Philip Hano Co., 
Inc., Holyoke, Mass. 

Norman L., Philip Hano 


Hanna, 
Co., Inc., Holyoke, Mass. 
Hanover, Don C., Hoosier Desk 
Co., Jasper, Ind. 
Hansell II, M. E., F. F. Hansell 
& Bro., New Orleans, La. 
Hansen, Daniel S., Carlson Bros., 


Inc., Moline, IIl. 
Hanson, George, Boorum & Pease 
Co., Brooklyn, N 


Hanson, T. H., National Blank 
Book Co., Holyoke, Mass. 

Hanson, V. A., Brown & Saenger, 
Sioux Falls, S. D. 

Harkens, Pat N., Jr., Mississippi 
Staty. Co., Jackson, Miss. 

Harper, A. C., Wilson Jones Co., 


Chicago, Il. 
Karper, Jack, General Supply Co., 
Albuquerque, N. M. 
Harrah, L. B., Home Office Sup- 
ply Co., Welch, W. Va. 
Harrington, E. R., Heinze, Bowen 
& Harrington, Phoenix, Ariz. 
Hasty, Merrill D., Sengbusch Self- 


Closing Inkstand Co., Wayzata, 
Minn. 

Haugen, H. I., Eversharp, Inc., 
Chicago, IIl. 

Hawley, S. R., Sanford Ink Co., 


Chicago, III. 

Hayes, George, Thomas Groom and 
Co., Boston, Mass. 

Head, James A., James A. Head, 
Inc., Birmingham Ala. 

Healy, E. B., Santa Fe Book & 
Staty. Co., Santa Fe, N. M. 
Heath, H. M., Richard Best Pencil 

Co., Irvington, N. J. 
Frank Mashek Co., 


Heck, R. W., 
Chicago, Ill. 
Heim, John J., Stanley Wessel & 


Co., Chicago, Il. 

Herrema, Cy, Economy Office Sup- 
ply Co., Grand Rapids, Mich. 
Herrmann, G. H., The Heyer 

Corp., Chicago, IIl. 
Heymann, Harry, Eagle Pencil Co., 
New York, ¥. 

High, S. F., High's Office Supply 
Co., Medina, Ohio. 
Rulers 


Hills, G. D., Seneca Falls 
Inc., Seneca Falls, N. 

Hintz, Harry H., Dorsey Co., 
Dallas, Tex. 

Hintz, Wm., Wm. G. Hintz, Inc., 


Reading, Pa. 


Hirdler, Herman A., Industrial 
Prtg. & Staty., Huntington 
Park, Cal. 

Hodge, R. E., Gary Office Equip- 
ment, Gary, Ind. 

Hoefer, W. F., Allied Carbon & 
oe Mfg. Corp., New York, 

¥. 

eerie. Lou, —— Staty. 


Co., Buffalo, N. 
Hoffman, Harold, il Mfg. Co., 


Hastings, Minn. 

Hoffman, John P., MacTaggart- 
Hoffman Co., Port Huron, Mich. 

Hoge, Wm., General Fireproofing 
Co., Youngstown, Ohio. 

Holley, C. C., L. W. Holley & 
Sons Co., Des Moines, Iowa. 
Holmes, Alvin K., Seattle Office 

Supply, Seattle, Wash. 

Holmes, H. B., Columbia Ribbon 
& Carbon oe Co., Glen Cove, 
Bas Bee Ses 

Holt, G. a vw. A. Sheaffer Pen 


Iowa. 


Co., Fort Madison, 


Hooker, Paul F., Deckers, Inc., 
Lafayette, Ind. 

Hooks, Herbert C., Moore Push 
Pin Co., ae as Pa. 

Hopper, is Intermountain 
Prtg. & yg Grand Junction, 
Colo. 

Horder, E. Y., Horder’s, Inc., Chi- 
cago, Ill. 

Horder, H. G., Horder’s, Inc., Chi- 
cago, Ill 

Hornbeck, Holton, Eversharp, Inc., 
Chicago, Ill. 

Hostettler, Don, Hostettler Type- 
writer Co., Ashland, Ohio. 

Hovey, M. E., Reliable Office Sup- 
ply Co., Massillon, Ohio. 

Howard, Grant, Howard & Stofft, 
Tuscon, Ariz 

Howell, C. H., Payne Co., Chat- 
tanooga, Tenn. 

Hucke, Chas. H., Manufacturers’ 
Representative Atlanta, Ga. 

Huff, D. R., The Reprint Co., 


Birmingham, Ala. 
Huggins, P. J., Godwin Staty. Co., 
Birmingham, Ala. 


Hughes, Frank W., Automatic 
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Pencil Sharpener Co., Chicago, 
Ill. 
Hunt, Al. V., Van Wert Book 
Store, Van Wert, Ohio. 
Huntley, Rex, Sturgis Posture 
Chair Co., Sturgis, Mich. 


Hurdle, W. G., Mittag & Volger, 
Inc., Park Ridge, N. J. 

Sealy, Jr., Clark & 

Houston, Tex. 


Hutchins, 
Courts, 


J 
Jacobsen, Henry W., Jacobsen Of- 
fice Equip., Gary, Ind. 
Jaffe, Leon, Artistic Desk Pad Co., 
New York, N. Y. 


James, Fred W., James & Weaver, 
Y oungstown, Ohio. 

Jarchow, Wm., H. H. West Co., 
Milwaukee, Wis. 


Jasper, A. R., E. W. A. Rowles 
Co., Arlington Heights, IIl. 
Jerman, L. Hotchkiss Sales 


Corp., Norwalk, Conn. 

Jerue, S. F., McClain & Hedman 
Co., St. Paul, Minn. 

Johnson, A. E., Hotchkiss Sales 
Corp., Norwalk, Conn. 

Johnson. C., Quality Park Enve- 
lope Co., St. Paul, Minn. 


Johnson, H. G., Kendrick-Bellamy 
Co., Denver, Colo. 

Johnson, Harold, Wells Office 
Furniture Co., Chicago, III. 

Johnson, Herb, Wilson Jones Co., 
Wichita, Kan. 

Johnson, J. Alvin, Globe Furniture 


& Staty. Co., Chicago, Il. 

Johnson, LeRoy, Eau Claire Book 
& Staty. Co., Eau Claire, Wis. 

Johnson, Roy, Autopoint Co., Chi- 
cago, Ill 

Johnston, H. J., Ace Fastener 
Corp., Chicago, Ill. 

Johnstone, C. H. (Jack), Wallace 
Pencil Co., Chicago, Ill 

Jonas, R. A., Sr., Oxford Filing 
Supply Co., Brooklyn, N. Y. 

Jonas, R. A., Jr., Oxford Filing 
Supply Co., Brooklyn, N. Y. 

Jones, Cecil C., Western Litho- 
graphing Co., Wichita, Kan. 

Jones, Charles E., C. L. Barkley 


Co., Chicago, II. 
Jones, F. H., Jr., Horder’s, Inc., 
Chicago, Ill. 


Joseph, Allen F., Jasper Chair Co., 


Jasper, Ind. 

Josephson, Benjamin, Josephson 
Mfg. Co., New York, N. Y. 
Joyce, H. T., Scripto Mfg. Co., 

Atlanta, Ga. 
Just, Eldon, Just and Son, Chi- 
cago, Ill 
K 
Kahn, Julius M., David Kahn, Inc., 


North Bergen, N. J. 
Kane, Wm. R., Oxford Filing Sup- 
ply Co., Brooklyn, ae 4 
Kastman, A. R., Hoover Brothers, 
Kansas City, Mo. 


Kaufman, Carl, Speed Products 
Co., Chicago, Ill. 

Kautz, John I., Stat’rs Club of 
Indianapolis, Indianapolis, Ind. 
Keeling, Art Metal Con- 
struction Co., Jamestown, N. Y. 
Kellner, T. K., Kellner Type- 


writer & Supply, Sheridan, Wyo. 
Kelly, Wm. P., Office Equipment 
Co., Louisville, Ky 


Kemp, H. L., Vevier Loose Leaf 
Co., St. Louis, Mo. 

Kendrick, H. M., American Lead 
Pencil Co., Hoboken, N. 

Kendrick, L. R., Kendrick- Bellamy 
Co., Denver, Colo. 

Kennedy, Chester, Wm. J. Ken- 
nedy Staty. Co., St. Louis, Mo. 

Kennedy, John F., Trussell Mfg. 
Co., Poughkeepsie, N. Y. 

Kerin, A. J., Tower Crossman 
Corp., New York, N. Y. 

Kern, Jack C., Manufacturers’ 
Representative, Dallas, Tex. 
Kerns, John J., Stationers Loose 

Leaf Co., Philadelphia, Pa. 


Kessler, H. M., Standard Printing 
Co., Louisville, Ky 


Kiesel, Karl, Carter’s Ink Co., Chi- 
cago, Ill. 

Kilham, Horace K., Kilham Staty. 
& Prtg. Co., Portland, Oreg. 
Kindel, J. A., C. L. Downey Co., 

Cincinnati, Ohio 
King, Arthur L., Ward’s, Boston, 
Mass. 


King, George M., Office Engineers, 
Inc., South Bend. Ind. 


Kistler, Erle O.. W. H. Kistler 
Co., Denver, Colo 

Klebba, E. J., Klebba’s, Royal 
Oak, Mich. 

Klicker, Chas., Sanford-Hall Co., 


Jackson, Fla 


Knapp, C. J., Matt Parrott & 
Sons Co., Waterloo, Iowa 
November, 1943 





@ A tumbler selects his 
chair with a great deal of care. Sheboygan Chair 
Company never studied the technique of building 
chairs for acrobats, but we have been building 


good office chairs since 1868. 


The E.Q.* of an office chair is highly important. 
Full time efficiency in office or drafting room can- 
not be maintained by employees harassed or 


fatigued by uncomfortable, inconvenient chairs. 


For the duration, military needs have first call 
on our chair production, but we’ll do our best to 
take care of your orders, and you may be assured 
that the chairs we do send you will live up to the 
quality symbolized by our diamond trade-mark 


for seventy-five years. *E ficiency Quotient 











SHEBOYGAN CHATR COMPANY 


Designers and builders of good chairs since 1868— 
for homes, offices, schools and institutions. 


WISCONSIN 


SHEBOYGAN, 
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IT’S THE “HELP” 
THAT PRODUCES 


You can fill an office with well-paid, trained 


“help.” But production depends on “help” 


that’s given them. Experts in office man- 


agement have found that Nev-R-Kurl Car- 


bon Paper is one of the biggest ‘helps’ you 


can supply. It’s the “help 


" that speeds up 


clean-cut production and keeps the paid 







a “help” 


ers and repeat sales. 


“help” happy and satisfied. It's just as big 


to dealers in getting new custom- 











Absolutely a non-curling Car- 
bon paper. Lays flat when it's 
hot, humid or cold. 


Never trees or wrinkles when 
inserted into machine. Smudge- 


less. 

* 
Actual experience and tests 
show 35°/, to 50°, more copies 


obtained from each sheet. 
e 


Universal because same sheet 
is efficient on standard or 
noiseless typewriters, billing 
or bookkeeping machines. 


L APHILLIPS 


President 
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ZIPIT 


FEATURE 


Special tab (shaded) 
and corner cut enable 
operators to separate 
all carbons from copy 
sheets with one pull. 





I92 MILL STREET 
ROCHESTER, N.Y. 





Knapp, Stan, Minnesota Mining & 
Mfg. Co., Chicago, IIl. 

Knochenhauer, K. Diebold, 
Inc., Canton, Ohio. 

Koch, Wm., Koch Bros., Des 
Moines, Iowa. 

Kochheiser, E. R., Charles Ritter 
Co., Mansfield, Ohio. 


Koerner, L. T., Jasper Chair Co., 
Jasper, Ind. 

Kolb, John G., C. Howard Hunt 
Pen Co., Camden, N. J 


Kongsvik, F. G., Curtis 1000, Inc., 
St. Paul, Minn. 

Kral, W. J., Buckeye Office Sup- 
ply Co., Cleveland, Ohio. 

Kramer, Irving, National Desk Co., 
Herkimer, N. Y. 

Kretchmer, O., Peerless Key-Im- 
perial Mfg. Co., Newark, N. J 


Krieg, A. F., Jasper Seating Co., 
Jasper, Ind. 
Krohne, A. H. American Pencil 


Co., Hoboken, N. 
Krudop, W. R., Robinson Remind- 
ers, Westfield, Mass. 


Krueger, John C., F. S. Webster 
Co., Chicago, III. 
Krumwiede, Elmer, G. J. Aigner 


Co., Chicago, IIl. 

Kubach, F, W., C. F. Denzer Co., 
Sandusky, Ohio. 

Kuch, E. J., Hotchkiss Sales Corp., 
Norwalk, Conn 

Kurlan, §S., Art Steel Sales Corp., 
New Y ork, he 

Kuschbert, E. M., Kuschbert Office 
Supply Co., Milwaukee, Wis. 

Kyle, Roland M., Mosler Safe Co., 
Hamilton, Ohio. 


L 


Lambert, Roger, Wells Office Furn. 
Co., Chicago, Ill. 

Lampel, Wm., Art Steel 
Corp., Chicago, IIl. 

Land, Carl, Columbia Ribbon & 
Carbon Mfg. Co., Glen Cove, 
ae re oe, eS 

Landes, J. D., Schooley Prtg. & 
Staty. Co., Kansas City, Mo. 

Lang, James E., Johnson City Off. 
Supply Co., Johnson City, Kan. 

Langbehn, Fred G., Jacobsen Office 
Equipment Co., Gary, Ind. 

Larsen, E. Baxter & Larsen, 
Owosso, Mich. 

Larson, Fred, Globe-Wernicke Co., 


Sales 


Cincinnati, Ohio 

Larson, R. E., Corry-Jamestown 
Mfg. Corp., Corry, Pa 

Latsch, R. D., Latsch Bros., Lin- 
coln, Nebr. 

Law, C. H., Boorum & Pease Co., 
Brooklyn, N. Y. 


Lawless, Arthur J., Agency Paper 
Co., New York, N. Y. 


Layman, M. M., Dennison Mfg. 
Co., Chicago, Il. 

Leach Harold D., George B. 
Graff Co., Cambridge, Mass. 


Elkins-Swyers Office 
Equip. Co., Springfield, Mo. 

Lee. Verle Manufacturers’ 
Representative, Chicago, III. 


Lee, Leslie, 


Lefcourt, Gustave, Wells Office 
Furn. Co., Chicago, Il. 

Lengnick, T. E., Arkansas Prtg. 
& Litho. Co., Little Rock, Ark. 

Lennartson, Walter, Office Appli- 
ances, Chicago, IIl. 

Leonhard, F. C., Victor Safe & 
Equipment Co., North Tona- 
wanda, N. Y. 

Leonard, C. W., Leonard & Co., 
Detroit, Mich. 

Leonard, George D., Koh-I-Noor 
Pencil Co., Philadelphia, Pa. 


Joseph, Franklin Prtg. & 
Toledo, Ohio. 
Lessard, E. J., Lessard Prtg. & 
Staty. Co., St. Louis, Mo. 
Letner, M. L., Sioux Falls Book & 
Staty. Co., Sioux Falls, S. D. 


Leroux, 
Engr. Co., 


Leventhal, Edward, Biddle Pur- 
chasing Co., New York, N. Y. 
Levy, Irving, Art Steel Sales 

Corp., New York, N. Y. 
Lewis, E. Democrat Prtg. & 
Litho. Co., Little Rock, Ark. 
Lewis, Max ]J., Zephyr American 
Corp., New York, N. Y. 

Lewis, R. P., R. P. Lewis Co., 
Flint, Mich. 

Libby, Lee S., John W. Graham 
Co., Spokane, Wash. 

Lightstone, Ruby, Ruby Office 
Supply Co., Detroit, Mich. 


Linden, Hy, 
Chicago, IIl 

Link, Charles L., Weldon Roberts 
Rubber Co., Newark, N. J. 

Link, Jr., John, Lucas Bros., Inc., 
Baltimore, Md 

Linn, Arthur, Linn Office Supply 
Co., Chicago, III. 


Ace Fastener Corp., 
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Linn, R. E., S. C. Toof Co., Mem- 
phis, Tenn. 

Linsky, Jack, Speed Products Co., 
Long Island City, N. Y. 

Lipman, Charles, George B. Graff 
Co., Cambridge, Mass. 

Lipner, W. C., Koh-I-Noor Pencil 
Co., Bloomsbury, N. 

Lipp, G. C., W. H. Kistler Staty. 
Co., Denver, Colo. 

Litchfield, George A., Jasper Chair 
Co., Jasper, Ind. 

Little, C. A., Scripto Mfg. Co., 
Atlanta, Ga. 

Little, Edward L., Wabash Cabinet 
Co., Wabash, Ind. 
Livingston, M. C., Acme Visible 
Records, Inc., Chicago, IIl. 
Lofgren, C. W., Sanford Ink Co., 
Chicago, III. 

Lowe, C. Guy, Office Supply Com- 
pany, Jackson, Miss. 

Lowe, Lee M., Brown Morse Co., 
Muskegon, Mich. 

Lowe, Willis. E. L. Little & Co., 
Fort Worth, Tex. 


Lydiard, J., Associated Stationers 
Supply Co., Chicago, Ill 
Lyles, H. Bates Mfg. Co., 


Orange, N. J. 
Luke, Jack, Sengbusch Self-Closing 
Inkstand Co., Milwaukee, Wis. 


M 

MacDougall, D. A.. Stationers 
Loose Leaf Co., Kansas City, 
Mo. 

MacIntyre, E. T., Defiance Sales 
Corp., New York. N. Y. 

MacMorris, J. D., Hunt Pen Com- 
pany, Camden, N. J. 

Maish, R. Dennison Mfg. Com- 
pany, Framingham, Mass. 


Malody, Charles H., Associated 
Stationers Sup. Co., Chicago, II. 
Maneval, R. V., A. W. Faber, 


Inc., Chicago, III. 

Manly, H. E., Manly Office Sup- 
ply Co., Oklahoma City, Okla. 
Mann, Maurice F., Sanford Ink 

Co., Chicago, IIl. 

Mann, O. D., Art Steel 
Corp., New York, N. Y. 
Mannhardt, E. A., American Pen- 

cil Co., Hoboken, N. J. 
Manning, E. R., Stein Bros. Mfg. 
Co., Chicago, Il. 
Markelz, A. J., The Book Shop, 


Sales 


Joliet, Il. 

Marquis, O. M.. Ankeney Co., 
Cumberland, Md. 

Marshall, Chas., Ivan Allen-Mar- 
shall Co., Atlanta, Ga. 


Marshall, John, John A. Marshall 
Co., Kansas “, Mo. 


Martin, A. R., A. R. Martin Co., 
Mobile, Ala. 

Martin, J]. K.. Globe Furn. & 
Staty. Co., Chicago, II. 

Martin, W. T., Shaw-Walker Co., 


Muskegon, Mich. 
Mason, Earl B., Manufacturers’ 
Representative, Chicago, III. 
Mason, G. L., Eversharp, Inc., 
Chicago, Ill 

Massot, Matt, Browne-Morse Co., 
Muskegon, Mich. 

Matthews, A. S., Hall Lithograph- 


ing Co., Topeka, Kan. 
Matthews, Burnam, Security Steel 
Equipment Corp., Avanel, N. J. 
Maurer, C. J., Goldsmith Book & 
Staty. Co., Wichita, Kan. 
May, Frank, J. L. May Company, 
New York, N. Y. 
Mayo, Henry, Monroe Office 
Equip. Co., Monroe, La. 


Mayton, Dewey, Mayton & Roddy 


Off. Sup. Co., Fort Worth, Tex. 
McCain, W. E., Wilson Jones Co., 
Memphis, Tenn. 


McClure, Ed. F., Cramer Posture 
.. Kansas City, Mo. 
F. C., Inland Printing 
Co., Springfield, Mo. 
McCullouch, Wm. L., Finch & 
McCullouch, Aurora, III. 
McDaniel, L. H., Manufacturers’ 
Representative, Fort Worth, Tex. 
McElroy, T. W., Eberhard Faber 
Pencil Co., Brooklyn, N. Y. 
McEvoy, Jerry, Acco Products, 
Inc., Long Island City, N. Y. 
McGowan, R. H., Shaw-Walker 
Company, Muskegon, Mich. 
McIntosh, C., Tell Farmer Print- 
ers, Meridian, Miss. 


McKee, S. C., Hedges Mfg. Co., 
Chicago, IIl. 
McLeod, Donald, 


Spencerian Pen 

Company, New York, N. Y. 

McNichols, W. A., Amberg File & 
Index Co., Kankakee, Til. 

McNiff, W. H., Shaw-Walker Co., 
Mastercraft Div., Kalamazoo, 
Mich. 

McPike, Harold, Weis Mfg. Com- 
pany, Monroe, Mich. 


1943 


November, 











Mem- 
) Se. 
Graff 
encil 
Staty. 
Chair 

Co., 
binet 
isible 
Co., 
Com- 

Ca. 

Co., 
oners 

Co., 


osing 
Vis. 


oners 
City, 


Sales 
Com- 
Com- 
iated 
», Til, 
aber, 
Sup- 
“Tak 
Sales 
Pen- 
Mfg. 


shop, 


Mar- 
‘shall 
Co., 
. & 
Co., 
irers’ 
Inc., 
Co., 
raph- 
Steel 
Rs ae 
ok & 
yany, 
) ffice 
oddy 
Tex. 
Co., 
sture 
. 
iting 
h & 
rers’ 
Tex. 
‘aber 
ucts, 
alker 
rint- 


Co., 


943 


















SCREEN, 
NEWSPAPERS, MAGAZINES, 
MILLION DOLLAR PUBLICITY 
WHICH COSTS YOU NOTHING 
AND COSTS US NOTHING 
SELL THE LIBERTY FOR YOU! 


WAR TAX 


RECORDS 
NEEDED NOW MORE THAN 
EVER UNDER NEW TAX LAWS 





Here’s the really COMPLETE War Tax Record that offers your customers every essential 
feature. Original, genuine LIBERTY WAR TAX RECORD provides for EVERY FEDERAL 
AND STATE TAX NEED... and covers ALL essential business records. Protected by 6 
U. S. Copyrights. Nothing else quite like it. 


Place samples of all War Income Tax Records side by side. 99 times out 
of 100 your customers will choose the LIBERTY, irrespective of price. 


WHO BUYS THE LIBERTY... AND WHY? 
Merchants and professional men of all kinds buy LIBERTY WAR TAX RECORDS to have 


a simple, easily kept record of business income and expense, and to avoid tax penalties 


and overpayments. The LIBERTY is a sure REPEATER. Once used, always used. 








26 year established retail price 


FREE SELF DEMONSTRATORS | $6500 


FOR WINDOW AND COUNTER USE | Improved 1943 Edition 


Strictly up-to-date! 




















Generous Dealer Discounts permit exceptional Markup 
ORDER THROUGH YOUR JOBBER OR DIRECT 


COMMONWEALTH PUBLISHING CO., 508 So. Dearborn St., Chicago 5, ILL. 


lax Record Specialists for Over 26 Years 
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JASPER CHAIR CO. V NUMBER SERIES| : 
° 
N 
Our far flung battle lines must be supported By bringing all available facilities to serve in 
capably and the work is shared by almost every producing the V Number, we are able even in the 7 
division of industry, from the mines and heavy face of diminished manpower and reduced sup- M 
manufactures down to very small units of pro- plies, to maintain our production, offering choice M 
duction. Some businesses could not be carried of chairs in walnut or mahogany finish, and plain M 
over; others had to be organized from the ground and quartered oak. 
up, requiring all the items of equipment needed 
for proper conduct of affairs. And these items For the present, our operations are centered on N 
had to be made, many of them without materials supplying the needs of our armed forces, their N 
~ previously available. Under these conditions, it suppliers—and our many old friends in the trade, " 
is a pleasure to regard the splendid performance who have stood by us with such excellent under- 
of JASPER CHAIR CO. V NUMBER CHAIRS. standing and effectiveness. : 
N 
N 
N 
Ni 
Ni 
Ni 
Ni 
Ni 
Ni 
JASPER, INDIANA x 
REPRESENTATIVES: Geo. A. Litchfield, Sales Mer. Nc 
E. W. Thomas (Southwest) S. H. MacDonald, (West) Ne 
Box 3493 Peninsula Station 405 Orpheum Bldg. | 
Daytona Beach, Florida W. H. Brown, (Chicago-Midwest) Seattle, Wash. 
6708 Glenwood Ave., Chicago 
James S. Fowls, (Southern) (Phone ROGers Park 3644) R. J. Freeman, (Eastern) Ot 
327 Sunset Drive North 383 Madison Ave. 
St. Petersburg, Fla. New York. N. Y. Ot 
o 
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McPike, Harold C., Jr., Weis Mfg. 
Company, Monroe, Mich. 

McWilliams, J. A., Eberhard Faber 
Pencil Co., Brooklyn, N. Y. 

Mehserle, Henry (Hank) J., Busi- 
ness Efficiency Aids, Skokie, III. 


Melind, Roy, Louis Melind Com- 
pany, Chicago, IIl. 
Meyer, J. L., Standard Office Sup- 


y Co., Pittsburgh, Pa. 

hice, James O., Wosco, 
Greensburg, Pa. 

Milne, R. G., Art Metal Construc- 
tion Co., Chicago, Ill. 

Mitchell, E. J., Manufacturers’ 
Representative, St. Louis, Mo. 
Mittag, L. E., Mittag & Volger, 

Inc., Park Ridge, N. 
Mixter, C. F., Eau Claire Book & 
Staty. Co., Eau Claire, Wis. 
Moak, K., Bates Mfg. Co., Orange, 


Modene, O. F., Marshall-Jackson 
Co., Chicago, Il. 

Monroe, H. E., Bizness Equipment 
Co., Huntsville, Ala. 

Montgomery, Jim, Higgins Ink 
Co., Los Angeles, Cal. 

Mont Pas, W. F., Blade Prtg. & 
Paper Co., Toledo, Ohio. 

Moore, George H., Pound & Moore 
Company, Charlotte, N. 

Moore, J. Blaisdell Pencil Co., 
Silad sighs, Pa. 

Moore, R. C., Columbia Ribbon & 
_ Mig. Co., Kansas City, 


a i 
Mining & Mfg. Co., St. 
Minn. 

More, Don, 

D 


Inc., 


Minnesota 
Paul, 
Gaffaney’s, Fargo, 


Moreland, Roy S., Schooley Prtg. 


& Staty. Co., Kansas City, Mo. 

Morgan, Herbert S., Associated 
Stationers Supply Co., Minne- 
apolis, Minn. 

Morgan, Morris E., Democrat 
Prtg. & Litho. Co., Little Rock, 
Ark. 

Morris, Bert M., Bert M. Morris 


Company, Los Angeles, Cal. 

Morris, L. G., Eaton Paper Corp., 
Pittsfield, Mass. 

Morse, Frank, Jr., Browne-Morse 
Company, Muskegon, Mich. 

Morton, H. E., Indianapolis Off. 
Sup. Co., Indianapolis, Ind. 

Mueller, C. P., Jos. Dixon Crucible 
Co., Chicago, II. 

Murphy, i? W., Yawman and 
Erbe Mf ng , Rochester, N. Y. 


Murray, Victor Safe & 
a 2 Co., North Tonawanda, 
Y. 


ance C. N., Mittag & Volger, 
Inc., Park Ridge, N. J. 


Murrett, Peter J.. Ryan & Wil- 
liams, Buffalo, N. Y. 

Musser, J. C., Eberhard Faber 
Pencil Co., Brooklyn, N. Y. 

Myerly, John T., — Myerly Co., 
Hagerstown, 


N 
Napp, E. A., Napp Office & School 


Sup. Co., Manitowoc, Wis. 
Navrat, Milton, Hutchinson Off. 
Sup. Co., Hutchinson, Kan. 


Neary, James E.., _——s Inc., 

Netzhammer, C. A., Northwestern 
Furn. Co., Milwaukee, Wis. 

Neustadter, ‘Arnold, Zephyr Ameri- 
can Corp., New York, N. Y. 

Newman. W., S. B. Newman Co., 
Knoxville, Tenn. 

Newton, E. I., Wyoming State 
Journal, Lander, Wyo. 

Nichols, E. A., Daniels Company, 
Muskegon, Mich. 

Nichols, F. R., Columbia Ribbon 
& —— Mig. Co., Glen Cove, 
L. a Be 


Nichols’ Harry L., Weis Mfg. Co., 
Columbus, Ohio. 
Weis Mfg. Co., 


Nichols, Walter, 
Monroe, Mich. 
Nickel, W. J., Bankers Box Com- 
pany, Chicago, III. 
Nielsen, E. K., Sylvester & Niel- 
sen, Appleton, Wis. 
iesen, Wm., Wilson-Jones Co., 
Chicago, Til. 
Nordstrom, A. J., Smead Mfg. Co., 
Minneapolis, Minn. 
Norman, Guy, Hoosier Desk 
Company, Jasper, Ind. 
Norris, T. W., Columbian Art 
Works, Milwaukee, Wis. 


1) 
Ober, M. L., Stationers, Inc., In- 
dianapolis, Ind. 
Obstfeld, Lou, Markwell Mfg. Co., 
New York, N. Y. 
O'Connor, L. G., Office Equipment 
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Co., Louisville, Ky. 
O’Leary, E. W., Nascon Service, 
Inc., New York, N. Y 


Oleson, G. R., School "Specialty 
Supply Co., Salina, Kan. 
Oliver, Wm. Eaton Paper 


Corp., Pittsfield, Mass. 
Olson, Ray O., The Book Concern, 
Hancock, Mich. 
Olson, W. K., W. A. Sheaffer Pen 
Co., Ft. Madison, Iowa. 
Opperman, R. R. P. Lewis 
Company, Flint, "Mich. 
Ortega, G. L., Blaisdell Pencil Co., 
Philadelphia, Pa. 

Osterhouse, George E., Brown- 
Morse Co., Muskegon, Mich. 
Ott, Robert E., General Office 
Supply Co., Detroit, Mich. 
Otteson, A. R., Pierce Co., Fargo, 

N. D. 


Overend, Robert B., Eagle Pencil 
Co., New York, N. Y 


P 
Norman, Acme Paper Co., 


Pagel, 
Detroit, Mich. 

Palmer, Frank H., Eaton Paper 
Corp., Pittsfield, Mass. 

Parker, H. C.. Jr., H. C. Parker, 


Inc., New Orleans, La. 

, V. D., Parker Co., Madi- 
son, Wis. 

Parkin, Harry W., Parkin Prtg. & 


Staty. Co., Little Rock, Ark. 
Parkin, W. L., Parkin Prtg. & 
Staty. Co., Little Rock, Ark. 
Parrott, J. S., Matt Parrott & 

Sons Co., Waterloo, Iowa. 
Parrott, R. W., Matt Parrott & 
Sons Co., Waterloo, Iowa. 


Passmore, Dempster, University of 
Chicago Bookstore, Chicago, IIl. 


Patterson, Alex, Alex Patterson 
Co., Birmingham, Ala. 
Pearson, Monte, Adams Book & 


Art Shop, Rochester, Minn. 

Pearson, N. .. All-Steel-Equip 
Co., Aurora, Ill. 

Peck, J. A., Springfield Staty. Co., 
Springfield, Ill. 

Pelly, T. M., Lowman & Hanford 
Co., Seattle, Wash. 

Pembroke, Adrian H., Pembroke 
Company, Salt Lake City, Utah. 

Perdue, D. J., Klipto Loose Leaf 
Co., Mason City. Iowa. 

Perry, A. S., Jr., Carpenter Paper 
Co., Oklahoma City, Okla. 

Heleyne, Office Equip. 
Bureau, Akron, Ohio. 

Pfeiffer, R. E., Roth Staty., Inc., 
Springfield, Ohio. 

Picknell, P. G., Haines & Essick 
Co., Decatur, Ill. 

Pierce, Walter V., Midland Staty. 
Co., Minneapolis, Minn. 

Pinch, Harry, University of Chi- 
cago Bookstore, Chicago, III. 


Pinney, D. R.. Acme Visible Rec- 
ords. Inc., Chicago, IIL 

Pitt, Fred D., Wilson Jones Co., 
Chicago, III. 

Plant, W. S., Western Bank & 
Office Supply Co., Oklahoma 
City, Okla. 


Pollak, Lud, Idaho Typewriter Co., 
Pocatello, Idaho. 


Pomerantz, Richard D., A. Pome- 
rantz & Co., Philadelphia. Pa. 
Popple, J. O., Zaiser’s, Inc., Des 


Moines, Iowa. 

Potter, R. H., Autopoint Co., Chi- 
cago, Ill. 

Powell, W. T., Myrtle Desk Co., 
High Point, N. ¢. 


Preston, Alfred G., Utica Office 
Supply Co., Utica, N. Y. 
Preston, J. Graver Dearborn 


Corp., Chicago, II. 
Price, Dave, Eagle Pencil 
pany, New York, N. Y. 
Price, Herman, Eagle Pencil Com- 

pany, New York, be 


Com- 


Price. J., Stanley Wessel & Co., 
Chicago, Til. 
Priest, Carl A., Parker Pen Co., 


San Francisco, Cal. 

Pritchard, Joseph W., Wells Office 
Furn. Co., Chicago, Il. 

Putnam, R. B., Practical Drawing 
Co.. Dallas, Tex. 

Pydlek, John C., Blaisdell Pencil 
Co., Philadelphia, Pa. 


Pyle, E. B., Wells Office Furn. 
Co., Chicago, Ill. 
R 
Race, A. G., Race Office Equip- 
ment, Oshkosh, Wis. 


Ramsey, C. H., Ever Ready Calen- 
dar Mfg. Co., New York, N. Y. 
Randolph, R. Commercial 
Furn. Co., a 
Raveill, George E., Commander 
Prtg. & Staty. Co., Tulsa, Okla. 
Reckford, Jos. S., American Pencil 


1943 
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DEALERS! 


Attractive 


Discounts 


The reconstructed ““TOLEDO” Tool Table 
has turned into a huge success, being in great 


demand by 


plants with War Contracts. De- 


signed specifically to meet the requirements 
of all manufacturing concerns, large and 


small. 


These tables are put to so many “time- 


saving” 


Features in 


uses that they are real Economy 


any factory. 


Made of special, tough steel they will with- 
stand rough usage, averting loss of valuable 


time makin 


g repairs. 


Stock styles are portable or stationary, 
with 2 trays or 3 trays, with or without 


drawer. 


Orders are easy to get if you contact the 


proper parties. 


sary (AA-5 


They will furnish the neces- 


or better) priority certificates. 





The 
An 


No. 9460 with 3 trays 
Drawer is extra 


“TOLEDO” Tool Table 


UHL STEEL Product 


Manufactured by 





The Toledo Metal Furniture Co. 


Dept. B-3 


1100-1200 Hastings St. 
Toledo 7, Ohio 
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FILES FOR 


RECORD CARDS 
WITH THE 


STA-TITE 
COMPRESSOR 





































The Sta-tite Compressor is positive 
in operation and will hold cards in file 
even if drawer is inverted. It is about 
/," thick and removable without the 
use of tools. 





PERMA-BILT Filing Equipment is used by many large corporations 
and the Government to house vital record cards. Information that 
is necessary to speed production should be properly housed and 
preserved and that requires GOOD filing equipment. PERMA-BILT 


Files have been selected by many who have studied their filing prob- 
lem and selected the line that would serve them most efficiently. 
PERMA-BILT Files give you MAXIMUM filing capacity in the 
Made for all standard size record cards. 


MINIMUM of floor space. 


IMPORTANT 


FEATURES 
a 


NEW STA-TITE 
COMPRESSOR 


SECTIONAL 
INTERLOCKING UNITS 


MADE OF 
SELECTED HARDWOOD 


FINISHED IN 
STANDARD OFFICE 
GREEN 








WRITE FOR DETAILS AND PRICES 


PERMA-BILT EQUIPMENT CO. 


HANNA BUILDING . CLEVELAND 15, OHIO 


ERMA-BILT 
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Co., Hoboken, N. J. 
Redpath, A. H., Minnesota Mining 
& Mfg. Co., St. Paul, Minn. 
Reeves, H. . Jacquin & Co., 
Peoria, IIL 

Reichard, T., Cardinell Corp., 
Montclair, N. J. 

Reinecke, J., Wood Off. Furn. 





Inst., Washington, D. C. 
Reinke, Harold, Manufacturers’ 
Representative, Chicago, IIL 


Reisler, Bert, J. Bandes & Co., 
Inc., New York, N. Y. 

Reitzel, Pete, Boorum & Pease Co., 
Brooklyn, N. Y. 

Reynell, Chas. E., Oxford Filing 
Supply Co., Brooklyn, N. Y. 
Rice, Waldo, H., Ward’s, Boston, 

Mass. 
Richardson, Fred, Office Equip- 
ment Co., Benton Harbor, ich. 
Ripley, Bill, American Pad & Pa- 
per Co., Holyoke, Mass. 


Rising, F. E., Manufacturers’ Rep- 
resentative, Los Angeles, Cal. 


Rivera, Harvey E., Dameron-Pier- 
son Co., New Orleans, La. 
Roberts, Garrett, Weldon Roberts 
Rubber Co., Newark, N. J. 
Robinson, H. . Robinson Re- 
minders, Westfield, Mass. 
Rockwell, H. P., Yawman and 


Rochester, = se 
LaSalle Products 


Erbe Mfg. Co., 
er eg E. R., 


o., Chicago, IIl. 

Rogers, Warren A., Victor Safe & 
Equipment Co., North Tona- 
wanda, N. Y 

Rohrs, Edward C., Eaton Paper 
Corp., Chicago, IIl. 

| Roland, C. S., Marshall-Jackson 
Co., Chicago, Ill. 


| Sainberg, R. B., 


| Salem, 


Rossow, Walter, H. H. 
Milwaukee, Wis. 
Rossway, W., Eberhard Faber Pen- 


West Co., 


cil Co., Brooklyn, N. Y. 
Roth, C. W., Roth Office Equip- 
ment Co., Dayton, Ohio. 


Rowell, C. F., J. L. May Com- 
pany, New York, N. Y. 
Ruedy, Walter, S. G. Adams Co., 


St. Louis, Mo 

Russell, Victor B., Goodrich Rub- 
ber Co., Akron, Ohio. 

Ryan, Campbell, Thomas Gibbons 
Co., Chicago, III. 


S 


Sahm, William H.., 

Co., New York, N. 
Sainberg & Co., 
Zz 


Eagle Pencil 


New York, N. 
F. H., Hotchkiss Sales Co., 
Norwalk, Conn. 


Salsman, T. J., Rockwell-Barnes 


Co., Chicago, IIl. 
Samson, Fulton W., Moore Push 
Pin Co., Philadelphia, Pa. 
Sanders, Howard S., Stationers & 


Pub. B. of T., New York, N. Y. 
Sanford, R. L., Brooks Company, 
Cleveland, Ohio. 
Sargent, F. M., 
Corp., Chicago, 


Speed-O-Print 
Til. 


Sawdon, Vic., Stanley Wessel & 
Co., Chicago, III. 

Schaefer, A. G., Sengbusch S-C 
Inkstand Co., Milwaukee, Wis. 

Schaefer, F. C., Sanford Ink Co., 
Chicago, Ill. 

Schiller, Al, Schiller & Schmidt, 
Chicago, III. 

Schmiederer, Wm., Buxton & Skin- 


ner Prtg. & Staty. Co., St. Louis, 
Mo. 

Schmutzler, R. C., Reyburn Mfg. 
Co., Inc., Philadelphia, Pa. 

Schoenfeld, Chas., Keystone Staty. 
Co., Camden, N. J. 

Schomp, A. L., Jr., 
a Corp., New 


Industrial 
Brunswick, 


eee Arthur, Schooley Prtg. & 


Staty. Co., Kansas City, Mo. 
Schreiber, Nels, Messenger Prtg. 
Co., Fort Dodge, Iowa. 
Schroeder, Wm. J., Walker, Evans 
& Cogswell Co., Charleston, cs. 
Schulda, John J., Wells Office 
Furn. Co., Chicago, IIl. 
Schulhof, Wm., The Office, New 
York, N. Y. 
Schumacher, R. V., National Blank 
Book Co., Holyoke, Mass. 
Schuster, Milt, Smead Mfg. Co., 
Hastings, Minn 
Scott, Earl H., Goldsmith Book & 
Staty. Co., Wichita, Kan. 
Seymour, Fred P., Horder’s, Inc., 
Chicago, Ill. 


Sharp, E. R., Hotchkiss Sales Co., 
Norwalk, Conn. 

Sharpe, Don, Reyburn Mfg. Co., 
Philadelphia, Pa. 

Shaw, V. A., Home Office Supply 
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Co., Welch, W. Va. 
Sheaffer, C. R., W. A. Sheaffer 
Pen Co., Fort Madison, Iowa. 
Shee, C. C., Oakville Company, 
Oakville, Conn. 

Sheppard, H. R., Pittsburgh Staty. 
Co., Pittsburgh, Pa. 

Shields, J. A., Shaw Walker Com- 
pany, Muskegon, Mich. 

Shockley, H. A., Bramwood Press, 
Indianapolis, Ind. 
Short, Harry L., Manufacturers’ 
Representative, Chicago, IIl. 
Siegrist, J. J., Allied Carbon & 
Ribbon Co., New York, N. Y. 
Silliman, W. Manufacturers’ 
Representative, Houston, Tex. 
Sime, Herbert L., Office Appli- 
ances, Chicago, IIl. 

Simons, W. V., Long Office Sup- 
ply Co., Miami, Fla. 

Simpson, .. H., National FiberstoK 


Env. Co., Philadelphia, Pa. 
Sinisgalli, C. V., R. P. Andrews 
Paper Co., Washington, D. C. 


Skagseth, A., Skagseth Staty. Co., 
Inc., Miami, Fla. 

Skibbe, A. R., Associated Station- 
ers Supply Co., Chicago, IIl. 

Skinner, Wm., General Fireproofing 


Co., Youngstown, Ohio. 

Slye, Robert H., Tribune Prtg. & 
Supply Co., Great Falls, Mont. 

Small, W. M., Johnson Chair Co., 
Chicago, IIl. 

Smith, C. A., Eagle Stationery 
Corp., Buffalo, ie 

Smith, Chet, Codo Mfg. Co., Chi- 
cago, Ill. 

Smith, Dan, Jr., Smith Printing 
Co., Williamsport, Pa. 

Smith, Ernest, Daniels Company, 


Muskegon, Mich. 
Smith, John, Southwestern Staty. 
Co., Amarillo, Tex. 
Smith, P. H., Smith Printing Co., 
Williamsport, Pa. 
Smith, P. K., P. K. Smith Staty. 
Co., St. Petersburg, Fla. 
Smith, R. L., Manufacturers’ Rep- 
resentative, San Francisco, Cal. 
Smith, W. E., Ace Fastener Corp., 
Chicago, Ill. 
Smythe, John M., Geyers Stationer, 
Chicago, IIl. 
Snapp, O. R., 
Chicago, IIl. 
Snelling, W. L., 
Chicago, IIl. 
Soldner, B., American Lead Pencil 
Co., Hoboken, N. J. 
Somerville, Walter, Dennison Mfg. 
o., Chicago, IIl. 
P. 


Office Appliances, 


Horder’s, Inc., 


Sommer, Joe Wm. Burford 
Prtg. Co., Indianapolis, Ind. 
Spencer, Osborn, Osborn Paper 
Co., Marion, Ind. 

Sprott, J. S., Globe-Wernicke Co., 
Cincinnati, Ohio. 

Stack, P. J., Johnson-Stack Co., 
Chicago, Ill. 

Stagg, Thomas, Hoskins, Inc., 
Philadelphia, Pa. 

Stallings, Marcus R., Stallings- 
Jenkins Co., Inc., Tampa, Fla. 

Stampp, Robert C., Fulton Co., 


Houston, Tex. 

Stark, Vernon G., Mittag & Volger, 
Inc., Tampa, Fla. 

Steele, Otis C., Jos. Dixon Cruci- 
ble Co., Jersey City, N. J. 

Stein, Leo, Stein Bros. Mfg. Co., 
Chicago, IIl. 


Steitz, Alfred, Field Staty. Co., 
Tulsa, Okla. 

Stephens, H. J., Rockwell Barnes 
Co., Chicago, IIl. 

Stevens, G. O., Stevens, Maloney 
& Co., Chicago, IIl. 

Stewart, Donald, Standard Prtg. 
Co., Louisville, Ky. 

Stewart, W. B., Melind Company, 
Chicago, IIL. 

Stewart, W. Neill, Stewart Office 
Supply, Dallas, Tex. 

Stieglitz, Charles, Imperial Desk 


Co., Evansville, Ind. 

Stillings, H. M., Finch & McCul- 
louch, Aurora, IIl. 

Stingel, Harold F., McDonald & 
Stingel, Saginaw, Mich. 

Stockett, Wm., Jr., Stockett-Fiske 
Co.., Washington, , 

Stoddard, R. B., Myers Mfg. Co., 
Nashville, Tenn. 


Stoner, C., Hunt Pen Co., Cam- 
den, N. J. 

Storey, Chas. R., Storey-Kenwor- 
thy Co., Des Moines, Iowa. 
Storey, D. H., Marathon Press, 

Wausau, Wis. 
Stott, Chas. A., Chas. G. Stott & 
Co., Washington, D. C. 
Strafford, R. C., Jr., Hotchkiss 
Sales Co., Norwalk, Conn. 


Strang, B. F., Gregory Fount-O- 


November, 1943 
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B. P. says: 


in ordinary usage!” 


NOTEAR sheets don’t tear at the holes. They outwear ordinary first- 
quality ring book sheets many times. NOTEAR sheets don’t bulk. They 
are made in fowr varying widths of muslin strips which are staggered 
throughout the filler permitting many more sheets in every book. 
NOTEAR is a complete line made in all standard sizes and rulings, 
with a choice of colors. It also comes in many other popular forms to fit 
special needs. For a complete listing of NOTEAR sheets, business forms 
and indexes, see our general catalog #41, pages 19, 23 and 112. 

The complete NOTEAR line is exclusive with Boorum & Pease 
where it was originated 35 years ago. Since then more than 500 million 
NOTEAR sheets have been sold. This is just one more example of how 
Boorum & Pease has anticipated the record-keeping requirements of 
America’s business for over 100 years. You can always rely on Boorum & 
Pease to help you keep a step ahead of the needs of your customers. 


. Se 





Net 


Sa = ae = 


ne 
4 Way TO KEEP \t° 





GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN, N. Y. 


BOSTON: 29 OTIS ST. * ST. LOUIS: 115 SO. 8TH ST. * CHICAGO: 538 S. WELLS ST. 


NEW YORK CITY SALESROOM: 349 BROADWAY, N. Y. 


OFFICE APPLIANCES, November, 1943 


“You just can’t tear a NOTEAR sheet 
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THE R. C. ALLEN 3699 


CAPACITY $10,000,000.00 : 
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Not that precision is anything new to the R. C. Allen 
organization. That precise craftsmanship which is now 
applied to making intricate aircraft instruments 
has always been a prime reason for the superior 
performance of R. C. Allen Business Machines. 


RC. Cklon, 


* MACHINES 
x 





KEEP YOUR R. C. ALLEN MACHINE IN GOOD CONDITION 


It is worth all the care you can give it. Have it serviced regularly by an R. C. 
Allen factory expert. Look for his name in your ’phone book, or write us 


R.C.Allen 


Business Machines 


ALLEN CALCULATORS, INC 
678 FRONT AVE N W, GRAND RAPIDS, MICH 


> 
Makers of World Renowned Business Machines 


10-Key Calculators + Portable and Standard Adding Machines + Book- 
keeping Machines + Cash Registers » Statement Machines - All-Purpose 
Office Machines, Electric or Hand Operated 


OFFICE APPLIANCES, November, 1943 
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Ink Co., Los Angeles, Cal. 
Stratton, O. R., American Lead 


Pencil Co., Hoboken, N. J 
Straubel, C. W., General Fire- 
proofing Co., Youngstown, Ohio. 
Straus, Martin L., Eversharp, Inc., 
Chicago, IIL. 
Strauss, Joseph C., Automatic 


Pencil Sharpener Co., New York, 


N. t. 

Strauss, Nathan A., Chico Book & 
Staty. Co., Chico, Cal. 

Stringe, A. R., Commercial Furni- 
ture Co., Chicago, IIl. 

Stuart, Geo. L., Orlando Type- 
writer Exch., Orlando, Fla. 

Stutler, R. W., James & Law Co., 
Clarksburg, WwW. Va. 

Summers, John B., Victor Safe & 


Equipment Co., North Tona- 
wanda, . 

Summerville, Scott, Ohio Office 
Equipment Co., Akron, Ohio. 


Sunderland, W. Te Universal Pa- 
per Products Co., Chicago, Ill. 
Sutton, J. W., Woodbury Book 

Company, Danville, Ill. 
Swisher, Jim, Bartlesville Staty. 
Co., Bartlesville, Okla. 


¥ 


Taggert, Myron K., Cramer Pos- 
ture Chair Co., Kansas City, Mo. 

Tamany, J. W., Boorum & Pease 
Co., Brooklyn, N. Y. 

Tapner, G. Industrial Tape 
nnd New Brunswick, N. J. 
Tavernier, L. H., Fulton Specialty 

Co., Elizabeth, N. J. 
Taylor, Thomas A., Schwabacher- 
Frey Co., Los Angeles, Cal. 
Tehan, Harry, Higgins Ink Co., 
Inc., Brooklyn, N. Y. 
Templeton, J. P., Joseph Dixon 
Crucible Co., Jersey City, N. J. 
Ten Hoor, Henry, Office Supplies, 
Inc., Muskegon, Mich. 
Thaggard, B. F., Clarke & Courts 
Co., Dallas, Tex. 
Thom, C. A. H., Gregory, Mayer 
& Thom Co., Detroit, Mich. 
Thomas, R. A., Grimes-Stassforth 
Staty. Co., ' os Angeles, Cal. 
Thomas, W. F., Findlay Prtg. & 


Supply Co., Findlay, Ohio. 
Thompson, Merrill, Quality Park 
Env. Co., Chicago, IIl. 


Thompson, E. B., Minnesota Min- 
ing & Mfg. Co., St. Paul, Minn. 
Thorn, G. S. (Stan), Paul Ander- 
, San Antonio, Tex. 
Clyde W., Ball & 
Ann Arbor, Mich. 
Tope Book & 
Philadelphia, 


Thrasher, 
Thrasher Co., 

Tope, Ronald E., 
Sup. Co., New 
Ohio. 

Towne, Richard P., National Blank 
Book Co., Holyoke, Mass. 

Tracy, J. F., E. W. A. Rowles Co., 
Arlington Heights, Ill. 

Trahan, Gus, General Office Sup- 
ply Co., Lafayette, La. 

Tredway, A. L., Trick & Murray 
Co., Seattle, Wash. 

Tritschler, Claude, Office Special- 
ties Co., Fargo, N. D. 

Tschudin, J. W., E. Weber Co., 
Philadelphia, Pa. 

Turman, M., Metwood Off. Equip. 
Co., New York, N. Y. 

Turner, A. R., Carpenter Paper 
Co., Fort Worth, Tex. 

<., Minnesota Mining & 
, Cincinnati, Ohio. 

Tynan, George R., F. S. Webster 
Co., Cambridge, Mass. 


U 


Uden, John A., Gallup’s, Inc., 
Kansas City, Mo. 

Urmston, Clinton G., J. S. _ 
ler, Inc., New York, ;. oe 
Urmston, Ray J., J. S. ecaihiton, 

Inc., New York, N. Y. 


Vv 


Vail, R. B., Vail Mfg. Co., Chi- 
cago, Ill. 

Van Dorn, Jr., H. B., Jos. Dixon 
Crucible Co., Jersey City, N. J. 

Van Dorn, W. M., Jos. Dixon 
Crucible Co., Jersey City, N. 

Van Horne, A. C., Eberhard 
Faber Pencil Co., Brooklyn, 


he 
Vater, Robert W., Jos. Dixon Cru- 


cible Co., Jersey City, N. 
Vevier, E. 'C., Vevier Loose Leaf 
Co., St. Louis, Mo. 
Vieth, Chas. E., A. W. Faber, Inc., 
Newark, N. j. 
Vincent, Handy, American Lead 
Pencil Co., Hoboken, N. J. 
Vogel, Bill, Sengbusch S-C Ink- 


stand Company, Milwaukee, Wis. 
Vogel, Pete, American Pencil Co., 


OFFICE APPLIANCES, 


Hoboken, N. J. 

Volzer, Paul W., Baer’s, Canton, 
Ohio. 

Vorwick, F. W., Blaisdell Pencil 
Co., Philadelphia, Pa. 


Ww 


Wachtel, Ben, Parker Pen Com- 
pany, Philadelphia, Pa. 

Wachtler, J. A., Omaha Prtg. 
Company, Omaha, Nebr. 

Waddy, Woodson P., Everett Wad- 
dey Co., Richmond, Va. 

Wagner, John A., Lucas Bros., 
Inc., Baltimore, Mo. 

Wagner, Walter, University of 
Chicago Bookstore, Chicago, III. 

Wainright, D., Zac Smith Staty. 
Co., Birmingham, Ala. 

Walcott, H. S., Domore Chair Co., 
Elkhart, Ind. 

Waldvogel, W. A., National Blank 
Book Co., Chicago, II. 

Walker, Arthur J., Farnham Staty. 
& School Sup. Co., Minneapolis, 
Minn. 

Wallace, Ebenezer, Southern Calif. 
Stationers Assn., Los Angeles, 
Cal. 

Wallace, James A., Jasper Office 
Furniture Co., Jasper, Ind. 

Walsh, Herb, Ace Fastener Corp., 
Chicago, Ill. 

Ward, Hugh, Geyer’s 
New York, N. Y. 
Wardsworth, Chas. W., American 
Lead Pencil Co., Hoboken, N. J. 
Warkentin, Ted R., Southwestern 
Staty. & Bank Sup. Co., Law- 

ton, Okla. 

Wasley, L. H., Quality Park Env. 
Co., St. Paul, Minn. 

Wasserberger, G., General Prtg. 
Co., Pontiac, Mich. 

Waters, E. T., Waters & Waters 
Branch, St. Louis, Mo. 

Watts, Norman, Office Equipment 
Co., Louisville, Ky. 


Stationer, 


Waymire, R. M., Hoosier Sup- 
plies Co., Spencer, Ind. 
Weeks, F. M., Allied Carbon & 


Ribbon Co., New York, N. Y. 

Wegner, Emery H., Wegner Office 
Supply Co., Fond du Lac, Wis. 

Weihe, Walter, S. G. Adams Co., 
St. Louis, Mo. 

Weingaertner, M. T., Egyptian 
Staty. Co., Belleville, Ill. 

Weis, E. T., Weis Mfg. Co., 
roe, Mich. 

Weis, Gilbert, Weis Mfg. Co., 
Palo Alto, Cal. 

Weislow, Harold, S. Wessel & Co., 
Chicago, IIl. 

Weissenborn, R. A., National Pen- 
cil Co., Shelbyville, Tenn. 

Welch, W. W., W. W. Welch 
Company, Cincinnati, Ohio. 

Wells, Otis E., Schooley Prtg. & 
Staty. Co., Kansas City, Mo. 

Wells, Roy E., Post Index Div. 


Mon- 


Art Metal Construction Co., 
Jamestown, N. 
Westring, Maynard F., Illinois 


Booksellers & Stationers Assn., 
Rockford, Ill. 
Weter, Edward, 
Erbe Mfg. Co., 
Weygant, G. S., 


Yawman = and 
Rochester, N. Y. 
Hedges Mfg. Co., 


Chicago, II, 
Whalen, J. J.. American Pad & 
Paper Co., Holyoke, Mass. 
Wharton, Hugh, Swan Prtg. & 
Staty. Co., Buffalo, N. Y. 


Wheeler, George C., a Appli- 
ances, New York, N. Y. 

Wheeler, Mel, 
ton & Haupt, Inc., 


Bainbridge Kimp- 
New York, 
| ae 2 
Whiting, C. W., 
Chicago, II. 
Whitney, George R., 
Co., Elkhart, Ind. 
Wilcox, Leonard, Roberts Prtg. & 
Staty. Co., Hutchinson, Kan. 
Wilkerson, Geo., Wells Off. Furn. 
Co., Chicago, Il 
Wilkerson, Oscar, Jr., 
~~ Equipment Corp., 


Louis Melind Co., 


Domore Chair 


Securit 
Aven 


Willander, Bernard, Boston Sta- 
tioners Assn., Boston, Mass. 
Williams, Albert W., Stationers 


Guild, Philadelphia, Pa. 
Williams, Clayton L., 
liams Co., Buffalo, N. Y. 
Williams, F. C., Yawman and 
Frbe Mfg. Co., Rochester, N. Y. 
B.., 


Williams, R. Yawman and 
Erbe Mfg. Co., Rochester, Ne Ss 

Willis, H. S., Pounsford Staty. 
Co., Cincinnati, Ohio. 

Willson, P. L., Kansas City Staty. 


Co., Kansas City, Mo. 
Wilson, O. M., Mittag & Volger, 
Inc., Park Ridge, N. J. 
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DUPLICATOR 
INKS 
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DUPLICATOR 
SUPPLIES 
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CORRECTION 
FLUID 

a 
TYPE CLEANER 
o 
HECTO FLUID 
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CARBON 
PAPER 
7. 
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RIBBONS 











FEATHER 
STENCILS 


build their own lasting impres- 
sions, create their own repeat 
demand from satisfied cus- 


tomers. 


That continued performance is 
impressive—that's why we say 
Red Feather Stencils give ‘lm- 


pressive Impressions.’ 


Red Feather Dealers are enjoy- 
ing repeat business from a 
growing host of satisfied cus- 


tomers. 


If you want an outstanding, 


profitable line, write today to 


RED FEATHER 
PRODUCTS, INC. 


Manufacturers 


Redwood City, California 
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On the Warpath 


The usual habit of the American Indian on the 
warpath was to pay strict attention to fighting. 
To others belonged the task of providing for the 
needs of non-combatants. The two groups worked 
almost independently. War was both personal and 
individual. 


Modern Americans use a different method. Our 
war is personal but collective. It requires the efforts 
whether on the fighting front or 
producing essentials at home. Non-combatants 
cheer the fighting men, true, but at the same time 
are giving their all to pass the ammunition in every 


of everyone, 


form. 


American industry is cheerfully doing its full share, 
and more—accepting curtailment of civilian pro- 
duction and services, delays in delivery, shortages 
of supplies—that all its efforts may go into war 
production. We do not object to inconveniences. 
Without them we could not give our men the 
backing and the equipment they need. When our 
braves return victorious, American industry again 
will be geared to the requirements of the various 
industries it serves. At that time a new line of 
"Andy units of steel" better than ever will be on 
the market and we shall hope for the favor of 
again meeting your requirements for metal filing 


equipment. 















INC. 


GENEVA 
ILLINOIS 


ois aie 
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D ERSON-HicKEY Go. 


Wingert, L. P., 
Co., New York, N. 

Winslow, Stuart H., Whiting Pa- 
per Co., Chicago, IIl. 

Wintrich, . E., Acco Products, 
Inc., New York, N. Y. 

Wirtshafter, Wm., Wirtshafter’s, 
Inc., Cleveland, Ohio. 

Wolcott, Geo. H., Wilson Jones 
Co., Chicago, Il. 

Wolf, C. A., Mayer-Schairer Co., 
Ann Arbor, Mich. 

Wolf, Fred J., Felton & Wolf Co., 
Lincoln, Nebr. 

Wolfe, R. F., Robt. F. Wolfe Co., 
Fremont, Ohio. 

Wonders, S. D., Carter’s Ink Co., 
Cambridge, Mass. 

Wood, R. N., Esterbrook Pen Co., 
Camden, N. a. 

Woodhouse, W. T., Jr., Wood- 
house Staty. Co., Washington, 

c. 


General Pencil 
7. 


Woodruff, Stanley, Weis Mfg. Co., 
Monroe, Mich. 

Woodworth, Harmon H., Rand, 
McNally Co., Chicago, Ill. 





Wray, George, Jasper ia Furn. 
Co., New York, N. 

Wren, J. L., House of Wien, Okla- 
homa City, Okla. 

Wright, Johnny, Story-Wright 
Company, Tyler, Tex. 


Wright, Thomas H., Rite Rite 
Mfg. Co., Downers Grove, IIl. 
Wustner, Geo., Wm. F. Murphy 


Sons Co., Philadelphia, Pa. 


7 

Yager, Harry, David Kahn, Inc., 
North Bergen, N. J. 

Young, A. W., Old Town Ribbon 
& Carbon Co., Brooklyn, N. Y. 

Young, Ralph L., Lynn B. Emery, 
Inc., Detroit, Mich. 

Youtz, Boyd, L. W. Holley & 
Sons, Des Moines, Iowa. 


Z 
Zachs, Miss J. R., C-Thru Ruler 
Company, Hartford, Conn. 
Zerbe, E. H., Burkhardt Company, 
Detroit, Mich. 
Zook, M. E., Rockwell-Barnes Co., 
Chicago, III. 


LADIES REGISTRATION 


A 
Adams, Mrs. F. K., St. Louis, Mo. 
Aigner, Mrs. A. C., Chicago, Ill. 
Aigner, Mrs. G. J., Chicago, IIl. 


Allen, Mrs. C. W., Youngstown, 
Ohio. 

Allen, Mrs. E. M., Jr., Nashville, 
Tenn. 

Andersen, Mrs. Birch, Gadsden, 
Ala. 


Anderson, Mrs. H. C., Cincinnati, 


Ohio. 
Ashley, Mrs. E. Russell, Bridgeton, 
nN. 3. 


Barkley, Mrs. P. H., Chicago, IIl. 
Bauerschmidt, Miss Elaine, Joliet, 
Ill 


Binney, Mrs. Frank H., San Bern- 
ardino, Cal. 

Bishop, Mrs. R. V., Cleveland, 
Ohio. 

Boyd, Mrs. Alton B., Panama City, 
Fila. 


Boyer, Mrs. K. L., Toledo, Ohio. 

Bradley, Mrs. Jim, Des Plaines, Ill. 

Brain, Mrs. John B., Jr., Omaha, 
Nebr. 


Bristoll, Mrs. B. J., Des Moines, 
Iowa. 

Brown, Mrs. L. M., Brooklyn, 
N.Y 


Bruce, Vera, Tulsa, Okla. 

Burbank, Mrs. Paul, Chicago, III. 

Burnett, Mrs. R. C., Indianapolis, 
Ind. 

Burns, Mrs. D. L., Mansfield, Ohio. 

Campbell, Mrs. G. P., Chatta- 

nooga, Tenn. 


Carithers, Mrs. Harold, Atlanta, 


Ga. 

Casselman, Mrs. Paul R., Detroit, 
Mich, 

Cavanaugh, Mrs. W., New Or- 


leans, La. 
Clark, Mrs. Hoot, Freeport, II. 
Clegg, Mrs. Wm. C., San An- 
tonio, Tex. 
Coggin, Mrs. F. L., Oak Park, IIl. 
Conlon, Mrs. E. J., Chicago, II. 
Cornish, Mrs. I. R., Chicago, Ill. 
Cox, Mrs. W. H., Chicago, Ill. 
Cramer, Mrs, Harold , Kansas 
City, Mo. 
Crenshaw, Miss V., Atlanta, Ga. 
D 


Davies, Mrs. J. R., Philadelphia, Pa. 

Davis, Mrs. G. P., Indianapolis, 
Ind. 

de Lemos, Mrs. W. B., 
gomery, Ala. 

Demaree, Mrs. C. S., Kansas City, 


Mont- 


Mo. 
Downe, Mrs. Fred, Tulsa, Okla. 
Dugan, Mrs. J. E., Pittsburgh, Pa. 


E 
Edelhoff, Mrs. Arthur S., 
City, 
Eldred Mrs. Arthur, Lorain, Ohio 
Espe, Mrs. L. D., Sioux Falls, S. D. 
Everly, Mrs. Chas. H., Chicago, Il. 


Farber, Mrs. L., Chicago, IIl. 
Feeley, Mrs. J. E., Springfield, 


Fellowes, Mrs. H. L., Chicago, IIl. 

Fernyak, Mrs. C. S., Mansfield, 
Ohio, 

Fitzgerald, Mrs, E., Chicago, Ill. 

Fontaine, Mrs. Art, Anderson, Ind. 

Fox, Mrs, Miles, Detroit, Mich. 


Jersey 


G 
Garvin, Mrs. Chas, P., Washington, 
a en 
Geyer, Mrs. Andrew, New York, 
N. Y. 
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Gilbert, Mrs. a A., Chicago, III. 
Gill, Miss orothy, Milwaukee, 


Goff. Mrs. Wm., Madison, Wis. 
oe. Mrs. Hy, Rochester, 
Y 


Goodhand, Mrs. L. C., Chicago, Ill. 

oe. Mrs. R. P., San Antonio, 
ex 

Griffiths, Mrs. F. E., New York, 


Y. 

Griffiths, Mrs. G. F., Jr., New York, 
if 

eS Om Mrs. A. B., Duluth, 


Minn. 
Guy, Mrs. Walter, Little Rock, Ark. 
H 


Hackett, Mrs. Phil J., New York, 
N. Y. 
Hammond, Mrs. R. L., Holyoke, 


Mass. 
Hansell, Mrs. M. E. II, New Or- 


leans, La. 
Hanson, Mrs. T. H., Holyoke, 
Mass. 
Hanson, Mrs. V., Sioux Falls, S. D. 
Healy, Mrs. E. B., Santa Fe, N. M. 


Heim, Mrs, G., Chicago, III. 
Heymann, Mrs. H., New York, 
N.Y 


Hoelscher, Mrs. Lou, Buffalo, N. Y. 
Hoge. Mrs. Wm., Youngstown, 


hio. 
Holt, Mrs. G. C., Fort Madison, 


Iowa. 
Hooper, Mrs. E. R., Chicago, IIl. 


Howard, Mrs. Grant, Tucson, Ariz. 
Howell, Mrs. C. H., Chattanooga, 


Tenn. 
Hucke, Mrs. Chas., Atlanta, Ga. 
J 
aoe, Mrs. L. Craig, Hannibal, 


Jaffe, Mrs. Leon, New York, N. Y. 
Jerue, Mrs. §S., St. Paul, Minn, 


K 
Keeling, Mrs. Ed., Jamestown, N.Y. 
Kessler, Mrs. H. M., Louisville, Ky. 
Ketner, Mrs. Elda Gail Mason, 


Gallup, N. M. 

Kilham, Mrs. Horace, Portland, 
Oreg. 

Knapp, Mrs. C. J., Waterloo, Iowa. 


— Mrs. Elmer, Chicago, 
ll. 


L 
—, Mrs. J. D., Kansas City, 


oO. 
Latsch, Mrs. R. D., Lincoln, Nebr. 
Lennartson, Mrs. Walter, Chicago, 

Ill 


Libby, Mrs. Lee S., Spokane, Wash, 
Linden, Mrs. Hy, Chicago, IIl. 
Lipner, Mrs. W. C., Bloomsbury, 


N. J. 
Lowe, Mrs. C. Guy, Jackson, Miss. 
Lowe, Mrs. Willis, Fort Worth, 


Tex. 
Lydiard, Mrs. J., Chicago, Ill. 
M 


Malatesta, Miss Clara, Chicago, Ill. 

Maneval, Mrs. R. V., Chicago, II. 

Mann, Mrs. O. D., Houston, Tex. 

——, Mrs. O. M., Cumberland, 
d 


Marshall, Mrs. Chas., Atlanta, Ga. 
Martin, Mrs. A. R., Mobile, Ala. 
Matton, Mrs. Dewey, Ft. Worth, 


Tex. 

McCain, Mrs. W. E., 
Tenn. 

ae Mrs. Ed. F., Kansas City, 


Memphis, 


— Mrs. F. C., Springfield, 


McIntosh, Mrs. Chas., Meridian, 


Miss. 
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Long after he forgets the 
price, a man remembers the 
quality of what he bought— 
that’s why Bates Numbering 
Machines, and the other Bates 
Office Helps have made such 
a place for themselves in the 
business world. 

War production has 
taken a large part of the 
Bates manufacturing ca- 


pacity—so much that until 
the war 1s Over we can- 


not possibly meet the full 


Bates List Finder 
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QUALITY sticks in a man’s mind... 


demands forall Bates Products. 

These are days for conserva- 
tion—days when it is more im- 
portantthanevertokeep Bates 
Products in top condition; 
for everything that speeds up 


business speeds up Victory. 





Bates Stapler 


Bates Numbering Machine 


mm Bison ps 
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VICTORY 


sks aw OR ene. @ 
bright future to the 
office furniture dealer! 


yA 
POST Wh 4 We have infinite faith in the 


future of America. 


PLANNING | 
cpt That's why during this critical 
VA war period, we are formulat- 
(Ez ing plans which will open up 
a new sales horizon in wood 
desks. Jackson dealers will 


share in the results of our 
long range planning. 


The ‘Desk of Tomorrow” is on 
its way. Rest assured... no 
matter what form it will take 

that JACKSON quality 
will remain unchanged. Their 
sturdiness . . . their functional 
advantages can be counted 
on TODAY —TOMORROW 
and ALWAYS. 


JASPER 
Office Furniture Co. 


Jasper, Indiana 
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Meyer, Mrs. J. L., Louisville, Ky. 

Mixter, Mrs. C. F., Eau Claire, Wis. 

Morgan, Mrs. H. S., Chicago, Ill. 

Mulliken, Mrs. Elizabeth, Duluth, 
Minn. 


N 
Navrat, Mrs. Milton, Hutchinson, 


Kan. 
Neary, Mrs. Jas. E., New York, 


Nestor, Miss Clara, Detroit, Mich. 
Newman, Mrs. W., Knoxville, Tenn. 
Nichols, Mrs. Harry, Columbus, 


Ohio. 
Nickel, Mrs. W. J., Chicago, II. 


10) 
O’Rourke, Mrs. _ Houston, Tex. 
Parker, Mrs. H. C., Jr., New Or- 


leans, La. 
Parrott, Mrs. J. S., Waterloo, Iowa. 
Parrott, Mrs. R. W., Waterloo, 
lowa. 
Pitt, Mrs. F. D., Chicago, Ill. 
Plantenberg, Wilma, St. Cloud, 
Minn. 


Pritchard, Mrs. J., Chicago, IIL. 
Rockwell, Mrs. H. P., Rochester, 
N.Y 


Ryan, Mrs. Frank M., Milwaukee, 


Wis. 


S 
Sanders, Mrs. H., New York, N. Y. 
Schumacher, Mrs. R. V., Holyoke, 
Mass. 


Silliman, Mrs. W., Houston, Tex. 


Sime, Mrs. Herbert L., Chicago, 
ll. 

Sinisgalli, Mrs. C. V., Washington, 
a. Ge 


Skagseth, Mrs. A., Miami, Fla. 

Smith, Mrs. C. A., Buffalo, N. Y. 
Smith, Mrs. John, Amarillo, Tex. 
Smythe, Mrs. John M., Chicago, Ill. 
Stagg, Mrs. Thomas, Philadelphia, 


a. 
Storey, Mrs. C. R., Des Moines, 
Iowa. 


A 
Taggart Mrs. Myron K., Kansas 
ity, Mo. 
Taylor, Mrs. Thomas A., Los An- 
geles, Cal. 
Thom, Mrs. C. A. H., Detroit, 
Mich. 
Thomas, Mrs. W. F., Findlay, Ohio. 


Vv 
Van Horne, Mrs. A. C., Chicago, 
Ill. 
Vater, Mrs. R. W., Jersey City, 
N. J. 
Vevier, Mrs. E. C., St. Louis, Mo. 


Ww 

Walker, Mrs. A. J., Minneapolis, 
Minn. 

Warkentin, Mrs. Ted R., Lawton, 
Okla. 

Wasserberger, Mrs. G., Pontiac, 
Mich. 

Weaver, Mrs. F. W., Youngstown, 
Ohio. 

Weber, Mrs. Wm. F., Chicago, Il. 

Wells, Mrs. Roy, Jamestown, N. Y. 

Winslow, Mrs. S. H., Oak Park, IIL. 

Woodhouse, Mrs. W. T., Jr., Wash- 
ington, D. C. 

Wright, Mrs. Johnny, Tyler, Tex. 

Wustner, Mrs. George, Philadelphia, 
Pa. 
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PRESIDENT'S ANNUAL REPORT 
(Continued from page 35) 


tionery and all that sort of thing—may we answer 
that? Now is the time when the morale of the Army 
and Navy of the United States is materially aided by 
the correspondence they have with the home folks. 
Not only that, but we call attention to the fact that 
many of these items which are the ultimates of writing 
and correspondence are high in the requirements of 
the boys in the armed services when they talk about 
gifts. 

It is our job to have ready in our stores in stock all 
over the country the items that the families need in 
order to correspond with their boys at the front. 
The man who undertakes to make it difficult for peo- 
ple to obtain more instruments of writing, and more 
methods of communication is not serving his country 
very well. Those people who talk about giving the 
civilian population five per cent or ten per cent of their 
1941 purchases either don’t read what is being done 
on V-Mail and other types of correspondence, don’t 
care, or are such a bunch of fatheads that they don’t 
realize the importance of correspondence between the 
“war front” and the “home front.” 


Planning for the Future 


Our office has several jobs which it is doing: The 
first one is to assist in every way possible so that our 
members may be permitted to do a greater job in 
serving the Services. The second includes the promo- 
tion, protection and progress of the industry without 
conflicting with the war program, and the third big 
item that will be stressed at this War Council is 
preparation for the time when the war will be over. 
Immediately when there comes an end to the war or 
even a break in the war, the services of our people 
are going to be needed to see to it that the country 
does the very best job it can in co-operation with 
the best organizations that have been set up in order 
to meet the post-war program. Speaking of post-war 
planning, I would like to quote from an editorial by 
Paul Talbot of United Business Service in the Sep- 
tember 4 issue. I quote: 

“THE FUTURE BELONGS TO THOSE WHO PRE- 
PARE FOR IT. It seems to me this thought carries 
particular force and import right now as we enter 
the active fall season. 

The general subject of future and post-war plan- 
ning is not a new one—in fact, I doubt that any 
other business subject is currently being more 
widely discussed. But I call attention to the fact 
that this sentence does not say the future belongs 
to those who plan and intend to prepare for it— 
it is reserved for those who do prepare for it. 

If you happen to be a businessman with execu- 
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Made in the best spirit 
of Free Enterprise 


xk 


“GRAND | 
PRIZE” 


TYPEWRITER RIBBONS 
and CARBON PAPER 


x ** 









































Thanks to the Fifth Freedom—the Amer- 
ican spirit of private enterprise—we have 
been able to build distinctively superior 
quality and value into “Grand Prize” 
Typewriter Ribbons and Carbon Paper! 


“Grand Prize” products stand on their own 
merits. That’s the American way of doing 
business—the traditional way our country 
must always protect and nourish, not just 
for the sake of making a profit, but for the 
opportunity of affording the happiest and 
most fruitful way of life for every man! 


Buy ANOTHER 
War Bond NOW! 


PACIFIC CARBON and 
RIBBON MFG. Company 


J. FRANCIS O’CONNOR, Pres. 
Head Office and Factory: 
1451 Harrison Street, San Francisco 3 
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NEARLY SIXTY YEARS 
OF SERVICE AND QUALITY 
TYPEWRITER PAPERS 
FILLERS OF ALL KINDS 


COLUMNAR AND 
WORK SHEET PADS 


RECEIPT BOOKS 


QUADRILLE AND 
CROSS SECTION 
PADS AND PAPER 


STENOGRAPHERS' 
NOTE BOOK 


LEGAL PADS 
PRINTED BUSINESS FORMS 


DRAWING TABLETS, 
PADS AND PAPER 


COMPOSITION AND 
MEMORANDUM BOOKS 


PERFORATED AND 
SCRATCH PADS 


* 
| 





We will strive to maintain our reputation for 
Service and Quality but under existing conditions 
must rely on your patience and co-operation. 


ESTABLISHED 1884 


HOLYOKE.-MASSACHUSETTS 
Salesrooms: NEW YORK: 291 Broadway CHICAGO: 173 W. Madison St- 








148 





tive responsibilities, may I suggest that you set 
aside some definite time for yourself and your asso- 
ciates to devote exclusively to real preparation for 
the business conditions you will probably face next 
winter and next spring. Obviously, the first big 
question mark is the war. We still forecast that the 

European phase of the war will be concluded in 

the winter of ’43-’44, with the Japanese situation 

clearing up about a year later. But we may be 
wrong—as may any other estimate of so uncertain 

a thing. 

So you must make up at least two sets of work- 
ing specifications (perhaps more) based on what 
may actually happen. But it will be well worth- 
while, even if you have to make up a half dozen 
sets of plans. 

When that fateful day arrives—when “post-war” 
becomes “now’’—there will be all too many business- 
men who thoroughly intended to prepare for the 
war’s end, but who will have no definite program 
worked out. 

Will you be among them, or do you really believe 
that THE FUTURE BELONGS TO THOSE WHO 
PREPARE FOR IT?” 

We are indeed fortunate that our general manager 
is chairman of the Trade Association Advisory Com- 
mittee of the United States Department of Commerce, 
which is stepping into this thing in a big way. We 
are indeed fortunate in our close relationship with 
the Committee on Economic Development which is 
made up of an almost unbelievable list of names in 
every phase of business and profession, who have 
organized themselves together to do a great, patriotic 
job and to see to it that this country is able to face 
the post-war period without having huge unemploy- 
ment and economic disaster. 

This has been the busiest year in history for the 
commercial stationer. We’ve had many changes— 
commodities have changed, we have lots of war goods 
on our shelves, we have lots of new things coming 
into this picture, and many of the things that are 
coming in at the present time will continue after the 
war is over. We advise our merchants to watch their 
stocks carefully and to make sure that when the war 
does come to an end they are not overstocked on 
things that they are going to have difficulty in 
disposing of. 

Other Services 


Now, summing up as to what does the Association 
do—I’ll tell you some of the things it does: This Asso- 
ciation is made up of serious-minded businessmen who 
look upon the organization as the one and only vehicle 
for placing the stationery business upon the high and 
profitable plane of American business endeavor where 
we are glad to belong. The entire program of this 
Association is planned and carried through with this 
one thought in mind—mark this quotation because it is 
true—“Membership in the National Stationers Asso- 
ciation is valued, not only for the opportunity it affords 
to improve one’s own business, but also for the occa- 
sion it offers for service to the industry, assured by 
the unselfish work of the members, officers, or com- 
mitteemen all over the United States.” 

And right at this point, as president of this Asso- 
ciation, I want to pay real tribute to the governors 
and officers of the Association because I’ve never had 
contact with any group of men who have been more 
co-operative, who have been quicker on the trigger, 
who have been more ready to go to bat and to do 
the things that are needed to be done than these 
officers and governors of the National Stationers 
Association. Again, I call your attention, gentlemen, 
and again answer this comment, “What does the Asso- 
ciation do’? 

We make available now to all of you gentlemen this 
War Council and this War Market, and we publish 
our own magazine The National Stationer, which co- 
operates beautifully with other trade papers. We get 
the Flashes from Washington and the Washington 
News Letter. I’m not going to comment on that or 
the Desk Sheet but the Association was complimented 
not long ago by one of the finest speakers in the 
country who said that the Washington News Letter 
was the simplest form of advertising a business that 
he had ever come across. 

Then we get the Stationers Cost of Operation, and 
we don’t get enough co-operation on this. We don’t 
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In judging the merits of a product the 
consuming public is the court of last resort. 
Regardless of the amount of engineering skill 
or precision workmanship put into a stapling 
machine those who buy and use it must be 
satisfied, otherwise all these efforts are in vain. 

Thousands of Ace’s New Wartime Model 


No. 402-V are now in daily operation. Re- 





ports flowing in are most complimentary, 
bearing out the fact that when Ace builds a 
stapling machine it must be good—must em- 
body those sterling Ace qualities of rugged- 
ness, long life and easy, efficient, dependable 
Operation. 

SHIPMENTS WILL BE ALLOCATED TO THOSE 
QUALIFYING WITH PRIORITY RATINGS. 


SOLD EXCLUSIVELY THROUGH DEALERS 
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ACE FASTENER CORPORATION © 3415 NORTH ASHLAND AVENUE + CHICAGO 
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COMPLETE 
DEALER LINE 
OF 
woopD 
FILES 


No. 424 
Tabulating 


Boyco Files, whether Card 
Index, Tabulating or 
Check, store the greatest 
number of Cards in the 


it 
Le La in | 


least amount of space. 


at a 





No. 8424 rage - 4 


No. 5424 No. 6424 

Card Index | Card Index with Card Index ha 8514 

for 3x 5 cards Sorting Shelf for 5 x 8 Cards etter and 
for 4 x 6 cards . Legal Files 


3 


3 


, ‘ 
i 


Actual photograph showing Boyco Files can be built up to match existing filing equipment 


in the office. 





No. 9400 BOYCO CHECK FILE 
1.8. Drawer 434 x 912 x 22 
equipped with Boyco 
patented Follow Block 


BOYCO REGULAR DESK TRAYS 


‘a'wlalulula's 'y 'y 'y 





BOYCO DELUXE DESK TRAYS 


1725-45 








CHICAGO 


No. 2024 oak or green 
20-drawer solid 
TABULATING 
CARD FILE 


8 
€ 





Drawer Capacity 60,000 Cards 





Equipped with Boyco Follow Blocks 





CLOG tele Bb Eee 


For Cards 31% x 7% 


Manufactured by 


BOYNTON 


AND COMPANY 


BOSWORTH AVENUE 
st ILLINOTS 


NORTH 


Manufacturers of Quality 
Wood Products Since 1885 
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get enough members sending figures in. Every month | 


we have a survey and we don’t get enough co-opera- 
tion on that. Again, we don’t get enough members 
sending figures in. Instead of 75 or 100 there ought to 
be 275 or 300. People want these figures—members 
write in for the figures—and yet don’t even send the 
figures in themselves. 

Then there is a research department, too. We do get 
into things that affect our business and many of these 
things can’t be sent out in the bulletin. It’s the work 
that’s done in every business office. It’s the work that 
is done every day by headquarters to take care of 

roblems. They go ahead, do it quickly and do the 
Cast they can. 

Our own general manager, appearing before the 
Senate Committee on Small Business to delivering a 
22-minute speech on request, was questioned for some 
25 minutes. He told a story of small business that not 
only intrigued the interest of the Committee itself but 
went all over the country in an advertising way. And 
I want to call your attention to the fact, too, that 
through the work of this Association you will find 
newspapers and magazines referring to the stationery 
business as a business. You even get cartoons nowa- 
days in reference to stationery and office supplies and 
— equipment, and when you get those you're going 
places. 

Your Association has the benefit of the finest advice 
that can be concentrated in any place in the whole 
country because of its membership. It is always ready 
and willing. It has its people on committees in the 
United States Chamber of Commerce, the Department 
of Commerce, in WPB, and in all sorts of places. 
Gentlemen, I end my address by saying to you that the 
man who is wondering what the Association is doing 
isn’t looking. NSA is doing the biggest job, giving the 
biggest volume, dollar for dollar, of any organization 
that I know anything about. 





POST-WAR PERIOD IN THE OFFICE 
EQUIPMENT FIELD 


(Continued from page 39) 


ing volume sufficient to insure a fair rate of business, 
and, of course, additional production of other products 
would be made as rapidly as conditions would permit. 

Concurrently with all this, we have the new installa- 
tion market. This will materialize from _ several 
sources. (1) New businesses that will start up, particu- 
larly sales offices for the distribution of new products. 
(2) Existing business or professions that will feel the 
urge or necessity for refurbishing, i.e., to put on a new 
suit of clothes. to put their best foot forward, to have 
the best possible and most attractive working condi- 
tions, and to attract good customer or client relation- 
ships. (3) Replacement of unsatisfactory substitutes. 
I think you will agree with me that some pretty 
“junky” substitutes have been marketed in some in- 
stances. 

I believe your sources of supply for metal office 
furniture and equipment will not be found wanting 
when you settle down to business in the post-war 
period. A great deal of designing and planning is 
going on right now, on new lines of these products, 
for capitalization at some future date. We hope that 
date is in the near future. It isn’t possible to get 
materials, let alone the tools, dies, jigs and fixtures 
for manufacture, nor to take from the war effort the 
skilled labor necessary to build even samples now, but 
you can rest assured that when we can actually go 
to work much of the design and engineering work 
will be done, and a minimum of time will be required 
for tooling and production. 


Changes Expected 


Post-war products will be different, but not radically 
different from those of pre-war. There will be much 
refinement in design and manufacturing detail. 
Greater attention will be paid to finishes and color, 
and metal will not be made to simulate wood or other 
materials. Metal has attained and definitely estab- 
lished its rightful place in business equipment. It is 
time it stood on its own feet as to finishes. What is 
more attractive and practicable in an office than metal 
furniture and equipment finished in good, solid, har- 
monizing colors, with satin-soft trim of natural 
aluminum or other white metal as a contrast? What 
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You're proud of your name, we know. Over 
the years you’ve made it stand for something 
in your business community. That’s the way it 
is with the name ‘Dennison’, too. Since 1844, 
Dennison has stood for honest values and 
highest quality. 

For your benefit—and ours—we are remind- 
ing millions of people, regularly, about that 
name. The school teacher, the busy purchas- 
ing agent, the family down the street, your 
neighboring retailers . . . all of them are being 
regularly reminded that the name Dennison is 
their guide to satisfaction. These people are 
your customers. It’s sound policy to remind 
them that you are a Dennison Dealer, too. For 
the association of your name with ours helps 
both of us. You share the consumer accept- 
ance of a nationally known manufacturer of 
stationery sundries. We share the reputation 
which you have built as a supplier of quality 
merchandise. 

Because Dennison Goods are so widely adver- 
tised, enjoy such ready acceptance and still are 
so generally available, stationers all over the 
country find it wise to identify themselves as 
Dennison Dealers. What's in a name? The 
answer ts obvious. 
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"Fine," because they are strong, smooth, accu- 
rately graded and economical. These char- 
acteristics are the result of more than 50 years 
of experience manufacturing fine pencils. 


YWiarkors of Gere pene saiiece SECS 
General Pencil Company 


JERSEY CITY NEW JERSEY 
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requires less servicing or stands up and looks as well 
over a long period of time? What suffers. less in 
damage during shipments? What is less affected by 
heat and cold and dampness? What is more fire- 
resisting? Nothing that we now know of. 

We hear a lot about plastics. There is a lot of 
merit in the use of plastics under certain conditions 
but, in their present state of development, they fall 
far short of a universally usable, basic material for 
furniture, from several standpoints, among them being 
the high die cost for the volume involved, and an 
inherent lack of color fastness, which is not good 
where equipment is supposed to match up over a long 
period of years. Recently one of the top plastic men 
in the country, in answer to my question as to color 
stability, remarked that he could now furnish any 
color we wanted, and guarantee it so long as that 
color was black. In the improved synthetic enamels 
for finishing metals we now have good color stability. 
We must be quite sure that we combine with these 
finishes other items of equal stability. 

I could go on and on, discussing what I think we 
should not do in connection with our joint interests 
in post-war products, but there is one particular 
responsibility which faces all of us, upon which I want 
to place particular emphasis. That has to do with 
post-war employment. It is a responsibility that none 
of us wants to evade. If you and we do not plan our 
businesses so as to provide post-war employment for 
those who return to us from the armed forces, as well 
as those now employed, we shall lose another round 
in the contest between free enterprise in this country 
and a socially minded administration that will con- 
tinue to provide so-called security for these people 


| with money that comes from us as taxpayers. In other 


words, if we don’t provide employment, the Govern- 
ment will provide it in one way or another. None of 


| us ever wants to see WPA or PWA again, and we 


should not have to resort to such organizations if we 
do our post-war planning and preparation as it should 
be done, and if we assume the responsibilities that 
rest on our shoulders as proprietors and employers. 
I say that we are equally responsible, and I think I 


| am correct in this statement for I believe you will 
| find that the number of people who make their living 
| in marketing and servicing products such as we are 
| discussing just about equals the number usually re- 
| quired in their manufacture. 


Prepare a Sound Economy for Returning Soldiers 


Who among you at this time have not sons, brothers, 
cousins, neighbors or close friends in the armed forces, 
and on the battlefronts, sacrificing everything to pre- 
serve our American scheme of things? Many will not 
come back to us, but those who do come back can and 
should rightly demand decent employment and suit- 
able places in our business life. It is our joint respon- 
sibility to see that they get them. 

More than 700 men have gone out from my own 
organization, and are now in various units of the 
armed forces throughout the world. Many of them 
write how anxious they are to get back, and how much 


| they are depending on us to have places for them 


when they return. You men must be receiving letters 
with the same expressions of thought from men from 
your organizations. We shall meet this post-war test 
only if we make adequate preparation for it now. 
There has never been a time for more effective 
preparatory work. What would hearten a returned 
soldier more, when he comes back to his job as a sales- 


| man with you, than for you to hand him a real live 


prospect list? He would know immediately that you 
had been planning, and that you had been doing some 
helpful work and were thinking of him during his 
absence; also that you were ready and waiting for 
him to get to work on his return. 

What will industry’s employee service men think if, 
when they come back, we have no jobs for them and, 
in the absence of planning, no immediate prospects 
for jobs? If you or I were one of them, and had 
served one year or two years, or three years away 
from home, perhaps in the Aleutians, perhaps in the 
Solomon Island jungles, perhaps in the deserts of 
Africa, perhaps just in our own training camps, 
wouldn’t we have a right to feel that we had been 
dealt with unjustly, or—to use plain, unadulterated 
service jargon—‘“that someone had played us a dirty 
trick”? We can’t afford to have that happen, and it 
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No. 30—60x32 
List Price $60.00 


Prices subject to change. 


No. 30 NT 
Pedestal Typewriter 
List Price $68.00 


Prices subject to change. 


Pack 







two 
Orde 
10% 


Investigate Michigan’s Complete Line. Dealers are welcome to our catalog. Write to us. 


MICHIGAN DES 
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The Dealer Line 
witha Future 











Satisfies the Exacting 
Needs of Today 








FILING CABINETS 


No. F7 Letter Size 
List Price $58.00 


No. F8 Legal Size 
List Price $63.00 


Full drawer extension, cradle suspension full 
progressive, operating on large plastic roll- 
ers. Drawers are non-binding and interior 
smoothly finished giving file an excellent ap- 
pearance. 

Available in large quantities and quick 
service. 


CARD CABINETS 


Double or Single. A size for 


every record. Made to stand 





abuse. Olive green finish. 





List 

Packed four single cabinets or No. Size Price 

: _.Sinal WF 6 2 ote 4. 
si double cabinets to carton. a oe , : “sig : “Sle “sei pecs $ me 
Orders for less than 3 cartons. 58 siege aes ..........9ingle Drawer. 6.40 
o7 om 53 aS. BS Double Drawer ss 8.00 
10% additional. 64 4x6 _....Double Drawer 9.20 
85 Ec OMe Sines Double Drawer 10.80 

to Us. 





/ | M PA N Y GRAND RAPIDS 
MICHIGAN 
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PRONTO 


FIBRE BOARD FILES 







LETTER SIZE No. E210 
$2.25 


Carton Price 


While America’s mammoth industrial might 
concentrates on war production, steel is a 
vital material. Keeping records is vital, too. 
So, we Americans are using every substitute 
material we can. This is why so many dealers 
are selling PRONTOS in such large numbers 
and thus solve the vital record keeping prob- 
lems of their customers. 


When PRONTOS are used all records are 
always at finger tips for drawers glide 
smoothly in and out of the case. Made of 
275 lb. test corrugated board reinforced by 
steel, PRONTOS will stand the abuse all 
storage files receive. PRONTOS can be 
interlocked into solid batteries as high and 
as wide as needed. Every drawer in the 
stack is easy to reach and drawer contents 
instantly available. No shelving is needed. 
Finished in olive green. 


PRONTOS will save your customers much 
time and trouble. Take a tip from other 
dealers and concentrate some real sales effort 


on PRONTOS. Why not begin today? 
” 







CHECK SIZE No. E94 
$1.50 


Carton Price 


FOLLOW BLOCKS 


40¢ 
ADDITIONAL 


MADE FOR 
ANY SIZE 
FILE 








SANITARY BASES 
for all size files Price 


$2.25 er 


A Size for Every Record 


FREIGHT BILLS SALESCHECKS CLAIMS 
CHARGE SLIPS 5 x 8 CARDS RECEIPTS 
JOB TICKETS 4 x 6 CARDS METER STUBS 








Manufactured under one or more of the following patents 2061485, 
2110556, 2139520, 2181918, 2225958, 2275322, 2277155 


Prices in Denver and West of the Rockies 20% Higher 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK, N. Y. 


SST A SMe RRR ORE: ER een. 
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won’t happen if our planning and preparation are 
adequate. 

There isn’t any question but that there will be 
tremendous dammed-up buying power for our kind of 
products. Our job will be to pry it loose. 

Yes, I know you are short-handed; so are we, but 
those of us who can do it must put in the necessary 
aours of work to get these important things done. It 
is a must program. It is one in which we both share 
the responsibility since such a high percentage of 
industry products are marketed through dealers. 


Organizing for Peace 


Now a few words with respect to other responsi- 
bilities we must assume, if we are to enjoy the kind of 
life and freedom we have a right to expect after the 
war is over. We must not be swayed in our thinking 
by much publicized confusion in Washington. After 
all, the newspapers would apparently place greater 
emphasis upon blunders and internal wrangles, from 
a news standpoint, than to play up the excellent work 
done by most of those who were called in as experts 
to help get things going, and to keep them going. The 
task of organizing this country for war was enormous, 
and it will be even greater to organize it for an endur- 
ing peace. The problems involved in returning to a 
favorable foreign and domestic economy after the war 
is over are so great, and so complex, that there is 
probably no comprehensive or overall solution. They 
must be segregated, analyzed, and solved piece by 
piece, and bit by bit by the best brains that can be 
drafted and, if the work of these men so drafted 
is to be effective, we must co-operate with them. We 
must organize to give them our best collective thought 
in a program for our kind of business that will 
dovetail-in with a program for general business that 
will insure a perpetuation of free enterprise for the 
coming generations. It is perhaps not so much a 
question whether free enterprise will survive the war, 
but as to what extent it will function in the post-war 
readjustment, and thereafter. 

To quote Paul Hoffman in a recent speech: “What 
we need when the war is over is a rip-roaring, hell- 
raising crusade for a complete return to the free 
enterprise system.” What would be more effective 
than to have the members of the National Stationers 
Association behind such a movement? 

I submit to you that the American people, if un- 
hampered by too much Government regulation, are 
ingenious enough and resourceful enough to work out 
an adequate peace-time prosperity. Each and every 
one of us, in accordance with his strength and ability, 
must start working now, and we must continue to 
work with all our might toward that end. 


9-9 ——————— 


ESSENTIALITY OF THE STATIONERY INDUSTRY 
(Continued from page 41) 


under very few headings. Sales and record keeping 
will cover most of them. Without sales there is no 
business. Selling is essential and the tools of selling 
are essential. Selling requires lists of prospects and 
customers, mechanical equipment, inventory records, 
credits, collections, circulars, brief cases, stationery. 
Record keeping demands filing systems of many kinds, 
ledgers, furniture, typewriters, dictating and account- 
ing machines. Try to picture in your minds the extent 
of filing equipment necessary for government use in 
housing Social Security records and the personnel of 
the Army, Navy and the Marines. 

Our high standards of living leans heavily upon 
advertising and selling, or, I might say, selling, since 
advertising is a part of the selling program. Adver- 
tising and selling serve people who want to buy things. 
Your salesmen show customers where they can get 
the products they need to accomplish certain purposes. 
Usually the salesman does the customer a good turn 
and helps him to solve business problems by making 
a sale. In this country we are all out for war. It is 
production that wins wars. It is production that has 
given the United States and its allies a decided edge 
over its opponents. Earning power pays for war—the 
earning power of business. The withholding of essential 
goods from business restricts earning power and com- 
plicates the payment of obligations including the 
enormous obligations of the war prugram. The tools 
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LEADERSHIP 


FOR OVER 100 YEARS 


in fine quality papers 








Southworth 


ESTABLISHED 1839 


THE OLDEST MANUFACTURERS 
OF TYPEWRITER PAPERS 
IN THE WORLD 


Every one is faced by the handicaps of 
War Times.” Raw material shortages, 
unprecedented demand, restriction of 
lines and the like, yet in spite of such 
difficulties we are caring for our dis- 
tributors reasonably and are constantly 


striving to improve our service. 


OUR POLICY AS ALWAYS— 
DISTRIBUTION THROUGH 
STATIONERS ONLY. 


Southworth Company 
WEST SPRINGFIELD, MASS. 


CHICAGO OFFICE & WAREHOUSE: 
564 W. MONROE ST. CHICAGO 6, ILL. 
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as Quality 


QUALIFIES 
IN WAR JOBS 





TYPEWRITER 
( RIBBONS 


build a reputation for quality among sec- 
retaries and typists who really care for 
consistently clear, sharp letters. 


O- 
CARBON 
PAPERS 


High rated business 
men demand clean typ- 
ing, sharp, black impres- 
sions from start to finish. 

Our new Super-Treated, 
Super Kote and Keen 
Rite Typewriter Carbons 
produce these results. 

Each box contains one 
of our famous (Patented) 
Carbon Gripper backing 
sheets. 

Codo makes carbon pa- 
per for every copying 
purpose and guarantees it 
against deterioration for 
five years. Full details 
are yours for the asking. 


Codo manufactures spirit and gelatine process carbons 
of high quality. 


MANUFACTURING CORP. 
| ic! 


529 South Franklin St., 270 Lafayette St., 
Chicago New York 


Factory: Coraopolis, Pa. 
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of business must be available. In many cases these 
tools may have substitute or alternate material but 
business must have its utilities—mechanical, furniture 
and stationery—to function best in the interest of the 
country. : 

Many stationers have office machine departments 
which handle typewriters, adding machines, calculat- 
ing machines, check protectors, duplicators and other 
products. For fourteen months dealers have been 
busy buying and reconditioning typewriters for Uncle 
Sam. Now that the buying part of the program is 
completed the Army and Navy have enough machines 
at least for the next twelve months. Business is handi- 
capped today through a lack of typewriters. I have a 
feeling that before many more months pass produc- 
tion may be resumed on a limited scale. In fact, with- 
out word from anyone to support the idea, I believe 
wide-carriage machines are being made now for gov- 
ernment use. 


Typewriter Creates Business 


I have referred several times to the typewriter be- 
cause I consider it the key not only to the modern 
office but to the entire office supply industry. The 
typewriter creates business in ribbons and carbons, 
paper, furniture, files, filing supplies, loose leaf, pencils, 
pens, erasers, paper fasteners. The duplicator was 
developed to duplicate the work of the typewriter. One 
of the first duplicators printing from type was made 
to give a blurred effect in order to imitate the original 
letter after it had gone through a letter press. Dupli- 
cators led to an attractive volume in stencils, inks, 
gelatin rolls, ribbons, paper. 

Adding, bookkeeping, calculating machines all fol- 
lowed the typewriter and to some extent are depend- 
ent upon it. Adding machines had been developed 
but not sold before the typewriter was on the market. 
Modern accounting machines bring to mind adding 
machine rolls, ledger sheets and various other sta- 
tionery items without which they are valueless. 

A friend of mine, former Chicago branch manager 
for a large concern, told me once of having 57 
salesmen and approximately the same number of 
service men. Every service man turned in several 
charges a day. There was plenty of billing from the 
salesmen. Two girls using modern, up-to-date ac- 
counting systems handled all the bookkeeping includ- 
ing customers’ debits and credits, salesmen’s commis- 
sions, and other incidentals. 

A neighbor of mine formerly worked in a large bank 
in Amsterdam. The bank was prosperous but old 
fashioned and was having some difficulty in keeping 
up with the tempo of the business world around it. 
A survey was made and an idea was sold to the man- 
agement. New equipment and systems were installed 
—mostly American—and soon the bank found that it 
needed only one-third its former personnel. Some may 
take these remarks as indication that modern office 
utilities and time and labor saving equipment in other 
lines contribute largely to unemployment, so-called 
technological unemployment, in normal times. That 
is another subject which can be answered easily, but 
not today. Under our present economy any system or 
device that will enable two to do the work of three, 
or make possible handling a needed task which other- 
wise would be left undone, is a blessing. 

The principals involved in a certain incident I do 
not recall, but shortly after we entered the war some 
one in our field in arguing the case for his own prod- 
ucts as essential to the prosecution of the war was told 
that our enemies across the Pacific managed to get 
along without them. In a story in the Chicago Sun 
in telling of the Japanese underground city at Kiska 
appeared a paragraph entitled “Office Supplies,” read- 
ing as follows: 

“One room apparently was an office. We dug 
through a table heaped with littered office equip- 
ment—postcards, forms, counting abacuses” (ori- 
ental idea of a calculator) “and bound reports. 
Beside a hand-type telephone was hung a hand- 
printed booklet, apparently the camp’s telephone 
book.” 


Office Equipment Future Brightening 


The picture so far as office equipment is concerned 
is not so gloomy as when that March editorial ap- 
peared. About seven months ago the heads of a dozen 
office appliance manufacturers were called to Wash- 
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‘iska | trating on the precision manufacture of various war products. * * * The limited number of Autopoint pencils : 
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being manufactured under Government orders, are going tothe Armed Forces, to established retail outlets, and 





ug 
f to organizations engaged in war production, for employees’ use. * * * Thus, first things are first . . . and be- 
ts. ee ' a ; 
d- cause of government limitation of our pencil volume, we ask for your understanding in serving our regular dj 
ne a 
accounts whenever possible. * * * Our willingness to serve you is only limited by our capacityto dose . . . and 


‘ your continued cooperation will help Autopoint Company render the greatest possible service to our Country 
“ne 

be AUTOPOINT COMPANY, 1801 FOSTER AVE., CHICAGO 40, ILLINOIS 
ash- 
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The 1944 Dome Tax Record 
with C. P. A. Service Behind It! 










Dome Record Has Been Tested, 
Applied and Approved By 
Accountants and idihienemen, 
RESULTING IN INCREASING VOLUME 
—REPEAT SALES! 


See for Yourself! 
THE ONLY 


3 INI 
COMPLETE YEAR’S 


TAX SERVICE "igmaiie 


Hes a sales “natural’—the amazing tax record serv- 
ice that stationers sold by the thousands last year and 
will sell even more heavily now! You will sell the new 1944 
DOME SIMPLIFIED WEEKLY TAX RECORD faster Weekly payroll Record, with spe- 
than ever before because now every copy entitles its owner, 7 cial columns for all tax dedull 
FREE, to all regular Research Tax Bulletins issued by the tions (Required by Law). 

Dome Tax Research Division! 

This unusual record is simple, complete, reliable, and 
accurate. Bookkeeping knowledge unnecessary. Only a few 
minutes a week keeps it up-to-date. Exclusive features— 
such as Detachable Yearly Summary Sheet—built right into 


Social Security account for each 
employee covering full year (Re- 
quired by Law). 





leading authority, make this tax help “the greatest aid to ly Income and Expense Record| 
small business ever devised.” Now, with Regular Tax Re- (Required by Law). 
search Bulletins, the Dome Record is more helpful—more 


the book by Nicholas Picchione, C.P.A., tax consultant and 3 Simple, accurate, complete week-| 
saleable than ever! Order this sales leader today! 4 


understand advice on all changes 


DEALERS: ORDER THROUGH YOUR JOBBER and developments during the tax 
or write to year—by a noted C.P.A. 


BAINBRIDGE, KIMPTON & HAUPT, INC. B Longest list of legal deductions 
ever published (276 items of de- 


218 Greenwich St. New York 8, N. Y. ductions). 
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ington to discuss the release of more mechanical 
equipment for office use. This was in recognition of 
the importance of modern office utilities to the con- 
duct of business affairs. Within a few weeks dictating 
machines were released for rental. Some time later 
an adding machine manufacturer wrote to dealers 
about their release from restrictions of Order L-54-c. 
In the notice was a quotation from a letter from the 
War Production Board which reads as follows: 

“This authorization shall extend to any dealer 
possessing stocks of such kind, model or type of 
office machinery, and you shall notify your dealers 
of this authorization.” 

The manufacturer went on to tell the dealers that 
they were authorized to sell all models without prior- 
ity, free of all restrictions. 

A few weeks ago I called to see a friend who has 
sold office machines for many years. He was in con- 
ference with several others who were planning to go 
on the street the following morning and actively solicit 
adding machine orders. Many of you are familiar with 
the recently issued Pulp and Paper Conservation Or- 
der M-24l-a, the purpose of which is to save a quar- 
ter of a million tons. Adding and other business ma- 
chine rolls, carbon paper, tabulating cards and com- 
mercial and industrial tags are unrestricted. Other 
stationery products may be manufactured at a rate of 
100 per cent of last year’s production. 

The essential character of this industry is being rec- 
ognized slowly by government officials. New evidence 
of that trend comes every month. Nathaniel Burleigh, 
Director of the Service Equipment Division of the War 
Production Board, made public a statement provided 
for him by the War Manpower Commission to the 
effect that workers engaged in production of office and 
business machines are now subject to the War Man- 
power Commission’s recent order regulating the trans- 
fer of workers and limiting their shifting to other 
essential activities at higher wages unless such shifts 
are within the terms of an employment stabilization 
program. He went on to say: 

“Finally, the United States Employment Service 
will use the list as a guide to determine which plants 
should have priority on available manpower.” 

“With this information, manufacturers of office 
machinery should see their way clear towards put- 
ting their manpower problems on a stable basis. 
With office machinery playing so vital a part in the 
overall war effort, it is important that every manu- 
facturer study these regulations carefully so that 
war plants, the government, and the armed services 
may be assured of the availability of machinery they 
may need in the future.” 

I might add that Mr. Burleigh had the confidence and 
appreciation of office equipment manufacturers even 
before the first loosening up of restrictions. 

Under the heading “WPB Puts Halt to ‘Grab’ of 
Civilian Goods” a newspaper dispatch started out with 
the paragraph: 

“Some government agencies have been purchasing 
products for military and export uses which had 
been earmarked for sale to civilians, it was revealed 
today as the War Production Board took steps to 
plug the leak of essential civilian goods.” 

Among the various items listed were office supplies in- 
cluding marking devices, pens and pencils. The sig- 
nificant thing about this reference is the classification 
of the office lines as essential civilian goods. 

Government performance proves a case for the in- 
dustry we represent, with government and government 
contractors taking 80 to 90 per cent of the industry’s 
output in order that they may function properly. It 
is obvious that modern goods and systems are essen- 
tial to business as well. I look for further recognition 
of our industry’s importance. 

— = — 


SECURITY OF WAR INFORMATION 
(Continued from page 46) 


information that doesn’t tell a thing... by itself. But 
... gather up innumerable fragments .. . countless 
bits and pieces of information from Maine to Cali- 
fornia and Oregon to Texas ... and you can piece 
them together like the separate pieces of a jig-saw 
puzzle to learn a whole secret. 

You don’t have to have to know a big secret, you 
See... to give away a big secret! The scrap of 
information you reveal in Pittsburgh ... together with 
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“My heavens, do you suppose they've 
signed an Armistice?” 


4 nore the tables on the Axis keeps 
Sloane humming these days. Glider wings, 


ship furnishings, joiner work...we’re putting 
everything we've got into them now, and won't 
be able to resume our wholesale activities 
until victory. But soon as the big day comes, 
the skill that has made us famous is yours to 
use on furnishing and decorating problems. 
You'll find us better than ever...we know! 





We«J SLOANE 


Contract Division 


575 FIFTH AVENUE « NEW YORK 
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KEEP PENDING 
DATA 









AT YOUR 
FINGER TIPS 










BARKLEY /7:i0¢ TAB 
DESK SETS! 


Many of your customers need these 
desk sets to speed their daily work. Quo- 
tations, cost, discounts, vital information, 
taxes and any other filed data can be 
kept at their fingertips. 


The Barkley Tab Desk Set is perfect in 
more ways than one—easily seen, since 
each tab is magnified in size and makes 
finding easier; relieves eyestrain; full 45 
range visibility; smooth edges, no torn 
papers or cut fingers. 


The folders are Redropo of 18 pt. red 
rope stock that withstands long and hard 
wear. Furnished with 75 special printed 
and plain inserts for personal selection. 


Write for complete details of 
this newest of filing tab de- 
velopments today. 











t 


C. L. BARKLEY & CO. 


CHICAGO, ILL. 


517 S. JEFFERSON STREET 
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a bit of information a man in Portland revealed about 
the son he’s so proud of .. . together with the hint a 
Sailor’s wife in Florida mentioned .. . plus odds and 
ends from all over... may reveal to the enemy secrets 
that none of the people who talked even knew existed. 
So the little things you know dare important .. . deadly 


important. And not only facts about service men. 
“Where are war plants located? What are various 
companies manufacturing these days?” That’s impor- 
tant. Who knows?—the Germans or Japanese may be 
planning widespread sabotage right this minute. 

“What critical materials are we lacking? Well, a 
man may come home from work and remark that 
things are fine at the plant except that they are short 
of radio crystals ... or lenses . . . the possibilities are 
endless. That’s all grist for the enemy’s mill .. . as 
they try to guess our future plans and our handicaps. 

“What’s are the latest developments in various kinds 
of war equipment we’re making?” Thousands of men 
and women know the answers to that. “How many 
men are getting a certain type of training?” Your 
son or brother or husband in training right now may 
have told you part of the answer to that one. 

Will America ever have air-raids? I don’t know. 
Our enemies may be planning one right now. And if 
so, they’d like to know just where our anti-aircraft 
batteries are. So if you know where some of them 
are ... don’t pass on the information till it reaches 
the enemy. 

Oh, there are all sorts of facts our enemies want to 
know. Common sense will tell you what a lot of them 
are. 

But you have to use that common sense—you have 
to think before you talk. 


Watch ALL Your Conversations 
But suppose you’re careful not to talk to strangers— 


| only to friends and relatives, to people you know are 
| loyal Americans? 
| interesting bit of news you wanted to tell your friends? 
| And you started to tell people about it. But in no 


Well . have you ever had an 


time, you discovered it wasn’t news any longer! When 
you’d meet someone they start telling you the news. 
That’s how quickly news travels. So when you tell 
a friend a bit of news. . . who tells a few more people 

.. each of whom tell some others .. . well, it’s like a 
chain letter—that news is all over in no time. And 
before even a few hours have passed, it’s actually true 
that strangers, people you never saw in your life may 


| be repeating the information you started. And there 


is the danger. That is how so much military informa- 
tion is gathered up in America by our enemies. For 
somewhere in that chain of talk—you never know 
where or when—an enemy agent or sympathizer picks 
up the information. It may be picked up in another 


| city ...in a place you’ve never been near in your 
| life. The enemy doesn’t care where he gets his infor- 


mation, you see. Or whether it’s first, second, fifth or 
tenth hand. You don’t have to be near an enemy 
agent, you see, to give him information. 

But we’re all in the United States, thousands of 
miles from Berlin and Tokio. By the time an enemy 
agent can get his information back home, isn’t it 
pretty much out of date? Too late to be of much use? 
No ... that was true once—in previous wars when 
news traveled slowly. But today the military infor- 
mation you talk about in Chicago may be in Berlin 
or Tokio a few hours or even minutes later. 

When Brazil declared war on the Axis, the German 
radio in Berlin made a broadcast in Portugese to 
Brazil. “We’re not worried about Brazil’s declaration 
of war,” the Germans said—‘“your soldiers are a lazy 
bunch. And if you don’t think so,” they continued, 
“go down to a certain wharf where Private So-and-so 
is supposed to be on guard duty. He’s supposed to be 
guarding important supplies, but the fact is that he 
is asleep behind some packing cases near the end of 
the pier.” Brazilian staff officers drove immediately to 
the spot the German radio had described. And there, 
sure enough, was the soldier sound asleep in the exact 


| spot the Germans had mentioned. Now, at the very 


most this man’s total period of guard duty was four 
hours. Furthermore, in that time he had to be assigned 
his post, make a show of patrolling it until he was 
alone .. . find a concealed spot ... and then go to 
sleep. What’s more, a German agent had to see him 
there ... send the news to Berlin . . . the news had 
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**Anybody remember what Tomkins owes us?*’ 


We'll wager they don’t even come close, for memories 
are notoriously fickle. 


What they need are records—accurate records that 
get things down in black and white . . . correctly— 
eliminate guesswork—cut waste and red tape... speed 
and co-ordinate the flow of vital information. 


That’s why so many businesses use Uarco’s scien- 
tifically designed records for purchasing, manufac- 
turing, shipping and office routines. They save time, 






FORMS FOR 
HANDWRITTEN RECORDS 





AUTOGRAPHIC REGISTERS 
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money and manpower in today’s swift race for Victory 
. . are tailored to individual needs. 

Perhaps Uarco Records can better co-ordinate and 
integrate routine in your business, too. If we don’t 
have the right kind of records for you, we'll design 
them. Why not let a Uarco representative analyze 
your problem? 


UNITED AUTOGRAPHIC REGISTER COMPANY 
Chicago, Cleveland, Oakland « Offices in All Principal Cities 


BETTER BUSINESS RECORDS 








FORMS FOR 
TYPEWRITTEN RECORDS BUSINESS MACHINE RECORDS é ; 
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IMPERIAL 
HECTOGRAPH 


“An eye-opener to important Hecto Buyers!""—that's the gist of the reports that are flocking in from all 
over the country. 
In test after test IMPERIAL HECTO is proving outstanding in these four features: 


. It produces clear, brilliant copies 

It wears longer 

It is cleaner to handle 

It is far and away the BIGGEST VALUE money can buy 


Available in these grades: 


IMPERIAL MEDIUM—Produces as many as 500 crystal-clear copies. Unmarred by carbon specks. Can be 
used a number of times before Deceided. 


awno 


IMPERIAL INTENSE—Produces brilliant, colorful im- 
pressions. Ideally suited for Noiseless Typewriters 
which require heavier touch. Wears down evenly with- 
out “breaking up'’ common to ordinary hecto. 


IMPERIAL MARATHON—A long run, sharply writing 
Hecto carbon. Its impression is more medium than in- 
tense. Capable of marathon performance, retaining 
clarity and easy-to-read legibility. 


# 


C 


on 


> 
¢ 


SCTO QO 
sei Dealers tell us they are delighted we entered the 
Hecto field—because they know this means DEALER 
PROTECTION, without any secret behind-your-back 


deals. Also a guarantee of friendly factory coopera- 
tion and liberal profits. 


Shall we send YOU samples and a price schedule? 
Please phone or write today. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 401-407 Mulberry St., Newark, N. J. 
NEW YORK OFFICE, 321 Broadway 





Manufacturers with the dealers’ viewpoint 


DETROIT, 37 LINDEN ST., RIVER ROUGE, MICHIGAN . CHICAGO, 179 W. WASHINGTON STREET 
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to be edited and fitted into the broadcast ... and 
then radioed back to South America. All within four 
hours at the most! That’s how fast news is sent to 
our enemies! While you’re on a shopping trip, you 
could tell a friend an interesting bit of news about 
your boy ... and before you get home German Intelli- 
gence officers could be studying that news in Germany. 

It doesn’t seem real, somehow, does it? It’s so hard 
to really believe that our enemies get valuable infor- 
mation directly from us; from you and from me. But it 
is real. They are getting information. Why, I could 
tell you stories for hours. 


An American Tragedy 


An American merchant ship was sunk in the At- 
lantic. The German submarine rose to the surface 
in the midst of the few survivors. The conning tower 
of the submarine opened, the German commander ap- 
peared, lit a cigarette and then, leaning comfortably 
on the edge of the tower he began to taunt those 
American merchant seamen swimming helplessly in 
the water below him. “Your ship,” he said, “is just 
three hours late. You were behind schedule and you 
kept me waiting.” Can you imagine the thoughts of 
those sailors in the water? Because what he said was 
exactly true ... and they knew it. 

Where did the Nazi get his information? We'll prob- 
ably never know. Very likely no one revealed the full 
secret. Somebody revealed:a little fact here . . . some- 
body spilled another bit there. The information leaked 
a little at a time. And in Berlin or Kiel or Stuttgart 
or Paris, those little facts, put together like a jig-saw 
puzzle, revealed the whole secret. The news was ra- 
dioed to the submarine ... and the ship was sunk. 
And the people who gave away the news never knew, 
don’t know to this day, probably, that they were even 
remotely responsible. 

Frequently, an hour to a week before a troop train 
is due to arrive at a staging area, the women begin 
to arrive in neighboring communities—wives, mothers, 
sisters, sweethearts of the men who are on that train. 
The entire movement of that train ... its departure 
and destination were supposed to be a secret. How, 
then, did the women know about it? You know as 
well as I do—talk ... talk... talk. 

I’m not trying to tell you that you should never 
speak a word about the war. That would be nonsense. 
But I do ask you to remember this easy rule about 
information the enemy might like to know. If you 
hear it from someone .. . don’t pass the information 
on. If you see it for yourself .. . don’t pass the infor- 
mation on. But if you read it in newspapers or maga- 
zines—or hear it on the radio—why, then it is current 
news and you can talk about it freely. Even then, 
though, there is this important reservation: never 
... out of your actual or hearsay knowledge under- 
take to supplement or amplify the information con- 
tained in a news story or radio broadcast. 

You know ...I spend a great deal of time and I 
travel many, many miles to talk to people like you 
about this problem. Thousands of words are written 
and printed about it. Movies are made, radio broad- 
casts given—all for the same purpose—to make 
Americans realize how important and serious the 
problem of careless talk is. Major General Strong, 
who is head of the Military Intelligence Division of 
the War Department and who sent me on this mis- 
sion, gave me this order ... 

“You will spare neither yourself nor the sensibili- 
ties of your listeners in presenting the gravity of this 
situation.” 

And so I say this .. . YOU could be responsible for 
the death of your own son or husband or brother or 
whoever it is you have in the service .. . if you talk 
carelessly. You could be responsible for the failure 


of an American attack ... because your talk helped 
warn the enemy it was coming. You...orI...or 
anyone in this room, or any other American, could 
help prolong the war by months or years .. . could 


perhaps even help lose it ... by talking carelessly. 


I’m not going to try to end my talk with a dramatic | 


punch-line. I’m simply going to ask you to think 
over what I’ve said to you today. To talk it over with 


your family and friends when you leave this hall; | 


when you go back home. And to highly resolve right 
here and now, that you are going to do your best to 
help solve this problem of careless talk. 
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Limitation Orders are rescinded 
the war, and K0H-I-NOOR Drawing 
become available to everyone, 
won't be any new designs 


models. 


Pencil users © will be chiefly inter- 


ested in the life of a pencil — its uni- 


form quality —its ability to pro- 


duce clear, smooth and sharply 


defined lines. 


KOH-I-NOOR will continue as it has 


done for more than 50 years, to de- 


liver the same fundamental quality 


that has made it one of the best Drawing 


Pencils that money can buy. 


SEND FOR BOOKLET No. 18 


KOH-I-NOOR Drawing 
PENCILS are available 
in 17 degrees of 
uniform hardness — 
smartly packaged — 
one dozen to the 
container. 





NO. 930 AVIATOR COLORED PENCILS ——A complete range 
of smooth working colors. Ideal for rendering, 
photo coloring, map work, etc. At your dealer 
in single colors or sets of 12 or 24 assorted colors. 


The RIGHT pencil for the RIGHT job 


KOH-I-NOOR PENCIL COMPANY. INC 
BLOOMSBURY. NEW JERSEY 
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NATIONAL 
DESKS 





Series No. 44 


Built for utility and designed for the 


general needs of modern corporations. 
NATIONAL Series No. 44 is charac- 
terized by square pedestals without 
sharp corners or edges... plus 


NATIONAL’S famed flush construc- 


tion and recessed center legs. 


Quartered oak, combination walnut or 
mahogany finish. Five ply tops with 
edges and corners well rounded. Hard- 


wood interiors stained to match finish. 


Series No. 44 like all NATIONAL 
Desks are authoritatively styled to con- 
form to needs and practices of modern 
business and professional efficiency.... 


Built on Quality. Sold on Merit. 





NATIONAL DESK CO.., Inc. 


HERKIMER NEW YORK 
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FOUNTAIN PENS 
(Continued from page 49) 


ticular item meant that they were asking us to 
manufacture and put together 5,000,000 parts per 
month, and that if they wanted twice as many, it 
would require $700,000 for a new plant, new machinery, 
and additional equipment. They were expecting us 
to say we could make 5,000 more Burroughs adding 
machines, which would be comparable, just because 
we have some extra people to be used on pen work. I 
spent two hours convincing them it was not that we 
had people on pen work (the ones on pen work were 
the older people), that we had taken all the men 
available that we needed, and that Mr. Sheaffer had 
promised the Army and Navy that our war contracts 
would come first. The other men in the industry have 
had the same trouble. 

This is a bomb fuse, for setting off a bomb. It is 
made like a Goldberg cartoon. There are 178 parts in 
that, and we were given exactly four months’ time to 
tool up and manufacture a 100,000 a month. It all has 
to be made accurately. We spent a 100,000 and some 
odd man-hours in tooling, only to have the United 
States Army turn around and say a few minutes later, 
“We do not need this any more; we want this one.” 
This is a fuse used on 75-mm., 105-mm. and 155-mm. 
Shells. I have received permission from the Ordnance 
Department to display these. This has 82 parts. If 
you want to know where your pens and pencils are, 
the Sheaffer Company have made and delivered to the 
Ordnance Department 1,500,000 of those since January 
1 of this year. Parker is making the same thing. Here 
are a couple of telephone plugs. We have made 
4,000,000 of these since Pearl Harbor, and are still 
making 80,000 a week. You may say, “Well, what does 
that mean?” 


Ideas for the Future 


Our president, Mr. Craig Sheaffer, all during this 
period has been looking forward. While we work for 
Uncle Sam all day, at night when we go home every 
executive is asked to think about tomorrow. Many 
months ago Mr. Sheaffer appointed two committees 
in our organization to plan for post-war. They have 
co-ordinated and co-operated, they talk things over 
in the evenings and spare time. Every idea brought 
forward, no matter how remote it may seem in its pos- 
sibilities, we have given consideration to. We recognize 
we have a chance to make a clean start, we do not 
have to worry about any inventories you gentlemen 
used to have. We are going to have a new tempo in 
America from a manufacturing standpoint. 

I agree with Mr. Marshall. We, as manufacturers, 
have received one real benefit; we haven’t made any 
profit on this war work—it has been a terrible task 
to do all of this tooling, and our engineering depart- 
ment has accomplished what they would have told us 
a few years ago was impossible, and they accomplished 
it because of necessity being the mother of invention. 
When you have these Army and Navy brass hats sit- 
ting on your doorstep, and wanting things tomorrow 
you, of course, do what you can to appease them. Our 
men have accomplished wonders, and after the war 
they will keep on in that tempo. When those fellows 
in manufacturing achieve something, it makes them 
proud. The manufacturers of America today are going 
to come out of this war with all sorts of new things 
because these men will have necessity, which is the 
mother of invention, prodding them to make some- 
thing different to come out with. That will be brain 
power turned into production. 

Another thing we have in America today—and Mr. 
Brainard mentioned it yesterday—of our companies 
that are doing this work, most will have modern up-to- 
date machinery that we have been forced to buy to 
get into this war work, whether it is our machines or 
Government machines. There will be more and better 
automatic machines, more accurate, faster, easier to 
equip, than we ever had in the history of America since 
the last war. We had machines we thought were pretty 
good. We have bought machines since then and put 
them in place, that do three times as much work as 
our old machines, and they weren’t so old either. We 
should be able to produce more with this new tempo. 

I have some information I think will be valuable to 
you. I know this, I am sure, I have seen some of the 
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FEATURE JUSTRITE COLORED DRAWING INKS IN YOUR CHRISTMAS CARD DISPLAY 


More written Christmas messages than ever will be sent this year \ personal message 
written in brilliant colored Justrite Drawing Ink on a Christmas card or on stationery adds f 
extra warmth and cheer to the paper. Justrite free flowing, waterproof drawing ink is avail 


able in twenty-one brilliant hues, plus India Black (for V-mail) and Opaque White (for colored 
paper). Unlike most writing inks, Justrite Drawing Ink does not dry by penetration but stays 
n the surface of the card, giving an almost brilliant embossed appearance 

To those who want to make it a personal Christmas, sell them Justrite Drawing Ink—every 


; 
where setting a new standard for ink 





Let this dozen display 
work for you. It invites 
sales. Display box is pur- 


ple and yellow, as are the 








individual cartons, which USE THE COUPON TODAY! 

also contain an identify- GENTLEMEN 

ing color band in the I want to feature Justrite Drawing Ink in my Christmas 

shade of the ink card and stationery Department Please send the 
SPECIAL 2 DOZEN XMAS ASSORTMENT 
(emphasis on reds, gree and e black) 
AME 
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LOUIS MELIND COMPANY 


BRANCH SALES WAREHOUSES 


MAH PLANT AND OErses NEW YORK e LOS ANGELES e SAN FRANCISCO 
362 W. CHICAGO AVE. * CHICAGO 10, io Other Plants in Brooklyn, New York, and Chicago, Il. 
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STORAGE 
AND 


WARDROBE 
CABINETS 


Steel-like storage and wardrobe No. 3618C 


Combination Storage 





Bi 


cabinets made of pressed wood. ao. 
a ° ae . Equipped with 4 shelves 
Sturdily constructed. Finished in syed 3, S0at od | 


olive green enamel. The doors $56.75 


are thoroughly reinforced and are 
equipped with a locking device 





re ee aa controlled by a paracentric lock 
No. 3618S Storage Cabinet 
Fauipped with ¢ adjustable shelves in the right hand handle. 


$55.00 


No. 3618R 
Wardrobe Cabinet 
BLUE PRINT CABINETS * Panett Tat salt 
36”W x 72”H x 18”D 


$50.00 








PORTABLE DESK FILE 


A combination letter file 
















with safety personal com- 
partment. Oijilers a means « 
keeping papers private Car 
be moved from place 
place Both upper and lowe 


compartments are fitted with 





lock and keys 
No. 4028W Made of high quality pressed 
$78.00 Including base. wood Olive green finish 


Without base deduct $10.00 Brushed brass handles at 
each end. Guide rod operates 
iT a depressed groove de- 


A five drawer Blue-Print Cabinet designed signed for eyeletted opera- 


for the safe keeping of drawings, maps, tion 
tracings and blue-prints to sizes 24%” x 
39”. Made of seasoned plywood. Drawers 


No. 458W 


glide smoothly and easily. Material filed $29.00 
will be free from curling, creasing or tear- 

: . i Lpper compartment 
ing. A hood in the rear and a lift com- 1234” x 10%" x 24” 
pressor in the front of each drawer keeps Lower compartment 
prints in perfect order. Cabinets can be 1234” x 11” x 24” 
bolted into solid batteries. 337s” high in- Height 30” 


cluding base. 








COLE STEEL EQUIPMENT COMPANY 


349 BROADWAY NEW YORK 
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plans that have been laid out by large chain store or- 
ganizations in America. That means there will be 
over a thousand new mammoth stores built after this 
war. Those stores will be on an entirely different 
pasis from what the chain stores have been. One 
organization has over $50,000,000 laid to one side for 
expansion. The idea of the new chain store is to 
capitalize and take advantage of the fact that they 
have a large shipping area, and intend to put within 
that large shipping area departments which represent 
in a way the individual shops. You will be able to 
walk in and get the same kind of service you can in 
your own store. I know you are not afraid of compe- 
tition. I think to a large extent you men have been 
getting along fairly comfortably. I am not afraid of 
chain store competition. I think you can lick it. But 
we have grown up with you fellows in the industry, 
are interested in what you are doing, and not in chain 
store organizations. But I think you must watch and 
plan to get in step with this future. I believe you must 
build your organizations, so that you will have the 
finest trained help on the inside of your stores 
that it is possible for you to get and train. The differ- 
ence between a chain store organization and an indi- 
vidually-owned store is the people inside the store, not 
how the store is laid out. They will have the finest 
fixtures in the world. You cannot compete with them 
when it comes to spending money for the fixtures in 
stores. The only thing you can compete with them on 
is the organization, which I consider the heart of a 
business. Your organization must be much better 
trained, more ethical, more loyal, taking care of the 
customers and knowing who the customers are. That 
is important for more than one reason. I think you 
should plan on your outside organization, too. When 
we come to you with our plans and ideas that we have 
been working on for months and go over them with 
you, are we going to get the co-operation that will 
help us put this thing in motion, or are some of you 
going to say, “I’ll take three and try them out?” We 
are going to need co-operation from you. I do not 
believe the chain stores can lick the individual sta- 
tioner. or that they can ever have the personality the 
individual stores have, and we want you to lick them. 
All we are asking for is a little help. 


<> - 


FOUNTAIN PENS AND MECHANICAL PENCILS 
(Continued from page 52) 

Navy—aAll Navy purchases will be handled as here- 
tofore and will be supplied to the limit of production 
authorized for that purpose. Only those orders can 
be charged to the Navy allotment, which plainly show 
they are sales to or for the account of the Navy. 

Lend-Lease—Special orders for Lend-Lease will be 
purchased through the Treasury Procurement Divi- 
sion under the same procedure as used for other 
Government requirements and will be charged against 
the Lend-Lease allotment. 

Office of Economic Warfare—The OEW makes no 
purchases. but does control all export shipments 
through license and shipping permits. The amended 
order requires no change in the manufacturer’s method 
of handling export business. Special orders for Export 
will be charged to the OEW allotment only if they are 
subiect to and receive an OEW license. Shipments to 
United States possessions—Hawaii, Puerto Rico, Alaska, 
Canal Zone and Virgin Islands—do not require an 
OEW license and are therefore chargeable against 
civilian supply. 

Priorities 


The amended order prevents priority invasion as 
between claimants. Transfers from one allotment to 
another by manufacturers are prohibited. The civilian 
supply allotment will be reserved for civilians, the 
Army allotment for the Army, and so forth. 

Priorities are still applicable but are confined within 
each classification: viz., a high rated Navy order will 
supersede another Navy order bearing a lower rating 
but will not apply to goods produced for another 
claimant. 

” * * 


There have been many changes in the authority 
to apply ratings by purchasers within the civilian 
supply classification. Under the regulations existing 
at this date, industries and institutions classified as 
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All Wood Portable 


TYPE-STAND 





Made of selected 
hardwood. Tops 
are five-ply ve- 
neer. 26 inches 
high. Tops 14x 
17/2 inches. 


Two inch easy 
rolling casters as- 
sure utmost por- 


tability. 


Finished in office 
furniture dark 
olive green. 





No. 550W 
$900 list less 


discount 


Here is a stand designed and constructed for ENDUR- 
ANCE, EFFICIENCY and ECONOMY. It features a 
sliding leaf that ejects from either side and adds 
12 inches to top when opened. Twin staggered dowel- 
ing used throughout. 


Shipped set up, ready for use, individually cartoned. 
Shipping weight 15 Ibs. 





Ever Handy Tray 


A THREE TIER TRAY THAT 
EVERY OFFICE CAN USE 


Ideal for sorting 
and distributing. 


Sloping trays hold 
papers firmly. 


Cutouts create 
greater effi- 


ciency. 


No. 3T 





YOUR CUSTOMER WILL APPRECIATE THIS $4400 LESS DEALERS’ 
ITEM TO REPLACE BUILT-UP TRAYS. DISCOUNT 


- » ORDER TODAY - - 
METALSTAND COMPANY 


1615-1625 MELON ST. PHILADELPHIA, PA. 
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In Safes... 


STEEL 


is the Only Star/ 


In Hollywood, every star has a 
"stand-in" whose job is to substitute 
in case of need. Steel for Safes has 
never had a "STAND-IN." We know 
of no adequate substitute for fire- 
proof steel safes. We're confident 
too that steel will continue to be the 
essential material out of which the 


Fireproof "Safe of Tomorrow” will be 


am 


MEILINK STEEL SAFE CO. 


TOLEDO, OHIO NEW YORK 








STEEL for BULLETS 
STEEL for SAFES 


Today ... 


Tomorrow... 





CHICAGO 
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civilian supply consumers will be denied much of the 
priority assistance formerly enjoyed. 

It is important to note that in addition to the gen- 
eral public, the civilian supply allotment must provide 
for such important consumers as federal, state, county 
and municipal governments, defense plants (ships, 
aeroplanes, munitions), utilities (railroads, electricity, 
water, gas, and so forth), institutions (schools, hospi- 
tals, and so forth), industrial plants and business 
offices. Also included are all Army branches other 
than the quartermaster and sales to Hawaii, Puerto 
Rico, Canal Zone, Virgin Islands, and so forth, for- 
merly classified as “EXPORT.” All of these are large 
and extremely essential users of pens and pencils with 
whom the general public must divide. 

Modifications of these civilian supply ratings are as 
follows: 

Priorities Regulation No. 3—specifically lists pens 
and pencils among the items to which MRO ratings 
may no longer apply. This includes all industries 
and institutions operating under the Production Re- 
quirements Plan (PRP), Controlled Materials Plan 
(CMP) and all Special Project Ratings. WPB orders 
CMP 5 and 5A, covering operating supplies, are no 
longer applicable to pens and pencils. 

Priorities Regulation No. 100—has been repealed. 

PD-1A and PD-1X—all regional offices of WPB have 
been advised to refuse ratings applied for on these 
forms. Any that come through will be in error and 
need not be recognized. 

Government Requirements—all U. S. Government 
departments, except the Armed services, are classified 
as civilian supply and are denied priority assistance 
in the purchase of pens and pencils. 

PD-3A Ratings—all orders from the Army or Navy 
supported by PD-3A ratings must be filled ahead of 
lower rated orders by dealers and manufacturers. 

Distribution of the civilian supply production will, 


| therefore, be largely within the control of the manu- 


| control. 


facturer so long as the present regulations survive. 
Some will prorate among their former customers, 
some will be selective and others wil! supply on a first- 
come-first served basis. Resale by dealers of their 
civilian supply quotas will likewise be within their 
Whether they sell to the quantity user or 


| one by one over the counter is now entirely at the 


dealer’s option. 

Dealers are not expected to fill Special Orders from 
their civilian supply quotas. 

Obviously, there will be a severe shortage of pens and 
pencils for civilian supply as one-fifth of 1941 pro- 
duction cannot possibly supply the current demand, 
expanded as it is by war activities. 

Writing is the first requisite of a literate people. 
It is one of the things that makes us great. We must 
write the boys and girls in service. We are compelled 
to take them from their homes but we must not take 
home away from them. Families are widely separated 
in war work which greatly stimulates private corre- 
spondence. Office workers, both public and private, 
have increased in phenomenal numbers. All this writ- 
ing must hereafter be done with existing pens and 
pencils plus a small percentage of the normal pro- 
duction. 

This will be difficult. Many say it will be impossible. 


| Whatever the outcome, it is part of total war and must 


be accepted in that spirit. 

It has been my privilege to contact closely the 
departments of WPB who are concerned with this 
industry. Even though I am not always in agreement 
with their decisions, I am impressed with the sin- 
cerity of those who have these problems to solve. 

The allowable production is based upon the esti- 


/ mated minimum requirements made by the claimant 


divisions themselves. The material divisions are gov- 
erned by these determinations. 

The durable goods division, whose sole duty is to 
arrange for the orderly and equitable production of 
the allowable quantities, has administered the industry 
with intelligence and fairness. 

If the quantities allowed are not sufficient to main- 


| tain the minimum requirements, the stationery indus- 


try will be the first to know it and it is our duty to 
report the facts. When this is done, we have every 
reason to believe that the whole subject will have 
immediate and adequate consideration by all con- 
cerned. 
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THE WEIGHT 


UE WAR 


upon production 
The grim, grinding pressure of mental wear 
and tear upon industrial executives now- 
adays is terrific. Search for better methods 
and materials, shortening schedules, the 
manpower problem, all come upon these 
men and at times the responsibility is almost 
more than they can bear. 


Throughout war industry and in manage- 
ment positions at the seat of government 
and over the nation, the advantage of a 
handsomely designed, well built and wholly 
comfortable 


No. 1001 











is readily apparent. Conforming to the limitations made 
necessary by war production, these chairs nevertheless 
maintain the standards of fine design, dependable construc- 
tion and correct anatomic, comfortable seating, of our pre- 


war lines. 


Choice of birch walnut, birch mahogany and quartered oak 
is offered. Seat height is adjustable—executive chairs have 
tilting action, secretarial chairs have bumper strip for pro- 


tection of desk. 


This New Indiana series truly offers extra quality. Although 
we must give first deliveries to the armed forces and war 
industrial plants and your order may have to be delayed, 
you can be sure these chairs are well worth waiting for. 


Be sure to indicate priority on the order. 


NEW INDIANA CHATH CUO. sasrer, inoiana 


OFFICE APPLIANCES, November, 1943 


171 





LET US BE AN EXTENSION UF YOUR SHUP 


WYeet. FOLYCHROME STENCIL, 
Wr. Dealer! 


American salesmen are selling freedom behind guns, not 


merchandise behind counters nor along our crowded 


traffic lanes. 


a. Our liberal discounts can ease the pain of doing business 


O these days of dwindling sales forces and transportation 

Yp jams. 
O 

Ty, POLYCHROME STENCILS fit all machines. They are 

bs Co the LEAST expensive among all highest grade stencils. 
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from the Sent 
Jungles to the Foles ’ 


SEND for SAMPLES 
SEND for DISCOUNT SHEETS 
SEND for sales plans and aids 





SEND before famine in materials pre- 
vails—not merely stringencies 


TYPE Mus! BESEEN AND NOT BLURRED 
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STAPLES, CLIPS AND SMALL METAL ITEMS 
(Continued from page 53) 
Control Office without specific WPB release in each 
instance. 

The foregoing resume brings us up to the present, 
and I trust that the facts and figures submitted will 
serve to justify your continued tolerance and under- 
standing during the period that lies ahead. 


The Black Market in Staples 


Now, with your permission, I would like to touch 
upon another phase of our problem and yours, par- 
ticularly relating to staples mentioned earlier in the 
aiscussion—the offerings of unknown, unheard-of- 
before-the-war distributors without priority ratings— 


olterings without exception based upon exorbitant | 


prices—in short, the black market. In this connection 
it should be pointed out that during 1942, three new 
entries engaged in the production of standard wire 
staples, and up to the present time in 1943, that num- 
ber has been increased to five. Their activities were 
duly brought to the attention of the War Production 
Board Compliance Division but, as you know, that 
division does not make known its findings or its deci- 
sions. The fact remains, however, that without excep- 
tion these new entries go merrily on, most of their 
production being directed into the hands of consumers 
without any consideration whatsoever of the usual 
channels ot distribution. It might also be mentioned 
that three new entries engaged in clip production, 
whose activities also were reported with the same 
result, or rather, the same lack of result. 

The ways of the authorities controlling production 
and allotment of materials are sometimes difficult to 
understand. Reduction of production of old estab- 
lished manufacturers was understood to be intended 
to conserve vital raw materials for production of arma- 
ments, and the veteran producers gracefully acceded 
to curtailment. However, how that purpose could be 
accomplished by permitting new entries to engage in 
operation to an extent that brought total production 
in excess of normal, passes all understanding. It must 
not be overlooked that old established manufacturers 
possessed the background of years of relationship with 
the trade and felt their obligation to that trade keenly 
and did their level best to discharge it, and such pro- 
duction as was permitted was routed through such 
trade to the ultimate consumer engaged in war activity 
on assigned ratings qualifying for service under regu- 
lations. Such obligation, however, did not exist, so far 
as new entries were concerned, nor did ceiling prices 
of the industry govern their quotations. For staples, 
for example, of inferior quality, the asking price of 
new entries was about double the recognized level. 


New Entries in Field Have Advantage 


The benevolence of the War Production Board in the 
seeming espousal of the interests of new entries is 
especiaily difficult to understand in view of the 
adamant denial of relief in response to the frantic 
appeals of veteran producers. In our own Case, wire- 
drawing equipment is not being utilized to full advan- 
tage, folding and set-up box facilities are operating 
on short time and half of our staple making machines 
stand idle while the needs of detense plants and the 
United States Army and Navy continue unsatisfied. It 
would seem to be obvious that new entries involve 
added absorption of manpower and unnecessarily in- 
creased congestion of box plants and wire mills while 
the effect upon income tax revenues can only be con- 
jectured. Direction of production into the hands of 
irresponsibles, whether by design or failure to control, 
has brought about the inevitable result of erratic dis- 
tribution with its attendant evils. 

We do not indict nor condemn but merely present 
the picture in order that you may more fully under- 
stand the nature and degree of the handicaps under 
which we operate and the why and wherefor of un- 
rated offerings of blank box merchandise. 





| 


| 





It will be remembered that under PRP, purchasers | 


of less than $5,000.00 worth of raw material per quar- 
ter were not required to file for allocation but were 
permitted to assign ratings received direct to the mill. 
As a result of that ruling, it was possible for new 
entries to purchase wire at heavy gauges up to that 
figure at around 3c per Ib. and have it drawn to staple 
gauge, representing a value of 15c per lb, and thereby 
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CONSERVATION LINE 























Modifications and revisions have been made in 
the more popular Binder items in accordance 
with the steel conservation regulations applying 
to the Loose Leaf Industry. Three new catalogs 
are now available as follows: 


VISIBLE RECORD BOOKS 
New model 


utilizing a minimum of steel—only 25% of 
pre-war styles. Both Automatic Shift and Non- 
Shift styles. A full range of sizes and capacities. 
Also our popular priced Junior line for smaller 
installations. Ask for Catalog “G.” 


with wood-back construction 


SECTIONAL POST BINDERS 


Both End Lock and Top Lock—in all sizes and 
post centers, with optional grades of binding. 
New non-protruding post type which may be 
used in lieu of Compression Ledger and Chain 
Post Binders. Ask for Catalog “B.” 


PRONG BINDERS 


Improved wood back construction in five ca- 
pacities—all sizes and several grades of bind- 
ing. Suitable for many types of records, cata- 
logs, price lists and other general distribution 
purposes. Ask for Catalog “D.” 


> SOME PRE-WAR 
BINDERS STILL AVAILABLE 


We still have a moderate inventory of Com- 
pression Back Ledgers, Chain Post Binders, 
Metal Hinge Post Binders, Catalog Covers, 
Ring Books, etc., made up prior to govern- 
ment restrictions. Send for ODD Lot 
Bulletin, 
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PARD CO. 


** 4407 21: Streef.» LONG ISLAND CITY. N.Y-- 
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Your customers are waiting 
for the Sensational New 


PAY ROLL 
TAX INDEX 





$1750 


Model No. PX430 


Rapidly and accurately determines 


WITHHOLDING TAX 


Every employer is a prospect because the 
Rapid Pay Roll Tax Index is: 


TIME SAVING— 


A twist of the wrist produces exact tax—Saves time 
—Large easy-to-read figures insure accuracy. 


PRACTICAL— 

; Occupies but 6 x 10'% inches desk space—precision 
construction—solid wood cabinet, handsomely 
finished. 


PERMANENT— 


Will not become obsolete when tax rates change— 
simple to insert new charts. 


NIVERSAL demand for this universal index — 
comes complete with wage bracket and 
exact computation charts for all pay periods. 
Only one item to stock. Here is the first ap- 
pliance for all employers—and the real profit 
maker for alert dealers NOW. Rapid Pay Roll 
Tax Index is a non-priority device — you sell it 
without restrictions. Stocks on hand for immedi- 
ate delivery. Order your sample today — be 
the first to offer this permanent, needed time 
saver to your customers. 


RAPID OFFICE DEVICES, INC. 


135 So. La Salle Street, Chicago 3, Illinois 
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obtain the equivalent of $25,000.00 worth of material 
of the gauge required for production, which permitted 
them to factor substantially as staple producers with 
80 per cent of their production available for sale with- 


out ratings. This circumstance was also reported, 
without result. 

Recognizing that the integrity of the industry was 
at stake, an attempt was made to establish a staple 
manufacturers’ association to present a united front 
for our mutual protection, and today that organization 
is functioning with two members, the Ace Fastener 
Corporation and ourselves, and I might point out that 
it has been responsible, to the best of my knowledge, 
for prosecution of every case of violation, insofar as 
standard staples are concerned, that has been brought 
to the attention of the OPA or the Compliance Divi- 
sion of the War Production Board. 


Flagrant Examples of Violations 


A cardinal case in point is that involving a middle 
western dealer, previously unknown as a substantial 
staple distributor and not a member of this association, 
who purchased nearly 60,000 boxes of staples on AA-1 
rating, ostensibly representing the requirement of an 
aircraft plant. Discovery of the offering of our 
branded product without rating by another dealer led 
to investigation which disclosed that the airplane plant 
had purchased and received approximately one-third 
the quantity. The Compliance Division collected the 
necessary evidence and has referred it to the Depart- 
ment of Justice for prosecution, and the case is now 
awaiting trial, the result of which should be extremely 
interesting and we hope will be of a nature that will 
serve as a deterrent to others similarly inclined. 

In another instance, an eastern concern, previously 
unknown, not a member of this association, placed an 
order for 65,000 boxes standard staples on a qualifying 
rating and then proceeded to negotiate for the sale of 
the entire quantity without priority to a New York 
distributor. This case is still pending but no action, 
to the best of our knowledge, has been taken up to the 
present although reported to WPB a year ago. The 
concern in question is still operating although it has 
changed its identity four times in the past two years. 

Another case involves the periodic offerings of an 
eastern concern, previously unknown, not a member 
of this association, using a post office box address, of 
standard wire staples at prices that have steadily ad- 
vanced by degrees after the establishment of ceiling 
from 65c per box to $1.50 per box. OPA has full in- 
formation but the offering still continues. 

Still another concern, previously unknown, not a 
member of this association, operates from a middle- 
western city broadcasting offerings of critical items at 
outrageous prices without priority, and the only re- 
striction is a limitation as to the minimum and not 
the maximum size of an order. This case is also in the 
hands of the Compliance Division for investigation. 

I cite these typical cases for two reasons—first, to 
let you know that we are aware of abuses—second, to 
let you know that every effort is being exerted to bring 
about their correction. 

As stated before, three new entries have been per- 
mitted to engage in clip production during the critical 
period, one of whom has caused to be offered to the 
trade for the fourth quarter Gem clips at nearly 
double market level without priority rating. This, dur- 
ing a period when old established producers are per- 
mitted to operate, by reason of production ceilings and 
material allocation restrictions, to only 36 per cent of 
the equivalent period in 1940, a volume so meagre that 
only a negligible percentage of AA-1 rated demand can 
be supplied by veteran manufacturers! 

As stated before, we neither condemn nor do we 
indict, but it does seem that a measure of gentle chid- 
ing is due the individual or department responsible for 
either sanctioning or failing to control these wartime 
opportunists. 

If, in the foregoing remarks, I have succeeded in 
some degree in clarifying the situation, in promoting 
your better understanding of conditions as they are 
and justifying your continued patience with recognized 
suppliers who have conscientiously striven to dis- 
charge their wartime obligations in strict accordance 
with prescribed regulations under the handicap of pro- 
duction limitations and reduced material allotments, 
I shall feel that my trespass upon your time has not 
been entirely in vain. 

November, 1943 
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GHAW-WALKER 








HOME OFFICE, MUSKEGON, 


MICHIGAN 





























































OR SIXTEEN YEARS Shaw-Walker NorthKraft 

folders have been recognized as the out- 
standing folder value. 

Under war manufacturing conditions the 
superiorities of NorthKraft can be more easily 
proved to users. 

Convince yourself of their superior stiffness, 
toughness and folding strength. Then order a 
supply of folders and ask your customers to 
compare NorthKraft with any manila or kraft 
folders they are now buying. 

Sell NorthKraft!—You will get more imme- 


diate business and insure reorders. 





LARGEST EXCLUSIVE MAKERS OF OFFICE 


FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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PAPER & 





4 sab 


relate mel al= 


ENVELOPE 
Weigh | roy 





Sold at all better stores 
AGENCY PAPER COMPANY 
New York and Chicago 





nee caste a net 


AIR MAIL 


ENVELOPES 


Strong, brilliant white with a 
fine crackle, erases perfectly, 
for typewriter or pen, 20 
sheets and one envelope 
weigh | ounce. Sky-Rite IS 
RIGHT for Air Mail—many 
styles, social and business. 


Distributors from Coast to Coast. 






Sky-Rite” IS RIGHT for Air Mail 


SKY-RITE IS ADVERTISED RIGHT NOW 


Main Factory: 
10! Sixth Avenue 
New York 13, N. Y. 


and 





Sky-Rite National Advertising is now appearing in LIFE, in THE SATURDAY 
EVENING POST, and in COLLIER’S at frequent regular intervals—and other na- 
tional publications of great circulation as the campaign progresses. 

The advertisement illustrated above in enlarged size is the first of the Sky-Rite series. 
Notice how it goes to the point with selling ideas—to help the trade—“Sky-Rite IS 
RIGHT for Air Mail” and “20 sheets and one envelope weigh 1 oz.” Note how we 
feature “Sold at better Stores.” 

This publicity is for now and to bridge the gap for Post War Business—it is Sky- 
Rite cooperation with the Wholesale and Retail Stationery Trade. 


Chicago Branch Factory: 


AGENCY PAPER COMPANY 308 South Wabash Avenue 


Main Office and Salesroom: 74 VARICK STREET, NEW YORK 13, N. Y. Arthur J. Lawless, Manager 
*Sky-Rite Reg. U. S. Pat. Off. 





WRITE FOR CATALOG 


IF HE CANNOT SERVE YOU, WRITE US DIRECT 


ASK YOUR JOBBER 
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ACCOUNTING 
(Continued from page 54) 


of the 494 retail merchants who went bankrupt had 
adequate accounting systems. 

When you have adequate records and you study 
those records, you know when something is wrong, 
whether it is in sales, collections, turnover, expenses, 
or gross margins. You won’t have the fact forced 
upon you through constant demands for payment of 
overdue bills. 

Today there is more reason than ever before for 
complete records. Today you are faced with Federal 
Income Tax regulations, and you have many other 
regulations—Federal and State Excise Taxes—Social 
Security, Unemployment, and the Sales Tax laws, 
which are operative in many states. 

Only with the aid of good records can you adequately 
comply with the requirements of these governmental 
bodies and thereby reasonably assure yourself against 
charges of non-compliance and substantial retroactive 
assessments. 


How Neglect Ruined One Dealer 


I have in mind a recent case of a business long estab- 
lished in New York City, against which the State and 
the Federal Government, after examining the records, 
assessed substantial claims for accumulated taxes and 
penalties. 

The dealer, while he might have been aware of the 
fact that he owed some taxes, did not, by reason of 
a lack of precise records, realize how substantial were 
the accumulations. The result was that when the 
taxing authorities made their demands for payment, 
the dealer was forced into an arrangement proceed- 
ings. 

Notwithstanding the fact that in those proceedings 
the taxing authorities agreed to accept payment in 
reasonable installments over a period of time, the 
same business man is today faced with almost inevit- 
able bankruptcy, because the accumulated taxes and 
penalties have proven too substantial to be liquidated 
within the time allowed by the taxing authorities. 

No business man having good records and in his 
right mind will allow his business to reach such a dan- 
gerous condition. 


Chart Your Operations 


Now, I suppose you will say to me that having 
pointed out that the average accountant does not give 
you a picture of the trends, and having pointed out 
the necessity of a precise understanding of the trends, 
I am leaving you high and dry unless I tell you just 
what to do about it. The answer is comparatively 
simple. 

You have before you a sheet marked “Comparative 
Sales and Expenses,” which I prefer to call a “fever” 
chart, it being the top sheet of the sheets you hold. 
Now don’t get frightened. Statistics look terrifying 
only to the man who has never taken the trouble to 
try tc employ them. It is amazing how simple it is to 
analyze and interpret the statistics that relate to your 
own business if only you make the effort 

If you received your accountant’s report of opera- 
tions for the month of January, it would look very 
much like the sheet you have before you, except that 
in the column headed “January” you would have 
various figures. When you got your figures for the 
month of January, they would be on a separate sheet. 
If you tried to identify any changes in trends from 
the first period—January—to the second period—Feb- 
ruary—you would be confronted with the necessity of 
handling two separate sheets of paper and traveling 
back and forth between the two as you analyzed each 
separate item, and if you were reviewing several 
months’ operations you would find yourself thumbing 
sheet after sheet and saying “to heck with it’— 
whereas when the monthly reports are charted, it is 
as simple as A-B-C to follow each item for several 
months at a glance. 

What I suggest is that you make up a chart that 
will provide for the 12 months of your accounting year. 
I say accounting year for the reason that all do not 
operate on a calendar year basis. When you get your 
accountant’s report for any month, enter it on the 
chart immediately next to the period for the preceding 
month. It is comparatively simple then to run your 
eye down the line and as you look at each figure for 
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when The Great Day 


BE READY! 


SELL OUT THE STOCK NOW ON 
YOUR SHELVES. CLEAR OUT THE 
OLD...BE READY FOR THE NEW! 
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FOUNT-O-INK 


INSTANT ACTION 


j 
The inventor is 
readying new things 
for you. 
Today, right now, 
we have beautiful 
new merchandise for 
—_ Brilliant ma- 
ogany and jet black 
sets...double and 
single. i es kere 
with 14-K solid gold points of America’s finest 
quality and workmanship. Your customers will 
g° for them, and stay your customers. We 
now. The daily response is proving it. 


All sets are rationed until 
war restrictions are lifted. 
No restrictions on ink. 


Get ready ! Get ready ! Get ready! 
For that big call for new merchandise. 
Buy Bonds! Buy Bonds! Buy Bonds! 


And the great day will be here before you know it. 


WE ARE BUYING BONDS! WE ARE GETTING READY! 


Copr. Gregory Fount-O-Ink Company, 1943 
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the month of February, to also look to the left and see 
how it compares witn the figure tor the month of 
January. 

If the February result shows a loss and the January 
result shows a profit, you will pe able, without serious 
difficuity, to find the Iactor which brought about the 
adverse change. Perhaps your volume in February 
was substantially lower than your volume in January. 
The very first item shown, namely, tne item of gross 
Sales, will disclose that when you let your eye travel 
across both columns. You at least at tnat point know 
that your loss was occasioned if not entirely, in part 
by a drop in sales. 

Then if you let your eye travel further down and 
examine each item in turn you will, by comparing the 
reports for the two montns, be abie to determine 
whether any particular expense item got out of hand. 
I think that any one of you, upon discovering which 
item it was that producea an adverse change, nas the 
intelligence to push your analysis further and exam- 
ine carefully into all of the tactors which have pro- 
duced the cnange in that item, and to take the nec- 
esSary corrective measures. 

Now, I don’t think it’s such a big job for you to 
take your accountant’s reports as tney are received 
each month and enter them on the chart next to the 
report for the previous month. When you do it, you 
will at least have the first round in your battle thor- 
oughly licked. You will, like the good doctor, be 
able to find the trouble spot, and having tound the 
trouble spot, you will then, being a man of reasonable 
competence, go on to the next step and find the means 
of correcting that weak spot. 

Now I have been talking about the business man 
who employs an accountant. How about the man who 
does not?—and there are a lot who do not. well, if 
he has a good accounting system and a good book- 
keeper, the same chart can be made up without any 
trouble whatsoever. 


Month-by-Month Study 


I do say this—and as emphatically as I know how 
—the business man who does not study the perform- 
ance of his business month by montn is making a 
grave mistake. 

I have with me the chart of one of the businesses 
which got into difficulty, and which got into the hands 
of its creditors and was being operated under the 
Supervision of a creditors’ committee. If any of you 
is interested, I shall be glad to have you see me alter 
this meeting, and I wili show you in actual figures 
just what corrective measures were adopted to accom- 
plish a rehabilitation of that business. That will 
graphically illustrate to you what you can do if you 
take the trouble to do it. You will agree with me tnat 
it is preferable that you do it yourself rather than 
get to the point where a creditors’ committee must do 
it for you. 

The form I have referred to is very easy to under- 
stand. I won’t say the classifications are complete or 
will fit every business, but the principle can be fol- 
lowed for the average business. 

Now as to the other forms. They are all tied in 
together. Starting with the balance sheet, next in 
order is a condensed income and expense statement, 
followed with the detail of the expenses which are 
shown in total on the condensed income and expense 
statement. These forms may look elaborate, but they 
are not. A large business must of necessity have a 
great many more expense classifications than the 
average-sized business, if management is going to have 
the means to closely follow the operations of the 
business. 

I am not going to say much about these forms, as 
in the main they are self-explanatory. They can 
either be consolidated or enlarged upon. To compile 
them is simple, if accounts are properly arranged in 
the books of account. All too frequently I find ac- 
counts appearing in a ledger in a haphazard manner. 
Where there are a large number of accounts, it is a 
real job to make up a balance sheet and operating 


statement. 
The Building Account 


There is one form, however, that I do want to call 
special attention to. However, it is only of interest 
to those who own their own building. 

Too frequently where the business property is owned, 
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No. 872012 


lo the grace, dignity and unusual comfort 
of the Bank of England office chair, 
TAYLOR has added three other features 
that make it outstanding. Streamlining, first 
introduced to the industry by TAYLOR 
on its new line of Bank of England chairs 
in 1937, is a special feature of these popu- 
lar TAYLOR office chairs. The second 
special feature is the TAYLOR exclusive 
multiple tongue and groove construction 
which provides greater strongth and longer 
chair life. A later engineering achievement 
is the TAYLOR self-lubricating Wood 
Screw Swivel with its ease and precision 
of adjustment. as well as smooth, silent 
operation. The Wood Screw Swivel is so 
designed as to be readily interchangeable, 
after the war, with the former TAYLOR 
chair iron by simply removing four screws. 
These chairs are now available in quar- 
tered oak or in birch with mahogany. 
walnut or green finish. 
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OFFICE CHAIRS 


NOW AVAILABLE WITHOUT PRIORITIES 


Here’s good news for the office chair dealer: While we are 
still working on war contracts for chairs, we have completed 
many of them. This leaves us in better position than we have 
been in the last two years to supply our dealers and agencies 
with TAYLOR office chairs and we can now take orders with- 
out priorities. This is your opportunity to get new stock and 
dress up your floor to take care of the present live demand. 
We urge that you send in your orders promptly to take 


advantage of the good services we are now able to give you. 


Of course there is still a shortage of lumber and man-power 
so with your orders send priorities if you have them as they 


will naturally have preference on delivery. 


In addition to taking care of our regular dealers and agencies, 


we are interested in inquiries from territories that are open. 


Write for the streamlined TAYLOR 


war-time catalog. 


The‘Taylor Chair Company 


BEDFORD, OHIO,.U. S.A . FOUNDED 1816 























OFFICE APPLIANCES, November, 





1943 179 




































ITS ALMOST 
TRANSFER TIME 
AGAIN 


This year it will be just a little more difficult to 
get all the filing supplies you need to meet 
all your customers’ requirements. The prob- 
lem will be simplified somewhat if we work 


together closely. 


Right now, it's your move. Check over your 
inventory, anticipate your year end require- 
ments and send your order in now. If you will 
do this it will put it right up to us. We assure 
you we will do everything we are permitted 


to do to supply you. 


Thanks, for your cooperation. 


GUIDE SYSTEM & SUPPLY CO. 
335 CANAL STREET NEW YORK 13,N. Y. 
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TRADEMARK 


TRANSFILE soo FILES 


Although the fibre board situation is very tight we are — as 
many TRANSFILE FILES as we can. They are still the standard by 
which other fibre board files are judged. 
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taxes, insurance, repairs, interest paid on mortgages, 
and salaries and wages of employees who devote full 
time to the building are merged with the other gen- 
eral expenses of the business. As a result, the true 
cost of owning the property is never determined. For 
those who own property, they can very readily find 
out just what it is costing them per square foot to 
own the building, if they will maintain separate 
accounts for all expenses relating to their building. 

The income from a building in this case is a balanc- 
ing figure, but it is a balancing figure that is arrived 
at through the study of expenses. In other words, 
every department of a business should be charged with 
space it uses. If the total expense of operating a 
building is known, then there is an intelligent means 
of making a proper distribution to the various de- 
partments for rent. 

To summarize: The important question is to deter- 
mine how our dollars are spent, and to know through 
sufficient knowledge of their direction whether the 
different classes of expenditure are not unreasonably 
large and excessive, or disproportionate to the results. 
To this end I feel a suitable classification of expense 
divisions such as I have endeavored to outline is de- 
sirable. 

In good times or bad, always be on the alert. The 
smart business man in these times will keep his busi- 
ness in a liquid condition. 


COMMITTEE FOR ECONOMIC DEVELOPMENT 
(Continued from page 55) 


first, and that at that time the people would criticize 
post-war planning; but he was brought to the view 
that this was so important to the future of the coun- 
try that he took it on. One thing we sold him and 
the group of men called in at the start was the belief 
that this must be a constructive, enterprising group, 
which must focus, not on the necessity for free enter- 
prise. which term has been badly used by both enemies 
and friends, but upon the necessity for maintaining 
a free society, with real opportunities. It was inspir- 
ing to find that, basically, while these men would not 
agree to join any organization that was just coming 
up, they were willing to go to work in this movement 
of active promotion of business initiative in advance 
planning for jobs after the war. What finally evolved 
was the District of Columbia Educational Corporation, 
so-called, under the leadership of Paul Hoffman. 





Selecting Trustees 


One early question was, what kind of people should 
be on the board of trustees? Mr. Hoffman and the 
others in their early search had just one thing in 
mind, and that was the character of the men who 
would make up this board of trustees. Ever since we 
have been organized I have had leaders from this or 
that or the other business organization say, ‘““‘Why is 
not my industry represented on the board of trus- 
tees?” It is quite obvious you could not have a group 
of 18 men that could possibly represent every phase 
of American industry. There are too many kinds 
of industries. What they were looking for were enter- 
prising men whose records proved they had a broad 
successful business experience, men who had some 
faith in the future of this country, and were of 
the belief that business could do a better job than 
had perhaps been done in recent years. So the board 
of trustees, which at the start at least consisted 
of 18 men, was selected to get somewhat geograph- 
ical distribution, but not to be representative of all 
industries. It was intended to be a group of men who, 
reflecting in their records and persons the real spirit 
of enterprise in this country, would represent that 
general enterprise. Whether we have succeeded or 
not is for you and the other people of America to 
judge. 

Another question brought up was whether this 
should in any way be connected with the Department 
of Commerce. Many of us in Washington went into 
the Department of Commerce in the belief that this 
country and business needed a much stronger and 
more effective agency in the Department than they 
had ever had. When this question first came up it 
was a surprise to some of us to find that many busi- 
ness men thought the CED had to be an arm of the 
Government if it were to succeed. It was a great shock 
to us, and fortunately there were enough other busi- 
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BOOST SALES AND PROFITS 
LOST ON RESTRICTED ITEMS 
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Dealers are selling more than ever. It is used 
everywhere, and every top sells many others. 
Start new customers by placing tops on 10 
day approval, at our risk. 
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NU-VISE SIGNALS 


Business for all of us right now means war 
business . . . what else matters if we fail 
in that? 

GRAFFCO products, small as they are, 
play a prominent part in speeding the flow 
of men and supplies from home front to 
fighting line. 

To our customers, most of whom are en- 
gaged in this vital work of distribution, 
we pledge a continuation of our efforts to 
make and deliver the best of which we 
are capable. 

GEORGE B. GRAFF COMPANY 


64 Washburn Avenue, Cambridge, Mass. 
Makers of 

Cellugraf Signals Nu-Vise Signals 

Nu-Viz Signals Maptacks 
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ness men who worked with us in the Department of 
Commerce against that concept. We all felt quite 
definitely convinced that no national movement of 
this kind had any business to be promoted by any 
executive agency of the Government, because it had 
to be an independent private operation which had to 
stand on its own feet. That was contrary to what 
some assumed. So the CED is completely independent 
of Government. It is financed directly through con- 
tributions from business, and these trustees elect their 
own successors. 

Just as we did not want to have the committee as a 
formal representative of business organizations, so we 
felt strongly it should not be attached to Government 
or dependent upon it in any way. I am quite sure it 
would not have been able by this time to organize in 
some 900 communities—actually more than 900 have 
been covered—had the mistaken course of attaching 
it to Government been followed. 


Reaching Employer and Setting Policy 


We had two jobs to do from the start: One was to 
reach out to business employers all over the country 
and try to help them see the necessity for doing their 
thinking in advance. The other was to start work 
immediately on questions of public policy that would 
have a bearing on the business produced. Mr. Hoffman 
insisted from the start that the only way to make 
such a movement operate effectively was to get directly 
to the business executives in their own home towns. 
He felt that to write, print and mail from Washing- 
ton would never get the job done. So a community 
type of organization was contemplated from the start. 
We decided the field operation of contacting business 
men should be decentralized, and we did it roughly 
on a federal district basis. The Trustees appointed a 
group of twelve regional chairmen of similar character 
to the trustees themselves. For instance, here in Chi- 
cago one trustee is the president of Quaker Oats Com- 
pany and the regional chairman is Ralph Budd. They 
have broken it down further into some hundred-odd 
districts under district chairmen, working through 
these regional chairmen. Their job in turn was to 
work in 900 or 1,000 communities. That is the way to 
reach from the Committee down to the individual 
community. 

What does a community committee of this CED do? 
Its first job is to contact business employers and in- 
dustrial employers in a community, to try to get them 
to commit themselves to starting some consistent and 
consecutive thinking on their own plants for their 
own business right now. In order to be sure they are 
doing it, our local committee tries to get each em- 
ployer to commit himself, to get every industrial em- 
ployer to start his own planning of his own business 
now. Our national organization provides the local 
community with various aids that can be passed on to 
employers. One thing we try to contribute is to get 
business employers everywhere, in each community, 
to raise their sights high enough so that if they suc- 
ceed they will provide opportunities for the vast major- 
ity of people who are able to and want to work. 

We have a note book here which contains a lot of 
practical questions which a company head can ask 
himself about his own business, and which should be 
stimulating. They were composed by men doing post- 
war planning in big industrial concerns. But you can 
talk post-war plans until the cows come home, and 
the natural reaction is this: “Well, that is fine. I am 
convinced I should do it, and I may go out of business 
if I don’t.” But if something isn’t done, it is, of course, 
all waste. 


How Many Can You Employ? 


Keeping to this idea of raising sights, we have sug- 
gested to each committee that it ask the industrial 
employers very early, “How many people do you think 
you can employ in an early post-war year after re- 
conversion; how many would you guess now you could 
put on your payroll; how much business can you see 
ahead?” That is an impossible question to answer, but 
we have found that whenever you get the company 
head himself to realize that some day he will have 
to answer that, and he starts thinking about it, he is 
hooked firmly. He cannot any longer try to pass any 
of the responsibility off. So we definitely promote this 
idea of asking the industrial executive to commit him- 
self, not to us, but to the local committee, on his best 
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GENERAL OFFICES AND FACTORY 
3900 N ROCKWELL ST. 


Chicago, Ue 


TELEPHONE KEYSTONE 62!10 


November 1, 1943 


TO ALL VICTOR DEALERS : 

In the war effort as in every national crisis there are many 
unsung heroes. We are thinking now of a group of men who, 
while never mentioned in the columns of the press and who are 
unlisted among the proud possessors of the "E" flag, have 
performed an outstanding service to our nation at war. 


These men are the thousands of America's retail equipment 
dealers. In the face of manpower shortages, scarcity of 
parts and in some instances only passable service from their 
factories, they have kept millions of appliances operating 


in the homes and offices of America. How great their 
ppreciated if we allow 


contribution has been can only be a 
ourselves to think for a moment of what our civilian economy 
is time if there had been no group capable or 


would be by th 
der this mechanical service. 


willing to ren 
It took courage in the months after Pearl Harbor, when 
ordered curtailments threatened to dry up revenue from the 


sale of new equipment, to continue in the retail end of the 
office appliance business. Dire forebodings filled the air 
ipment dealers closed up shop. 


and a few equi 
The vast majority, however, merely tightened their belts, 
f work and continued to do the job 


increased their hours re) 
they knew best. That job was serving their customers 
well. in taking the hard way out, these 


faithfully and 

equipment retailers have become better business men. They 
have built good will and cemented future business relations 
with their customers to an extent that would have taken 
years under normal business conditions. 


ave tried in every way possible to cooperate 
alers in the trying months just past. We will 
because we know that they are performing 
tal to the war effort. 


Very truly yours, 
VICTOR ADDING MACHINE CO. 


We at Victor h 
with Victor de 
continue to do SO, 
a function that is vi 





foi, 





Vice President - 
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M.S.Bandoli:dn 












APPLIANCES, November, 1943 
183 





THEIR VALUE REACHES A NEW 





184 


HIGH 
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HE VALUE of many commonplace things 
has reached gigantic proportions during this war 
period. Take the automobile tire for example . . . 
it was always an essential part of our way of life. 
However, today it is more precious than ever... 
treasured and rationed so as to spread the existing 


supply over the greatest area of war needs. 


Likewise . . . a war economy brings a new found 
respect—an awakened awareness for the office 
desk. Men and women who spend long hours be- 


hind modern, efficient desks bear testimony to 


this fact. 


So long as the production front constitutes such 
an integral part of our war effort, JASPER DESKS 
will play the role of "silent partner" in our quest 
for VICTORY. When peace comes, JASPER 
DESKS will likewise accept their new responsibility 


in stride. 





THE JASPER DESK CO. 


1876-1943—OUR 68th YEAR 
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guess as to how many people he can employ. Naturally, 
we know that a reliable and accurate answer to that 
is impossible to give at this time. But it is not going 
to hurt his eventual answer, one that he will have to 
make some day, to give thought to it now. 

Also, the employers in a community have found 
this thing helpful: Frequently the local committee put 
together these “guesstimated” payroll figures from the 
industrial concerns, to see what the town’s industrial 
picture looks like. From it they get a better idea of 
whether there may be a real unemployment problem 
in that town. Statisticians say that these pictures are 
not reliable, but you do not need accurate pictures to 
start. All you need is something that helps people to 
sense beforehand that they may have a problem in 
their town. That makes them begin to wonder, “Well, 
how many people will want to stay here in town, how 
many will want to go back to the hills, or back home 
in some other part of the country? How many of the 
boys overseas will want to come back and settle here 
where they used to live?” By asking these employ- 
ment questions, we have found it stimulates the whole 
turn of thinking among industrial executives. 

That is the first job our local committees are asked 
to do. They have just barely started on it. Some have 
got quite well along, and some have not. The spirit 
of the CED is not national planning at all. We feel the 
real initiative should rest with the grass roots people 
in the local committees. These local committees are 
not dependent upon us. Once they are established, 
they are on their own responsibility. We first try to 
sell them the idea and give them some help. In prac- 
tice the local chairman is autonomous, and he oper- 
ates as he sees fit on the job of creating more business 
and stirring up interest, so that the concerns in his 
town may provide opportunities for people who want 
to live there. That is important, this grass roots initia- 
tive, and we have done nothing to violate that spirit. 


Where Do Retailers Fit? 


We have been asked, “What are you going to do 
specifically in connection with other business people, 
retailers and those engaged in service industries in the 
town. Many of us, being local merchants, are also ask- 
ing that question. We had to start somewhere, we 
couldn’t cover all interests immediately. By and large, 
the local manufacturer or industrialist is somewhat 
more independent of conditions in his town than are 
the people who sell to those on the local payrolls there. 
There never was in our minds that the industrialist 
is the whole answer. Our Committee had in mind the 
broader field of initiative in American business as a 
whole. Certainly the experience of my home town, 
Rochester, Minn., is an example. There we are work- 
ing out a plan in conjunction with the Chamber of 
Commerce that may be helpful to local committees. 
They have got their first job on industrial planning 
fairly well under way, and want to tackle the prob- 
lems of what our local market is, how many people 
the service industries and the merchants can employ, 
whether we will have an unemployment problem in 
the town as a whole, and how about the farm market 
around our town? 

A publication, which I think will be put out shortly 
by the United States Chamber of Commerce and our- 
selves in coilaboration, will have plans for taking 
stock of the surrounding farm market, consumers’ 
expectations for purchases, and other factors that 
should help you, as local stationers, to get some idea 
of whether you should be pretty ambitious in your 
plans for business in that town, or whether the town 
might be a mushroom and you should pull in your 
horns. 

Some of this is based on the experience they have 
had in Albert Lea, Minn., where a group of technical 
people from the Federal Reserve Bank at Minneapolis, 
the United States Chamber of Commerce, CED, and 
the University of Minnesota all went to work to help 
the people of Albert Lea take stock of job opportuni- 
ties in that city. It will provide some ideas as to jobs 
and profits, and perhaps more ambitious means of 
appraising business opportunities for the merchants 
and service people in any community. It will all re- 
quire some work. 

The local retail merchants or the service concerns 
are not completely dependent upon any statistical 
study. I have heard some people say such concerns 
are helpless unless you give them something. Perhaps 
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TusuLar Coin WrapPers 
Stationers! It's your Line—Exclusively! 


"Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller’s Moisteners 
Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags poy | Trays 

Linen Shipping Tags Coin Storage Trays 
owney Change Trays 


Coin Wrappers 
Bill Straps 
Coin Bags 
Currency Bags 








HANNIBAL, MO. 


THE C. L. DOWNEY CO. 











WE BUY-SELL 


A Service to Help Stationers 
Maintain Balanced Stocks 


@ Commercial Stationers are invited to submit lists of 
items they wish to sell. We in turn will offer it to other 
dealers and pay you promptly for merchandise sold. All 
merchandise remains property of the dealer until sold 


unless other arrangements are made. 


e Our terms on sales are net cash upon delivery of 
merchandise to your store for examination. Our close 
margin prohibits cash discount. All goods on hand 


available for examination in warehouse. 
e@ Sales to dealers only. 


e Let us help you to reduce items overstocked or build 
up on goods that are short. Investigate our service. It 


is used to definite advantage by many dealers. 


Elmer Krumwiede, Proprietor 


THE STATIONERS 
CLEARING HOUSE 


334 S. Jefferson St. * Chicago 6, III. 
Phone Monroe 8226 
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June Savor 


FILE 


e Non- priority wood 
construction 

e Two Drawer — Top 
opens completely 

e "Two - Way" Com- 
pressor and Guide Rod 


e Letter and Legal Size; 
Olive Green Finish 


e Desk height 30!/,” 


e Shipment week or ten 
days. 


No. MF500G—Letter 


ar $27.00 List 
No. MF600G—Legal 
Pe ee $29.00 List 





F.O.B. Rockford, Ill. 


BUSINESS EFFICIENCY AIDS 


P. O. No. 258-J 


Skokie, Ill. 


















Seating 
America’s 
office workers 


CORRECTLY 
is a responsibility that 
JASPER SEATING CO. 


knows how to accept. 









No, 44 


with wood swivel 


Jasper Seating Company 


JASPER, INDIANA 
REPRESENTATIVES 
CHICAGO: L. H. Farber, 30 E. Congress St. Phone WEBster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 
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some of the studies already made will be helpful, but 
all you need know is whether the main sources of in- 
come in your town will produce on pay-day, or 
whether they won’t, and how you can do a better job 
in your own business. 


Inform Your Suppliers 

That brings us to this next point. I know it is im- 
portant for retailers, and for you stationers. In any 
field where the manufacturer has been completely 
converted to war work, it will be important for him 
to hear from the retailers around the country as to 
what they will buy from him. It should be important 
for the retailers to be giving him some definite indi- 
cation of what they want to buy, what changes they 
will want in what he used to sell them, and how 
much they will want to buy. That, of course, will vary 
greatly, and the committee is not qualified to advise. 

It seems evident that if, in general, we want to 
avoid the scramble in business and the situation that 
obtained after the last war, one way is for the retail 
people in the country to start thinking about what 
they are going to do in their businesses, and then 
passing that back to the wholesaler or distributor or 
whoever they deal with, so that it gets back to the 
manufacturer. Some say the initiative comes from 
the manufacturers, but you and I know the manufac- 
turers are helpless until they get an indication from 
the people back home as to what they want. A help- 
ful suggestion, therefore, is to try to get some feeling 
or educated hunch on the general prospects of your 
community. If you are interested in taking stock in 
a more accurate way, all right, but you do not have 
to wait for that. As soon as you get any ideas in your 
own individual concern, pass the information on to 
the manufacturers or the other people you do business 
with. If you can get business planning started along 
normal channels, without too many complicated new 
organizations set up, you get the job done. It will be 
necessary for the merchant on the firing line to think 
a litle further in advance than before, because he may 
have to meet more sudden changes in conditions than 
in the past. I think the Committee will try to promote 
that idea through the local committees. 

There is one other thing the merchants of a town 
can do in addition to letting their suppliers know: 
They can keep in mind that their local market is going 
to depend on the initiative of the manufacturers of 
their towns. If any of you live in towns so unfor- 
tunate that the manufacturers do not take hold by 
themselves, you certainly have an interest in seeing 
that they do. That might be in towns where there are 
branch plants. Stir them up. 

ee 
POST-WAR CHALLENGE TO SALES MANAGEMENT 
(Continued from page 56) 


Fund reported 59 per cent as distribution cost for con- 
sumer goods. Most people agree that this percentage 
is too high and it is a factor in causing people to join 
consumer movements. Furthermore, things indicate 
that in the post-war period labor costs and taxes will 
continue to increase and price ceiling regulations will 
be retained. So manufacturers and dealers are going 
to find it necessary to reduce their costs of selling in 
order to insure a profit. 

For the past several years Washington bureaus and 
agencies have been issuing directives and rulings that 
limit, restrict, and regiment the activities of businesses 
and professions. Just recently the Treasury issued a 
ruling that places a limitation on salesmen’s com- 
missions. 

The National Federation of Sales Executives, in their 
wire of September 29, 1943, filed a protest against this 
ruling and below I am quoting A. D. Burford’s, Deputy 
Commissioner, Internal Revenue, letter of October 4, 
replying to NFSE’s protest: 

TREASURY DEPARTMENT 

WASHINGTON 25 
Office of 
Commissioner of Internal Revenue 

October 4, 1943 

Mr. Harry C. Anderson 
c/o National Federation of Sales Executives, 
Carew Tower 
Cincinnati, Ohio 
Dear Sir: 
Reference is made to your telegram dated September 
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(NOT INC.) 


509 SOUTH FRANKLIN STREET 


ours at the Convention. 


pleasure to serve. 


MEN’S BILLFOLDS 
LADIES BILLFOLDS 
PASS CASES 





PICTURE FRAMES 











e CHICAGO 7, ILL. 


Whcnii acturers of 
“Tike ome els 


for the Stationery ey 


Many thanks for visiting our first exhibit 
at the N. S. A. Convention. 


Special thanks to the more than 100 sta- 
tioners, who became new customers of 


Thanks again to our many old friends in 
the stationery trade whom it has been a 


Special attention will be given to those 
who require a moderate amount of mer- 
chandise for the holiday trade. 


Fie thin is for Prom f Diokoe 
re Y Y 


DIARIES 


THOMAS H. GIBBONS & CO. 


ADDRESS BOOKS 


MEMORANDUM BOOKS 


WRITING CASES 
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29, 1943, relative to salesmen’s commissions. 
Commissions on sales on a fixed percentage basis, 
which percentage was fixed prior to October 3, 1943, 
and has not been changed, are permissible under the 
provisions of Section 1002.14 of the Salary Stabiliza- 
tion Regulations for the year 1943 up to the date of 
the amended regulations, which were promulgated 
on September 4, 1943. Under the provisions of the 
amended regulations, such commissions, if they ex- 
ceed the amount paid for the last bonus year ending 
prior to October 3, 1942, require approval. It, there- 
fore, follows that if commissions paid up to September 
4, 1943, for the year 1943 equal or exceed the amount 
paid for the employer’s last accounting period ending 
prior to October 3, 1942, approval to pay any additional 
amount is required. In the event the amount to each 
employee so paid does not equal the amount paid to 
each employee for the last accounting period prior to 
October 3, 1942, then such additional amount may be 
paid which, together with the amount previously paid, 
will not exceed the total paid for the period ending 
prior to October 3, 1942. 
It should be noted that the limitation referred to 
above limits the amount which may be paid without 
prior approval. This does not mean that no adjust- 
ment may be made for commissions in the year 1943 
or any subsequent year. It merely means that if the 
employer desires to pay additional amounts, approval 
for such payment should be obtained. 
If the employer has paid amounts to its employees 
as commissions equal to or in excess of those paid for 
its last accounting period prior to October 3, 1942, 
application should be filed covering those employees 
under the jurisdiction of the Commissioner, setting 
forth all facts with respect to the basis upon which 
commissions are paid; the amounts paid for the last 
bonus year ending prior to October 3, 1942; the 
amounts paid for the year 1942; the amounts paid 
for 1943 to date, and any additional amounts which 
the employer proposes to pay for the balance of the 
year 1943, together with request for approval to pay 
such additional amounts. 
An application on the above basis should be filed with 
the appropriate regional office serving the area within 
which the particular employer is located. Upon receipt 
of such application careful consideration will be given 
to all the information contained therein and every 
effort made to issue a ruling thereon promptly. 
It should also be borne in mind that Treasury Decision 
5295 is applicable only to those salaries and commis- 
sions under the jurisdiction of the Commissioner. 
Such jurisdiction extends to all salary payments of 
over $5,000 per annum, and in case of those salary 
payments of $5,000 per annum or less, which involve 
individuals (1) who are employed in a bona fide execu- 
tive, administrative or professional capacity and who 
are not represented by a properly recognized or certi- 
fied labor organization, and (2) whose services are not 
within the meaning of “agricultural labor.” For the 
matter of jurisdiction, you are referred to Section 
4001.1 of the Regulations of the Economic Stabilization 
Director, as amended August 28, 1943, copy of which 
is enclosed. There is also enclosed a copy of the Salary 
Stabilization Regulations, as amended. 
Respectfully, 
(Signed) A. D. BURFORD, 
Deputy Commissioner. 

For complete information on this ruling, obtain 
copies of— 

Six-page ruling entitled, “TITLE 29—-LABOR, Chap- 

ter VIII—Commissioner of Internal Revenue.” 

Four-page ruling entitled, “Chapter XVIII—Office of 

Economic Stabilization, Subchapter A— Office of 

Director of Economic Stabilization.” 


*On Wednesday, October 6, an informal off-the- 
record meeting was held between officers of Internal 
Revenue Department of the Treasury and employers 
and their representatives. A. D. Burford, Deputy Com- 
missioner in charge of the Salary Stabilization of the 
Bureau of Internal Revenue, presided at the meeting 
which was attended by about 35 representatives of 
businesses and associations. Raymond Bill, publisher 
of Sales Management represented the National Fed- 
era of Sales Executives at the meeting. 

Each representative was invited to give his honest 


*This material was quoted from the Washington Market- 
ing Letter of the National Federation of Sales Executives 
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When 
You Are 
Asked 
to 
Supply 
Silk 
Ribbons 


you will have to state that silk is being used for 
parachutes and other war equipment, leaving no 
surplus for typewriter ribbons. 


BUT 


You can confidently suggest the new BUCKEYE 
DICTATOR cotton ribbon as a remarkable substi- 
tute, both for standard or electric machines. 





Ready now, after months of exhaustive prepara- 
tion and testing. Send for sample. 


The 


Buckeye Ribbon & Carbon Co. 
Cleveland, Ohio 
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Procise 
PAPER TRIMMERS 


OUT TO TRIM THE ENEMY 


War production comes first. Our facili- 
ties are engaged 100%, in war work. We 
are doing our part to help win the war 
as speedily as possible. 


The situation is temporary. When the 
war is won we will again supply you with 
even finer PRECISE PAPER TRIMMERS 
than before, and be glad to care for your 
needs as we have in the past. Just now, 
it's Yours for Victory. 


Procise DEVELOPMENTS CO. 


SUCCESSORS TO 








AMERICAN PHOTO LABORATORIES, INC. 


. 28 N. Loomis St., Chicago 7, Hil. : 
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CARD UPRIGHTS 


5x3 

6x4 

8x5 
Tabulating 







A full line of card files is offered in all standard sizes. 
Smooth working side suspension, heavy duty wood con- 
struction, standard green finish. Also— 


Legal and Letter Sizes 
2-drawer 3-drawer 4-drawer 


All made of the same excellent construction. 
The demand for this merchandise is great. Write for 
particulars. 


BUSINESS EFFICIENCY AIDS 


Makers of “TIME-SAVER” Office Equipment 


P. O. Box 258-J Skokie, Illinois 




















EEP PACE.... 


WITH WAR INDUSTRIES AND 
COMMERCIAL USERS IN THE 
INCREASED DEMAND FOR 


MACO FOLDER ROLL LABELS 


ORDER NOW!!! 
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and frank view of the Treasury ruling and it was 
obvious from the unanimous negative reaction that 
no attempt was made by the Treasury Department to 
invite people who would be favorable to the ruling. 

One of the highlights of the session was the appear- 
ance of a labor union representative who opposed the 
ruling in the interest of his particular union, one 
which has thousands of driver-salesmen who work on 
a commission basis. This protest was made without 
knowing for sure whether this or some similar ruling 
of WLB would apply to his members. 

At the conclusion of the all-day meeting Commis- 
sioner Burford advised that pending a revised rulin2 
or specific interpretation, employers could continue to 
compensate their employees of all types by exactly the 
same contractural methods as prevailed on September 
4, 1943, without fear or retroactive consequences 
through their so doing, even though certain salesmen 
or other employees may already have received com- 
pensation thus far in 1943 which equals or exceeds the 
total compensation received in 1942. 

This breathing spell should give great relief to em- 
ployers who were fearful they might be in some serious 
default by reason of the apparently retroactive effect 
of the September 4 ruling. Relief to their commission 
salesmen is likely to be even greater! 

Commissioner Burford further advised the repre- 
sentatives of business that Treasury officials will hold 
further conferences with Judge Vinson, Economic 
Stabilization Director, and that a revised ruling or 
specific interpretation of the original ruling will prob- 
ably be forthcoming between October 15 and Octo- 
ber 20. While Commissioner Burford could not and 
would not say in advance exactly what the final out- 
come would be, it was the opinion of most of thos: 
attending the meeting that he thought much informa- 
tion of real value in determining future Treasurv 
policy on this controversial ruling have been gleaned 
at the conference. 

The general feeling among those present was that 
Treasury Officials were completely open minded, were 
thoroughly anxious to avoid actions which would b2 
highly disruptive to business or labor, or impractical 
from the standpoint of governmental administration 
and would therefore give serious consideration to 
either a reversal of the ruling, or, if not a reversal, 
to substantial modification and clarification. 

This ruling truly threatens to eliminate one of the 
present methods of salesmen’s compensation and I am 
sure that practically every member of our industry is 
affected by it and should take immediate steps to 
register his objection. 

Undoubtedly there will be an increased trend on the 
part of Washington bureaus and agencies to further 
limit and restrict sales management with rulings and 
directives. It is imperative that sales managers pre- 
pare themselves to combat any and all legislations 
that threaten selling. 


A Wider Appreciation of Selling 


There are those in America who would enjoy seeing 
selling generally discredited. Upon selling they blame 
the depression. Ignoring economic history, they would 
withhold from business the credit for helping make 
this the most prosperous and most highly enlightened 
country in the world. 

There are those in America who would welcome an 
economic upheaval in which our free competitive 
system would be supplanted by some form of state 
capitalism in which selling and sales management 
would have no place. 

Only by organized educational effort and action can 
these attacks be met effectively. The truth must be 
told, and told on a scale broad enough to reach and 
convince at least the leaders of public opinion. 

To this end, the public relations phase of the Fed- 
eration’s new program will reach— 

Consumer groups— 

Labor organizations— 

Preparatory schools- 

Dealer associations 

Universities and colleges— 

Churches and societies— 

Luncheon clubs 

If anyone thinks that sales management does not 
need to SELL selling to the public, I suggest they read 
the United States Employment Agency’s definition of 
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NOW IT CAN BE SOLD 


Now you can accept those orders that have been waiting for 





the day when the V-572 Chairs would again be available. 
Best of all, you can book them for quick delivery . . . and with- 
out a priority order. 

Because of increased production, we are in a position to fill 
your orders promptly for this popular chair with its justly 
praised Whirlaway ball-bearing swivel. This is the revolution- 
ary new Gunlocke bearing that turns so freely and noiselessly 
... that provides a simple and positive seat height adjustment 
combined with practical strength and graceful symmetry. 

Here’s your opportunity to turn potential business into 
present profits. Get in touch with your customers now, tell 
them the good news and when sending us your order, be sure 
to specify oak or walnut finish. Chairs V-588-P and V-582USB 
are still available for prompt delivery. 





V-582USB 


The Whirlaway swivel is an outstanding Gunlocke achieve- 


ment. Utilizing non-strategic materials it permits chairs to 
swivel quietly and easily . . . at the slightest touch. Seat 





height is simply and easily adjusted. Appearance is im- 
proved. All moving parts are completely enclosed. 


. H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 


OFFICE APPLIANCES, November, 1943 191 

















A-S-E is today turning our war products 
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in huge quantities at top speed. 














And without detracting in any way from ’ 
\ 
I 
the war effort, A-S-E engineers are making . 
r 
t 
ready the plans which will permit a speedy ; 
is 
, ;, a 
resumption of office equipment produc- t 
s 
a 
tion at war's end. t 
a 
18) 
q 
ALL-STEEL-EQUIP COMPANY ° INCORPORATED 
611 JOHN STREET, AURORA, ILLINOIS 
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a salesman. It is certainly nothing to be proud of and 
it is a challenge to sales management to get over to 
the American public the real story regarding the part 
that selling has played in building America. 

“Commercial Traveler, salesman, road. Calls on pros- 

pective buyers in the retail market or on industrial 

consumers, and solicits orders for merchandise, the 

SELLING OF WHICH REQUIRES NO PROFES- 

SIONAL OR TECHNICAL KNOWLEDGE (as opposed 

to Sales Engineer), but may require a trade knowl- 

edge based on familiarity with the product sold; 

ATTEMPTS TO INTEREST PROSPECTIVE PUR- 

CHASES BY SHOWING SAMPLE ARTICLES OR 

DISPLAYING CATALOG; points out the salable fea- 

tures, merchandise value, durability, economy or 

other merits of the product; QUOTES PRICES AND 

CREDIT TERMS: TRIES TO COMPLETE SALES 

WITH HESITANT PURCHASES BY OFFERING RE- 

DUCTIONS, giving information regarding contem- 

plated price rises, or OBTAINING THE GOOD WILL 

OF THE PURCHASER FREQUENTLY BY ENTER- 

TAINING HIM; takes orders, forwarding them to 

the home office; makes periodic reports of business 

transactions, keeps expense accounts, studies trade 
periodicals and keeps informed of price changes and 
other market conditions; attends sales conferences 
and other meetings to exchange sales information. 

Usually operates within a restricted territory making 

period calls on customers.” 

Recently a leading Chicago representative, when 
commenting on a definition of a salesman, stated that 
in his opinion the name salesman has been so seri- 
ously ridiculed by people opposed to selling, that busi- 
nesses may find it expedient to use another name in 
referring to the personnel of their sales division. 

Anyone who understands human behavior appreci- 
ates the fact that selling and advertising will always 
have to be employed to persuade people to do even the 
things they know are good for them. People have 
always resisted change. When the first typewriter was 
demonstrated to Horace Greeley he refused point 
blank to use it in his office. The idea of writing letters 
on a machine was unthinkable. That was the way 
most business men felt about inventions, but fortu- 
nately salesmen are not easily discouraged. The 
pioneer typewriter salesmen knew that businesses 
needed what they were selling. They persisted until 
they won. In our own industry it was the salesman 
who educated American business to adopt efficient 
equipment and methods now being used in modern 
office. 

Can we eliminate selling and advertising—in war 
time or peace time? Well, it is interesting to observe 
that the Government, and rightfully so, has employed 
practically every known form of selling and adver- 
tising—newspaper and magazine space, radio, bill- 
boards, sales rallies, and personal selling, to SELL War 
Bonds, rationing, and the war program to the Amer- 
ican public. 


“NFSE” Plans for Co-operating with Committee of 
Economic Development 


I have only touched on five of the many challenges 
that face sales management. You may ask what are 
we going to do about the post-war challenge to sales 
management. It is a big assignment and there is a lot 
of work for all of us. 

The chairman of this morning’s meeting mentioned 
my election to the presidency of the National Federa- 
tion of Sales Executives. You may be interested in 
learning how the NFSE plans to co-operate with the 
Committee of Economic Development in a nation-wide 
program. First just a few words regarding NFSE. It is 
a national organization of sales executives, working 
through a network of 56 clubs, 53 located in the United 
States, two in Canada, and one in Mexico City, with 
a membership of 6,000. Here are its four objectives. 

With its 6,000 members and its 56 federated clubs, 
the National Federation of Sales Executives is manned 
and organized to meet the challenge of today and the 
opportunity of tomorrow. 

Specifically, the Federation is now set up and is 
qualified— 

1. To provide a national headquarters and central 

staff for sales executives’ clubs; 

2. To serve as the national voice of selling; 

3. To foster, among consumer and educational 

groups, a better understanding and appreciation 
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REUCWS 
RUBBER 
ROLLERS 


Cant-Slip is in demand today to keep aging type- 
writer rollers in good working order. It stops 
paper skidding. Cant-Slip offers you a good profit 
and guarantees satisfaction. Order Cant-Slip to- 
day and display it. Write for free advertising aids. 


LANT:SLI 





CLARO TIPE 


INSTANTLY 


Dealers everywhere are reporting increased sales 
of Clarotype. It creates repeat sales and increases 
profits for you. The handy dauber prevents spat- 
tering. Feature this national leader. Write today 
for liberal discounts and free advertising aids. 


BOTH PRODUCTS ARE NON-INFLAMMABLE 


THE CLAROTYPE CO., INC. 


16-M HUDSON STREET NEW YORK 13, N. Y. 
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BRIGHT 





Wartime regulations have imposed severe restrictions on our out- 
put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times | 


Sorry. No BRIGHT catalogs available. Present conditions make it 
inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 
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..-- Attention Dealers 


SATIN FINISH 
EXECUTIVE rivoons 


Meet the maximum expectations 
of users of SILK RIBBONS 


SATIN FINISH EXECUTIVE Typewriter ribbons were 
introduced five years ago as successful competition to silk 
ribbons for sharpness of write as well as maximum 
durability. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something 
unknown heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. It is not uncom- 
mon for users to report that their typewriters consume no 
more than two or three SATIN FINISH EXECUTIVE rib- 
bons a year. So far as we know, there is no similar 
sharp writing, long wearing ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR 
OPPORTUNITY to meet all the demands heretofore sup- 
plied by silk ribbons. 


“Oldest Exclusive Manufacturers of 
Typewriter Ribbons and Carbon Paper” 


oll: oHITTLE. 
IN 


MANUFACTURERS Ce 


1888 Factory, Rochester, N. Y. 1943 


























who are doing such a tremendous 
job of keeping America's busi- 
ness in good order. More power 
to youl 


We add just this timely reminder 
—stocks are not as plentiful as 


ROLL LABELS 


GUIDES 
formerly—so check your stock of 
oe filing supplies and order now for 
REINFORCED - 
FOLDERS the coming transfer season. 
PROTEX THE 
ICKONS 
MENDING TAPE WARSHAW MFG. COo., Inc. 
GUMMED 1 Main Street, Brooklyn 1, N. Y. 
INDEX TABS * 
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of sales management and of salesmanship; and 

4. To develop universal recognition of the advan- 
tages of everyone of the American system of free 
enterprise—a system in which selling fulfills a 
vast and vital function. 

Toward these four objectives, duly set forth in its 
constitution, the National Federation of Sales Execu- 
tives has carefully mapped out new plans that will be 
advanced, vigorously, locally and nationally. 

Now, more about the NFSE program to co-operate 
with CED. Last month when the NFSE committee 
met with CED in New York, C. Scott Fletcher, field 
director of CED, in substance said that the first objec- 
tive of CED’s field operation had been to condition 
top management to the desirability of high-level post- 
war employment and thus safeguard our private enter- 
prise system. That task was well under way. However, 
the CED plan presupposed high-level employment 
through the profitable sale of the products of labor. 
This meant American business faced the greatest 
marketing task in its history. To do the job effec- 
tively, would call for greatly expanded sales opera- 
tions at a time when the supply of skilled sales per- 
sonnel would be at low ebb due to wartime dislocations. 

To assist American business to carry out its market- 
ing responsibility, and to do it at the lowest possible 
cost to the consumer will require the most efficient 
use of market and product research, merchandising 
techniques, advertising and sales promotion, and 
especially good sales management. 

NFSE, through its network of 56 clubs, organized by 
federal reserve districts, plans to work closely with 
CED’s local and district men in calling together lead- 
ing sales executives to discuss post-war sales programs 
and to arrange with local organizations to put on 
meetings to deliver and SELL the selling and dis- 
tribution program. 

CED, realizing that one of sales management’s major 
post-war problems would be the need for better sales 
personnel, several months ago requested the National 
Society of Sales Training Executives to do a research 
job on the subject and prepare a manual on locating, 
selecting, training and supervising post-war salesmen. 
The best sales personnel specialists in the United 
States aided in the preparation of this manual. 

It is conceivable that by following these recom- 
mendations, sales turn-over and selling costs can be 
greatly reduced which would be reflected in lower cost 
to the consumer and a corresponding increase in post- 
war employment. 

NFSE plans to co-operate with the Committee of 
Economic Development in selling better sales personnel 
to responsible executives so that they will, of their 
own accord, resolve to do something about it. NFSE 
will arrange for speakers to carry the message to 
nearby industrial cities assigned to the clubs, and in 
general to make sure that the manual and its pur- 
poses are brought to the attention of as many sales 
organizations as possible. 

Another important part of CED’s program for the 
distribution in selling fields is a release of 30-minute 
sound films to get management “steamed up” on doing 
a 100 per cent post-war selling job. The first of these 
films, dramatizing the greater saleability of better 
designed “end use” products, is now in preparation 
and will be ready in November. 

These are but two of the many projects that CED 
plans to use to prepare sales management for the 
post-war job. 

The stationers of America have always been pro- 
gressive in their thinking and action on the problems 
that confronted them. It seems to me that these chal- 
lenges call for action and I just want to quote one sen- 
tence on how a leading publication recently summed 
up the post-war challenge: 

“The future belongs to those who prepare for it 

(not plan and intend to prepare for it.)” 


<-> 


PRINTING 
(Continued from page 57) 


ing plate around the cylinder and which will produce 
a printing sheet for each revolution of the cylinder. 
There will be no moving bed and the vibration which 
results from its end thrust, and the speed of these 
presses should equal, if not surpass, the speeds of the 


offset presses of today. 
Offset presses will have even further improvement 
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A desk for every office need 


@ Efficiency is the most essential ingredient in 
the war effort. In the factory, efficient tools and 
machines contribute to a history making flow of 
war materials. In the office where war plans 
are formulated, efficient equipment is just as 


essential. 


Indiana Desks possess those “PLUS QUALI- 
TIES” which contribute towards super efh- 
ciency in wartime offices. In rating office equip- 
ment, Indiana Desks are consistently judged 
excellent. We are confident that wherever 
Indiana Desks are used, their superior per- 
formance justifies the rating of HIGH in 


EFFICIENCY. 





INDIANA DESK COMPANY 


JASPER 


INDIANA 
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and the quality of the work which can be done on 
presses already in use will be greatly improved be- 
cause of the technical developments which have come 
recently in a field of offset plate making. The offset 
plate maker is now able to dot etch on his glass nega- 
tives just as the photoengraver etches the dots on his 
copper plates. On the new offset presses the photo- 
electric cell will be employed to insure perfect register 
and the electric eye will automatically change the 
guides on a press to keep color forms in exact register. 
New gravure presses are planned for production. These 
will be made in smaller sizes and will print from 
plastic plates which will clamp around the cylinder 
and be easily removed and replaced on the press. This 
development will take away the excessive cost of 
etching the copper plated rollers on the gravure 
presses of today and will make this printing process 
available to the advertiser who needs only short runs. 
It is also indicated that these gravure presses will be 
able to use almost any liquid material in place of the 
oil inks. So much for the new things that are to come. 


Manpower the Big Problem 


The big problem which confronts the industry is that 
of manpower. Due to the lack of volume during the 
last twelve to thirteen years, very few young men have 
gone through the process of apprenticeship to become 
qualified compositors, pressmen or bindery men. 
Nevertheless, through all of these years, Father Time 
has taken his toll and the number of competent work- 
men has steadily declined. Some of these have been 
taken away from the industry to other types of pro- 
duction and may not return so that the chief problem 
which confronts every printer is to secure the man- 
power that he will need to take care of his share of his 
market after the war. Plants which are large enough 
will do well to make plans for a training program so 
that young men may be taken in and given an inten- 
sive course of training so that they will be able to do 
creditable work. For a while there will also be a 
shortage of printing machinery because many plants 
have been closed and liquidated during the past two 
years. A surprising amount of the equipment from 
these closed plants was shipped out of the country, 
much of it during the period when submarine warfare 
was at its height and a lot of it is now on the bottom 
of the ocean. 

We must not lose sight of the fact that almost all of 
the printing being done by our military branches is by 
the offset process and thousands of soldiers and sailors 
will be returning to civilian life with some experience 
and training in some phase of photography and lithog- 
raphy. These will by far outnumber the iob ovvortuni- 
ties in the lithographic industry and its present day 
equipment, and letter press printers should be on the 
lookout for men with this training because they can 
probably be trained for use in letterpress work more 
quickly than men without any printing experience. 

In conclusion may I repeat that I believe it is safe 
to predict that the greatest boom in the printing 
industry will follow the conclusion of this war, and as 
always, those who will profit most will be those who 
look forward to the problems which will be closely 
related to this great volume of business and plan and 
prepare now to solve them. 

ec 


POST-WAR FILING SYSTEMS 
(Continued from page 57) 


letters can reflect the expression, tone and attitude 
of the sender, and the “voice with a smile” becomes 
a reality not only in telephone conversations but in 
correspondence over thousands of miles for the cost 
of only a few cents postage. 

There are no particularly new problems in filing 
connected with this method as the discs are less than 
letterhead size—only 7x7 inches—and could, in fact, 
be filed in invoice size cabinets instead of letter size. 

Speaking of voice records, an old principle newly 
applied is the recording of the voice on a narrow 
reel of steel tape. Dictation is removed by a strong 
magnetic current, so that the tape can be used over 
and over again. However, widespread use of voice 
record correspondence probably will require a com- 
bination of visual and phonetic recording. 

While this is not particularly new, I believe that 
wheel-type card filing is gaining ground and will have 
to be reckoned with in the future. It makes available 
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. Sharpness of outline 
. Superior stamina 
. Color permanence 
. Non-smearing ink 
. Erasability 

These, Mr. Dealer, are the outstanding reasons why thousands of 


typists are using "'U. S."' ribbons . . . and why they will continue to 
do so... . for satisfied customers stay sold. 


Invest a minute in writing for details on the ''U. S." line of ribbons 
and carbons . . . it's a money-maker! 


U. S. Typewriter ¢ go. Ribbon Mfg. Ci 
Filbert at Tenth St. >: J Philadelphia, P 
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A "THANK YOU" 
and Greetings 


To the hundreds of friendly stationers—old cus- 
tomers, brand new customers, visitors—who came 
to our booth at the National Convention in 
Chicago! 


A WORD OF APPRECIATION 


To our many trade friends who did not attend 
this outstanding convention but whose good will 
and patronage are vital to our expanding oppor- 
tunities for service! 








OUR MERCHANDISE STOCKS STILL SERVE AN 
ACTIVE “FIGHTING” CLIENTELE. 





OUR NEW ITEMS FILL A GAP WHERE STANDARD 
LINES ARE LIMITED BY THE WAR. 





In the face of heavy difficulties 
OUR SALESMEN WILL CONTINUE TO SERVE OUR 
CUSTOMERS THROUGH MAKING THEIR REGULAR 
TRIPS. 





Like the Allied Nations, 
the Manufacturer, the Wholesaler and the Retail 
Stationer are "winning through.” 


Bainbridge, Kimpton & Haupt, Ine. 


218 Greenwich St. New York 8, N. Y. 
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9944/190% PERFECT 


In a minutely planned 
and executed War 
where movements must 
dovetail, orders have 
to be transcribed 100°/, 
perfectly. Impartial 
tests have proven 
Standard tested Cylin- 
ders to be leaders in 
clarity, strength and 
clean-cut grooving. For 
the instructive story of 
these tests write for 
vour copy of ‘’The 
Voice of the Dictating 
Machine.” 


For | DICTAPHONES 
* [EDIPHONES 


STANDARD 
RECORD COMPANY 


104-114 South Fourth Street, Brooklyn, N. Y. 
Cable Address: Stanrecord 











ule ulocopy 


CLEANSING 
CREAM 


6 oz. tubes, 
Vo or | Ib. 


cans 







Removes Hectograph, Mimeo 
and other Duplicating Ink 
Stains, oil, grease, etc. 
THE CHOICE OF BUSINESS: Bethlehem Steel Co., Timken, 
R.C.A., Inland Steel, Crane Co., Ryerson, and many other well 
known firms use Autocopy cleansing cream. These large com- 
panies have means and facilities for testing all materials and 
supplies they buy. They put to use only those things which pass 

the test and prove satisfactory. 

AUTOCOPY cleansing cream acts effectively and instantly, 
is pleasantly scented—keeps the skin soft and smooth. ORDER 
12 TUBES TODAY: we'll enclose price list and quantity dis- 
counts, opening a channel of extra profitable business for you. 


AUT i C i PY Tusmmporated 








462 West Superior St. CHICAGO 10 
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a large number of card records with minimum time 
and effort. It is offered as a sort of “mechanical con- 
veyor” unit to bring the work to the worker, as man- 
agement engineers recommended. In fact, it is claimed 
that from a motion study standpoint, it is the quickest 
and easiest means of reaching, posting and returning 
to the file any sizable quantity of cards. Incidentally, 
there are also motor-driven models with foot switch 
to actuate the wheel and save the operator’s effort. 

Of course you pay in waste space for its speed and 
convenience, which is true of all high speed and 
visible card systems. Wheel-type filing lends itself 
readily to signalling because the outside perimeter 
of the cards on the wheel is always greater than the 
perimeter at the bottom of the cards and therefore 
space is provided to accommodate signals without 
jamming up the file. By the same token, working 
space for fingering the cards is also available. In my 
opinion, there is a great deal of merit to wheel type 
card filing for certain types of card records and I 
believe it is one of the filing methods of the future. 


Microfilm Process 


Here is another method that is not new by any 
means, but which may be due for a much larger role 
in the post-war future. This illustration tells the basic 
story perhaps as graphically as it can be told. The 
condensation of the contents of a standard four- 
drawer filing cabinet into a very small roll of film in 
a box that is a very small fraction of the size of the 
filing cabinet speaks volumes for the merits of this 
type of filing, particularly on old records which are 
not frequently consulted but are extremely valuable 
over a period of years and must be kept available for 
reference when needed. 

I am sure many of you Know that this method of 
photographic reduction has been very widely used 
under wartime conditions to reproduce blueprints, 
drawings and plans which simply could not be re- 
placed, or at best could be replaced only over a period 
of years, if they were destroyed by bombing or other 
hazards of war. The same arguments are used in con- 
nection with fire protection for such valuable records. 

Now, of course, the filing of rolls of film of this kind 
is a very simple matter but the question of finding 
what you want at any time thereafter is something 
else again. This is not a major problem when this 
process is used for instance, by banks in photographing 
cancelled checks according to dates. In such cases 
they can easily mark on the container the dates cov- 
ered by the contents of each roll of film and refer to 
them quickly by projecting them on a screen to locate 
any particular check in question. But this does not 
fit ordinary correspondence filing methods and it 
seems to me that this development will have to be con- 
verted to the principle of V-Mail in order to be adopted 
successfully for general filing use. You can see at once 
the possibilities involved in reducing the size of all 
correspondence and many other business records to a 
size where the filing space is about 25 ner cent of the 
unreduced form. As you know, V-mail can be read 
usually without enlargment. but if we do some more 
imagineering and think of desks being esuipned with 
little magnifying glasses mounted in an attractive 
desk stand, it might be possible to reduce papers bv 
photography to much smaller sizes. These filed papers 
would be reduced mostly to index card sizes instead of 
letter and legal sizes. 

Of course, it should be borne in mind on all of these 
newly developed filing methods that there mav be 
either major or minor objections to the idea in a great 
many cases. Undoubtedly, serious disadvantages will 
have to be overcome in several of these methods to 
make them practicable for everyday use in the office: 
otherwise, they will never amount to anything. How- 
ever, if we keep in mind that we are just imagineering 
in the field of filing methods. and not making definite 
prophecies of the shape of things to come, we will be 
achieving the purpose of this presentation. 

Moreover, I strongly believe that we should not fear 
any innovations along this line because of possible 
results to our business. It has been proved again and 
again in this war that the wide-awake American busi- 
ness man finds a way of staying in business regardless 
of restrictions and loss of normal markets. The auto- 
mobile dealer is an example. He was suvposed to be 
wiped out in 1941 but he’s still around. New office 
methods will never put the wide-awake dealer out of 
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SPEEDWAY PUNCH No. 72 has steel 
cutting dies and tempered metal springs 
mounted on a hard wood base. It has the 
SPEEDWAY paper support and adjust- 
able gauge, light touch lever, hand safety 
feature...also receptacles for punchings. 


SPEED “Swingline’’ STAPLER Model 
3-C has the famous wide-open staple 
channel for easy accessibility and all of 
the most important ‘“‘Swingline’’ features. 
The base is of wood, and the cap of 
plastic, but all working parts are metal. 
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espite the restricted amount of 
critical materials and WPB specifications, SPEED produced two 
machines that are meeting every practical test...Offering typically 
superior SPEED features, their efficiency and easy operation is 
already widely established... And as for durability — they'll be giving 
faultless service long after our War Bonds have reached maturity! 


SPEED PRODUCTS COMPANY 


37-18 NORTHERN BOULEVARD + LONG ISLAND CITY 1° WY. 
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I. keep the business of war and wartime 


America running smoothly, “Y and E” 
manufacturing facilities are operating at 
the highest rate in history. This un- 
precedented flow of folders, guides, cards 


and labels depends on you for its most 





efficient distribution. 


We are doing our best to see that there 





will be enough for all who need them. We, 
therefore, suggest that you advise us at 


once regarding the needs of the war 








plants in your community. 


“FOREMOST FOR OVER SIXTY YEARS” 
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business. He will simply adjust himself to the new 
methods and sell something in connection with them. 

We all know that flat visible card filing has made a 
place for itself in office procedure, and no doubt many 
of the dealers here have done some very nice business 
on it. However, I believe the two major objections to 
flat, visible card filing have been its high cost and the 
comparatively large amount of space it requires to 
accommodate any sizable installation. The objection to 
the high cost has in many cases been overcome by the 
great value of the results obtained by the use of these 
visible svstems—the control which they offer to busi- 
ness operations of many kinds. But the objection to 
the large amount of space required is still quite an 
obstacle in many cases. That explains the various 
attempts which have been made during past years to 
develop card systems that were vertical and visible 
at the same time, and this has been successfully done 
in several different ways. I am showing you here just 
one of these developments in vertical visible. 

As you will notice these cards are set up in a stag- 
gered lateral arrangement and are notched to fit over 
rods at the bottom of the drawer or tray. One advan- 
tage against flat visibles is that cards do not need to 
be attached to wires, clamps or pockets. The cards are 
cut off at the corners for the purpose of providing 
three edges on the card which may be indexed and 
signalled instead of only two which would be possible 
if the cards were not corner cut, or only one edge as 
on flat visible filing. This arrangement offers an un- 
usual amount of space for indexing and signalling 
which is a major virtue of this type of installation. 
By arranging these cards in well-top desks, a substan- 
tial quantity of cards can be handled by one clerk. 

There are, of course, other types of vertical-visible 
systems as already mentioned. One provides for filing 
the cards in conventional vertical style, but linked or 
attached to each other in such a way that they can 
be spread quickly to expose the top indexing and sig- 
nalling edge. It is difficult to say just how much the 
various types of vertical-visible will replace flat visible 
card filing but here again is a development which is 
worth watching for the future. Further development 
of them is undoubtedly in the picture. 


Sliding Tray Filing 


This is another method whereby one clerk seated at 
a desk can have access to a large quantity of cards for 
vosting or reference without movine from her chair. 
The wing units on such a desk will slide back and 
forth easily on ball bearings or roller bearings so that 
the operator can have access to cards either in the 
front or at anv point along the entire length of the 
sliding tray. This is for an anplication of ordinary 
vertical card filine. althouch the same idea is used on 
sorting svstems. Here again the idea is to bring the 
work to the overator rather than have the overator go 
to the work area. However, this sliding trav idea seems 
to me rather limited in its use and I wouldn’t want to 
nrovhesv that it will be very important as a post-war 
filine method. 

There’s another system which turned uv when our 
svstem information file was searched for material on 
this talk. It was an electric file with a kevboard on 
which vou tvve the first four letters of a customer’s 
name and the electric selector turns uv the customer’s 
card—E-L-L-I for Elliot. The card is pulled out bv 
energized magnets at the side. There are 30 metal 
rods at the bottom of the selector and the trav of 
cards is set in the selector before the tvoing is done. 
These rods fit in slots punched in the cards and this 
vrovides the selection. This has heen on the market 
for some years but is not yet widely sold. 


Suspension Filing 


This, I believe, is definitely one of the filing meth- 
ods of the future. 

It seems like a small difference just to susvend a file 
folder from the tov edge instead of standing it on its 
bottom edge but this simnle chanve makes a world of 
difference. In a hanging folder. all the natural forces 
and physical princivles work with and for the user. 
whereas in the standing folder they generally work 
against the user Gravitv works with you in a hanging 
folder but in the standing tvne it causes friction. 
sagging and scuffine—and such devices as follower 
blocks and extra stiff guides are merelv contraptions 
designed purely to overcome these faults and not to 
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& THREE WISE MOVES 
to meet WPB Limitation Order L120 


1 Sell customers who insist on 20-lb. 
weight papers the better grades — 
"A" (100% rag), 'B" (75% rag) in 
Berkshire Papers. 


2 Sell a HIGHER GRADE 16-lb. paper 
to those who formerly used 20-lb 
economy papers. 


3 In any event, for full customer satis- 
faction, recommend 


BERKSHIRE sty 
TYPEWRITER PAPERS 


EATON PAPER CORPORATION 
Pittsfield, Massachusetts 






































A NEW QUALITY PRODUCT 


The Snart- 
Wis tu 
Se i.e STENCILS 


2 SIZES 4 .; 
for 50 and mre /4¢~66072 
100 STENCILS v 


20” long, 10” wide; 
index page standard 
on both sizes; produc- 
tion record page for 
each_ stencil allows 
space for com- 
plete informa- 
tion. 



















Be sure to look in- 
to this systematic 
and protective fil- 
ing method ; insures 


utmost safety for 


Covers are 
of heavy blue 
leatherette stock; 
pages numbered; 
spiral binding en- 
ables book to lie 
flat at all times. 


Send today for 
descriptive folder. 


Technygraph c 


TECHNY, ILLINOIS 
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NATIONAL POSTAL METER CO., INC. 


Rochester, New York 
BRANCHES AND AGENCIES IN PRINCIPAL CITIES 











STARK DESK CALENDARS 


NOW IS THE TIME TO ORDER 
FOR 1944 


An 
Outstanding 
Line With 
Real Selling 

Features 
and 
Best of All 


Al Keal Profit ae 


Printed in two colors, RED and BLUE on quality 
bond paper with maximum writing surface. Priority 
ratings on Metal Stands essential. Stands only will 
not be sold separately. , 





Write at once 
for catalog. 


STARK 


CALENDARS, INC. 


525 S. Dearborn St. 
Chicago 5, Ill. 





New York Office 
321 Broadway 


Phone COrtiand 7-9779 
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facilitate the filing or finding process itself. Suspen- 
sion filing is free of such devices because it simply 
doesn’t need them, and the space they require is saved. 
Tab headings cannot slump down and be hidden, even 
in a half-empty drawer. : 

Years ago when flat filing was in vogue, papers were 
filed in shallow drawers and the indexing, of course, 
was flat also. What a wonderful invention vertical 
filing was—it permitted the use of large file drawers 
containing about ten times the amount of papers that 
a flat file drawer contained, doing away with most of 
the furniture and partitions between the small flat 
drawers, and offering much more efficient use of filing 
space. 

Here in suspension filing is the next great advance 
in folder filing. Not only is it really vertical filing, 
with every single folder in perfect vertical alignment, 
but even more important, the folders slide back and 
forth freely on their hanger rods, doubling the speed 
of handling and reference. In conventional filing, the 
folders must scuff along the bottom of the drawer 
with friction working against the entire bottom edges. 
In suspension filing, friction is reduced to two small 
points where the hanger rods ride on the side rails. 

The ease and speed of filing under these conditions 
have caused many filing experts to claim suspension 
filing as one of the important filing methods of the 
future. 

That ends my story. But in conclusion I want to em- 
phasize what most of you already know, namely, that 
time-saving filing methods and systems are and will 
continue more and more in demand. They, therefore, 
offer a most fertile field for sales effort. It is simple 
arithmetic. The greatest item of cost in running an 
office is salaries. It’s foolish not to buy a system 
costing $300 if that system will save 20 per cent of the 
time of a $1500 per year clerk. An investment which 
pays for itself in one to three years is always a win- 
ner. If we keep that principle constantlv before us, 
we will get our full share of business in the post-war 
business world. 

*—- © 


WOOD OFFICE FURNITURE 
(Continued from page 58) 


However, these things we are doing now are just a 
beginning. They answer the questions of the moment, 
but they fail to set up any long-time, constructive 
program. 

When the war is over, the abnormal demand created 
by the war effort will come to an end. When that 
takes place, we will need all the help and co-operation 
we can possibly get from each other. 


Overcoming the Surplus Desk Problem 


It does not take an economist or a marketing spe- 
cialist to realize the situation that faces us after the 
war. By the end of this year, there will be at least a 
million more desks in Government and industry than 
at the outbreak of the war. Regardless of how the 
Government disposes of its surplus desks after the 
war, we will still have to compete with those released 
by the war plants and private industry. There is cer- 
tainly no question that the market will be glutted 
with second-hand furniture—good and bad. Working 
out an orderly and equitable way of disposing of 
these surpluses is a problem in itself, but the solution 
of the problem would have no more real effect on 
our market than an aspirin tablet curing a tooth- 
ache. We must do something more fundamental than 
that. 

The details of how we plan to combat this situation 
obviously cannot be publicized for the time being, but 
the general approach is apparent to those who have 
studied the situation. We can succeed only if we 
sell replacements and modernization. You cannot do 
this to any great extent with the office furniture being 
produced now or before the war. We must offer you 
something new—something that will make the office 
worker dissatisfied with his or her present desk— 
make the office manager or purchasing agent realize 
that the continued use of their present equipment will 
cost his company money. 

We must arouse a pride of ownership in the office 
worker for his desk. We must make him “lie” about 
his desk just the same way you and I do about our 
car, our children, or our golf. You all know the kind 
of thing I mean, “Why, I haven’t had a flat tire in 
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STILL MARCHING 


Along The Road To Victory 





@ That was a year in which we met severe trials 
with the same indomitable spirit shown by our 
forefathers in the troublous times of °76. Vice- 
tory would come to us, we knew, but our flag 
had not yet begun its triumphant march forward. 


Now, in this year of °43 our efforts are being 
crowned with success—a success that comes from 
the coordinated resources of all our people and 
all our industries. 


The vital tools of management continue to be the 
stationery industry’s important contribution to 








the winning of the war. In the foremost ranks 
are Vail Products—doing the job for which they 
are designed, doing their part in the march along 
the road to victory. 


The need for paper fastening devices is so great 
that preference in delivery must go to war activi- 
ties. Under the circumstances we ask for our 
dealers’ continued cooperation in understanding 
that such war needs rank first. The time cannot 
be so far distant when Vail Products will again 
be available in full quantities to all accredited 
dealers. 


VAIL MANUFACTURING COMPANY 


900 EAST 95th ST., CHICAGO, ILL. 
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OFFICE TABLES 


| BY NEW ENGLAND 


FOR IMMEDIATE DELIVERY 


Specifications 
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Tops, Rims and Drawer Fronts 
are of Five Ply Panels with 
Sliced American Walnut Face 
Veneer. 


Hardood Legs are finished in 
Walnut color to Harmonize 
with Top and Rim. Tapered 
Legs. 


Top is Banded all around with 
14%” Hardwood Strip. 


Drawers have Wood Pulls, 


F.0.B. Factory Hardwood Sides and Backs. 





WALNUT, Size 72” x 34” x 30”, 2-Drawer $45.50 List . . 
Dovetailed and Boxed in Con- 
WALNUT, Size 60” x 34” x 30, 1-Drawer 38.00 List struction. 
WALNUT, Size 50” x 32” x 30”, 1-Drawer 31.00 List “Finish” 
WALNUT, Size 36” x 24” x 30 25.50 List Cader ~Diationm Witens. 
Wate) Pe thee . ~<a 











FOR CONFERENCE, LIBRARY, OR GENERAL WORK. Tables that combine Appearance and 
Utility. Economical models that have successfully met stringent U. S. Government specifications 


and the discriminating judgment of some of America’s largest commercial users. 








FILING CABINETS 


in letter and legal sizes—with or 
without lock—easy sliding full 
drawer suspension—plastic label 
holders and drawer pulls — in 
olive green or walnut finishes. 





Responding for the demand for steel 
saving furniture NEW ENGLAND 
has produced a line which embraces 
items many manufacturers have not 
even attempted to make in wood. 
Our organization of wood craftsmen 
have followed the same fine stand- 
ards of cabinet making which they 
have used for many years. Thus it 
is only natural that users reaction 
should be very favorable and the 
demand for these units tax our pro- 
duction facilities. 
All NEW ENGLAND furniture is made of hard woods 
made right in our own shops under our own control. 
You will find many evidences of "NEW ENGLAND’S” 
know how whenever you examine any unit closely. 


If you have experienced difficulty in obtaining these 
items in wood write today for complete information 


NEW ENGLAND 
WOODWORKING CO. 


512 E. 137th Street ¢ New York City 
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MULTIPLE DRAWER CABINETS 

Full suspension drawer action as 

smooth and light as a feather. 

2 complete lines—28” deep and 

52” high and 18” deep and 
50” high 

7 Drawers—14 compartments 
for 8 x 5 cards 

8 Drawers—16 compartments 
for 6 x 4 cards 

10 Drawers—20 compartments 
for 5 x 3 cards 
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three years—I get 100 miles a week on my ‘A’ card— 
or my one-year old son can’t sing as well as Frank 
Sinatra.” 

But it’s very easy to stand up here and tell you what 
has to be done, but how to accomplish this is another 
matter. This is the problem that the Institute is 
undertaking. We realize that we may make mistakes, 
but we are using the best counsel obtainable and feel 
confident that the results will be in proportion. 


Groundwork Laid by Market Investigators 


The manufacturers are not relying on their judg- 
ment in determining what changes have to be made 
in their products. They have retained skilled market 
investigators to visit leading users of office equipment 
in order to get first-hand opinions and suggestions. 
This investigation has included leading markets in 
every section of the country from Los Angeles to 
Boston, and from Seattle to Atlanta. They have 
called on all types of businesses, some having as many 
as 12,000 office employees, and others having as few 
as 10 or 15. They have discussed the problem with 
large and small banks, insurance companies and agen- 
cies, wholesale houses, railroads, public service com- 
panies, professional men, and many others. It is ex- 
tremely gratifying and encouraging to observe the 
interest and concern which these people showed in 
analyzing the problem and offering their suggestions 
for necessary improvements. 

Our investigators have gone into all phases of utility, 
design, construction, and materials, and the users 
have expressed definite ideas and suggestions for many 
changes. These ideas are now being studied from a 
manufacturing and marketing standpoint. 

This study has proven that the present office furni- 
ture will require many changes in order for it to 
meet the expectations and requirements of our future 
market possibilities. Our investigation has shown that 
many of our so-called “features” of the present are 
either obsolete or serve no useful purpose. The users 
have not just expressed a preference for minor 
changes, but they have pointed out the need for 
drastic changes of major proportions. 

The members of the Institute who are responsible 
for this program have just completed a two days’ 
conference with the investigators, who have submitted 
a carefully analyzed report on their findings. The 
contents of their summary have been discussed, and 
a plan of action is being initiated. 

Even though this particular study was thorough in 
its scope, other work of this kind still has to be done 
and is part of the over-all program. 


New Designs—New Materials 


We are now ready to start the constructive and 
creative part of the program. For this purpose, 
Lurelle Guild, a foremost national authority on prod- 
uct engineering and design, has been retained to in- 
terpret the facts gathered in the survey, and to 
develop improved office furniture to meet the users’ 
specifications for the post-war market. Instead of 
his being limited to the conventional kiln-dried lumber 
and veneer, he will have available the many new wood 
products which have been developed during the war. 

Shortly after the start of the war, scientists declared 
that “wood is now an engineering material.” The 
phrase is now trite and overworked, but perhaps that 
has its advantages. The public is being educated and 
will expect major developments along these lines. 

Endless amounts of time and money were spent on 
research before these new treatments and wood prod- 
ucts would meet the strict requirements for use in 
building airplanes and other combat equipment. For 
example, the wood airplane specifications call for 
tolerances previously unheard of in woodworking, but 
after many of the parts are machined to 5/1000 accu- 
racy, they must still be balanced for weight. 

There are ways of chemically treating wood, so that 
a heavy strip can be tied into a knot or bent like a 
pretzel. The strip permanently retains its shape and 
has entirely new properties after it has been heated 
to a predetermined temperature. 

Without question, the most sensational of all the new 
discoveries in this field is compregnated plywood— 
this material has already been nicknamed “compreg.” 
The processes for producing this material have now 
been reduced to relatively simple methods and equip- 
ment, and compregnated plywood will be available in 
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CHAIRS 


FOLDING 


and TABLET ARM-CHAIRS 





All styles Folding Chairs. Tab- 
let Armchairs—ideal for class- 
rooms, cafeterias, etc. Factory 
Stools. 


PROMPT SHIPMENT 


out of New York stock or direct from factory. 
Don’t turn down chair inquiries— 


Write us for prices 
and details 


ADIRONDACK 


CHAIR COMPANY 


1140 BROADWAY 
NEW YORK 1, N. Y. 

















The Filing Season is On 
Get your share of file 
pocket business with 
our free sample plan. 


¢i\BEROp; 


Flat and Expanding Envelopes and Files 
File Pockets and Folders 
Bank and Office Specialties 


(Complete catalog free on request) 


FEDERAL FILE ENVELOPE CO. 


7 Federal Court Boston, Mass. 
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RING BAR, a loose 
leaf binder in plastic 
that is really loose 
leaf. Tauber, an old 
name in binding, 
brings this newest 

loose leaf cove; aa 
Opens andcloses 

quickly and easily. 

Holds securely. Sam- 

ples on request. 


TAUBER TUBE BINDING 


200 HUDSON STREET, 13 NEW YORK CITY 





NUCRAFT 


QUALITY 
LINE 


TELEPHONE 
CABINETS 
WALNUT OAK 
MAHOGANY 





No. 50. Telephone Cabinet 
Size 16x20x30 inches. 


Utility Letter Trays 


Functionally Designed For 
Accessibility When Stacked. 
Simplified Stacking—An Exclu- 
sive NUCRAFT FEATURE. 





No. 12—LETTER SIZE—2 X 10 X 12 
No. 14—LEGAL SIZE—2 X 10 X 15 
MADE !N WALNUT—MAHOGANY AND OAK 


NUCRAFT Furniture Products 


501-505 Monroe St. N.W., Grand Rapids, Michigan 
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plentiful supply after the war. The veneers are treated 
with phenolic compounds and then laid up in the 
same manner as for ordinary plywoods. It is then 
subjected to pressure and heat, at which time the 
thickness can be reduced to 50 per cent of its original 
size. The properties of “compreg” read like something 
out of a fairy book, and it does not take much imagi- 
nation to visualize some of its many potential uses. 

The original warmth, beauty .and coloring of the 
grain is not lost—on the contrary, it is enhanced and 
complemented by the treatment. Compressing all this 
wood fiber and resin increases its density, and natu- 
rally its strength increases in proportion. A piece 
of it no longer floats but sinks to the bottom. It is 
impervious to cigarettes, alcohol, and other elements 
which mar ordinary finishes. It is hard and tough 
as a Marine, and has a polish like marble. An illus- 
tration of this point is that it has been tested as a 
flooring for homes and offices after the war, but the 
regular material has been found to have too high a 
polish. It has been necessary to tone down the sur- 
face to prevent its being too slippery. If a heavy 
piece of furniture were dragged across the floor, and 
a piece were gouged out, it would only be necessary 
to buff it with some abrasive like sand-paper to restore 
its original luster. 

The possibilities for using this material in office 
furniture have not been determined, but various appli- 
cations seem apparent. 

Finishing materials and their application, too, are 
being improved tremendously, and tougher, harder 
finishes are a certainty after the war. Cigarette and 
liquor-proof finishes were beginning to find wide 
usage on better grade furniture before the war. It’s 
gotten to be almost an indoor sport at the new Statler 
Hotel in Washington to lay a lighted cigarette on a 
dresser or table, and watch it burn down to the end 
without damaging the piece of furniture. 

These are only a few of the new materials which 
will be available to Lurelle Guild for his work ot 
designing and constructing office furniture that will 
Satisfy our aims. 

To provide better equipment for the office worker, 
to provide the trade witn saleable merchandise, and 
to create a postwar market for our industry—this is 
a man-sized job to give anyone, and it is a tribute to 
Mr. Guild’s ability that the manufacturers have as- 
signed the task to him. He has earned his reputation 
by solving such problems. 


Utility Determining Factor 


I cannot sketch any mental pictures of what the 
post-war office furniture will look like. We are start- 
ing with a clean slate and an open mind, but the 
design of the furniture must supplement, and be in 
keeping with, the utility of the item in question. If 
modern design does this best, then the furniture will 
have modern lines; if the answer is found in modi- 
fied conventional styling, then that type will be used. 

However, I can definitely state that we are not Set- 
ing out to create a product which resembles some of 
the near-freak automobiles or other items you have 
seen in magazine advertisements during recent 
months. The product will undoubtedly be different in 
appearance—we know that—you expect it—and the 
user demands something new. 

Regardless of what this new furniture looks like, 
or how satisfactory it proves to be, it will not sell 
itself. We will need your enthusiasm and co-opera- 
tion if this program is to be a success. You and your 
salesmen will have to study the products—know them 
inside out—upside down—talk gadgets, construction 
details, percentage of moisture and other features. We 
hope that the days are approaching when a salesman 
will no longer sound like this: “Well, here’s our full- 
quartered oak line that lists at $80.00 for the 60” 
flat tops, and in the quantities you are considering we 
can quote you 10% off the list price.” 

We have confidence that our efforts will produce 
products that will make every office a prospect. We 
are concentrating on office furniture with features 
that will enable your salesman to talk and sell mod- 
ernization, and replacement of what will then be 
ebsolete furniture. No office will want to keep their 
present furniture if the products we develop will make 
the present equipment costly by comparison. 

There are supposed to be about four million desks 
in use in normal] times, many of which have seen 25 


OFFICE APPLIANCES, November, 1943 























INSTITUTE SCORES HIT AT 
N. 8S. A. CONVENTION! 





DISPLAY ATTRACTS TRADE 
Educational Message Theme 


The Institute’s display at the Stationers’ Convention 
attracted wide attention, and it proved to be a very 
popular place for the Dealers to stop and discuss 
their office furniture problems. Many Visitors, who 
were neither users nor potential users of office furni- 
ture, admired the beauty of the grain and coloring 
of the sample panels which were on display. 


I, as Secretary of the Institute, am particularly 
pleased for having had this opportunity to meet so 
many of you, and to exchange ideas on present and 
future problems. It was interesting to observe that 
the opening question was almost invariably, “What 
is going to happen to our office furniture business 
after the War?”, but after I had outlined the Insti- 
tute’s post-war program at the Wednesday afternoon 
session there no longer was doubt in anyone’s mind 
as to what to expect at that time. Many of those 
present have congratulated us for our sound ap- 
proach to this problem and have expressed their 
appreciation for the Institute’s assuming the respon- 
sibility for such a program. 

Those of you who were not able to attend the Con- 
vention, or that particular session, are referred to 
the printed text of my report. 
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SHORTAGE OF CORRUGATED CARTONS 


The increased War demands and the decreased cut- 
ting of pulp wood have created a shortage of fiber 
shipping containers. To conserve the supply of those 
materials, the War Production Board has issued 
Limitation Order L-317. This Order limits our quota 
to 80% of our base period use and will limit our 
shipments unless steps are taken to offset the 
shortage. 

There are several ways in which you can assist your 
Manufacturers to maintain prompt deliveries: 

1. All of your purchase orders for furniture to be 
delivered to the Army, Navy, Maritime Commis- 
sion, War Shipping Administration, and any U. S. 
Agency making Lend-Lease purchases, should be 
plainly marked with this information before mail- 
ing the order to your manufacturer. Cartons for 
such shipments are exempt from our quota, and 
need not be taken from the stock reserved for 
other orders. 

2. Most Office Furniture Manufacturers are now 
requesting the return of empty cartons. You can 
contribute to the War Effort and assist your Man- 
ufacturers by instructing your shipping clerks to 
unpack all furniture carefully to avoid damage 
to the cartons, and by returning these cartons 
promptly as soon as minimum shipping weights 
have been accumulated. 


OPA ACTION NOT YET CLARIFIED 


The Office of Price Administration has not yet made 
any formal announcement on the results of the need 
for granting an increase in prices to the household 
furniture manufacturers. Many rumors have been 
circulated, and news items have been published 
which imply that this will include office furniture 
and that any increases granted would have to be 
absorbed by the Dealers. However, neither of these 
statements seem to have any foundation since they 
do not reflect the attitude of the people who are 
responsible for formulating such policies. Increases 
may eventually be allowed on office furniture, but it 
is obvious that such increases would not be granted 
without first making a study to determine the needs 
of the office furniture manufacturers as well as the 
dealers in this equipment. 

The Institute is 


co-operating in y 

every way possi- (2 , hk 
ble with OPA, by : 

furnishing them 

with information Secretary 


and statistics re- 
lating to the In- 
dustry. 








OFFICE FURNITURE INSTITUTE 








WASHINGTON 5, D. C. 





American Security Building 
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to 50 years of service, and by concentrating on re- 
placements, it is believed that a substantial market 
can be developed for the post-war years. If we are 
successful in our efforts, we need have no fear of the 
disposal of the surplus furniture after the war. 

In this tremendous program which the manufac- 
turers are undertaking, they are not overlooking the 
fact that you are the connecting link with the office 
manager, the purchasing agent, and the ultimate user. 
The new furniture will need new or different merchan- 
dising and marketing methods, and the manufacturers 
and dealers must share the problem of working out 
these details together. We are counting on your help. 


> 


POST-WAR AIR CARGO AND STATIONERS 
(Continued from page 59) 
is a short four years later. Military secrecy won't let 
us say how many are crossing today, but it is nothing 
like the small numbers that crossed then. And that 
is symbolic of the tremendous change taking place 
all around you in this particular industry. 


Tremendous Increase in Plane Production 


What is it going to do and what does it mean? At 
the peak of air line transport work, taking the total 
of all the air lines in the country, we had 364 air- 
planes, the biggest carrying 32 passengers. Only five 
were that large; the balance carried 21 or 14. Three 
hundred and sixty-four airplanes, doing $125,000,000 
worth of business. Last January, when Mr. Roosevelt 
gave his report to Congress on the state of the Nation, 
he announced the production for 1942 was 48,000 air- 
planes, and predicted approximately 100,000 airplanes 
for 1943. Compare that to the year before Pearl Har- 
bor, because at Pearl Harbor the whole history of the 
world was changed, and with it the history of aircraft 
was changed. Before the sun had gone down that 
night in the Pacific, the airplane had taken on new 
significance. So we have to think a little about what 
this airplane will do in the post-war world. If it can 
be made in these quantities, and go to these places, 
how shall we use it? 

Consider speed. What does speed amount to? Noth- 
ing, except that it is making our world smaller. Did 
you see the map showing Chunking about at Boise, 
where Norman Cunningham is; Singapore in the place 
of Seattle? Those are air hours away. That means 
every one of you dealers has moved closer to the 
sources of supply. This matter of speed has been in- 
teresting. Prior to the war we thought 185 miles per 
hour was fast. Then the DC-4, now known in the 
Army as C54A, went 40 miles faster. Then came Lock- 
heed with its “Constellation’”—and I wonder if you 
thriiled at that maiden flight at Los Angeles at 265 
miles per hour? My prediction is you may see that 
airplane crack the cross-continental record, because 
they may try it with that ship. 

Those are big planes, but they are not big enough 
for the post-war world. Martin built the “Mars,” with 
the inside the equivalent of a fourteen- or fifteen- 
room house. Douglas came out with the B-19. Some 
of you at Dayton have seen that ship in the air, ex- 
perimentally. The B-19 was one-fifth larger than the 
“Mars.” And then Tom Girdler, of Consolidated, asked 
permission to build a new one for trans-oceanic travel, 
one that will carry 400 passengers, fly between New 
York and London in twelve hours, and do it con- 
tinuously. That is bringing the world down even 
smaller. 

Engineers have always told us the airplane could 
not exceed the speed of sound; that that was the 
limit of what an airplane could do; that that was 
beyond what any propeller could do. Maybe you ob- 
served the other day that an American youngster in 
a P-38 dived at 830 miles per hour. The speed of sound 
is 725 miles per hour. We Know aircraft of far greater 
capacity, power, speed and utility are in the offing. 
That will change the world. 


Airplanes Change the Nation 

It is very important to realize that these planes, 
which may change everything internationally, will 
also change things nationally. If you were within a 
matter of a few hours of your supplier, would you 
but differently than if you were many hours away? 
That is the question that faces you on post-war air 
cargo operations. You remember our inventory diffi- 
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ST. JOWNS TABLES 


* Tables for Army, Navy, Maritime and 
industrial specifications. 


* Tables for the reconversion and post 
war planning periods. 

* Send for the ST. JOHNS catalog today 
for the complete information and details 
on their wood office tables. 


BACK THE ATTACK WITH WAR BONDS 





No. 28 Table Description: 


% Selected Northern Oak in Office 
Golden or Sch Brown finish. 










Plank edge top | thick with ex 

tra frame underneath to prevent 

warping. Legs are 2%”, 6-foot Sizes: 

length has 3'/,” legs. Drawers are 

dovetailed front and back with 30 x 48 inches 
framed-in 3-ply bottoms. 5 and 6 32 x 60 inches 
foot sizes have two drawers 34 x 72 inches 


St. Johns Table Company 


CADILLAC, MICHIGAN 
Chicago Office: 666 Lake Shore Drive, Chicago 
New York Office: 206 Lexington Ave., N. Y. C. 





A SAVING AT EVERY TURN 


DARNELL CASTERS 


AND NOISELESS GLIDES 


DARNELL CORP. LTD., 50 WALKER ST..NEW YORK.N Y 
LONG BEACH,CALIFORNIA, 36 WN. CLINTON, CHICAGO, ILt 
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INVESTIGATE 
THE MERITS OF 


ROBERTS 


Gia MODEL 95 
we af The Quality five action, all steel 
Ee and nickel, Numbering Ma- 


chine. 








% Capacity for ten wheels. 


% Priced competitive to ordinary ma- 
chines of four and less actions. 


*%* UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


The 
ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue Brooklyn, New York 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago, Ill. 593 Market St., San Francisco 














An Active Ally 


on the 
Production Front 


MUTSCHLER’S long experience in styling and building 
SAMSON directors room and office tables for discriminating 
business men has supplied the vital “KNOW HOW” that 
enables them tc produce sturdy tables fast for Uncle Sam 

- . not only to serve the war winners of today. but as well. 
the peace makers of tomorrow. 


Write for complete descriptive Catalog. 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 
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culties shortly after World War I? Prior to that a 
dealer would buy a six-months’ supply. Following 
World War I what a change came. You recall how 
we realized the necessity for turning inventories over 
and making the money go to work? This is one of 
the considerations we will face. — 

Some of you will say the price of air transport is 
out of range. It is for most of the things you carry 
today, but in the face of wartime conditions it was 
reduced 12% per cent in July. There is no doubt of 
further reductions as newer, bigger and faster ships 
are put into operation. What about the slow-moving 
items, that you do not carry, which you will order 
and for which you will wait until late afternoon or 
the following morning, depending on where you are? 
What will make you more money, to spend it on 
transportation and increase your profits, or run your 
inventory heavy on the slow-moving items? I think 
you will be faced with certain seasonal decisions to 
make, those of you far from your suppliers, who run 
out of certain items before the peak of the holiday 
or gift season. Will you use the fastest thing you can 
to get it to you, and thereby increase your sales? Per- 
sonal greeting cards, for instance. Do you want an 
extra five days selling right at the peak of selling, 
when frequently you have to shut off on those par- 
ticular orders before you have reached maximum 
sales? You will have many gift items that you have 
now, in the higher priced brackets, pens and pencils 
of special design, and other things. There is another 
whole market to be served by the speed of this thing 
that is going on all around you in the air. 

It would be impossible for me to tell you from this 
platform what you will do. One thing I should like to 
do is to stimulate your thinking so that you will be 
alert to these things. It will affect post-war merchan- 
dising certainly as fully as any other one thing in the 
American business picture. I was reading the other 
night Victor Hugo’s “Fernandez”. To me it is worth- 
less except for this one sentence, “Nothing is so power- 
ful as an idea whose day has come.” In coming to 
you from the air transport industry this afternoon, 
knowing what is going on through the airways of the 
world today, and the unlimited things that are going 
to come, I would like to leave that one thought, 
“Nothing is so powerful as an idea whose day has 
come’. And in that day one of the powerful elements 


will be air cargo. 
—-e — 


SIMPLIFICATION OF EQUIPMENT AND 
MERCHANDISE AFTER THE WAR 
(Continued from page 60) 

Carbon paper has five principal uses, namely, mani- 
folding, letter writing, pencil work, “Ditto,” and spirit 
machines. There are about 400 to 500 different sheets 
of carbon in one manufacturer’s line. This includes all 
the weight and finishes of each brand, and approxi- 
mately seven different price ranges. Typewriter rib- 
bons are made in six or seven different price ranges 
and in each price range they are put up on spools to 
fit all standard makes of typewriters. It is necessary 
to carry in stock ribbons for the four or five machines, 
in both black record and black and red record. And 
there are five different inkings. This presents a possi- 
bility of forcing a dealer to stock forty or fifty differ- 

ent kinds of ribbons in each price class. 

The above situation was undoubtedly brought about 
by competition and probably could not be remedied 
on a national scale. But if a dealer is not cautious, 
his own stock will get out of hand. A total of seven 
or eight kinds of carbon paper in all price ranges, 
so far as standard weight, medium finish, is concerned, 
and only three or four kinds in other weights and 
finishes, should fill the bill except in very special cases. 
It should be necessary only to stock typewriter ribbons 
in three different price ranges and two or three differ- 
ent inkings, at the most. Dealer salesmen should be 
instructed to sell medium or medium light inked 
ribbons at all times, and to deviate from this policy 
only when absolutely forced to do so. Each time a 
heavy or extra light inked ribbon or another brand 
carbon is sold, it means additional stock on the deal- 
er’s shelf in order to service that account in the future. 


Filing Supplies 


There are a few headaches in the filing supply busi- 
ness. For example, there are many thicknesses of 
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HERE'S HOW 


OLD DUTCH 


IS HELPING YOU TO 
HELP WAR INDUSTRIES 


Yes sir! Old Dutch is on the beam—here’s an 


ad that’s doing the right thing for the War 
Effort—arnd helping our de.lers as well. Speed- 


ing up paper work means speeding production 

that adds up to hastening Victory. In addi- 
tion to insertions of this kind of Speed the 
War Effort advertising, Old Dutch is co-operat- 
ing with dealers in other ways: 


|. ENVELOPE STUFFERS: Reprints of this ad 
available with your name and address. 


2. OTHER SALES HELPS—Such as Window Dis- 
plays, Display Materials, Pamphlets, Blotters, 
Eraser Shields—all prepared for your person- 
alized use. 


WRITE TODAY FOR THESE OLD 
DUTCH WARTIME SELLING HELPS 





RINTS TRACINGS 


NEERING — 


BLUEP 


ENGI 
OPERATIONS & 
S FOR ENGINEERING 
MACHINE WORK 

S SCHEDULES. 

& CHECKING LISTS 











ORDER 
DESIGN 
MATERIAL 
PROGRESS 















Manufacturing "Know-How" 
Acquired in 43 Years of Experience 
is providing and will provide 


WOOD OFFICE CHAIRS 


for war and peace time needs. 


High Point Bending & Chair Company 
Siler City, North Carolina 
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The Esterbrook policy— 
FAIR PLAY FOR ALL 
—continues unchanged , 


Under wartime restrictions of manufacture, ra- STEEL PENS — Available to estab- 
lished Esterbrook dealers in quantities 


tioning 18 the only method by which all dealers sufficient to meet normal demands. 


may receive fair treatment. We are doing our best : 
ya 2 . ; RENEW POINTS— While present 
to give every Esterbrook dealer his fair share of government regulations permit us to 
provide Renew Points for replacement 
Esterbrook stands for fair play ; and use in pen repairs, production still 
. is limited. Renew Points, therefore, are 

allocated only to established Esterbrook 
dealers . . . and on a strict quarterly 


our present production; for now, as always, 


A brief outline of today’s situation affecting our 


principal items is shown at the right. 
quota basis. 
THE ESTERBROOK PEN COMPANY FOUNTAIN PENS— New fountain 
CAMDEN, N. J. 


pen production has been curtailed 
sharply. Our limited production is being 
allocated to established Esterbrook 
dealers on a quarterly quota basis. 
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THE WORLD'S LEADING PEN MAKERS SINCE 1858 












An Instant Success— 


STORM SPIRIT 


A NEW SPIRIT 
HECTOGRAPH CARBON 











Here's a new spirit hectograph carbon for general use that 


assures better results at lower cost. Send for samples now. 


WwW 
H. M. STORMS COMPANY 561 Grand Avenue, Brooklyn, N. Y. 
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folder stock. The standard thicknesses used by the | 


leading manufacturers are 8 point, 11 point and i4¢ 
point. When these are multiplied into standard grades 
of folders, you can see how this adds to the inventory. 

In addition to the standard grades which the larger 
manufacturers carry, some manufacturers make a 944 
point folder, and I believe some make 7% and 10 point 
folders, which means that the mills are running a 
number of thicknesses. Bigger runs, fewer changes in 
machines and less bother would result in greater and 
less costly production. The consensus of opinion seems 
to be that two thicknesses of folders would be suffi- 
cient—812 and 11 point. By reinforcing or double- 
topping 814 and 11 point folders, we get the same 
result in strength and usage that one would get with 
a 91% point folder or a 14 point folder. In the interest 
of conservation, let certain folders be double-topped, 
and thus save considerable paper. 

What has happened is that these items have been 
improved from time to time and new items have been 
developed to meet competition, yet there are calls for 
the old ones, making it necessary to keep them under 
production. This is what has happened to all of our 
lines—the different weights of typewriter paper, differ- 
ent kinds of stapling machines, loose leaf, blank 
books, all sizes of filing equipment, and there certainly 
are too many grades of office chairs and too many 
styles. Ditto office desks. Before going into war pro- 
duction, many manufacturers were compelled to re- 
duce their lines and in many instances dropped manu- 
facturing entirely. In the case of pencil sharpeners, 
paper fasteners, and blank books, many have volun- 
tarily reduced their lines, but I’m sure you will agree 
that skimping down too much on lines is undesirable 
and should be given very careful consideration. 


Office Furniture 


It is the thought that files will be furnished in no 
more than three grades, desks will be confined to no 
more than two grades, and many items that have 
cluttered our inventory in the past will be eliminated 
entirely. The present shortage of furniture has served 
one good purpose—it enabled all manufacturers and 
most dealers to effect a complete and systematic house 
cleaning. I don’t believe we will ever again see the 
accumulation in warehouses generally of as much slow 
moving stock and as many cats and dogs. 

In the days when we had steel filing equipment, we 
carried six distinct lines of steel files, all from one 
manufacturer. That was obviously too many, but each 
time we tried to discontinue one, we met with sales 
resistance. The almost unanimous opinion is that 
there should be only three grades of files—an A grade 
(the best a manufacturer can produce); a second 
grade corresponding to present utility grades now on 
the market, and a third grade of non-suspension 
files. The first and second grades would embody a 
complete line of inserts and combinations; the third 
grade to be very limited. The idea of five or six 
different grades of files seems to be very much taboo 
among the dealers. It not only increases their inven- 
tory, but the extra grades are used more for chiseling 
purposes than anything else. 

As regards desks, the continuing of the present 
styles seems to meet with favor, the modern types to 
be used for private offices, the square type with 
rounded corners for general office use. For many 
years there have been attempts made to simplify and 
standardize the size of office desks. Some good has 
actually resulted from efforts made, and we feel that 
there is no suggestion that would be more valuable 
and more welcome to the manufacturer than some- 
thing along this line. There is also the question as to 
the proper height of office desks, which matter was 
having considerable thought prior to the beginning of 
the war. It is the idea that possibly 29 inches would 
be a compromise in height and might prove acceptable 
to dealers and manufacturers, though some think that 
height is too low. The proper depth for desks, par- 
ticularly 42-inch drophead typewriter desks, has al- 
ways been questioned. We wonder whether or not a 
30-inch desk, or at the most a 32-inch desk, is not 
more than ample for the depth of this desk, thus giving 
more usable working space. Thirty-inch, 32-inch, 34- 
inch, and 36-inch depths may be in two sizes. 

You may recall after the last war there was a tre- 
mendous impetus in the automobile business. There 
will be a similar impetus in airplane activity directly 
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POCKET SEALS or QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 





THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 





FURNISHED IN 3 SIZES 





FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 





PLACE YOUR ORDER WITH YOUR LOCAL 








MARKING DEVICE DEALER 


NEW “WOOD” LOCKER UNIT 
ACCOMMODATES 12 IN 5 FT. 


The new hardwood and plywood 
Peterson Industrial Lockers come 
in both single and double (back OR A : 
to back) units that accommodate ? 

either 12 or 24 persons in every 
5S running feet. Double locker 
room capacity and save valuable 
floor space for productive use. 
Provide each employee with « 
spaced coat hanger, an individual 
ventilated hat shelf 
and a 12 in. x 12 
in. lock box for 
lunch, microm- 
eters, drawing in- 
struments or per- 
sonal effects. 



























PETERSON Wardrobe 
Equipment is provided 
for factory, shop and 
ofiice—comprises a com- 
plete line of single and 
double faced locker units, 
wardrobe racks and non- 
tipping (6 or 12 place) 
costumers. Keep wraps “in 
press”, dry and sanitary 
—exposed to sir and 
light. No crumpled hats 
or soggy lunches in 
stormy weather. Prompt 
delivery. 





Write for Catalog and Dealer Propositions 
VOGEL-PETERSON CO. 
“The Checkroom People” 
1823 N. Wolcott Ave., Chicago 22, U.S.A. 
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“Ammunition” is anything that hastens Victory. Time 
saved in clerical work is high-power ammunition. Impor- 
tant time savings can be made by using Cook’s Steel 
File Signals on cards and ledger sheets to segregate 
groups of facts for quick reference. In 12 non-chip colors 
for all filing systems. Card of samples on request. 


The H. C. Cook Co., 14 Beaver St., Ansonia, Conn. 








GRAPHIC. 
GELATINE 
ROLLS'| 


In over thirty years GRAPHIC Duplicator 


rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 


composition in attractively lithographed 
containers. Two and four surface Oak 
Frame duplicators in five sizes. 


GRAPHIC DUPLICATOR CO. 


473 BROADWAY NEW YORK, N. Y. 
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after hostilities cease and things reach the state where 
manufacturing can be resumed. The airplane with its 
speed and streamlining is going to influence our lives 
in a way that few of us realize at the present time. 
The ideas are going to be reflected. in our daily lives 
in many ways. It is the general opinion that all mail 
will be air mail; air parcels post will, no doubt, do 
away with express. It is even suggested that freight 
will be carried by air. In other words, there will be 
speed and streamlining. Office equipment must con- 
form to the general ideas. Purchasing agents are going 
to be streamlined in their thoughts, and the larger 
buyers are going to be streamlined in activities in 
their filing systems and methods generally. You will 
find everybody is going in for improved lighting, air- 
conditioning and, above all, for noise reduction. Im- 
provements can be made in many of the desk lines 
to eliminate much of the noise that is heard in any 
office. There are going to be drastic changes in mate- 
rials used in office equipment. Plastics are going to 
play a very important part. It’s not likely the time will 
ever come when bronze hardware and pulls will again 
be used on desks and filing cases. The principal thing 
you can look for is simplification and tremendous 
reduction in the many styles formerly featured by all 
manufacturers. 

Much of what has been said is no doubt extreme in 
some cases but does not go far enough in others. But 
this subject certainly lends itself to discussion from 
the floor, and manufacturers and dealers alike should 
be heard from, and all of your remarks should be 
recorded for future reference. 

—> o- 


THE AMERICAN RED CROSS 

(Continued from page 61) 
care of him, helped him to adjust himself, got him a 
new leg, gave him occupational therapy, and are now 
working on his wife, trying to bring about a recon- 
ciliation. He had no family, and the only friends he 
had at one of the toughest times in a man’s life was 
the Red Cross. 

In connection with prisoners of war, you are all 
familiar with the set-up. The Red Cross is an inter- 
national organization, with headquarters in Geneva. 
When prisoners are taken, sometimes the country re- 
leases lists. Those lists are sent to the State Depart- 
ment. Immediately the prisoners’ families want to get 
in touch with the boys, and the boys want to let their 
families know. If you have a member of your family 
a prisoner, for instance, in Germany, go to your local 
chapter with an innocuous message. It will be trans- 
mitted to National Headquarters in Washington, then 
to the International in Geneva, then to the National 
Heaquarters in Germany, and then to the local there. 
In addition, the Red Cross may send every two weeks 
a package of extra clothing, cigarettes, chocolate, 
decks of cards, anything to take his mind off the 
tedium of being a prisoner and to give him some 
little luxuries. The boxes are packed by the Red Cross 
and sold at cost to the person who wants to send them. 
They are sent through on exchange ships usually fly- 
ing the Swiss flag. They are handled by the Red 
Cross representative at Geneva, who sees that the 
men receive them. 


War Prison Conditions 

The Red Cross supervises the treatment of prisoners 
of war according to the articles of the Geneva Con- 
vention. In a prison camp the men are permitted to 
choose one of their number as a representative or 
spokesman. When a representative of the Interna- 
tional Red Cross visits that camp, as he does period- 
ically, that prisoner is allowed to see him briefly, com- 
plain of any treatment or conditions, and the Red 
Cross will see that those conditions are alleviated as 
much as possible. That is why we have decent treat- 
ment of prisoners in Germany and Italy. Japan is 
different. Japan is reluctant to live up to her prom- 
ises, although she signed the Geneva Convention. 

The next thing is important, and that is blood donor 
service. I noticed some blood donor pins as I came 
into the room. This is probably the most important 
work the Red Cross is doing. Our quota is 75,000 pints 
of blood per week. Plasma is prepared from the blood 
and shipped immediately to the fighting fronts. The 
plasma is probably the most important thing in alle- 
viating the greatest danger from wounds, which is 
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HIGGINS ~2™ 


AMERICAS WATERPROOF = 


THE WINNING HAND FOR SALES De sur portiae aici ae 
wb ig ™ , : : tact where Higgins sales flow in. 






Send for Higgins dealers helps — 
they're free and plentiful. 


4 
HIGGINS 






a . 
A ill bri é 
post card wi bring you these 5 eee Ask for these colorful window Higgins 
sales creators. Look them over; you can have iL 


; so . : : and counter display cards. 
them in quantities, free with your imprint. ae a 


HIGGINS INKS sell easily — but don’t take your sales tive years of sponsoring the Higgins-Scholastic 
for granted. Increase them with Higgins Dealers Helps. awards. This is not a promoter’s “fly-by-night” art 

For 63 years we have created your ever-growing de- contest, but one internationally respected, appeal- 
mand for Higgins Products. One feature alone of our ing to 10 million high-school children and requiring 
complete sales promotional program is our 15 consecu- real time and money to sustain. 
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A Better Answer 
In Additional Filing Space 


THE VICTOR Wood File, with its easy, smooth 
operation, all hardwood construction, efficient 8- 
roller progressive suspension and fine appearance 
is available for prompt shipment in any reasonable 
quantity. 

The year-end will bring needs for much additional 
filing space. THE VICTOR is a better answer to these 
needs... engineered for many years of active use in 
busy offices. 


Desk-High Victors for Christmas 
These attractive files can fill a long-felt need in the home— 
particularly the home where the ‘‘boss’’ works nights. Feature 
Desk-highs in gift displays and advertising. 





2-Drawer Desk High 
Letter and Legal — And Don’t Forget the ‘‘Filling”’ 
sizes. Green or Wal- 
nut Finish; Locks a- 





4-Drawer Standard Let- 
ter and Legal sizes. 


Victor's new Filing Supply Price List can help you select 
guides and folders easily. 











vailable. Green Finish, with or 
without locks. Illustrated 
ig BUY BONDS =— SPEED VICTORY folder on request. 
Vote ie THE VICTOR SAFE & EQUIPMENT CO. INC. 











NORTH TONAWANDA, NEW YORK 
CONSUMER - APPROVED PRODUCTS SOLD ONLY THROUGH DEALERS 
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QUALITY IS A REAL CON- 
TRIBUTION TOWARD THE 


PEERLESS STEEL EQUIPMENT co. 
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shock. The proportion today of men who recover from 
their wounds, if they do not die immediately or in 
the first hour, is 99 per cent. It is largely attributed 
to two things, sulpha drugs and blood plasma. The 
drugs prevent infection, and the plasma takes care of 
Shock. The blood is gathered in 33 centers in the 
United States. Chicago has one big blood bank. If 
any of you find yourself close to a blood bank, and 
haven’t eaten any fats in the preceding 24 hours, you 
should drop in. Your blood pressure is checked, your 
case history taken, and the blood typed. If anything 
develops in the examination that might make you 
susceptible to harm, you are excused. If over 60, you 
are rejected. You can go once every ten weeks. Unless 
you are very nervous, you have no serious negative 
reaction. 

What the blood does after it is transformed into 
plasma is incredible. We had a case of an aviator who 
had been shot down in flames in the South Pacific. 
He had first degree burns over 80 per cent of his body. 
He received 32 pints of blood plasma, and is alive and 
well today. There wasn’t a chance in the world of his 
recovering without it. We had a boy who went through 
the hold of a ship on fire to rescue a shipmate. He 
received first degree burns over the greater part of 
his body. Blood plasma saved him. The cures have 
been miraculous. All of us can give blood five times 
a year. The need is 75,000 pints a week. 

When the annual roll call comes along, and you 
have an opportunity to say a good word for the Red 
Cross, I trust you will do it. I hope you will give your 
blood, and do it cheerfully, for the Red Cross is doing 
its work to the best of its ability today. 


——— —__. 


REPORT OF NECROLOGY COMMITTEE 
(Continued from page 63) 


or on foreign shores. Despite the fact that more than 
nineteen hundred years of preaching and teaching 
have failed to establish “peace on earth and good will 
to all mankind,” yet, as our memories span the years 
and their developments, we cannot question the cum- 
ulative value of the struggle to establish the funda- 
mental principles of universal good will. 

As we view the record of what has beer accom- 
plished, we are certainly justified in standing firm on 
the ground that these efforts have not been made in 
vain, despite a world at the moment geared to wartime 
needs. The ultimate goal of victory will be attained 
and the principles of good will further advanced. 


This present global war is but a struggle to safe- 
guard the integrity, the standing, and the value of 
“good will,” a value we have created individually and 
collectively through past struggles, and which we seek 
to maintain and make more secure through Victory 
in the present conflict. Those of us who live on must 
perpetuate the unfinished work of those who have 
gone before us. They have contributed to the up- 
building of our industry and have been instrumental 
in creating greater recognition of its essential char- 
acter. 

In this same path must we direct our efforts. We 
must live not for ourselves alone but for those who 
follow on. 

The inspiration gained from the lives of these old 
friends must stimulate us to make greater our own 
achievements. Let us not fail to recognize, as they did, 
that every man owes somewhat of his time, his talent, 
and his substance to the advancement of the industry 
of which he is a part. As each day we live is but a step 
toward death, let us learn to live as those who expect 
to die, and then we shall find we feared death only 
because we were unacquainted with it. 

It is also well for us to remember that one day there 
will come to each of us a messenger whom we cannot 
treat with contempt. He will say, “Come with me,” 
and all our protests of business cares and earthly ties 
will be of no avail. We will not be too busy to die. 


The tools will drop from our fingers and we shall 
work no more, for with that messenger we will pass 
into eternity. As Providence grants no “exemptions” 
let us recognize it is impossible anything so natural, 
so necessary, and so universal as death could ever 
have been designed by Providence as an evil to man- 
kind. 

If we learn to live as men who expect to die, then 
we will have no fear of death for we will have learned 
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MOORE PUSH-PIN COMPANY 
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WORKING FOR 
MORE OUTPUT 
PER TYPIST 

Busy with War work, we still 


supply parts and service, to 
speed your typing. 


THE DAWN MFG. CORP. 


DIVISION OF THE 


HALL-WELTER CO., in ROCHESTER, N. Y. 














“Follow the Flag” To VICTORY 


ACTION MAPS that Follow the Daily Tide of Battle 
Beautiful World Map on pin board in bottom 


of box. Map of U. S. Possessions in top of 
box. Complete with 176 flags of war- 
ring nations. A splendid outfit to 
, avy Foss 







use in keeping up-to-date with 
the Allies on their march to 
Victory. 


Will Sell On Sight 
ONLY $1.00 


Every family with children 
of school age, or with a man 
in service wants one. So will 
others. Order direct from ad 
or send for special circular. 


THE GEORGE F. CRAM COMPANY, 


INC, 


Maps, Atlases, Globes since 1867. 730 E. Washington St., Indianapolis 7, Ind. 








CRAMER 


The Comple te Line of 
Posture seating. 


A Price for Every Purse in Our 3 Price Ranges 


CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 








217 











ethan oR on oe eR 
ceeeeeemrrimean nae nnn Sion 


SE en craton peat 


; 





ng ina 





peepee 


“HU area 


DUPLICATING INK 


Our 45 years’ experience in the 
manufacture of duplicating 
inks enables us to offer you the 
sebel 3M s) dole blot t-Mo) oh tostelede) (Bete h ee 
where. 

Our PREMIUM INK is a high 
grade black ink that has the 
properties of Quick Drying and 
Minimum Penetration into the 
paper. The finest ink made for 
first class stencil duplicating 
work. 

BULLETIN INK fills the need for 
a jet black ink where price is 
a factor. Excellent results at a 
pootbetbesttteeMe) Melel1e 


All inks manufactured under the personal 
supervision of Fred B. Canode. 


WRITE TODAY FOR SAMPLES AND PRICES!! 


INK SPECIALTIES CO., INC. 
531-5. LAFLIN STREET . . . . CHICAGO, ILL. 


SATISFACTION GUARANTEED OR YOUR MONEY BACK” 


KEEP ‘EM TYPING 


The War Production Board has greatly restricted the sale of typewriters 
and other indispensable office machines. Every means must be taken to 
keep existing machines, especially the type and platens, in the best possi- 
ble condition. 








———— 





You can help your custom- 
ers in protecting their 
machines by selling them 
the SPEED-MO TYPE 
CLEANER with the auto- 
matic finger tip control 
which saves fluid and pre- 
vents evaporation. There 
is no dirt; no daubing or 
spattering. Fluid is al- 
ways clean. 


WRITE TODAY FOR CATALOG 
NO. 141 AND FULL DETAILS 


RIVET-O MFG. CO. 
96 Jason Street 
ORANGE, MASS. 
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INKED RIBBONS 
CARBON PAPERS 


Write For Samples and Prices 


INTER-STATE 


RIBBON & CARBON CORP. 
Monufacturers 


2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 
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it is but a part of life. “Just a path that must be trod, 
if man would ever pass to God.” 

To the families of these departed friends we extend 
our heartfelt sympathy. We indeed share in their 
sorrow, for their loss is also ours, a loss far too great 
to be expressed in mere words. 

Time is the only medicine that cures this wound 
which reason fails to heal. Time alone can soften 
grief and make possible an abiding peace of mind and 
heart. Such a peace comes to us through a faith that 
calms the soul and gives it quiet and repose, a faith 
resting on the eternal wisdom and goodness of God, 
who alone can lift our souls from weariness to peace- 
ful rest. 

Time Conquers All 

And now will this assembly please rise as we present 
the National Stationers Association “Honor Roll’ for 
1943: 

Abbott, Tom L. 
Bates, Elmer E. 


San Antonio, Tex. 
Minn. ; 


Paul Anderson Company, 
Quality Park Envelope Co., St. 
McGill Paper Products, Inc., Minneapolis, Minn. 
George Harry, (U. S. Army Air Forces) 

Will A. Beach Prtg. Co,. Sioux Falls, S. Dak. 
Brigham, Lucius Wehadon Eversharp, Inc., Chicago, Il. 
Brooks, William Henry 

William F. 

Carpenter, William W. 8S. 
Davis, Dwight A. 
Davis, George, Jr. 
Demaree, Charles 5 


Paul 


Beach, Lt. 


Murphy’s Sons Co., Philadelphia, Pa. 
Sanford Ink Company, Chicago, II. 
Davis & Banister, Inc., Worcester, Mass. 
W. A. Sheaffer Pen Co., Ft. Madison, Ia. 

Demaree Stationery Co., Kansas City, Mo. 

Cc. F. Denzer Company, Sandusky, Ohio 
Globe-Wernicke Co., Cincinnati, Ohio 

Eberhard Faber Pencil Co., Brooklyn, N. Y. 

Oxford Filing Supply Co., Chicago, Ill. 
Wilson Jones Co., New York, N. Y. 


Denzer, Carl F. 
Dure, Miller Outcalt 
Faber, Lothar W. 
Flight, Clarence 


Franklin, Charles Wyatt 
& W. B. Drew Company, Jacksonville, Fla. 


Garrett, Horatio B. H. 
Hawkes, Lewis Arthur C. Howard Hunt Pen Co., Camden, N. J. 
Heyn, Roman H. E. H. Hotchkiss Company, Norwalk, Conn. 


Hoffman, Richard H. American Lead Pencil Co., Hoboken, N. J. 
Holland, William H. Blake & Rebhan, Boston, Mass. 
Jacquin, Nicholas J. Jacquin and Company, Peoria, Ill. 
Jaques, Washington Lee Jaques & Co., New York, N. Y. 
Johnston, William F. Schwabacher-Frey Co., Los Angeles, Calif. 
Kennedy, William J. Wm. J. Kennedy Staty. Co., St. Louis, Mo. 
Lacy, W. H. Maverick-Clarke, San Antonio, Tex. 
Landes, Maurice R. Polar Mfg. Company, Philadelphia, Pa. 
Luckert, William E. Meffert Equipment Co., Louisville, Ky. 
Miller, Percy R. The Macey Company, Grand Rapids, Mich. 
Mix, Winfield S. General Fireproofing Co., Chicago, III. 
Moulton, Ralph J. Victor Safe & Equip. Co., N. Tonawanda, N. Y. 
Norris, James R. National Blank Book Co., Holyoke, Mass. 
O’Brien, Thomas Eberhard Faber Pencil Co., New York, N. Y. 
Pelouze, William Nelson Pelouze Mfg. Co., Chicago, III. 
Perry, Edmund Freeman Trussell Mfg. Co., Evanston, Ohio 
Henry O Standard Printing Co., Louisville, Ky. 
Crowley-Reuter Staty. Co., Kansas City, Mo. 
Carolina Office Equip. Co., Rocky Mount, N. C. 
A. W. Faber Pencil Co., Newark, N. J. 

Art Metal Construction Co., Jamestown, N. Y. 
Southworth Paper Co., W. Springfield, Mass. 
American Crayon Co., Sandusky, Ohio 

Carter's Ink Company, New York, N. Y. 
American Pad & Paper Co., Holyoke, Mass. 
Schooley Prtg. & Staty. Co., Kansas City, Mo. 
Fastener Company, Bloomfield, N. J. 
Roberts Company, Cleveland, Ohio 


Praetorius, 
Reuter, William 
Robbins, W. Grover 
Sauter, Robert 
Smith, Henry Kay 
Southworth, Edward 
Spore, Arthur M. 
Springer, Roy E. 
Taber, Cyrus Hezakiah 
Teague, O. Addison, Sr. 
Wagner, Chester I. 
Wirtz, John A. F. W. 
Wood, Edward S., Sr. Esterbrook Pen Company, Camden, N. J. 
“May the peace of God which passeth all under- 
standing rest and abide with these, our friends, and 
with us all, now and forever more.” 
Amen and amen 
Respectfully submitted, 
THE NECROLOGY COMMITTEE 
Woodson P. Waddy 
L. R. Kendrick 
C. H. Everly, Chairman 
°—- « 
FRANKEL CALLS ON EASTERN ACCOUNTS 
L. V. Frankel of the Frankel Ribbon & Carbon 
Company of Denver, Colo., has just spent a pleasant 
two weeks calling on the customers of their New York 
distributors, Tru-Rite Inc., 116 Broad Street. Tru-Rite 
Inc. reports their business is growing by leaps and 
bounds, with inquiries coming in for “Crystal” stencils 
and supplies from all over the world. 
Mr. Frankel expects to return to the plant within 
the next two weeks 
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THUMLOK 


SECTIONAL POST 
BINDER 


HAS EVERYTHING YOU WANT 


EASE OF OPERATION 
DURABILITY 
LIGHTNESS OF WEIGHT 
COMPACTNESS 


STATIONERS 
all regular bindings LOOSE LEAF CO. 


stock and special sizes 





MILWAUKEE |, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 
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Try our Type Cleaner in Your Office 
and See How It Compares. 


Sample Sent Upon Request 


Martens Type Cleaner 
7 West 29th St. New York City 


THE PERFECT FLUID AND PATENT APPLICATOR 























Have You 


a Friend—o. business acquaint- 
| ance who might like to keep in touch 
| with office equipment by reading 

Office Appliances? If so, send us the 

name, address and business and we will 

send a sample copy with our com- 
pliments. 


THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A. 
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HEADQUARTERS 
for fine leather 


UPHOLSTERY 


EHRLICH UPHOLSTERY WORKS 
520 West 42nd St. * New York, N. Y. 





























RELIANCE PENCIL CORP 
Mt. Vernon, N.Y 
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You Can Get 
Wood Posture Chairs 


The Harter Posture Chair, No. W-35, 
illustrated at the right, is available for 
immediate delivery. This posture chair 
looks like a steel chair, is self-adjusteble 
and the back insures positive support. 
The seat and back are well upholstered. 
Harter is cooperating to the fullest ex- 
tent in war work. Steel chairs and other 
products are being manufactured for the 
Maritime Commission and other combat 
vessels. 
HARTER CORPORATION 
STURGIS, MICHIGAN 
New York, 354 Fourth Ave. Chicago, 14 Jackson Blvd. 
— BUY UNITED STATES WAR BONDS — 
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DAYTON STENCIL 
WORKS CO. "chic" 








ROLLING STORE LADDERS | 
“A” Type Ladders e Library Ladders } 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and utomatic Safety 
Brakes. 
Defense plants use 
Rolling Ladders. 
Send for Folder and 


prices and go after 
some of this business 








Manufactured by 
4535 N. Ravenswood Ave. 





Dhis Vame - a, Vacheage 
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ae J 
RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 








We can make immediate 
shipment of 


NUTYPE 


TYPEWRITER 
TYPE CLEANSER 
G Always a large stock on 


hy hand. ... No priority neces- 
sary. Order some today. 


Walter G. Gies Company 


Manufacturers 
Crownsville, Maryland 














I. D. COTTERMA 


CHICAGO 












MARK/LO 
AMMA UMA ES 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 


Write us for details. 
Markileo Company, Mfrs. 


3633 S. Racine Ave. Chieage, U. S. A. 
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Oe NEATYPE 


TYPEWRITER 
TYPE CLEANER 


The FINEST cleaner with 
the RIGHT cleaning brush 
attached. Easy sales—sure 
repeats — excellent profit. 
For full information and 
samples, write 


STARKEY PAPER 
& SUPPLY CO. 


720 Delaware St., Kansas City, Mo. 


NEATYPE 


for Ath Ctiien Meinimwe 
v 











NON-RUBBER 


Typewriter 
Keys 
« 


The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 















Speed Key Mfg. Co. z22,cowsbeceson 
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Specify — 


a a, Waldon Rote Snanonw 


WoORLD’S 


QUALITY 


STANDARD 


They Correct Mistekes in Any Language 


_ lasting satisfaction 


RosBperts RusBpBER Co. . ° 


Oded for the Asking! 


This 84 page catalogue features 


WELDON 












a, —_— 
a a + . 
— address books, diaries, memo 
_— books, automatic pencils, mas- 
=—_ . . 
= ter drafting machines, globes 
and countless other items of in- 
A “I terest to the office appliance 
y \ \\ field. 
You are invited to send for this big FREE 
catalogue of available merchandise Address 
Dept. AOi1. 






Wovseslitni Eeeled 


€7. CHICAGO, 10, ILL. 


Acme No.1 Saddieback 4 


STAPLES FLAT 4 5 





OR SADDLE WORE 


Adjusted Instantly 
gn 


A C E Handy for offices or smal! binderies—uses 
S TA p L f Yq, 5/16, % and '/.” leg length staples 

without mechanical change and has 12” 
COMPANY reach. Saddie back and flat interchange- 


| able tables are standard equipment. Com 
| 

| 1648 Haddon Ave. and specia! capacity staplers, as shown 
| 

| 

' 








pare the Acme Silverstreak Line of standard 
CAMDEN, N. J. in the Silverstreak Folder. 
Also Mfr. ACME No. 1—No. 2—SURESHOT—MIDGET—SIMPLEX 





BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 





Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 





November, 1943 
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for your Customers 


© NEWARK, New aeemsey, U. 





SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 
for details nowl 





Simply tip 
the card 
and copy 


Meilicke. Systems, Inc. Chicsse, il. 















GRIPTITE | 
BANDS .\_ 


The Wartime Successor \ WE 
to Rubber Bands SOY gape 


| 
} 








-RIPTITE Bands are a definite need 


manutactured if * Order from your Stationer or 


ong. write direct for sample 


They can be used over and over ag and prices 
ROCHESTER WIRE-O BINDING, INC. 
108 MILL STREET ROCHESTER, N. Y. 








MAGIC FLOW 


An Excellent 
Duplicating Ink 
Duplicating Stencils 
Correction Fluid 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


569 W. Van Buren St., Chicago 
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c THIS hattle, ¢ 1.0. 


{0 


* Here’s how you—yes, YOU—can carry out a 
smashing “pincer movement” against the Axis. Swing 
in on one flank with increased production of war goods! 
Drive in on the other with redoubled purchases of 
War Bonds through your Pay-Roll Savings Plan! 


You're an officer in both of these drives. Your per- 
sonal leadership is equally vital to both. But have you 
followed the progress of your Pay-Roll Savings Plan 


as closely as you have your production? 


Do you know about the new Treasury Department 
quotas for the current Pay-Roll Allotment Drive? 
Quotas running about 50° above the former figures? You 
see, these new quotas are based on the fact that the 
armed forces need more money than ever to win the 
war, while the average worker has more money than 
ever before to spend. Particularly so, on a family in- 
come basis—since in so many families several members 
are working, now. 

Remember, the bond charts of today are the sales 
curves of tomorrow! Not only will these War Bonds 
implement our victory —they ll guard against inflation, 
and they'll furnish billions of dollars of purchasing 
power to help American business re-establish itself in 
the markets of peace. 

So get this new family income plan working at once. 
Your local War Finance Committee will give you all 
the details of the new plan. Act today! 


This advertisement prepared under the auspices of the War 
Advertising Council and the U. S. Treasury Department 





This Space is a Contribution to America’s All-Out War Effort b 
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LET’S KEEP ON Backing the the Attack! 
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E X PORTER ! War Production Now 


@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY | 


SEND US THIS COUPON 


The Yellow Box Line has gone to war . 


it is helping speed important paper oat’ in 


plants of the Arsenal of Democracy. 


— 


OAKVI 


COMPANY 


Division of Scovéll Manufacturing Company 
WATERBURY, CONNECTICUT 

















To F. W. BRIDGES LTD 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street. HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 


the BRITISH STATIONERY EXPORTER. 








NEW YORK CHICAGO SAN FRANCISCO 
In Canada: BROWN BROS., LTD., TORONTO 2 


QUALITY PRODUCTS FOR 75 YEARS 


Filing Supplies « Leose Leaf Covers 


Paper Specialties e Office Equipment 
Originators of Modern Indexing 


AMBERG FILE & INDEX CO. 
1608 Duane Blvd Kankakee, II|l 


@ 

the IMPORTANT 
ONLY* NEWS 
a COMING 
AUTOMATIC SEE NEXT ISSUE 


Self-Tilting BACK 
PRESSURE SUPPORT 
“Exclusive TYPOSTURE 


Construction. PATENT 
PENDING. 


TYPOSTURE 


CHAIR CO., INC. 
11 West 32nd Street, New York, N. Y., Pennsylvania 6-0588 








eeee2e0008015080020008600808080 








Individual letter or 
embossed name strip 
style. For large or 


small capacities. 





ae HONOR ROLLS 











Name scsi tea caaisiane emetic ‘ 
(Please attach your business card or letter-head) 
Send for 
d P 
eenines illustrated folder. 
Date 37 E. 12th St., New York 
OFFICE APPLIANCES, November, 1943 223 








E’S no Sherlock Holmes, but just the same 

this Royal designer is seeking clues for 
the successful office furniture and equipment 
of ““Tomorrow.” 

Without in any way interfering with our ex- 
tensive war work, we are endeavoring to trans- 
late these clues into furniture that will mean 
more profits for you. 

‘The Royal Line of Tomorrow will probably 
embody daring and new designs, startling 
new color schemes, perhaps brand-new ma- 
terials. 

In short, the Royal Line of Tomorrow is 
planned to be new in every respect except one 
—the traditional quality for which Royal Metal Ce ee ot 
has long been famous. The Royal Metal Mfg. as A 
Co., 175 N. Michigan Ave., Chicago 1, Illinois. 


Metal Furniture Since ’97 





The 
LINE OF TOMORROW 


Royalchrome Furniture e Royal Steel Folding Chairs « Royal Housewares 
OFFICE APPLIANCES, November, 1943 
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Long years of experience and the skill of artisans has produced from the rough, a line of stencils 
worthy of the name Heyer—which symbolizes the finest in Duplicators and Supplies. The unex- 
celled qualities of Heyer Stencils and their brilliant reproductions, make them analogous to 
diamonds, where cutting alone reveals their intrinsic values. 


Heyer Quality Stencils are available for all stencil duplicators. 
From the finest Cellulose Dry Stencil for skillful reproductions 
to the most economical for general work, each designed to 
produce a maximum of clear, sharp, brilliant copies. 


Be 


ALWAYS oe 


Heyer Quality 
Supplies consist 
of a complete 
line, for every 
make of Gelatin, 
Stencil and 
tonomy, fong Liquid Duplica- 
*rvice and last- tors. Every prod- 


satisfaction. = es aie ; pr GUAR.- 


: 


feyer Quality 
applies, prod- 
«ts of 40 years 
aperience, defi- 
Mely assure 
Sur customers 
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Underwood Typewriters lerwood Sundstrana Une ferwo 


g-Figuring Machine fecou 


TO OUR MILLIONS OF VALUED CUSTOMERS: 
{ecounting and Adding Machines are available 
regulations. 

Typewriters are available for rental to anyone. 
Maintenance Service, from coast to coast in 366 
cities is in complete and efficient operation for all 
makes of typewriters, UEF accounting and adding 
machines 

Ribbons, Carbon Rolls and Carbon Paper Com- 
plete lines are available for all makes of machines 


Copyright 1943, Underwood Eiliott Fisher Company 


S. Navy Photograph of fighter planes on a carrier deck 


Behind Esso’s 100-Octane Gasoline 


March Hundreds of 
Underwood Typewriters... 


Enlist your dollars . . . Buy War Bonds . . . To shorten the duration 


The fast-flying fuel that powers the planes of many of 
\merica’s intrepid airmen gets its paper work “start” on 
time-saving Underwood Typewriters and Office Machines. 


Throughout the Esso organization they have played 
prominent part in the quick handling of office detail re- 
quired by the company’s war effort. 


From the “paper work” in the famous Esso Research 
Laboratories where this Victory fuel was developed to the 
final orders to E sso ti inker captains for delivery “somewhere 
in the war zones,” the unfailing efficiency of Underwood’: 
durable equipment speeds thev ital war work of the Standard 
Oil Co. of New Jersey and its associate companies. 


Reports Esso Marketers: “In the last few years many of 
our Underwoods have had to do double and even triple 
duty. Our UEF machines have stood up remarkably well, 
regardless of their age!” 


Underwood Elliott Fisher Company 


ONE PARK AVENUE, NEW YORK 16, N. } 


war production on U, S. Carbines, Caliber .30 M-1—Airplane In- 
struments—Gun Parts—Ammunition Components—Fuses— 
Primers—and Miscellaneous Items. 








